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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 






































customers. hey do, however, offer their services in resolving any disagre ments which result from relations established 
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r the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern businss office 
we represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 














mmmunicat th the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 
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Victor Safe & Equipment ¢ 
Wels Mfg. Co 
Yawman an 
Finger Pads 
Speed Products Co., In 
Gummed Cloth Rings 
Dennison Mfg. ¢ 
Reyburn Mfg. Co., Ir 
Warshaw Mfg. Co 
Gummed Tape (Pressure Sensitive 
Appl. Machines 
Ferris Products, Ir 
Gummed Tape & Sealing Machines 
Metal Specialties Mf 
Reyburn Mf Cr Ir 
Honor Rolls 
Acme Bulletin Board Cort 
index Card Signals 
Cel-l)-Dex Corp 
Cook, TH. ¢ Co 
Graff, George B.. ¢ 
Victor Safe & Equipr ( 


index Tabs 
Advance Indust 
Aigner, G. J ( 
Amberg Fi & Index ¢ 
tarkle C. iL, & 
Cel-U-Dex Corp 


4 





Wernicke €¢ T 

» System & S ly ¢ 
Markilo Company 

er-Craft Corp., D SW 
Revburn Mfg. ¢ I 
Shaw-Walker Co 
Sheppard, ¢ | Co 
Speed Products ¢ I 
Victor Safe & Equipmer ( 


inks, Adhesives, ete 
Carter's Ink Co 
Colonial Carhon Ce 


Union Rubb & Asi ( 
Inkstands 

Cushman & TDer mn Mi ( 

Sengbuseh Self -¢ Ink ( 
Label Holders 

Masterco Sales ¢ 
Labels 

Imperial Methods Co 

Oxford Filing Supply C 

Reyburn Mfg. Company, 1 


Warshaw Mfg. Company 
Wels Mfg. Co 

Ladders, Library. Store & Vauit 
Cotterman, I. D 

Leads for Mechanical Pencils 
Faber Eber! ard 

Leather Upholstered Furniture 
terkey Leather Furn. Cort 
Grand Rapids Leather I ( 
Niemann, Ine 
Office Industries of Amer 
Princeton Upholstery Co 


Letter Trays 


(See Correspondence Trave 
Lithographed Continuous Forms 
Hano, Philip, Companys Ine 


Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Anderson-Hickey (Co.. Ir 
Art Metal Constru n Co 
Browne-Morse Co 
Cardinal Sales, Ir 
Globe-Wernicke ¢ The 
Invincible Metal Furn. ¢ 
Keystone Steel E t 
Lyon Me Prod Tne 
Parker Steel Products, I 
Security Steel Equip 
Shaw-Walker ¢ 
Standard Steel Equip 
Yawman and Erbe Mf ‘ 

Locks, Drawer, Showcase, ete 
Wonder Lock 

Loose Leaf Books & Systems 
Amberg File & Index ¢ 
Roorum & Pease ¢ 
Kibe File & Binder ¢ I 
Ideal System Cor ur m" 

Ma r-Craf ( ) S 
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Tags 


Telephone A 


Thumb Taek 


Ticket H 


Trimming Boa 


Type Typew 


Typewrite ( : Mat : 
i 
( 
t o 
\ 
Typewriter Cov 
Typewriter t ‘ . 
\ 
Typewrit Key 
Typewr ite P 
Typewriter Ta 
Typewrit Mf f 
Typewr ite t A 
Upholstery Ma 
ble Syst pment 
‘ 
Waste Basket 
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WANTS AND LOR SALE 


The rate for classified advertisements is ten cents a word, mintmum charge $2.00 
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January, 


1949 


FACTORY REPRESENTATIVE: by established manufacturer of patented 

pular-price Window Filters, already enjoying tested «de iler acceptance 

stationery field Choice territory pen in vark parts of U.S 
part BADGAIRE, Im 


( ' ission basis. Give references and ful 
South Allis Street, Milwaukee 7, Wi 


MR. SALESMAN: Selling special lines direct t sumers? Our patented 
BUCK-L-BINDER for storing loose leaf re ‘ ' idopted, become 

irt of the user's filing system, insuring REPEAT BUSINESS. Exclusive 
erritory allotted to desirable representative W rite The Reb-Wal Hunt 
( Box 2s, Royal Oak, Michigan 


SALESMAN FOR NEW YORK DISTRICT wanted with following among 


imercial stationers ind «other § distribut ! fast growihg vers 
ficient New Vork Carbon Paper & Typewrite Ribsbow Manufacturing 
( pany State details and experiences ih N care Office Appl 
ces Chicago 6 


WANTED EXPERIENCED DUPLICATOR SALESMAN in most rapid 


growing maor city in East, to sell best known and st widely used line 

f mimeographs. N travel Aggressive rgat itio Exceptionally good 
nings replies confidential, Write N-220 ire Office Appliances, Chi 

wo 6 

SALES REPRESENTATIVE FOR nationally know: mnufacturer of 

tapling machines and staples Vario territ pen clare N-912 


ire Office Appliances mo (Ff 2nd St New York 7 N.Y 


MECHANICS AND REPAIRMEN WANTED 


BOOKKEEPING MACHINE SERVICE MAN M e experienced o 
Burroughs tookkeeping Machines and M ! Hopki Permanent posi 
I good pay All applications strictly nhdentia W rite N.91 care 


Office Appliances, Chicago ¢ 


ENPERIENCED TYPEWRITER MECHANK WANTED Al makes 


Steady position for steady man Will t biaining living quar 
\ddres N-214, care Office Appliar } ( 

FINE OPPORTUNITY for bright mbit tw iter mechani in my 

‘ typewriter hop. Roval specialist t hin \ perience 

ferred but not essential Ketter tl ‘ ‘ yy ition ph 
Albert Tangora 20 Davi St I nat 1! 

WANTED Typewriter and Adding his } Daley Office Equip 
ent Company ‘ti Whedhee St Fort ¢ j ( rad 


PARTNER WANTED 


Ik Vor AR} A SALESMAN or experts ‘ t nage ml have 
s5s000 f STM ind = wisl t« joit f ‘ 1} ther individual wit! 

capital, t locate investigat ‘ ; | t tationer nel 
Tee ipply store referene ‘ hanged tt ‘ ‘ 
Office Appliances, Chicag ( 


PARTNERS AVAILABLE 


WANTED ESTABLISHED FIRMS in Metropolitan Ne York, wi 
ept new partners for active participati N promotior (ust 
Iyle 25 000 Pp plu busine ex perience Is ke ervice Nchilre 


\-72 ire Office Appliance 1m tT i2nd St New York 17, N.Y 


REPRESENTATIVES AVAILABLE 


NORTHWEST REPRESENTATIVI i cor ler I ne good line rf 


d and metal fice furniture ‘ ent plicator ipplic 
ling machine hect rel mine rt ipl ‘ \ ire \+ re of 
Appliances Chicag t 
SALES ORGANIZATION § (tw travelers) 1 eliing duplicato ned 
ppl ind paper punche ti tations type riter dealer ! 
Minnesota, Lowa, Dakota Wisconsin, ha t for additional off 
pp r equipment line ( ers territory t i } nad iccessf 
Best references Addres A .7 care Office Apt nee (4 ig t 


REPRESENTATIVES WANTED 


DIRECT FACTORY REPRESENTATIVES Leading Manufacturer f 


‘! king Stands, desk accessories an¢ ¢ imp in the quality fleld 
penings in several fine territoric Prefer { r Desk men. ¢ 
nh vith exclusive protection ! e] t Permanent 

tior it! t firm who 1 on the w W rite t ( tcraft 
Vig { Po Box { Cranford NJ 
MANUFACTURER OF LEATHER BRIEF CASI ‘ er i eld want 
dl epresentation in Ilinoi Wi ! M ‘ ta Nort nel South 
Dakot Alabama Mississippi Arkar l« Pref ' 
ng ! tationery trade wh nees noth ine for eased 
Leather good xp ence not « nt diive pr ent terri 
erauve A<didress A.74 re aor \ ’ ‘ Chicag ‘ 

PART TIME SALESMEN WITH EXPERIENC! kh ping 

iptient ligt i line witl pe i feat ‘ \ t I Binder 

lii-l Post gy Stane LeFebure Sorters nile \ 1} 

bank ! big te ine fice \ ‘ } 
rit now ! Write toda Lebel ‘ ! 
‘ Rapid low 


WANTS AND FOR SALE, Continued Page & 








WANTS AND FOR SALE, Continued from Page 7 FOR SALE AND WANTED TO BUY, USED EQUIPMENT 











SOME CHOICE TERRITORIES per \ ELLIOTT-FISHER, B ul Moon Hopkir \ y 1 4 
finest line of both upholstered ar t M Compt t I tromatic Typewrit f 
line, quality second to none. Give } ght a ‘ vo Office Appli ‘ 80 6UW 
tails. Box N-215, care Office Apy = ‘ . _ 
REPRESENTATIVES WANTED, Q I \ BURROUGHS MOON HOPKINS. ELLIOTT-FISHEI tookkeeping { 
Circulators; choice protected te ‘ r pt et kes wleulator } 9 R 
basis. Advise territory covered, « | . o & Ca lating M P In ) S ‘ { ur Ml 
Ready Electric Co 1218 W M , —_ a 
tetas. BURROUGHS MOON HOPKINS Billing and |! kkee g M 
2 = ( t ( t t Bought and & ’ f t 
REPRESENTATION WANTED ( ~ D Chicag Il 
SALESBOOKS-— Business Fort } D Poe . 
Only. Write for illustrated price ) \ ELI 'T-FISHER iting v 
Bronx 61, New York » ! - d. W m ‘ | 
\ \\ ~ A | W 
RETAIL BUSINESS FOR SALE WANTED O BUY-s bookkeeping Mod 4 
— wP. Give ete ule nu size 7 
FOR SALI ADDING MACHINI ryPEW I t I t back feed, Intert Ort \ 
service on new and used machine iH H I New York > ae 
trade irean of 80.000 Three en | : ee 
in Southwest \ two r three ) WAN 1) ALI . ail - ae : 
Address N-204, care Office Appli ding upacit “WF on " 
nanan } sf New York NV 
FOR SALE ESTABLISHED BUSIN} 
machines, mimeograph ind ff I ees 
opportunity for good typew (ALA LATORS (ND LDDING achine 
only becau owner and operat | M kkeepe | re | H 
write George Connelly 180 Cha i ertal Sundst M \ { ’ 
I y nd ‘ ripti« \ K \ 
RETAIL BUSINESS EQUIPMEN1 . St., New York 
cies. Doing almost half millior l ~ —--- 
Price about $175,000 isl Writ ; ( KELLIOTT-FISHEI M é Adding Machi: ( t t I 
cago 6 r M { r lypewrite " 
I \\ h ¢ 4 N \i \V 
FOR SALI STATIONERY and | ( 
homa. Large Modern Printing SI} BURROUGHS MOON HOPKINS Elliott-Fishe ™ \ : 
volume. Long lease Large St ] ¥ pr . ; 
$8,500.00. Write or see for inf ( r s - 1 
Mountain View, Oklahoma 7 , , ; 1 . , ' a St. \ , ‘ \ 
FOR SALE Retail Busine Ky | 
ented Mid-West, inventor £50.00 . \ l Bl H PRODI s vy. g 
$18,000.00, Owner wishe t etire { C ‘ pte é St “I 
Chicago 6 , . ( | 
OFFICE SUPPLY AND OFFICE FURS sT¢ WANTED TO BUY ule Elliott-Fishe y 
fastest growing cite f ‘ ( \I i bie 000 eria , \ ' rr Vl 
pportunity. Wife healt re R ft ( f _. @ ton St Chicag 
Appliances, Chicago f¢ : — 
; ; es F. ,\ I | \ \ ; 
OLD ESTABLISHED TYPEWRITE! : r la ( 
many years Largest R Age ‘ — a —_ 
i \ I NI iran st N Vy 
health. Contact F. H. Hea oon t. Ww . 
' : ADDRESSOGRAPH WANTED— Mode wm ¢ Mos 
WANTED TO BUY RETAIL BUSINESS tt the \ ( graph produ I \ ) 
a a Ap ('} iL 
RETAIL OFFICE SUPPLY and 8t 
Midwest or will purchase partne oft 
Appliances, Chicago ¢ Vis k EQUIPMI I s in “ 
‘a \ Int na \ } 
WANTED TO BUY- Office equiy write and tell us what \ 
f . price t leals H Ott 
terest Have 810.000 cash t t \ ' 
lept A ‘ ft sf st ! ] 
care Office Appliances Chicag 
WANTED TO BUY Office |} KARDEX 1M , in sible ¢ P ‘ | 
ditty tlettis moa mee iu ! ‘ t j } k alwa Spe 
but ‘will consider ther cat H kh bo ws ° G 
store, location, competitior nvent \ lice Apy 8. N i | New York \ 
ances, Chicago f 
eta : | ROU ~ IOON 1} ~ x 
WANTED TO BUY Rock M P . H 2 ’ i Ph \ BLLLOT FISHI WwW 
equipment store in city not ‘ ; 1 “Ty , ~ ii , = — . . 
ter, Address A-76, care Office Ay Grand, & - 
———__———____— yi WRITERS SOLD . & 3 1 Ke t 
FOUNTAIN PEN REPAIRING guag \ Rousht. All Lans ter ( 
———_——— —- : N ' V3 
WELTY'S REPAIR ALL MAKES FOU LIN PENS ) I Pe 
ete tepaired at standard pr t 
improving, We especially feature ’ VA. WATERMAN KI} Ul IESK { ting trar 
WAHL, PARKER, WELTY. SHEA! é Jack 
ill other make We feature G ! y ‘I 
makes to ON} place for bett \ \“ \\ | 
PENS, $1.50 to $10.00 LIST. We 
So. State St Chicage LI} FILING EQUIPMEN 
STABI HI ' y " 
———___—____. — P t VV f peratior 
ADDING MACHINE PARTS FOR EXPORT Writ e that 
——————— — ) ‘ ( _ ( 
BURROUGHS ADDING AND BOOK! \ MACHI® PARTS ( N \ Vv.) 
ported. Foreign inquiries ir t I) . ) 
born St Chicage 
- . — WANTED 
ADDING MACHINE PARTS, TYPE, ETC NTERNATIONAL V } tog } 
a — - t W 
LARGE STOCKS of new a M ' tit \ 
Parts available Quotation f t | or t ( Dept. OA N t St ~ 
1. A. Deht Ir “4 Oist A | 
TYPEWRITER PARTS VISIBLE FILES 
KDE i} POSTINDEN Nb LOKI 
'YPEWRITER PAKTS, TYPE, ET¢ 
et The hard t get ki I \\ rN HAS 
part if not in tock Kr t I (; ¢ 1 } ‘ 
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N ) ‘ : s . 194 = N 151,989. Desien for a Ball Point Fountain Pen 
24 G N 5 Mahion Edward H Pa ‘8 nor An 
151,857. Design for a Wire Staple Removing Tool Marx & Co I New York, N 4 corporatior 
\ G Pank ( r I \ t f New York ‘ 46, Seria N 
; Se p G ‘ 10.04 G I) 48 
" 152,030 Design for a Writing tastrument Irving 
151,97 Design for a Duplicating Machine. A = k. | i isla N.Y ‘ ' 
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A man rushed into a drugstore and asked the pharmacist how fo 
stop hiccoughs. His answer was a slap in the face 
Shaken and angry, the man demanded an explanation. 


"Well", the druggist grinned, “you don't have the hiccoughs now 
do you?" 
"No", was the response, “but my wife out in the car still has. 
init aed 
A romance of !/o for , 
was questioning the would 
"Why, otter all these year he yk 
gagement to Mary?" 
‘Well, replied the other 
what she did ft 
—cc 


A group of prohibitionists looking for evidence of the advantage of 
total abstinence were told of an old man of 90 who had never touched 
a drop of liquor. So they rushed to his home to get a statement. 
After propping him up in bed and quiding his feeble hand along the 
dotted line, they heard a violent disturbance outside—scuffling feet 
falling furniture and crashing dishes 

"Good heavens, what's that?" gasped a committeeman 


"Oh", whispered the old man as he sank back exhausted onto his 
pillows, ‘that’s just Paw. He's drunk again.” 
—Factory Chairman 
— 
Short Short Story @ uf f f “ 
Os oul 
a wien 


The wife of a Kentucky mountaineer heard the clock strike 13 times. 
Nudging her husband, she gasped excitedly, ‘Get up in a hurry, Zeb. 
It's later'n | ever know'd it to be. 


First Customer t's fellows /ih 
us giving that heckre ry , y 
Sex ond Customer 'We wh 


"Melvin! Melvin!" 

“What, Ma?" 

“Are you spitting in the fishbow!/? 
“Well, no, but I'm coming pretty close 


Three men were repair 7 the ? hwov wh 
Bill's wife passed 
at the same ft 


think I'd never 








y 


"What became of the pretty redhead who worked here?" 
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BUSINESS OPPORTUNITIES 





New Ohio Office Supply Firm Desires Catalogs. Mourning’s Office Equip 
ment and Supplies, recently opened at 209 Portsmouth St Jackson, Ohi 
18 terested in obtaining italogs and price lists from manufacturers 
Thes should be addressed t the attention of Don |! Mourning, owner 


Manila Firm Wants Contacts With U. S&S. Exporters—-American Off 


quipment Company, N 699 Evangelista, Manila, Philippines, is eager 
make ntacts with Il S. exporters of office equi ent The Manila 
firm i in importer f a types of such products supplies for the 


Danish Firm Desires Exclusive Office Machine Agency.—-Axel Nielse: 


he egade 4, Odense Denmark, is interested in Hbtaining the 
‘ te Denmark for I S. manufactured ff ichines ! ing 
write ridding tilculating and bookkeeping machines 

Swedish Firm Wants Catalogs and Samples.—Handelstirman Svenci 
Pronnin Sweden, wishes to receive offers, together with pamphlets 
italog and samples, if possible, of all new items in the stationery field 
suitable f mail order business. The company wishes t act as genera 
igent for any items i which a good business may be done 








NEW TRADE LITERATURE 





Associated Stationers Supply Co., Chicago 6, tll.-A new World-Wide 


' g of busines $8 I taling 64 pages, is now ready for distribu 
tior Reproductic if forms are almost life-size irge enough to read 
printed headlines at it glance. A special Dealers’ Edit with imprint 
OV ilso available Interested dealers should write direct t the 
par it 220 S. Jeff n St., Chicago 6, Ill 


Cc. L. Barkley & Company, 
ew price list, N is, and a 
pr ing complete p fications 


filing Ipplies 


1220 W. Van Buren St., Chicago 7, Ittl.A 
supplement are available from fir 
illustrations and prices for C. L. Barkle 


Consolidated Wire Products Co., Inc., New York, N.Y.-A new full 


iit og of Mer staplinig machines and tackers for industrial 
ind nercial use ha ist been issued. The cata includes illustra 
t s and mprehensive descriptions of 21 different stapling device 
nder the Mercury trade-mark. Dealers may have copies by writing di 
t to tl company at 45 Spring St., New York 12, N.¥ 
John B. Dwyer, manufacturers’ representative, 150 Congress St., Boston 
10, Mass... This firm of John B. Dwyer and Charle J. Dwyer recently 
issue ‘ mplete portfolio for easy reference on the products represented 
ne ling those f Ful-Vu, Polar, Cado, Bankers Box, Neva-Clog, Duo 
Tang and Dan-De¢ trade marks. This “Dwyer to Buyer italog contains 
plete specifications and information on price ind discounts 
Elbe File & Binder ‘Company, Inc., Fall River, Mass... This fir ecent 
duced a numbse new brochu res, punche f filing escribing 
t offerings and giving prices on the ring, post ar storage binders 
ledger outfits, indexes archboards and companior essories These 
booklets are profusely illustrated and complete specifications e give! 


ie my ink Company, Inc., 271 Ninth St., Brooklyn 15, N. ¥.—This firm 


ind it necessary to make certain supplemental price increases in 
dditior to th innounced iast July 19 A sheet has been prepared 
ivir " ondensed compilation of the principal iter in the Higgins line 
together with the list and suggested retail prices applying thereon. Prices 
marked wit! ul isterisk are now being advanced others ema 


Master Addresser Con 5508 Excelsior Ave., Minneapolis 16, Minn. 
rt} firm has mae ivailable a new catalog sheet, punched for filing 
g the Masté Addresser and giving prices f the machine as 
‘ plies 
J. t. Ba Company, 111 W. 19th St., New York 11, N. Y¥. This pat 
| to distribute revised price list to the trade early i Janua 
publishing list instead of net prices This list wil ver the plete 
é u label ind pin tickets, with many ew it t Ad 
tior f t ind ilesmen'’s use can b ib \ 2 
N York offi t tl vdidress given above 
Spak & Natovich, Inc., 39 S. Welis St., Chicago 6, til.-A br 
. bing lern and t itional office furniture f t e wil t the 
ed t the trade by this fir rhe well-i trat 
Z ! klet provides ideas fl 
i I epresentative piece ! ti al | \ 
_—_e 


KELSEY FIRM ISSUES SEVENTH DIRECTORY 

W. E. Kelsey & Sons, Inc., 344 Pearl St., Hartford, 
Conn., a firm in its thirtieth year of furnishing office 
equipment and supplies to the industry, recently issued 
the seventh edition of the popular Kelsey directory 

Printed for informative purposes, a little folder pro- 
vides a comprehensive directory for the buyer—giving 
him at a glance the business houses represented and 
the items distributed by the Kelsey organization. 

From 1933 up to 1942 when most of the younger 
men in the firm left for the service, six different edi- 
tions of the directory were printed. It was only re- 
cently that the seventh folder was issued. 

Eighteen manufacturers are listed as being 
sented by W. E. Kelsey & Sons, Inc 


repre- 
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FINDING NEW AND OLD CUSTOMERS 
AT ONLY $.03 EACH 


Office Appliance Dealers Can Locate Their Delin- 
quent and Regular Customers Without 
Much Expense 


pm HAVE A PILE of unpaid bills on your desk. On 
top of the pile is one from a customer that you 
have sent letters to time and again to pay you for 
merchandise purchased. 

Here is a customer whom you have tried to do every- 
thing within reason to get to pay this bill and yet 
none of your letters to him have been answered. You 
have written him that he is still in good standing with 
you and that you are enclosing a self-stamped enve- 
lope for him to mail you his check. Finally you sent 
him firmer letters about having to start legal proceed- 
ings, contacting his acquaintances, or causing him 
other embarrassments. But no answer have you 
received 


All Means Have Failed 


You have tried to reach him by telephone and have 
even driven around to his residence, only to find that 
he has moved. Yet all your letters must have been 
received by him as none were returned to you. This 
means that he is still getting his mail, also your 
letters 

To date you may have spent a fair sum in trying 
to locate this customer by telephone, questioning neigh- 
bors and in making personal calls to the house that 
is his former residence. You are now ready to chalk 
this customer’s bill to bad debts and are rather sore 
at yourself for having trusted him. But what can you 
do about Most of your business may be based on 
credit and it’s necessary for you to extend it. Maybe 
you're thinking of stopping credit—but should 
you? First let’s see what can be done about this 
custome! 

Your mail to him isn’t being returned. That means 
it’s reaching him. But how can you get his address so 
that this delinquent customer will know that you’ve 
located him and you can be a little more persuasive 
in making a collection on this bill. 

You can get this customer’s address for only $.03 
with the compliments of the United States Post Office. 
Here is how to go about it. Send this customer a regu- 
lar letter or mailing piece. In the lower left-hand cor- 
ner of this envelope, type the following: 


even 


Postmaster—If addressee has moved and new 
address is known, please notify the sender on 
form 3547-S, postage for which is guaranteed. 


If you have a number of “beats,” it’s a good idea to 
have this paragraph made on a rubber stamp. Then 
all you have to do is stamp those envelopes of the 
customers that have moved and you can’t locate. 

In a few days, you’ll get a postal back from the post 
\ffice which will read something as follows: “In accord- 
ance with your request you are notified that the mat- 
ter addressed by you to (customer’s name) is incor- 
iressed. The new address is (new address) 
Forwarding postage, $.03.”’ 

So now 1 have the address of your “beat.” And for 
only $.03 at that. Reasonable, isn’t it? And for all you 
have moved a block away or just around 


rectly ad 


know he may 
the corne! 
But thi 


customers 


method can be used to locate your regular 
that may have moved as well. By using this 
you'll get their new address and you can 
go after their business again 


For only three cents you have the post office work- 
ng for | finding your delinquent accounts as well 
as your other relocated customers. Isn’t it reasonable 
nough PI 
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IN JANUARY OF 1879, WHEN: 

The Chicago correspondent of the American Stationer wrote: 
“It is almost impossible to touch upon the business of the sta 
tioner without finding it closely linked with that of the printer, 


the bookseller and the publisher. At least it is so in Chicago. 
Trade lines have not, perhaps, become as strongly defined as in 
the older eastern cities. In this city we find the largest stationers 
are printers, and publishers as well.” Turning to the foreign 
trade situation, the correspondent said: ‘The stationers who have 
specialties of their own are stirring in the matter of export trade 

. . Foreigners are quick to appreciate the useful and ingenious 
contrivances invented by the Yankee nation, and | think they are 
especially prejudiced in favor of those which emanate from the 
western states. . . .” (From the files of the American Stationer). 


IN JANUARY OF 1889, WHEN: 

In inkstands, the “Geyser” and the ‘Artisan’ were two spe 
cialties for which the Davidson Rubber Company, Boston, Mass., 
reported a heavy demand... . The Treasury Department decreed 
that gold and other ornamental papers for bookbinders’ use must 
pay 25 per cent ad valorem duty. . . . Johann Faber’s new com- 
bination pencil sharpener and protector for pencils was introduced 
to the trade by Queen & Company, Philadelphia, Pa. . . . Ivison, 
Blakeman & Company, New York, N. Y., advertised the Spencerian 
Triumph pencil as one with this feature, ‘Pressing the cap causes 
the point to protrude ready for use; a second pressure of the. cap 
causes the point to fly back.” . . . (From files of the American 
Stationer). 


IN JANUARY OF 1899, WHEN: 

The New York News Company was marketing a novelty called 
the Weis Brush Tube, a collapsible tube filled with paste and 
having a brush at the top for spreading purposes. .. . John M. 
Ready was named New York office manager of the Joseph Dixon 
Crucible Company, replacing A. J]. C. Foye, who retired. . . . The 
Dennison Manufacturing Company, 90 Wabash Ave., Chicago, 
leased the seven-story building at 130 Franklin St. for a term of 
ten years. ... W. Mayers, representing Favor, Ruh] & Company, 
New York, was in Chicago to make arrangements for opening 
an office to carry a full line of Hardtmuth’s pencils. . . . (From 
files of the American Stationer). 


IN JANUARY OF 1909, WHEN: 

Announcement was made that the annual business show would 
be held in the Coliseum, Chicago, February 27-March 6, with a 
record sale of advance space. . . . John S. Bayes, the retiring 
manager of Remington's Chicago office, leaving to take charge 
of the Metropolitan sales organization of the company, was ten- 
dered a banquet at the Palmer House. . . . The McCaskey Electric 
Calculator was slated to appear on the market soon. . . . Rowlett 
Desk Manufacturing Company, Richmond, Ind., offered its wood 
typewriter stand to the trade at $25.00 a dozen, net. . . . (From 
files of Office Appliances). 


IN JANUARY OF 1919, WHEN: 

The Pulp and Paper Division of the War Industries Board an 
nounced the lifting of Regulation No. 46 covering the manufac 
ture of blank books. . . . The Philadelphia Stationers Association 
passed a resolution saying, “It is the sense of the members 
that they desire to continue buying loose leaf goods and all 
other merchandise at net prices and not from a long list with 
a discount.” . . . William H. Hoskins Company, Philadelphia sta- 
tioners, celebrated its sixty-third anniversary. At the open house 
the Sikes Company of Philadelphia had on exhibition a chair 
the measurements of which were 10 feet, 9 inches high; 6 feet, 
2 inches wide, and 5 feet, 3 inches deep . (From files of 
Office Appliances). 
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HAPPY NEW YEAR! 
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GRATEFUL HEARTS 


[ OVELY in its symbolism, impressive of the abiding assurance 

that out of what seems futile and hopeless can come great 
good, the Christmas season of 1948 brought a full measure of 
comfort and joy. It is with grateful hearts that we acknowledge 
your many messages of good will. They give further impetus to 
our constant striving to reach the goal of ever enlarging service 
to the great industry of which we are a part. 


CREATION AND MAINTENANCE OF JOBS 


B age ARE CREATED by production and distribution of goods 
and services undertaken in anticipation of a profit. First, 
as the Committee for Economic Development points out, some- 
one must have an idea for a product or service for which others 
are able and willing to pay. The idea is only the beginning. It 
must be backed by savings and credit, and then translated into 
action before it becomes the source of jobs. 


In a modern industrial economy, the creation of jobs de- 
mands the risk of increasing amounts of capital to provide the 
machines and horsepower on which productive efficiency and 
high living standards largely depend. While the amount of in- 
vestment required per employee in trades and services is 
smaller than in most manufacturing enterprises, it has also in- 
creased steadily as a result of competitive pressures that call for 
larger outlays for fixtures and equipment. 


These investments must run the gauntlet of the market. Some 
will prove profitable, some unprofitable; and much new, as 
well as old, investment will be lost in the process. Unless there 
is a chance for profit in proportion to the risks undertaken, new 
risks will not be assumed, new production plans will not be put 
into practice, new jobs will not be born and perhaps some old 
ones will be eliminated. 

In a free society, no rival has been found in peacetime for 
the profit motive as a dynamic agent. The profit motive enlists 
the ingenuity of millions of people in the search for products and 
services for which customers will part with their dollars. No 
other incentive has been so successful in stimulating the in- 
ventiveness and resourcefulness of so many people. A reason- 
able hope for profit is essential to healthy and vigorous free 
enterprise—the most promising basis for job opportunities. 
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“Office Appliances’ Surveys 


Seventeenth of a Series of Journeys to Metro- 


politan Centers for the Purpose of Obtaining 


Washington, D. C. 


Firsthand Information on the Retail Division of the Office Equipment and Supply Industry 


HERE’S NEVER a dull moment 

in the nation’s capital.” We 
have often heard it said and sev 
eral office supply men, upon whom 
your roving reporter called while 
there, gave him the same com 
ment. Washington, D. C., they 
stated, may have some disadvan- 
tages as a business city but most 
of them prefer to stay right there 





CHAS. G. STOTT & CO. STORE 
AT 1310 NEW YORK AVE., N.W. 
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rather than move to any other 


eastern city. 

It’s a good business city in our 
field. There are enough firms in 
all branches of the business to 
make competition lively. As all of 
us well know the increased ex- 
pansion of the Government in the 
nation’s capital has moved at a 
steadily accelerating pace for 
many, many years. As Government 
has grown in Washington so has 
all lines of business, and as gen- 
eral business grows so does the 
office supply and appliance trade 
here 

Washington is a city whose busi- 
ness is Government. The manu- 
facturing, jobbing and other major 
enterprises so common to a city of 
this size are not of great impor- 
tance. Baltimore takes care of 
much of that class of business for 
this area 

The local office supply or appli- 
ance dealer has the vast myriad 
of government enterprise as part 
of his source of business and the 
general business fraternity of his 
city as the rest. Which ranks of 
greatest importance depends en- 
tirely upon the particular dealer 
with whom one is talking at the 


time 
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UNITED TYPEWRITER & ADDING MACHINE CO. IN WASHINGTON, D. C. 


By Ernest W. Fair 


Field Reporter 


Government business isn’t easy 
to get; it takes a lot of push, com- 
petitive bidding and plenty of 
salesmanship. Private business is, 
we were told, much easier to ob- 
tain. Some dealers believe they 
could exist in good style here 
without federal business but most 
shook their heads at such a pro- 
posal. 

Common assumption of lots of 
folks in the industry with whom 
we have talked has been that if 
you are in business here you had 
better have Government tie-ups 
aplenty or not be in business at 
all! 

Such is far from true for the 
city of Washington itself has hun- 
dreds and hundreds of businesses 
of every kind and description and 
available office space is something 
hard, very hard, to find. The office 
set-up, for example, is much 
greater per capita here than in 
most other major cities . and 
not made up entirely of lobbyists 
by any means! 
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A gre n of the business This has had a tendency toward Washington dealers’ stores are 


ne by ide here is directed concentrated service of these im- being made more and more at- 

such individuals mediate areas wherein the par- tractive because there has been a 

in Offices rather ticular dealer may be located, marked increase in the volume of 

bing and similar more than we might find gener- trade carried on over the counter 

ally true in other similar-sized in these stores. Several, as shown in 

1 operations flow cities of the country. accompanying illustrations, have 
fT lings into resi- 
nce types of quarters 
nbers fluctuate as 
Governm t itself fluctuates in 
Ze al e. It can readily be 
Serve their numbers make 


covering terri- 
salesmen. Most 
rts are concen- 


shed “runs.” The 


fF 


reat \ f the business done 
appliance dealers 
th the r customers is han- 
tores by personal 
isits self-same cus- 


Many Have Branch Offices 


rhe e picture has simi- 
I many other 
nd trends of its 
most of the major 
lance manutac- eS “ 

ir their own branch ae ‘ 
which are shown 
illustrations 


and attractive 





anizations. Thi 
LK I fforts are of course 5 . - — — “ 
neent! Government sell- _— LELEMAA A CAAA ART rrr 


 ndedlsdaemes 
ys mom he 
but their exist- 


ence ve a marked effect — 
the as a whole OFFICE FURNITURE 
rhese f not by any means 


eneral office ma- 
nee field, how- 
el M ndividual business 


rm ictured with this 
active in both 

W achine merchan 
W also differs some 
wnat r major cities in 


ipply and appli- 
scattered over the 
f the city. There 


Ye. 








es 


a 


LEON TYPEWRITER & ADDING MACHINE CO. AT 400 SIXTH ST., N.W. 


ee. 
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had modern fronts and modern 
store interiors built during recent 
months. Their operations rank on 
a par (and in some instances ar‘ 
better) than those of the othe! 
types of retail stores nearby. Store 
interiors are every bit as attrac 
tive as these interiors 





TYPEWRITER SALES & SERVICE CO. IN WASHINGTON, D. C. 


Such improvements are, local 
dealers have found, an absolute 
necessity in any situation where 
business is somewhat competitiv« 
and where a great deal of trade 
comes to the store rather than is 
handled by salesmen in calls upon 
customers only 


ts 


TYPEWRITER SALES & SERVICE 60. 











AT RIGHT—ONE OF GINN’S STORES IN THE CAPITOL 
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. a 
H. BAUM & SON FURNITURE OUTLET IN WASHINGTON 
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“It’s foolish for an office supply 
store to expect to get by with an 
old and antiquated store front and 
interior,” oné dealer told your re- 
porter, “simply because customers 
have been taught to expect a lot 
more in any store they visit 

“Today we're doing more and 
more business with the individual 
rather than with fellow business 
men and business firms. And since 
we are doing business with indi- 
viduals that means we must cater 
to the demands of these individ- 
uals or they are going to take thei! 
business elsewhere 

“Sometimes you'll discover a city 
where no dealer pays any atten- 
tion to this factor and those are 
the cities in which department 
stores, gift variety 
stores are generally doing a land- 
office business in the office supply 
field. 

“But when you see a city where 
the office supply men have mod- 
ernized their stores and made 
them just as attractive as any 
store on Main street in thelr city 

then you'll find the amount 
of competition from outside the 
trade is growing smaller and 
smaller every month that goes 


stores and 


by.” 








APPLIANCES, January, 1949 


We'll have to admit, from the 
bservations we have made as a 
traveling reporter within the office 
ipply and appliance field during 
the last year and a half, that there 
s very much to what this Wash- 

gton dealer told us. Where trade 
tores rank on a par with any 
ther line of business, the outside 
competition has always been a 
less than in those cities 
factor was more or less 
enored 


reat deal 
where the 


completely 


Selling Methods Modernized 


In thi nnection it is also 
worthy of note that there is a 
great deal more concentration on 
of seiling methods 


modernization 


here in Washington. Store selling 
and salesmanship at the custom- 
er’s business is studied day-in and 
day-out by the people who make 
ip the trade here. There’s no 

iess-work about what they are 
loing 

As noted before, we have a fairly 


ituation in Washing- 


ompetitive 


ton, and this competitive situation 
is being met by more and more 
emphasis on salesmanship both in 
the store and out in the field. 
There’s not so much of a general 
sales training program on the part 
of dealers as there is an individual 
handling of the problem with each 
salesman involved. 

New men generally work with 
the older hands as part of their 
training. They are encouraged to 
work out their selling problems on 
their own but no firm seems to 
have a closed-door to the boss’ 
office policy. Every dealer always 
stands more than ready to help 
every man and woman on his staff 
and there’s also a great deal of 
interchange of experience and in- 
formation between men _ and 
women of rival firms. 


Show Teamwork In Selling 


Of course there are those in- 
stances where a contract or order 
is such that real competition sets 
in and then one may observe the 


best man on the staff giving every- 
thing he has to land the order 
or contract and generally every- 
one is in on “the battle” from the 
boss to the office boy. Teamwork 
is something your reporter has 
always been delighted to observe 
and there’s plenty of it here in 
the Washington trade. We have 
seldom seen an instance where, 
when such teamwork was applied, 
good results were not forthcoming. 
It works here in Washington and 
there’s not a reason in the world 
why it should not be just as effec- 
tive in any other city of the land. 


A lot of attention is also given 
to store and window display here. 
And manufacturers’ display ma- 
terial enters very prominently into 
that picture. Our observations dis- 
cerned the use of more of this 
type of material in Washington 
stores and window displays than 
we have seen in a long, long time. 
It’s so widely used because it helps 
make sales and that’s why we're 
all in business! 





Office Supplies Make Appreciated 
Valentine Gifts 


INKING UP WITH an illus- 


trated article in Better Homes 
Garde? magazine, showing 

how man ffice supplies could be 
onverted into very acceptable 
gifts for t home, Stockwell & 
Binney tioners and office sup- 
y dealers, Riverside, Calif., ar- 


window suggesting 
many of these as Valentine gifts 
The dispiay was backed with 
lue and white, and floored with 
stretched across 

nd ey strung letters of 
ed, whit nd blue to form the 
is, “Put office helpfuls to work 
home On the window were 
pasted nine big red hearts, to 
each of which was fastened one 
f the illustrations cut from Bet- 
nd Gardens. For ex- 
showed a box holding 
ll th naterials for wrapping 
rackages string, ribbon, tissue 
ping paper, tags, mucl- 
oe in tamps—making the 


home wrapping of packages an 
easy matter. Another showed a 
small wooden file case with alpha- 
bet guides for filing recipes, while 
a third was a portfolio holding 
sheets of paper, cards, envelopes, 
stamps and fountain pen, every- 
thing for writing a letter. 


Red ribbons ran from each heart 
on the glass to the actual office 
supplies on the floor. Each group 
had a blue card, lettered in white 

package wrapping boxes; pencils 
and pencil sharpener; pads and 
pencils; complete letter writer; 
and handy home kit—ball of 
twine, stickers, rubber bands, pen- 
cils, mucilage, tags. Portable type- 
writers, each with a little red 
heart-shaped tag attached, were 
also displayed. A big metal file 
was suggested as a home file for 
dishes. They advertised typewrit- 
ers and adding machines for rent, 
the rent later to be applied on the 
purchase price if the renter de- 


By W. 6. Stoddard 


Staff Correspondent 


cided to buy. Knowing that most 
men are more practical than sen- 
timental, they showed at the front 
of their desk department a mod- 
ern flat top desk with a complete 
desk set, and suggested one of the 
items, or the entire set, as a much 
appreciated. Valentine for the 
businessman by wife, daughter or 
sweetheart. 


The Stella Company, Culver 
City, Calif., called instant atten- 
tion to typewriters as a Valentine 
gift by their simple, yet striking, 
window. The window was backed 
with black curtains, on which 
hung a big red heart bordered 
with white lace paper. On a low 
bench covered with a yellow cloth 
were three open typewriters. Red 
ribbons, forming a sunburst, ran 
to the top and sides of the back- 
ground and also to the three ma- 
chines.—_WBS 





idversity has tempered a majority of the lives that attain the precarious 
trail of success; saddle horses bred and born in rough and ready brakes 
are more surefooted than those from the plains. 
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ing sales techniques, the term "President for a Day 
"office specialty"’ has come to When Was Your Typewriter Serviced? 
have a new meaning during the Make Most of Student Market 
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features advocating specialized selling. Specialized Ribbon and Carbon Sales 


The original concept of a specialty asa Typewriter Rental Department 
mechanical device or contrivance that 


could be sold only through special knowl- rit Typewriter ie Job 

edge of applications, has broadened to in- Sell Paper Ta ogy 

clude virtually everything in a stationer's Extra Touches" Expand Volume 
stock, just so long as it is marketed on a spe- 

cialty selling basis. Local market conditions 

naturally exert influence in the choice of prod- 

ucts on which to specialize, but the experience of 

successful dealers indicates that careful special- 

ization is a profitable, account building procedure. 
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Specializing Builds from Nothing to 
Truckload Buying of Typewriters 


IGHT YEARS AGO a man and 
FE hi Oklahoma City, 
Okla., f Seminole, a town some 
0 or 6 iles east of Oklahoma 
City al the same state. The 
nan i with him a tool kit 

it all, for the very 
mple 1 there wasn’t much 

re ike The two had a 

J belongings and some 
extra clothes but as for cash in 
in the bank, well, 

there ist wasn’t any. They went 

Sen e to take over a run- 
down ; neglected typewriter 
busin¢ that the husband had 
pur th borrowed money 
He ha id very much for the 
yusine because it wasn’t worth 
ery mu The former owner 

t 1uch to sell 

And ven years ago Ira R 
Densfo1 tarted in business in 

Se e Typewriter Exchange 

316 Broadway, Seminole, 

: t friends or acquaint- 
nee t town and without 
apital vhich to build up an 
t business, Mr. Dens- 

his wife, set to work 
ething out of nothing 
yusiness is one of the 
ewriter firms in the 

Oklahoma and Mr 
Densf 1 buys his typewriters by 
the truckload. In just seven years, 

has been built up on 
st solid basis known 

h s world—service 

About all that Mr. Densford got 

t of t i-down business he 

was a place in which to 

ns. The agency of 

wner was’ given up 

nt one was finally 

nee in all the seven 

person referred to 

client of the former 

wnel the business. So, the new 
; telv did not take ove! 
that might have a 


rinning it was tough 
Mr. Densford in 
start, “because we 
e the people that 
stay. More than 
convince the peo- 
new our business and 
vhat we said.’ 


suilt Solid Service 


rd looked over the 
he had taken 
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over, he felt that there was only 
one way to build a solid business 
lasting over the years and that 
was to give service that really was 
service. So from the start the 
new firm did business strictly on 
a basis of an absolute guarantee. 
In selling a new typewriter, there 
naturally went with it the guar- 
antee of the manufacturer. To 
that Mr. Densford added his own 
guarantee for one full year. It 
was a double guarantee that 
might not have meant very much 
in those earlier years, but gradu- 
ally as time went on people came 
to realize that Mr. Densford’s 
guarantee did mean a great deal. 
On repair work, where no guaran- 
tee of a manufacturer enters into 
it, he personally guaranteed the 
job for from three to six months, 
depending on the nature of the 
repair job done 

Of course there are other type- 
writer men who have guaranteed 
their work but Mr. Densford did 
more than just guarantee the jobs. 
He personally followed up each 
new typewriter sale and each re- 
pair job anywhere from once to 
twice or more times a month. This 
follow-up was not done to see if 
there was something else that 
might be sold but was definitely 


+. eal mate eS eer; 


IRA DENSFORD INSPECTS TRUCKLOAD OF TYPEWRITERS CONSIGNED 


hy S. P. Lathrop 


Correspondent 


done to make sure that the ma- 
chine that was sold or repaired 
was really giving the service that 
he had guaranteed it would give. 
That was something new in Semi- 
nole, and in fact is something 
new in many parts of the country. 
Here was a typewriter man actu- 
ally calling on a customer once, 
twice or more times a month to 
make sure he was satisfied. 

It didn’t take long for typewriter 
users in this vicinity to realize 
that here was a businessman with 
a new kind of business philosophy. 
Customers were developed and 
with the customers came steady 
business in sales and repairs. 


Buy 50 Machines At Once 


Today, the Seminole Typewriter 
Exchange buys typewriters by the 
truck load. The accompanying 
photograph shows a truckload of 
50 typewriters that came in. It 
represents one single purchase of 
typewriters for this firm covering 
four counties. Mr. Densford per- 
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sonally works the counties while 
Mrs. Densford holds the fort in 
Seminole. Prospects and custo 
mers alike are seen once a month 
and in some cases twice a month 
Big typewriter users, such as 
schools, county offices and larg 
business firms, are contacted at 
least twice a month and oftene: 
if possible. And every contact 
Starts with this single service 
question, “All your machines 
working O.K.?” 


Another factor that has mate- 
rially helped build this business is 
the social prominence that both 
Mr. and Mrs. Densford have taken 
since going to Seminole. Mr. Dens- 
ford belongs to the Chamber of 
Commerce, the Rotary Club, the 
Elks and the Masons. Besides this, 
he has, taken an active part in 
every drive, regardless of what it 
it, since coming to Seminole. And 
wherever there is any civic job 
that a woman can do, Mrs. Dens- 





ford is very much on the job, too 
They both feel that a business- 
man makes part of his living from 
the town in which his business is 
located so there is a civic obliga- 
tion to work for the town, not to 
advertise the business, but for the 
good of the town. But like the Ro- 
tary slogan says, “He Profits Most 
Who Serves Best,” the business- 
man who serves his community 
generally finds that the commun- 
ity in turns serves him. 





Stationer Solves a Problem Involving 
Special Tags for Storage Batteries 


How a St. Louis Firm Provided a Three-Part Tag That 
Withstands Acid Fumes and Serves as Customer Reminder 


N EXCELLENT EXAMPLE of 

how a dealer handling pape! 
on a specialty basis can solve pe 
culiar problems for customers was 
furnished recently in St. Louis 
Mo., when Comfort Printing & 
Stationery Company built a spe 
cial acid-proof file card tag for 
Owl Battery Service, large battery 
sales and reconditioning ente! 
prise. 


The Owl concern, which operates 
a shop turning out over 100 rebuilt 
batteries per day, had frequently 
experienced serious losses in the 
past, when ordinary paper owner- 
identification tags were eaten up 
by the action of corrosive acid, or 
so smudged that they could not be 
read. Owner Ralph Slaughter re 
ported that the firm was losing 
much good will when customers 
had to wait impatiently while 
their batteries were located, or a 
replacement one issued. Also, of 
only secondary importance, the 
firm had developed no tag system 
to remind customers using “loaner 
batteries” to return them on a 
specified date 


The sole solution, Mr. Slaughter 
felt when he called in Comfort 
Printing & Stationery Company, 
was the development of some type 
of tag which would resist any type 
of acid action, and incorporate in 
the same form file records and a 
claim check. 


Devise Three Part Tag 


The result was a novel card 
which is divided into three parts 
At the top section, is a large num 
ber printed in red ink, and the 
words “Battery Tag” beneath a re- 
inforced. attachment hole. This 
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upper section is coated with a 
heavy layer of carnauba wax, 
which, under test, has proven it- 
self sufficiently resistant to the 
action of battery acid that it can 
actually be immersed for long pe- 
riods without any fading or fugi- 
tive action of printed numerals or 
letters 
Part of Tag Is File Card 

The center section has been de- 
veloped into a neat, handy “file 
card” which is put away in metal 
files at the time of the transac- 
tion to serve as a permanent rec- 
ord of the sale or service, as well 
as a “prospect file’ for direct- 
mail advertising and follow-ups 
As shown, the center section is 
headed with spaces for the name, 
address and phone number of the 
customer, the date his battery was 
received, the number of the rental 
battery issued, and below that (in 
four sections), “work to be done”’ 
including recharges, rental service, 
service trip, repairs, and the total 
The top of this section, after be- 
ing detached, has a convenient 
hold for spindling, or wiring it up 
in the event some special require- 
ment is involved 

The third section, which is the 
customer's “claim check” is done 
in bright green, to contrast with 
the white or tan of the other two 
sections, and is printed with the 
same number and “Reminder of 


rental battery in this car. Please 
return it and have your 
battery reinstalled.”’ The date at 
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which the rental battery is due 
back is written in in the blank 
space in this line of copy, and calls 
it to the customer's attention 

Instead of leaving the claim- 
check for the customer to stick 
carelessly into his pocket or wallet, 
however, the third section of the 
Owl Battery Service tag is pro- 
vided with a key-shaped hole at the 
top, which makes it simple to slip 
the tag over the choke rod, hand- 
throttle rod or wiring on the dash 
of the customer’s car, where it’s 
bright green color will attract his 
attention whenever he gets in and 
out of the automobile. With this 
claim check acting as a daily 
reminder, it is very seldom that a 
customer fails to return with the 
loan battery to pick up his own 
at the specified date. “It was sur- 
prising how many people would 
drive around for weeks before they 
remembered that the car was op- 
erating on a rental battery,” Mr 
Slaughter said. “Ill will resulted 
when the customer found that he 
had run up a rental charge often 
exceeding the cost of repairing his 
battery. Now, with the green 
check, rental charges are held to a 
minimum, and we are able to keep 
our stock turning more rapidly.” 

The novel form has worked out 
so well that no batteries have been 
mislaid through illegible tags, there 
are no longer any time-wasting 
waits on the part of customers 
and the file card system has pro- 
vided an excellent “backlog” of 
battery prospects. 
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“President for a Day!” 


T AKING THE CUE from the fa- Special Nation-wide Sales Contest with Exceptional Time- 
n program, “Queen 

raD the Clary Multiplier liness Features Spurs Staff and Sells Calculating Machines 
Corporat 1524-90 N. Main St 


Angels Calif., recently con- —Salesmen, Customers “ By J £. Tufft 


icted e of the most successful 
in the entire history Manufacturer All Benefit 

f the ny under the title Statt Corressondent 
Preside a Day” 

rhe test was nation-wide 

nd 1c vas conducted dur- 

g the eat of the recent presi- 
iential election the theme, as well 

the | tion circulars, could 
be tied in with the feel of the 
times il very unique way. The 

ype of lage used was right 

ip to the inute 

rhe intry was divided into 
three ect s—East, Middle and 
West—t ndidates running on 
tne thre following tickets, 

Eastocrat Midpublicans”, and 

West ve Each candidate 

id hi fe as his campaign 

nage e had a wife, and if 
he wa achelor or a widowe! 
he wa ved his own choice 

Sal ourse represented 

ytes iollar one vote. Two 

reside! r-a-day were named, 

ne representing salesmen in gen- 
eral al e other, a dealer, rep- 
resentin ealerships. The real 

reside Hugh L. Clary, was giv- 


ication—figuratively 


Rewards Are Worthwhile 


The ( is of office for the 
worth campaigning 

He ey are 
4 e trip to Los Angeles 
T} nor of serving as 
nt including  busi- 
s with proper iden- 
as head of the 


to make any and 
nmendations to the 
lirectors that the 
president -for-a- 
like making 
a movie picture 
ccompanied by the 
lere a picture was 
production and 
here was a luncheon 
famous movie 


round of the mov- 
ire capital’s night 





CLARY MULTIPLIER’S “PRESIDENT FOR A DAY” SALES CONTEST PRESENTED 
ssador Hotel PHOTOGRAPHICALLY.-—Top: the presidents for a day are sworn into office. 
- 2 Center: the real president, Hugh L. Clary, turns over his desk and office to presi- 
' ach president-for dents for a day. Bottom: presidents visit M-G-M motion picture studio. 


ccommodations at 
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a-day’s wife (if any) accompanied 
him to Los Angeles, and she, as 
campaign manager for the suc- 
cessful candidate, was entertained 
for two days. The successful can- 
didate’s boss also got the trip and 
acted as an aid to the man who 
won. 

Perhaps we should have said 
earlier that nomination was se- 
cured by filling out a required 
form, “a “Petition of Nomination” 
Each dollar in saies then repre- 
sented one vote, such votes being 
registered by means of special cer- 
tificates. 

The very top salesman in dollar 
volume became president-for-a- 
day, as did the dealer whose deal- 
ership stood tops. The top sales- 
man in each of the other political 
parties became a vice-president 
The plan therefore gave two presi- 
dents and two vice-presidents 


Pep Method Most Unique 


The pep method used was strik- 
ingly unique. During the cam- 
paign, polls were taken by a fic- 
titious Dr. George Trot (rather 
than Gallup). These polls, written 
humorously, were of course issued 
in bulletin form. Various com- 
mentators, with names strikingly 
like the names of those who were 
doing this kind of work during the 
rea] election period in the United 
States, also issued bulletins. Even 
a woman commentator, with a 
name obviously filched from that 
of a well-known newspaper writer 
and radio commentator for wom- 
en, did her bit ulso. 


The complete pile of bulletins 
issued make a good-sized book 
and clearly were written by some- 
one who knows how to write; there 
was nothing amateurish about 
them. The parody was well done 
in each instance, not hurriedly 
done, or half done 


Spirited Contest 

The contest naturally became 
spirited during the month’s cam- 
paign 

A Chicago man, Andrew Reed, 
was top salesman, and so was duly 
inaugurated as _ president-for-a- 
day. The two salesmen named vice 
presidents were Martin J. McHugh 
of Philadelphia, and Fred B. Me- 
lendy of Seattle. This means of 
course that the Midpublicans car- 
ried the election; however, the 
margin of votes in each instance 
was small. Reed had 6825 votes; 
McHugh had 6745 votes; and Me- 
lendy had 6722 votes. It may also 
be added that each of these three 
men had close runners-up in his 
own party; each won by a close 
margin. Harry Adams, Jr., 
Charleston, W. Va., was top deal- 
er, and so was also inaugurated as 
a second president-for-a-day. 

It should be noted, however, 
that every salesman working hard 
increased the size of his bank ac- 
count. Forty-seven salesmen won 
beautiful wallets; eight won gold 
inscribed morocco pocket secre- 
taries; while twenty-five won 
miniature pocket secretaries beau- 
tifully adorned. A variety of other 
prizes were won for different 





classifications all over the United 


States. 

The results of this unique cam- 
paign were all that could be de- 
sired, setting an all-time sales rec- 
ord for any one month for a com- 
pany that has grown with leaps 
and bounds since its founding. 
Unit-wise the gain over any pre- 
vious month was nearly 12 per 
cent, and dollar-wise it was much 
greater than that 

Harry Adams, Jr., the winning 
deaier, brought his boss with him, 
D. Jones Dashiell, the latter hav- 
ing to act as a sort of attendant 
for the great man after the latter 
took over his duties following his 
inauguration. 

Mr. Reed and Mr. Melendy 
brought their wives with them to 
Lcs Angeles, but Mr. McHugh is 
a single man. The celebration in 
Los Angeles was al] that it had 
been advertised in advance as be- 
ing. The inauguration ceremonies 
were given the requisite amount 
of drama and none of the prom- 
ised social features were missing. 
The company’s plant in San Ga- 
briel was inspected. Photographs 
were taken all along the way and 
the men were given photograph 
albums as mementoes of their trip 
Following the two days and three 
nights in the Los Angeles area 
they were flown back to their 
home cities. 

The Clary company was started 
nine years ago. Significant of its 
growth is the fact that sales dur- 
ing the last twenty months have 
reached a ten million dollar gross 





"WhenWasYour Typewriter Serviced?’ 


HE A.B.C. Sales & Service Com 

pany, 1304 Stewart St., Seattle 
Wash., office machine specialists, 
displays a message that makes the 
passers-by draw up quickly to 
pause and ponder: 

“When Was Your Typewriter 
Serviced?” 

A simple, direct question is this 
but it has high potency. Those on 
foot as well as in vehicles are 
stopped by the spot sign. They 
gaze at a window which has an 
array of all manner of business 
machines, typewriters and calcu- 
lators, adding and multiplying 
machines in the sales and service 
setup, with accent on servicing 

New notes in service are conven 
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iently struck through the window 
of the sales and service offices that 
are now located not far from the 
main bus station and the down- 
town district. Taking advantage 
o: the thick stream of traffic go- 
ing both ways, the window sign 
with its large red block letters 
gives point and purpose to the 
well-accented message of the of- 
fice machine specialists 

Many a passer-by will draw up 
while the red-hot question regis- 
ters, and he will ponder for the 
answer while he pauses, reflecting 
that really it has been quite a 
spell since he had his typewriter 
serviced in a manner that will add 
to the efficiency of his office. 
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By C. IM. Litteljohn 


Field Corresnondent 


SERVICE is a mighty big word 
in any language. Moreover, it can 
mean as much or as little as the 
firm pleases. The sky is the limit 
and may include all manner of 
refinements. 

The Stewart establishment 
makes service the keynote of its 
establishment where all manner 
of office machines are on display 
And it is the window with the 
flashing sign that brings in the 
business.—CML 
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Make the Most of the ‘Student Market’ 
to Move Portable Typewriters 


By Donald Swallow 


The Swallow Company. 
Sanford. Me 


HILE THERE IS NO DOUBT 
W rtable typewriters are 
more difficult to sell today due to 
the higher price and inflated cost 
if living, we have found that sev- 
eral changes in our merchandis- 
| get results. 
in two lines of nation- 
ertised portable type- 
writers ; ttle more than a year 
o to round out a complete stock 
f offic ipplies and appliances, 
i greeting cards. The 
typewrit tock was added for 
tw reaso first, the vastly 
larger numbers of students at- 
endin ezges and universities 
from ¢ ea in southern Maine, 
id tl 1 supplies of type- 
riters 1 had been available 
ugh the war years. Literally 
1ousan f young servicemen 
w going 1 ollege under the GI 
fR learned to type dur- 
ng thei vice, and have found 
that a ] table typewriter means 
nany | ff time saved, as well 
bei! eful in correspondence 
forms. 
All of ir promotion is aimed 
tudents, not only uni- 
but those in high 
choo] junior high schools 
attracting 
them, v ave found, is making 
ea for the student to try the 
typewrit it, not only in the 
store t at home if desired 


rhe t t eans of 


Window Display Helps 


We ad te one window almost 
rtable typewriters 
howing the most popular model 
f each e in the center, with the 
sed up” with work- 
books, typing paper, eraser, stu- 
lent la ind even a few school 
manufacturer supplies 
1 display” which simu- 
ites a lady typing on the 
we spotlight this in 

) ere it is bound to at- 

tract att tion. Back of the two 
t sign which invites 
to come in and try 
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MR. SWALLOW ADJUSTS A PORTABLE DEMONSTRATOR IN HIS STORE 


either out, with the suggestion 
that the student will save time, 
earn better grades and do a better 
job with typewritten school work. 

On the main counter of the 
store, opposite the school supply 
section, we Keep four to five type- 
writers always laid out ready for 
use, removed from their cases, and 
each accompanied by a stack of 
paper and small signs to copy. The 
portables are at a convenient level 
for handy typing standing up, and 
there is a wastebasket at hand 
where the typed samples may be 
discarded. Incidentally, we have 
found it very important always to 
show a portable at a comfortable 
height which will make it easy for 
the prospective customer to type— 
for if he makes mistakes or 
botches the simple name or sen- 
tence he types, he is likely to lose 
interest immediately. Therefore 
our portables are tilted slightly 
forward, and at a height which fits 
the average person’s arm length. 

We invite every student who 
pauses at the typewriter display 
to type his name and address, tak- 
ing this for addition to a list of 
prospects. Thereafter we will send 
manufacturers’ advertising |’ er- 
ature on both portable branus at 
regular intervals for a year. We 
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make it a point to get the pros- 
pect’s name and address in every 
case, for frequently a student who 
has merely toyed with the idea of 
using a portable typewriter will 
respond to direct mail suggestions 
and buy later on. In any case, 
none of the demonstrations are 
“wasted” for we always make sure 
that we get the name, telling the 
prospect frankly that we want to 
mail him information on the 
machines. 


Secure Prospects’ Names 


Another helpful idea which we 
have developed in connection with 
this is to ask each student to 
whom we sell a portable to give 
us the names of other students 
who might likewise be interested. 
Most college students are quick to 
respond with the names of friends, 
and these, too, go on the mailing 
list. One young chap gave us the 
names of six good prospects, all 
of whom, it turned out, had been 
borrowing his new machine con- 
stantly since its purchase! 

By far the most powerful tool 
in selling to the student market, 
we have found, is the “loan- 
out” method. If the girl or boy 
seems definitely interested in the 
purchase, but a bit dubious over 
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its price or other features, and we 
know his family connections, we 
won't hesitate to suggest that he 
take it home overnight and try it 
out. Naturally we must be ac- 
quainted with such prospects, for 
many of our customers come from 
hamlets and farm communities 
spread over various parts of the 
county, and representing many 
miles of travel. The risk is well 
worth taking, however, inasmuch 
as many prospects only mildly in- 
terested in a new portable type 


writer are delighted with it after 
typing out a letter or two. Also, 
our experience has been that 
everybody in the average family 
takes a whack at typing on the 
machine during its loan-out period 
in the home, and this, of course, 
helps the sale along. Almost every 
machine which has been tried out 
in this way sells. 

We emphasize lay-away selling 
heavily to create gift sales of port- 
ables, and can arrange credit buy- 
ing plans for students who need 


the machines immediately. Sur- 
prisingly, we have been able to 
draw a lot of portable typewriter 
customers despite the fact that 
we have no typewriter repair de 
partment, and do not carry stand- 
ard upright machines at all. The 
best means of merchandising 
portables to the student market is 
merely making it easy for them to 
try out and gain a liking for the 
machine, as well as steadily fol- 
lowing up on every contact by di- 
rect mail. 





“Out in the Open” Business Machine 
Repair Shop Gets Excellent Results 


RINGING THE TYPEWRITER 
and general business machine 
repair shop “out in the open” in- 
stead of being located away in 
some subterranean basement cor- 
ner has shown excellent repair 
volume-building results for Arm 
anko’s Stationery Company in 
Reno, Nev. 

As pictured, the business ma 
chine repair shop, which employs 
four full-time mechanics, is lo 
cated directly on the first floor, 
and separated from the sales floor 
only by a low railing. Bins on 
either side of the repair shop are 
stocked with completed work on 
one side, and incoming repair 
work on the other—every machine 
neatly tabbed with a tag which 
gives full information on the work 
done, an itemized parts list, plus 
the name and address of the 
owner. 

The repair bench at which the 





work is carried out is located at 
the base of a long series of six-foot 
windows which give adequate ven- 
tilation, strong daylight illumina- 
tion, and extremely comfortable 
working conditions for the four 
mechanics. The bench-top is cov- 
ered with galvanized metal, and is 
cleaned twice a day to eliminate 
‘inkiness” usually associated with 
business machine repair shops 
Any customer who wishes may 
stand at the rail while his type- 
writer, adding machine, billing 
machine or calculator is torn down 
and inspected for necessary re- 
pairs. “It saves a lot of questions,” 
the manager pointed out, “because 
most customers know that at a 
glance they can see whether their 
machines turned in for service are 
ready. Also, we are careful to turn 
out all of our work on a precise, 
neat basis, which businessman 
customers and particularly women 


WHERE CUSTOMERS MAY SEE MACHINES INSPECTED AND REPAIRED 
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of an orderly turn of mind can 
most appreciate.” 

The repair department workers 
wear suits and sleeveguards rather 
than the usual blue denim shirt 
and apron, and appear neat 
enough to step out and act as 
salesmen on new and used type- 
writers, adding machines, and 
other office machines when neces- 
sary. 


Use “Flat Rate” System 

After several years of testing 
various types of rate schedules, 
Armanko’s Stationery Company 
has determined upon the “flat 
rate” system for typewriter re- 
pairs as most logical. Typewriter 
flat over-all repairs are based on a 
“20 and up” charge, the “up” con- 
sisting of extra parts which must 
be installed, new chromium strips, 
keys, and so forth. The standard 
rate for portables—in which the 
store heavily specializes—is $12.50 
Inasmuch as Armanko’s does a 
heavy volume of school furniture 
and school supply business, the 
store has been a logical shopping 
point for portable typewriters for 
many years, and a large percent- 
age of the students at the Univer- 
sity of Nevada in Reno are regular 
portable users. Repairs on port- 
ables are thus turned out on a 
“priority basis’ which most stu- 
dents appreciate, and word-of- 
mouth endorsement of the celerity 
of service has spread very well 
over the city 

At first glance, a staff of four 
veteran expert business machine 
mechanics seems overlarge for a 
city of less than 30,000 population 
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However, such a staff is extremely 
important, according to Mitchell 
Armanko, head of the store. Prin- 
cipal reason is the fact that the 
store readily gives outside repair 
service “on the spot” on all types 
if business machines, charging a 
minimum haul rate of $1.75, and 
an additional $1.75 each hour 


thereafter. This rate is substan- 
tially lower than is charged in 
near-by California, and other 
western states, but “pays off” on 
the basis that the store sells new 
and used equipment to many cus- 
tomers who were originally intro- 
duced to Armanko service by call- 
ing in an office machine mechanic. 


Mr. Armanko considers the office 
machine repair shop a definite 
sales asset, even if it only “breaks 
even” on a yearly income basis. 
“We have literally hundreds of 
customers on our books who were 
originally contacted through our 
service department,” he pointed 
out. 





There Are Many Opportunities for 
Specialized Ribbon and Carbon Sales 


HERE IS A TREMENDOUS mer- 
pip eee rhe opportunity open for 
the office supply retailer in the 
fact that most businessmen know 
little or nothing about the wide 
range of uses possible with carbon 
paper and typewriter ribbons, ac- 
cording to Herbert Johnson, office 
supply manager for Kendrick Bel- 


lamy Stationery Company in Den- 
ver, Colo 

The Kendrick Bellamy Company 
carries one of the largest inven- 


tories of carbon paper in the Rocky 
Mountain area, and an equally 
versatile choice of typewriter rib- 
bons. Instead of regarding either 
item as a “prosaic must” a definite 
merchandising program has been 
built around them which incor- 
porates such things as specialized 
display windows, the appointment 
of a carbon paper and typewriter 
ribbon specialist who covers the 
sales territory, and a clearly-de- 
fined suggestion program along 
“ounter 


the sale 


Window Display Used 


Typical of the window displays 
which the company regularly uses 
better-priced carbon 


Lo promote 


paper and typewriter ribbons is a 
display which appeared in August. 
Twenty-four boxes of carbon 
paper, and a dozen varieties of 
typewriter ribbons appeared in the 
window, around a hand-blocked 


sign which read “If You Are Not 
Getting Satisfactory Results From 
The Carbon Paper and Typewriter 
Ribbon Which You Now Use—Con- 
sult Our Carbon And Ribbon Spe- 


cialists They Know!” Spotted 
where the window display is seen 
by every customer entering and 
leaving the store, the suggestion is 


acted upon by many office man- 
agers, professional men, and office 
employees, according to Mr. John- 
On 

We uncover instance after in- 
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stance in which the business firm 
is not using the right type of car- 
bon paper for the job in hand”, 
Mr. Johnson said, “and are getting 
along with faint, almost illegible 
carbon copies, or blotchy, poorly- 
executed carbons which are cer- 
tainly no credit to the company’s 
files. Signs like that in the win- 
dow display, and suggestions by 
sales people are usually the means 
of getting customers re-routed into 
buying better carbon paper.” 

The merchandising policy in 
force at Kendrick Bellamy consists 
of pointing out that in the selec- 
tion of carbon paper, the business- 
man must take three major points 
into consideration. These are, ac- 
cording to Mr. Johnson, first, the 
number of copies which he wishes 
to make of business forms, letters 
and records. Second is the kind of 
paper which he wants his carbon 
copies kept on. Third is the type 
of typewriter which is going to be 
used. All of these factors strongly 
influence the selection of carbon 
paper, and often pose a problem 
which requires some thought to 
overcome. 


Other Factors Considered 


“Of course, there are other in- 
fluences which bear on the selec- 
tion,” Mr. Johnson said, “such as 
the way the typewriter operator 
cuts his carbons, the age of the 
machine being used and its gen- 
eral condition. Where a seven- 
pound carbon sheet may be ideal 
for one girl, the chances are that 
a five-pound carbon paper in a 
softer finish may get better results 
with another girl. This is one of 
the first things we clear up with 
each customer—how his stenogra- 
phers type, and the age and va- 
riety of machines being used.” 

Once it is determined that the 
customer needs a better service 
from his carbon paper, Kendrick 
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By Bert Merrill 


Feature Writer 


Bellamy points out the variety of 
finishes which are offered, includ- 
ing hard, medium hard, medium, 
medium soft, and soft finishes 
which are available. “We always 
go into a lengthy discussion of the 
problems of the office before mak- 
ing any sort of recommendation”, 
Mr. Johnson said, “finding out 
how many carbons the business- 
man wants, pointing out that we 
have paper and carbons which will 
produce anywhere from three to 
seven letter-perfect jobs, and then 
go into the weight and finish de- 
sired. If we find out definitely thet 
the businessman is having carbon 
trouble, one of the best selling 
methods, we have found, is to fur- 
nish him several sheets of each 
variety, and let him experiment 
with them in his office.” 

Crowning points in Kendrick 
Bellamy’s merchandising program 
is sending a man out to check the 
problem in person where neces- 
sary. If the carbon paper problem 
cannot be solved “over the coun- 
ter”, a specialist from the office 
supply department is sent out to 
visit the businessman's own office, 
told to take plenty of time going 
over problems, and providing the 
proper solution. “We have found 
that our customers appreciate this 
greatly”, Mr. Johnson asserts. They 
figure that if we are sufficiently 
interested enough to send a man 
out to make an on-the-spot rec- 
ommendation, we are sincerely 
trying to help them.” 

Much the same type of mer- 
chandising program holds true 
with typewriter ribbons. Kendrick 
Bellamy for many years has carried 
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three different grades of type 
writer ribbons, with many brands 
represented in each. Leading the 
merchandising parade are the pure 
silk ribbon, still difficult to obtain 
a nylon-cotton ribbon, extremely 
high grade cotton ribbon, and a 
“standard” variety. Somewhere in 
this bracket, and in a particular 
brand, there will always be the 
ribbon which will solve the busi 
nessman's problems altogether: 

The opportunties in creating a 
better purchaser for the future 
are much better with typewrite: 
ribbons than with carbon pape! 
according to Mr. Johnson. “This is 
readily understandable in the fact 
that it is easy to point out to any 
businessman that his business let 
ters, typed on his company letter 
heads, invariably represent the 
impression which a customer re 
ceives by mail. If the letter is 
beautifully typed, with coppe! 
plate precision evident in every 
line, the company will automat 
ically make a good impression. If 
on the other hand, the letter is 
dimly typed, indistinct, and dif 
ficult to read, the customer is 
likely to feel that the company is 
probably the same in all of its 
operations. Pointing this out to 
any customer is invariably a pow 
erful argument toward making 
him willing to listen to our type 
writer ribbon selling story.’ 

One of the first things which 
any Kendrick Bellamy office sup 
ply salesman does in merchandis 
ing typewriter ribbons, is to point 
out that the store itself has ex 
perimented with every variety, and 
that its perfect letters are typed 
on a particular type of ribbon 
Several samples are always at 
hand, to demonstrate the neat 
ness and printed-character im 


pression which the better type- 
writer ribbon selling story.” 

Here again, an attempt is made 
to find out the type of paper on 
which the customer’s company 
letterheads are printed, how many 
letters are written per day, the 
type of machine used, and the 
typing characteristics of the typ 
ist In most cases, the _ store 
recommends its top-brand, best 
priced ribbons, pointing out that 
not only does this ribbon give 
much longer service, but that it 
contains 18 yards of material, in 
stead of the standard 12 


Test Each Ribbon Variety 


One of the most interesting fea 
tures of the typewriter-ribbon mer 
chandising program is the fact 
that Kendrick Bellamy exhaus 
tively tests every variety. ‘““To test 
one new line, we place a stock 
ribbon on one of our office type 
writers, and each day, have the 
stenographer type two or three 
lines of copy, placing the date on 
the sheet, and the data on the 
exact temperature in the building 
at the time. Over a period of sev 
eral months, she types several 
lines per day, thus dated, and we 
make a study of how long it lasts 
Over this period, the ribbon con 
clusively demonstrated that it 
would retain its blackness and 
legibility, far and away better 
than standard varieties—and we 
have the sheet handy to give the 
customer black-and-white proof 
Backing up our arguments with 
solid facts of this type is often all 
that is necessary to convert an 
office manager from buying low 
priced ribbons in large quantities 
to using better quality ribbons in 
smaller quantities.” 

Once again, in the event a cus 


tomer is complaining bitterly about 
the failure of typewriter ribbons 
to stand the gaff of his business, 
blotchy letterheads and poor ap- 
pearance of letters, Kendrick Bel- 
lamy is willing to send a man out 
to study the problem first-hand 
On the spot, the ribbon specialist 
goes over the entire program, rec- 
ommends repairs or overhauling 
of typewriters where necessary, 
tests several varieties of ribbon for 
the particular problems involved, 
and then makes a complete report 
‘We are willing to spend several 
hours on the matter if necessary” 
Mr. Johnson said. “Such outside 
calls are actually more profitable 
than they might seem at the out- 
set—for from them stem many 
office machine sales, furniture 
sales, and other add-on business.” 
Every recommendation made 
after a study of this variety is 
based on facts, and may surpris- 
ingly, sometimes result in telling 
the customer to use a lower-priced 
ribbon, changing it more often, 
than the better-priced variety 
Such instances always make a fine 
impression on the customer 
Pointed out above, Kendrick Bel- 
lamy has one full-time man spe- 
cializing on carbon and ribbon 
salesmanship throughout the sales 
territory. In addition to his fre- 
quent calls and discussion of the 
matter, every Kendrick Bellamy 
outside salesman makes regular 
trips through the territory accom- 
panied by a ribbon or carbon pap- 
er manufacturer’s representative 
“We have a crackerjack salesman 
on the job,” Mr. Johnson summed 
up, “who almost daily uncovers 
many instances in which the use 
of improper carbon paper or type- 
writer ribbon actually represents a 
serious profit leak to the customer.’ 





Typewriter Rental Department Proves 


Business Builder 


ENTING PORTABLE type 
writers as a means of boosting 
his sales is an “extra merchan 
dising touch” which has produced 
extra profit for Louis Resnick 
Portland, Me 
Mr. Resnick’s store, Louis, Ini 
sells probably more portable type 
writers than any store in the area 
all due to a simple, proved plan 
which Mr. Resnick developed short 
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ly before the war and has followed 
ever since. This entails rentals of 
portable typewriters, giving an un 
decided customer an opportunity 
to experiment with them, and is 
quite frequently the means to 
sales which could not be made 
otherwise 

Mr. Resnick hit upon this idea 
shortly after he had added port- 
able typewriters to the stock, and 
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New Englard Dealer Sells Portables in Good 
Volume by Renting Them to Customers First 


found them aé_e disappointingly 
slow-moving item. “We found that 
we had a lot of competition on 
portable typewriters coming from 
department stores he pointed 
out, “and that except for gift 
sales, it was difficult to move the 
portables, chiefly because the cus 
tomer had no opportunity to try 
them out, except tapping out a 
few words on the display counter 
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Within a few months, Mr. Res- 
nick took a cue from business ma- 
and decided to solve 
the “tryout” problem via the ren- 
tal route. “We felt reasonably cer- 
tain that we would have been able 
to make many more portable type- 
writer sales if the customer had 
been able to convince himself of 
their desirability,” he said. “Ren- 
tals. therefore, were the logical 
solution 

Under the plan now followed, 


hine houses 


a 


he store carries four nationally- 
idvertised lines of portables, which 
Mr. Resnick feels is necessary in 
order to give the customer as wide 


a choice as possible. Any of the 
new machines may be rented at 


the rate of $5 a month, the rental 
to apply on the purchase price of 
the machine in the event the cus- 

ymer de es to keep it. This serv- 
ice is advertised by means of a 


sign in the arcade entrance to the 
store, which likewise lists the 
nationally-favored brands carried, 
and other details. 

Except for the war period, when 
portable typewriters, of course, 
were off the market, Louis, Inc., 
has enjoyed a consistently worth- 
while portable typewriter business 
ever since. Figures over the entire 
period prove that approximately 
75 per cent of the people who rent 
new portables from the Portland 
store wind up keeping them. “The 
amount of money which has been 
paid in for rentals is, naturally, a 
powerful incentive to keep the ma- 
chine,” Mr. Resnick said, “even 
though we feel the retail price is 
inordinately high. Occasionally, a 
customer will keep a machine for 
three or four months before mak- 
ing up his mind. If the portable 
does not prove to be exactly what 


is desired, the chances are that it 
will come back at the end of the 
first month.” 

Except for the small sign at the 
entrance of the store, Mr. Resnick 
has never advertised the service, 
but it has already become well 
known—particularly among col- 
lege students, professional men 
and salesmen, who are the best 
prospects for portable typewriters. 
“We have rented machines to al- 
most every type of customer from 
school children up to legislators,” 
Mr. Resnick smiled, “with the 75 
per cent sales average holding 
true in all brackets.” 

While many new machines are 
rented in this way, Mr. Resnick 
also keeps a stock of “permanent 
rental” machines on hand, which 
are placed out on rental until they 
have amortized their cost, and 
then are sold as used machines. 





Fitting the Typewriter to 
Makes Extra Sales 


| pap ARE MANY opportunties 


for increasing the sale of type- 
writers merely through studying 
the prospect’s business operations 
and “fitting the right machine for 
the job,” according to J. C. Parks 

vner of Parks Office Equipment 
Company Reno, Nev. 


Aggressively merchandising bus- 


ness machines, secretarial equip- 
ment es and desks for the past 
five years in the northern Nevada 


California area, Mr 
proven that a special- 
ized office machine store with ab- 

itely no side lines can make 
a small city of only 
25,000 population. With Mrs. Parks 
ling down the headquarters 
fTice Mr. Parks splits his time 
outside sales calls 
i repair work on previously sold 
vering many counties 

With repairs, sales 

the three services 


Food in even 


ffered e company has been 
iwal everal important large- 
ale itions, including 
I Washoe county, com- 
lete « pment for a newspaper 
Carson City, Nev., and office 


many of the famous 
s and casinos which 


ry 


ine fa Virginia St. in the 
Nevada ertainment center. Lo- 
ated ¥ it of the downtown 


42 E. First Ave., the 
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Parks store is nevertheless well 
known to businessmen who depend 
on it for fast repair service, new 
installations and advice. 


Fits Machine To The Job 


The secret, according to Mr. 
Parks, is the fact that he fits the 
right typewriter or adding ma- 
chine to the job, rather than 
merely selling “a typewriter.” In 
his long experience in the field, 
Mr. Parks has found literally hun- 
dreds of office managers and ex- 
ecutives who merely order type- 
writers by their cost, or the size of 
type, rather than investigating the 
efficient point of the machines in 
connection with the work to be 
done. For example, he pointed out, 
there are hundreds of concerns 
whose correspondence consists of 
brief, short messages, who labor- 
iously type them out in pica type 
on full size letterheads or forms, 
when an elite typewriter and half- 
size letterheads would save both 
time and money. Frequently, upon 
encountering cases of this type, 
Mr. Parks sits down, types out a 
reproduction of a standard busi- 
ness letter as used by the firm on 
an elite machine, and shows the 
prospect the difference. “Large 
type on a small sheet of paper is 
not attractive,” it was pointed out, 
“But elite, neatly spaced on a 
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the Job 


Selling the Right Machine 
for Specific Task Pays Off 
for Enterprising RenoDealer 


By Robert Latimer 


Field Correspondent 


small sheet, carries more read- 
ability value because it is a def- 
inite novelty.” 

In such instances, it doesn’t take 
super salesmanship to convert the 
firm over to elite type and new 
typewriters, according to the Reno 
dealer. Mr. Parks gladly trades in 
the older machines or larger type 
sizes, inasmuch as he invariably 
has a market spotted for the old 
machines. Incidentally he keeps 
notes in a pocket notebook on the 
needs of particular prospects, and 
can quickly refresh his memory 
wherever trade-ins enter the ques- 
tion. 


Fill Envelope Needs 


Another good example of fitting 
the right machine to the job is 
found in firms who do a great deal 
of envelope mailing, typing out the 
individual addresses, according to 
Parks Office Equipment Company. 
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Some typewriters are equipped 
with paper guides and rods which 
make it difficult to roll in an en- 
velope without the latter catching 
or tearing—almost invariably re 
quiring depressing the platen re- 
lease lever and much centering or 
adjustments before it can be typed 
On the other hand, there are sev- 
eral makes which are ideal for 
handling large quantities of en- 
velopes in mailing, Mr. Parks has 
found—and he’s quick to bring in 
that model and demonstrate it to 
insurance companies, advertising 
firms and retail stores that mail 
huge quantities of statements 
This is a replacement market of 
considerable value, according to 
the dealer. Salesmen who check 
simple factors in typing efficiency, 
such as this, will invariably find 
that stenographers and business- 
men in general object most stren- 
ously to the problem of inserting 
stiff envelopes and typing them 
out neatly. “The same is true of 
firms who use penny postal cards 
a great deal,” it was pointed out 
“Only two or three makes of type- 


writers will hold a postcard se- 
curely enough that its full surface 
can be used in typing, with the 
result that the last line trails off 
toward the end of the card and 
will never give the kind of good 
impression that the businessman 
wants.” 

Another point which has result- 
ed in many additional typewriter 
sales for this western dealer is 
providing the right machine where 
many carbon copies may be made 
simultaneously and with the most 
faithful possible reproduction 
Upon approaching a prospect for 
the first time, Mr. Parks attempts 
to discover whether the firm makes 
quadruplicate or still more copies of 
forms, brief, letters and contracts, 
and whether they are pleased 
with the carbons produced. “Fre- 
quently a prospect will reach in 
the file and pull out weak, uneven 
and practically illegible fifth and 
sixth copies,” Mr. Parks said, 
“which indicates that he is using 
either the wrong type of second 
sheets, carbon, or typewriter. In 
many cases it is the typewriter 


being used, with too stiff a key 
stroke action to permit a sharp 
impression through many copies, 
too soft or worn platens and dull 
key ridges. We have experimented 
with every type of typewriter along 
this line, and can unhesitatingly 
recommend three makes which 
will produce sharp carbons up to 
eight or nine when used with the 
proper paper. Asking the customer 
to try it out for himself always 
makes the sale.” 

Through an approach of this 
type, one large souvenir manufac- 
turing firm in Reno bought seven 
typewriters, and contracted for a 
steady supply of forms, carbons and 
copy sheets from the Reno dealer- 
ship, discarding entirely their for- 
mer equipment 

Traveling many miles over the 
scattered communities in northern 
Nevada, Mr. Parks has made it a 
point to know first hand the type 
of business carried out by each 
prospect on the list . and 
“matching up the right typewriter 
for the job” has won him many 
seemingly impossible sales 





Selling Paper Tableware 


EVERAL YEARS ago we were 

looking for new lines. On in- 
vestigation, it seemed to us that 
the chain stores and the direct- 
selling wholesalers were getting 
about 80 per cent of the total pa- 
per tableware business. This, we 
decided, was due to our own lack 
of initiative and resourcefulness 
The paper wholesalers really did 
not want the nuisance of the re- 
tail end of this business. Since 
most independent retailers, how- 
ever, lacked interest in it, they 
were forced to sell direct as a 
sort of public service. 

Most of them, I am sure, will 
welcome the stationer as a cus- 
tomer when he (the stationer) 
learns to merchandise paperware 
The chains always do a beauti- 
ful job of merchandising in 
Small lots. They do lack trained 
personnel and the flexibility to 
handle the needs of a large party 
or wedding supper. In many cases 
an order requires some printing 
or other special service, such as a 
salesman to go out and get the 
order and a truck driver to deliver 
it. Chain store managers will often 
send business to a friendly sta- 
tioner. 
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This paper cup, paper plate, pa- 
per napkin and general paper 
goods business is almost endless 
and has a tremendous potential 
There are always weddings, 
church celebrations, club activi- 
ties, political gatherings, union 
suppers, and so forth. In fact 
when we had our strike at the 
mills, the paper cups used to serve 
coffee at the picket line were sold 
by us. The hamburgers were 
wrapped in our paper napkins 
There is always business 

In fact, we all know that when- 
ever people gather for any reason, 
they very soon want to eat and 
drink. We also know that nobody 
wants to wash the dishes. There- 
fore, it seems that we are not only 
taking a profit, but also perform- 
ing a sort of a noble service to 
our fellow man. If we also sell 
water cups for office use, we are 
promoting good hygiene and pre- 
venting the spread of colds, and 
perhaps even many other more 
serious diseases 

The paper end of our business 
has many branches, each of which 
is worth much study. A very bright 
future lies ahead as soon as the 
producers catch up with sales. Our 
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By W. W. Jacobsen 


“‘Jacobsen’s,” 
Gary. Ind. 


men some day will not only han- 
dle the staple lines, but wil] in- 
troduce and promote such things 
as paper throwaway overalls, cov- 
eralls, aprons, caps, gloves, and so 
forth. The old-timers among the 
salesmen will probably be a bit 
dubious at first. After all, paper 
ware and paper wear are some- 
what further afield and a little 
different than the familiar rib- 
bons, carbons, and so forth 
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“Extra Touches’ Help Expand Service 
ee 1s 


Volume 


me OING JUST A LITTLE bit 
G farthe! in the typewriter 
adding machine and calculator 
repair service has been the means 
yf buildir ip a tremendous vol- 
ime of rep income at the Palm 


Beach Typewriter Company, West 
Palm Bea Fla 


E. F. Mulligan, head of the com- 
pany, is an old-timer in both the 
sales and service end of the office 


machine 


istry, having spent 23 
years in the Florida resort city 


Starting it as a franchise type- 
writer a reneral office machine 
dealer more than a decade ago, he 

is heavy emphasized service 


from the outset—with the result 
that the store has attracted office 
machine irchasers from long 


distances away, these buyers prin- 
cipally concerned with continuous 
maintenance of their equipment 
rather than the initial price or 
even the nanke 


Employ Three Mechanics 


} machine repair shop 
if Palm Beach Typewriter Com- 
pany is located immediately be- 
hi he main counter, partitioned 
away from the store. Three full- 
time mechanics are employed, 
each perating at a separate 
bench, strung out tandem fashion 
along the left wall of the store 
is equipped with its 
wn tool replacement parts in- 
entory and separate lighting, and 
every man works on the same ma- 
chine from the start to finish 
rather than utilizing the “‘assem- 
bly line” principle which has been 
experimented with and quite often 
d by dealers under similar 
circumstances. Repair machines 
me in through the front of the 
store, are checked in at a 12-foot 

inte! front of the partition 


discards 


storage rack” immediately to the 
right of the work benches. Those 
with a inted priority for one 
reason r another are without 
tags, which means that office ma- 
chine mechanics will repair these 
ext The firm, naturally, gives 

preference to the machines 
which have been purchased from 

d those with which it 


es 
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PALM BEACH TYPEWRITER CO. REPAIR SHOP IN WEST PALM BEACH 


is franchised. Volume is split up 
approximately three-fourths type- 
writer repair, and the remainder 
divided among calculating ma- 
chines, adding machines, and 
other office appliances. 

Since many new office machine 
purchases are escorted “on tour” 
throughout these repair divisions, 
Mr. Mulligan has heavily empha- 
sized cleanliness and absolutely 
immaculate appearance. There- 
fore, there is “a place for every- 
thing” in the tool racks above the 
benches, deep bins for storage of 
parts, and an assigned place for 
all machines awaiting repair. 


Do Repairs Under Canvas 


One of the most novel features 
of Palm Beach Typewriter Com- 
pany’s repair operations is the fact 
that a large part of them are car- 
ried on “outdoors” under a can- 
vas awning in a small patio ex- 
tending into the store from the 
rear. Here, conveniently located 
against the wall, are all immersion 
drains and_ special - treatment 
tanks, utilized for cleaning of 
various pieces of equipment, with 
one, for example, devoted only to 
adding machine use. There are no 
sickening fumes in the store in- 
terior, and the bright Florida sun- 
shine is a constant asset for dry- 
ing away solvents and grease re- 
movers which are used in the 
process 

Machines brought in for com- 
plete overhaul are removed from 
the storage rack and rotated to 
whichever bench is “up” for the 


next job. All chromium, rubber, 
and solvent-soluble parts are re- 
moved. They then move by wheel 
cart to the outside cleaning depart- 
ment. If an adding machine is in- 
volved, it is first immersed in a 
tank of Dunks to soak out all har- 
dened oil, carbon particles, dust 
and other residue. If a typewriter, 
the next tank is used, for Mag- 
nosol solvent treatment. After 
soaking, both types are removed 
and placed in a galvanized metal 
drain tray, where they are thor- 
oughly brushed out and closely 
inspected. The machines then go 
into a tank of water for a rinse, 
and then, for permanent oiling, 
are immersed in a tank of benzol 
spirits of oil. Palm Beach Type- 
writer Company has found that 
the benzol spirits of oil are in- 
finitely better when applied by 
the soak method, rather than 
spraying of the oil inside. After 
being immersed in this tank, the 
machines then go to a small 
wooden bake oven, with controlled 
temperature which bakes off ali of 
the remaining solvent in the ma- 
chine except for the oil. 


One of the most unusual fea- 
tures of Palm Beach Typewriter 
Company office machine repair is 
that all cases and frames involved 
are repainted. The shop is sup- 
plied with two spray guns and a 
heavy duty compressor, and refin- 
ishes all black parts with meticu- 
lous care. On adding machines all 
the keys are refinished with ex- 
tremely thin green lacquer blown 
through an ordinary atomizéf 





END OF TWENTY-FOURTH ANNUAL OFFICE SPECIALTIES SECTION 





OFFICE APPLIANCES, January, 


1949 


29 





WHEREAS... 


AND WHEREAS . 


BE IT RESOLVED . 





The Legal Field —A Gold Mine 
by Robley B. Stevens, J. B. 


Author of Test Your Knowledge, Labor Re- 
lations Writing, The Writer's Search, and 
so forth. Former official representative U.S 
Department of Labor, Member The Beat 


Quota Fraternity. 


Salesmen should be getting their share of 
the millions of dollars the busy lawyer 
is paying for the mere transaction of sales 


The busy lawyer has frequent need of many 
services and that the salesmen covering the 
legal field exclusively can sell in answer 


to this need. 


BE IT FURTHER RESOLVED ... 


Salesman exploring this field can tind upon 





examination and experience the business 
of selling to lawyers pays and pays, inas- 
much as the field has not been covered 
extensively. 

















OU CAN BE MORE SUCCESS- 

ful and financially happier if 
you know how to sell lawyers. In 
fact, salesmen in many fields to- 
day are more interested in the 
art of selling the legal profession 
the many things and services it 
definitely needs. Further, you have 
only to demonstrate the advan- 
tages of whatever you are selling 
effectively to clean up in this al- 
most untouched field. 

As an example, take the law 
book publishers who sell and pro- 
mote various publications, such as 
those relating to taxation, labor 
laws, corporation laws, wills, es- 
tates and trusts’ laws, Federal ad- 
ministrative law, trade-marks, 
medical trial techniques, law dic- 
tionary for lawyers, automobile 
litigation cases, community prop- 
erty law, real property law, legal 
forms books, divorce and annul- 
ment cases, insurance law, avia- 
tion law, radio broadcasting law 
defamation, slander and libel law, 
copyright law, foreclosures, receiv- 
erships and reorganization laws 
payroll accounting books, pension 
and profit-sharing books, law- 
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books on contracts, crime, equity, 
negotiable instruments, bank- 
ruptcy, evidence, anti-monopoly, 
and various publications on state 
and Government regulations 


These Are Professional Tools 


Obviously, these publications 
and services sold to lawyers repre- 
sent an indispensable tool for the 
busy legal profession in the grow- 
ing sphere of professional activity 
for the alert salesman. In the 
light of this, the smart lawbook 
salesman realizes the necessity of 
lawyers building up an up-to-date 
library. That is why millions of 
dollars are spent annually by the 
legal profession for such services 
due to the fact that lawyers con- 
sider their dollars spent for such 
equipment original investments 
But it must be emphasized again 
that the selling to the legal pro- 
fession is almost untouched 

To meet the demands of these 
and other vitally important serv- 
ices, the aggressive salesman 
should soon learn the tricks that 
go with selling such type of pros 
pects for the betterment of their 
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own practice. To obtain a share 
of this big money salesmen should 
make plenty. of calls, understand 
the personal interests and prob- 
lems of lawyers, and find a com- 
mon ground on which to meet and 
stimulate sales. 


Lawyers are in a sense business- 
men because primarily their as- 
pect of operation is the composite 
of practically all commercial and 
professional activities. Everything 
they do is a part of the great work 
of this nation and its peoples that 
is necessary for the advancement 
of America. The connecting link 
to helping the lawyer enjoy a 
larger practice is probably the 
salesman. By this I mean the 
smart salesman can persuade most 
all lawyers to buy a _ product 
and/or service if presented in the 
light that it will prove beneficial 
to the legal profession. 


Here’s a Large Field 


Take for example, the subject 
of letterheads, business cards, case 
brief covers and manuscript paper, 
office furniture, typewriters and 
adding machines. Every lawyer 
needs them all, but every lawyer 
does not have them all. Why? 
Well, from the writer’s personal 
experience in surveying hundreds 
of law offices, it is indicated that 
salesmen probably have _ not 
thought much about this most 
profitable field in which to capi- 
talize upon and, too, perhaps 
salesmen have not attempted to 
promote this field exclusively for 
reasons best known to themselves 
It appears to be a fatal error for 
any salesman to overlook this 
gold mine. 

Have you ever visited a law 
office? Maybe you have, regarding 
a legal problem you need solved 
But from a selling angle, the mas- 
ter salesman can do business with 
the lawyer and make dynamic 
sales by bringing vital human 
judgment and energy into play 
Unless salesmen call on lawyers 
frequently, how can they expect 
to reap their share of money from 
this field? 

Since new devices, publications 
and services are available for the 
lawyer in saving him time, it is 
necessary for salesmen to demon- 
strate how their particular offer- 
ings will prove desirable. Unfor- 
tunately, many salesmen are 
afraid to approach a lawyer. Why 
I cannot say, except that some 
salesmen have indicated to me 
that lawyers are, in many cases, 

(Turn to page 125, please) 
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Wholesale Distribution or Else 


Mr. Devlin Traces the Role of the Wholesaler from 
the Dawn of History Right Up to the Present Time 


S° IMPORTANT IS THE ROLE 


of the iern American whole- 
aler that the success or failure of 
his ability to survive may well de- 
ermine th iccess or failure of 
ir present civilization. Make no 
nistake about it, if the wholesaler 
hould fade from the American 
scene ir economic situation 


ould take a turn for the worse 
In fact, the very foundations of 
would suffer a 
evere set! k for America is now 
inhappily, the domi- 
iting economic force of the world 
late to suggest that 
the little men who are frantically 
tion to the problems 
which ifront modern § society 
heed the advice of skilled experts 
wholesale organizations pro- 
luce. In tl vorld of today, where 
argo f merchandise can circle 
the glob a matter of hours, 
there’s ! reason for any part of 
that world to be in dire need of 
nything that exists in abundance 
elsewhere—a far cry from the 
rude beginnings of the first 
wholesale} transportation facili- 
ties but tribute to the ingenious 
nd ever broadening mind of man 


voria ] ny 


The Economic Conflict. 


Ever since the dawn of history 
n’s ] struggle has been 
onomi 4 more profitable dis- 
ribution of the fruits of his labors 
is been the chief force motivat- 
ig him down the corridors of 
ime I inderlying cause of 
every war from the time of the 
Parbari tribes that overran 
enti I pe or the hordes of 
nghis K that ravaged the 
rient 1 e Hitlers and Hirohi- 
t t has been economic, 
aci litical or religious as 

me historians would have us 


elLeVE 

The di ery of the New World, 
ne of the most glorious errors of 
the 15th century, was the direct 
esult f the then growing eco- 


mic e> nsion. While seeking a 

to the markets of the 

Orient erchants of the day 

n a new continent 

Even ( political ideologies 

in man’s rise 

tages of slave, serf 

were the results of 

liency rather than 

idmission of the 
himself 


At te ate, man is locked 
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in a death struggle between the 
greater good which is democracy 
as we know it and the foreign ex- 
pediencies of socialism, commu- 
nism and fascism now epitomized 
by the repugnant spectacle of 
Slave-ridden Russia. The outcome 
of this struggle will be decided in 
the arena of politico-economics 
and not in the blood-drenched 
battlefields of World War ITI. 


The Wholesaler’s Role 


Playing a leading role in all 
these cataclysmic events of his- 
tory is the wholesaler or his coun- 
terpart. The modern wholesaler 
can trace his history back to the 
owners of the first caravans which 
plodded their tortuous way over 
the sun-baked sands of Egypt 
through the fertile plains of Pal- 
estine, Phoenicia and Syria to 
Mesopotamia or down the slope 
of the Iranian Mountains west- 
ward to Crete and on through the 
islands of the Mediterranean. 
This was 2000 B.C. 

Before this time, man in his 
never-ending development lived 
more for and by himself. The 
many villages not yet grown into 
cities were self-sufficient. Mem- 
bers of the tribe not only culti- 
vated the food which they ate, but 
likely as not they engaged in 
other pursuits necessary to the 
sustenance of life. They hunted, 
fished and built their dwellings 
from materials at hand. Life for 
them was an uncomplicated pro- 
cedure 

Gradually the villages grew in 
size and number. More food had 
to be produced for this increased 
population. Products of the spin- 
ner, the weaver, the potter and 
the smith came into being. Serv- 
ices began to replace individual 
effort. Barter became the order of 
the day. Trade as we know it was 
in the pains of labor. The out- 
growth of these minute beginnings 
is the system of commerce and 
trade which is the life’s blood of 
modern society. 

As the village craftsmen in- 
creased in number and local mar- 
kets for their wares became flood- 
ed, new outlets had to be found. 
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By Neil Devlin 


Fort Madison, lowa 


Similarly the complication of city 
life gave rise to new wants which 
could not be fulfilled at the local 
agora or market place. It was at 
this point in history that whole- 
salers of old, the caravaneers, be- 
gan a service to mankind which 
in great part has accounted for 
man’s rapid progress ever since. 
By buying and trading the prod- 
ucts of manual dexterity the car- 
avaneer or wholesaler opened up 
a new era which, with the discov- 
ery of navigation, cleared the way 
for world contact to wider ex- 
change of goods and ideas. 

Like man himself, wholesaling 
followed a gradual step by step 
evolution. Although man made no 
appreciable advance over the con- 
trol of the world in which he lived 
between 2000 B.C. and 500 A.D.— 
when the glory that was Rome 
flickered in the ashes of her own 
destruction—he did make some 
headway toward better distribu- 
tion of the fruits of his labors. 
Retarding him still, however, 
even in this regard, was his com- 
plete reliance on human drudgery 
for all productive goods. 

The dawn of the machine age 
was still a heavy mist upon the 
horizon. In spite of the fall of an 
empire the role of the wholesaler 
gained momentum. For 500 years 
after the debacle at Rome, west- 
ern Europe strained under the 
lash of eastern fanaticism. With 
the conquerors came traders from 
Cairo, Damascus and Bagdad who 
were destined to influence the 
buying and selling methods of the 
European—some evidence of which 
still exists today. 

The influence of the modern 
wholesaler’s counterpart is seen at 
the beginning of early modern 
times with the establishment of 
large trading fleets among the 
English, Portuguese, Italians and 
Dutch. The famous Hanseatic 
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MODERN DISPLAY for the 
OFFICE EQUIPMENT DEALER 


— Monthly Feature on Visual Promotion — 





This Month's Ad Window 


One in a Series of Suggestions Introduced in a Recent Issue 


HE OA AD DISPLAY for this 

month is taken from the No- 
vember issue of OFFICE APPLIANCES 
page 127. The advertisement is by 
the Protectall Manufacturing 
Company, Syracuse, N. Y. 

This advertisement suggests an 
admirably dramatic display which 
can easily be carried out in the 
average office appliance store. It 
would be highly desirable to have 
a strip of bright colored carpet 
leading from the safe to the front 
of the window. If this is not pos- 
sible, strips of colored mat board 
will serve as a substitute. These 
can be purchased in a 28 x 44- 
inch size from any stationer 

The safe should be spotlighted 
as the feature attraction in the 
window, which could carry sep- 
arate units of other merchandise 
as has been suggested in this col- 
umn from time to time. Don’t be 
fooled about economy in lighting 
You don’t see moths around when 
the light is out and by the same 


token there are more customers 
when you allow the passer-by to 
see what you have gone to the 
trouble to display. 

The drama can be supplied for 
this window by a cut-out drum 
majorette which should be placed 
at the front of the window at the 
opposite end of the “rug” from 
the safe. You can borrow a cut- 
out majorette from your nearest 
music shop. They usually have 
these in the store to advertise 
musical instruments 

The theme of your sales card 
should be that Protectall Safes are 
RIGHT UP IN FRONT when it 
comes to fire protection. A hook 
in the center of the ceiling would 
be handy to hold several strands 
of colored rope, each one leading 
to a card holding an important 
sales message 

The door of the safe should be 
open and a card displayed therein 
telling that there are three color 
finishes and several interior ar- 


The “OA” Display 
Section Is Conducted 


By George By. Taylor 


Long Beach, Callif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





rangements available. Of course 
the warranty against fire should 
be definitely emphasized. The 
other features in the ad which 
would be of interest to your cus- 
tomer should be mentioned on the 
sales cards. 

Your store name and the name 
of the safe, PROTECTALL, should 
be featured with mitten letters. 
This article should help you to 
install a very effective and a sim- 
ple display. No illustration is nec- 
essary because the description 
speaks for itself. There are no 
end to the setups which can be 
arranged if you are enterprising. 
Definite sales contacts will result 
from the display and you will once 
again have established yourself 
and your store as being among the 
progressives. 





What Happens? Nothing! 


N AN ELECTION campaign of 

bygone years a very prominent 
figure in American public life used 
a phrase when speaking of the 
accomplishments or lack of same 
of the opposition—which we could 
refer to as the tragic finale of un- 
directed or misdirected promotion 
“What happens? Nothing.” 

This is the story in part of un- 
successful businesses all over the 
country. Their difficulties can be 
traced in a great measure to lack 
of thought, lack of planning and 
lack of work. Not enough effort 
was put into the promoting of in- 
dividual sales so necessary for the 
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required volume for success 

Many people starting out in 
business want to start out where 
their competitor has arrived after 
15 years of hard work in a com- 
munity. This is impossible for the 
average independent operator. A 
large corporation can afford to 
finance a new endeavor for many 
years before it finally begins to 
show a profit. The smaller man 
however will be wise to take things 
slowly or his answer will also be 
nothing 

He may be limited in the con 
duct of his business because of 
lack of funds. He may not be able 
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to use as many inches of news- 
paper advertising as his larger 
competitor. He may not be able 
to use direct mailing as profusely 
He may not be able to afford the 
many avenues of advertising 
which are offered to him by enter- 
prising agencies, but there is one 
avenue open to him which is not 
limited by lack of funds and which 
will help tremendously in over- 
coming these other handicaps 
his show window 

The peculiar thing about many 
stationers is the absolute lack of 
appreciation which they display 
for this important promotional 
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I think this is due to the 
amount of detail 
he conducting of a 
ry business. Be this 
the tragedy of nothing 
will befall the mer- 
fails to open his eyes 
hat the windows must 
pay no matter how 
entails 
iy in which this im- 
tion of promotion can 
without excessive ef- 
ful study and appli- 
rinciples in display 
result in less lost mo- 
the function in part 
play section to supply a 
through which the ex- 
leas will be of benefit 
will read and study 
the merchant get away 
juated ideas and adopt 
vhich will enable him to 
b with a minimum of 
our purpose 


S 


It is true that there are stores 
that do a good job without this 
display effort. These stores are 
fortunate in their location or con- 
nection. Many of them do a bang 
up job through their salesmen and 
maybe display is not so important 
to the success of these particular 
stores. However they are losing 
hundreds of sales which might 
have been theirs had they made 
a distinct effort. 

For the larger concern to neg- 
lect the windows is folly. For the 
smaller merchant, particularly the 
one who is just starting up in 
business, it is tragedy. Plan for 
your displays. Buy fixtures to im- 
prove their appearance. Organize 
your display effort at once. You 
cannot afford to do otherwise. 
Conduct your display promotions 
so that the answer to the question 
“What happens?” will be “Plenty, 
not nothing.” 





Costumer Prop 
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YOU EVER stopped to 
the possibilities of a 
prop useful for em- 

rger merchandise or 
stand on which to 
stationery items? 
nses have to be 
where don’t they?) 
an be used as a defi- 


icer 


for Educational Signs 


e€ in our store to usé 
promoting our 

For instance—in 
vecial desk tray ex- 
we fastened cards 
ner, one above the 
ard bore a very brief 
e of an educational 
cards consisted of 
beige color 11% 
imeter. Mounted on 
‘les of brown card- 
hes in diameter. The 
ere printed on the 
white letters and 
nto five attractive 
e simple method of 
wn circles on the 
The messages were 
read as follows 


Design Beauty Plus 


Genuine Walnut 
ble Sturdy Con- 
The desk trays were 
e base of the cos- 
a very attractive 
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By George B. Taylor 


unit for our window. Here you 
have a permanent sales talk. It 
attracts attention because it is un- 
usual. It promotes merchandise 
just as long as you leave it on 
display. 

In displaying smaller stationery 
items use circular glass or wood 
shelves fastened to the costumer 
in an appropriate manner, angle 
irons for the wood or slits for the 
glass. An extra touch would be 
to fasten a small frame on the 
costumer, where it could easily be 
read, in which to slip a new reader 
as you change the merchandise. 
Three four-inch circular cut outs 
for the front and two side legs 
of the base would add to the use- 
fulness of the costumer when used 
in this manner. They could be 
used to show three additional mer- 
chandise units, useful in the front 
extreme corners of your window. 
They are attractive and it is pos- 
sible to show quite a number of 
small units in this manner. 

Where you want a small panel 
of Reycurve in the window for 
color effect, a costumer will hold 
it in place. This is illustrated in 
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the picture under “Special Events 
The base is concealed by the port 
able typewriter. 

A little thought will reveal many 
practical purposes to which a cos 
tumer may be put. If you have 


it in your mind that the costumer 
would be of more use to you when 
old at retail and that to use it 
in this manner would be wasting 
it, think again and I am sure you 
will agree that it will not hurt to 





use some of your costumers in this 
manner, especially where window 
display is a problem. They will 
make more money for you as a 
displayer than they will make 
profit when sold 





Special Display For Gift Events 


ERE JS A special display which 

can be used for any event 
during the year and for some an 
nual affairs such as anniversaries 
and birthdays. 

The props cost only $3.00, ex 
clusive of the Sightlight shadow 
box which was on hand. This was 
brightened up by the use of Rey 
curve which replaced the sombe! 
black background of this special! 
light display unit. 

The rest of the props consisted 
of sheets of drawing paper rolled 
and used to represent diplomas 
These, with small favors and cards 
of congratulations, supplied the 
atmosphere needed for a gradua 
tion display. This same setting 
could be used in any gift window 
by substituting small gift-wrapped 
boxes and appropriate greeting 
cards for the graduation props 


DECORATIVE UNITS 
The panel on the right consisted 
of a strip of Reycurve attached to 


a costumer with a black sheet of 
cardboard as contrast. The “di 


Simple Props Provide Attractive Window Selling Medium 


ploma” was fastened on with a 
common pin. To relieve the sever- 
ity of the window, some asparagus 
fern was used at points of advan- 


A point of interest in this pic- 
ture is the cover for the electric 
eye in the right-hand lower cor- 
ner of the window. This was fash- 
ioned from a linoleum tube and 
flocked in green. An opening just 
large enough for the beam of the 
eye was cut in the tube, focusing 
the beam on the mirror in the op- 
posite display window. This ex- 
cluded all chances of reflected 
sunlight from interfering with the 
operation of the eye. 

The electric eye in question con- 
sists of a lamp in one window 
which throws a beam of light 
across the entrance of the store to 
a mirror in the opposite window 
These are used in stores with lim- 
ited personnel, in fact in any store 
that wishes to give very prompt 


pertect 
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SIMPLE, LOW-COST DISPLAY FOR GRADUATION TIME 
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By George I. Taylor 


Display Specialist 


service or attention. As the cus- 
tomer enters the store, his body 
cuts the beam which rings a bell 
in the rear of the store. Thus, the 
clerk is made aware of the custo- 
mer’s entrance and the latter is 
assured of prompt attention or at 
least a courteous salutation upon 
entering. Usually these “eyes” are 
unsightly, as was the case in our 
store. They are hard to control 
too, especially in the summer 
time, when the sunlight reflected 
from parked cars or shining di- 
rectly on the beam at certain 
times of the day, plays tricks by 
ringing the bell to the mystifica- 
tion of the clerk. So these flocked 
covers serve a triple purpose. They 
control the light condition per- 
fectly by- excluding all outside 
light interference, which is so an- 
noying to users. They cover an 
unsightly object and they serve as 
an extra display stand upon which 
to show a small ash tray 


DRAWING PAPER READER 


The reader consisted of a piece 
of drawing paper torn around the 
edges, on which was printed the 
selling message This 
should always be short and to the 
point so that it can be read in a 
flash by the passer-by. Any further 
sales messages for the leisurely 
window shopper should be carried 
on smaller cards incorporated in 
the display 

It is a good idea and certainly 
good business to get away from the 
crowded displays once in a while 
even if your window space is lim- 
ited. An educational display al- 
ways pays off in sales and an ar- 
tistic arrangement sells your store 
to Mr. and Mrs. Public as a pro- 
gressive place of business 


message 


APPLIANCES, January, 1949 





Window Displays Important to 
Furniture Dealers 


By Phil Lance 


Special Writer 


FURNITURE re- 


N OFFICE re 
tailer’s leading salesman is 


his display window and many re- 
tailers missing one of their 
best merchandising points by 

erlooki proper window dress- 
ne ane ‘ 

Every ffice furniture retailer 
has a store front and display 
but what you do with it is the 

in |] Some dealers may 
feel that they are justified by dis- 
playing desks and chairs in 
heir windows to identify their 
wcatio1 This is the wrong idea 

Store windows are no longer 
andmarks for the store within 
ut do ; ictual selling job them- 
selves. Bu hey cannot sell if 
hey are yperly dressed and 


furnished retailer wouldn’t ex- 


pect a salesman to go out looking 
intidy, with little knowledge of 
different ffice furniture. Why 
therefore, clutter up a window so 


hat it gives an untidy appear- 


nee Ol plays office furniture 
ttl terest to the store shop 

e1 
Every retailer must know the 
hows whys” of window 
iressing and display. That is, he 
must first find out the type of 
istomer that he wishes to at- 


ttract with his displays and then 
a knowledge of the 
type of office furniture that will 
ppeal to that group. The com- 
two display fac- 
"Ss wi elp any office furniture 
job of displaying 


he must have 
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nis mercnandalse 


Windows Used for Suggestion 


lisplays can sell office 
irniture mply through the 
tion if the presen- 
tion is fitted to the merchandise 
display says Roger K. Gar- 
if Schooley Print- 
ry Company, Kan- 
This means that 
gesting the proper office 
ture 1 the group of cus- 
interested in serv- 
stimulated 


ing & Statione 
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“Window displays, next to our 
outside salesmen, are our chief 
means of attracting business. Such 
displays must be properly planned 
and displayed to do a good job.” 

At Schooleys’ the basic idea of 
good window presentation is na- 
tionally-branded merchandise. 
This is placed against a simple 
background, cleaned every day 
and rearranged to give it a fresh 
appearance 

At present a simple office ar- 
rangement of a desk, chair and 
desk accessories is on view. A 
background consisting of a green 
table and vase adds a soft touch 
to the display and it stands out 
in contrast to the dark linoleum 
that covers the display window 
floors 

“We find that many telephone 
inquiries are made as a result of 
businessmen passing by our store 
but not having time to drop in,” 
adds Mr. Garver, “and we send 
our salesmen out right after it or 
else try to have their particular 
customer come into the store.” 

In Miami, Fla., the House and 
Garden Furniture Company, Inc., 
use its windows to feature the ex- 
change department. The store is 
trying to get away from the 
trade-in version of the office fur- 


niture business and call it’ the 
exchange department. 

“Office men would sooner ex- 
change their furniture than trade 
it in,” says Manager F. L. Pritch- 
ard, “as they seem to make a dis- 
tinction between these two 
phrases. Some businessmen feel 
that they don’t have to trade in 
their office furniture but would 
prefer to exchange it for a new- 
er style or later models. And by 
playing up the exchange angle, 
we have built a bigger business 
than we ever have by going after 
trade-in business.” 

Mr. Pritchard uses his displays 
to play up his exchange business. 
He displays an old desk and chair, 
then a new one along side of it. 
A display sign says, “Exchange 
your office furniture like this 
(sign in front of old furniture) 
for the latest.” A sign placed in 
front of the new furniture says, 
“This new furniture can be had 
for exchange of your old office 
furniture.” 

“Our display window is a better 
means of showing our point to 
the public than any other means 
of advertising,” adds Mr. Pritch- 
ard, “for a strong appeal to the 
eye is longer lasting than a radio 
plug or small newspaper ad.” 

In this instance, this retailer 
wanted to use his display window 
to promote a new exchange serv- 
ice—and he did it well. 








DURAN ALL PLASTIC SELECTED BY THE FURNITURE CLUB OF AMERICA.— 

Those of our readers who visit the Chicago Furniture Mart this year can see the 

full decorative potentialities of Duran in the distinctive interior of the Furniture 

Club of America. In addition to being used on furnishings throughout this famous 

club, Duran will also be displayed on other leading furniture lines exhibited at 

the market. Entirely a plastic, Duran is exclusively manufactured by The Masland 
Duraleather Co., Philadelphia, Pa. 
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Careful Price Marking Protects Profits 


OR YEARS TRADE magazines 

have been discoursing on the 
basic importance of “marking up’ 
goods correctly so as to insure the 
right net profit in re-selling. Like- 
wise, there has been much ser 
monizing about the common sensé 
of always asking the full standard 
price, leaving to the chronic ‘“cut- 
ters,” gyps, and fakers of the trade 
the “bargain rush” of today with 
its inevitable retribution in the 
days to come. 

There is another phase of this 
subject of merchandise mark-up 
quite as important in its influence 
on profits, but which seems to 
have escaped publicity. I have in 
mind the correct pricing and the 
marking of every item in stock 
at least, every lot of merchandise 
of a given kind—if individual item 
marking is deemed impracticable 

It is dangerous to try to depend 
upon memory for all the prices 
and the price changes—covering 
the 1,600 to 1,800 items character- 
istic of the completely-stocked 
full-line stationery establishment 
If there are ten to 15 persons han 
dling the incoming and outgoing 
merchandise every day, how much 
more important that every item 
or every lot be price-tagged accu 
rately! 


Need Master Records 


In addition to this price-label 
ing, there should be maintained in 
the up-to-date stationery store an 
authoritative price reference book, 
and the personal responsibility for 
the current accuracy of this book 
should be vested in the proprietor 
and store manager jointly. Per- 
haps, according to the size of the 
business, there would better be 
one price-book for supplies and 
small sundries and another for 
furniture, machines, and “heavy” 
equipment. 

These master records should be 
each salesman’s conclusive price 
authority in any instance of doubt 
as to correct prevailing prices for 
every item from rubber bands and 
blank books to office chairs or fil- 
ing cabinets. 

More especially with regard to 
the small wares of the trade, the 
stationer who relaxes his scrutiny 
of the prices at which his mer- 
chandise is sold, often pays dearly 
for his carelessness. This is illus 
trated by the experience of a large 
western stationer who had occa 
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sion to take a special appraiser's 
inventory 

Desiring to be sure of its com- 
pleteness and accuracy, he took 
the inventory himself with the 
help of an assistant. He had not 
progressed far when he made the 
discovery that a clerk who had 
been discharged shortly after the 
last monthly inventory had neg- 
lected (vindictively, perhaps) to 
correct the price-tags on a large 
lot of small sundries. In the mean- 
time, the articles had been selling 
at 15 cents a unit below the cor- 
rect current price 

This could have been prevented 
by the strict enforcement of a re- 
liable system for making all price 
changes immediately. As one so- 
lution of this problem, I would 
recommend a price-change bulle- 
tin which all salesmen would be 
enjoined to examine every morn- 
ing before beginning work, and as 
an extra precaution against under- 
selling anything, memorandums of 
the price-changes should be dis- 
tributed for posting somewhere 
behind the counters of the depart- 
ments in which the merchandise 
affected was being sold 


Mispricing Is Serious Problem 


Mispricing is a serious problem 
whether the result be plus or 
minus. If it is deemed too labori- 
ous or too time-consuming to affix 
price labels to each item, there is 
still the alternative of having the 
prices indicated on the edge of the 
Shelving, on the doors of display 
cases, or on the face of stock- 
drawers behind the counter in 
which many small miscellaneous 
items must be kept. 

The buyer will make quick com- 
plaint if a price seems too high 
but if it is lower than normal, the 
buyer can hardly be blamed for 
accepting it as a matter of good 
luck 

With 1,600 to 1,800 items in the 
completely stocked modern sta- 
tionery outlet, no one can ration- 
ally disparage the importance of 
correct pricing throughout the 
store. Particularly should every 
stationer, in justice to himself, 
make certain that all new items 
are being sold at the correct price 
and also that when prices change 
on new shipments of old lines 
every man in the salesroom will 
know immediately just what the 
new prices are 
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Another phase of this pricing 
matter that merits passing com- 
ment is that the public always 
prefers to purchase plainly priced 
merchandise. People know that 
this “open pricing” policy is their 
assurance that everyone is paying 
the same price for a given item 
at any given time. Such procedure 
inspires their confidence 


Salesmen Must Know Prices 


It is the first qualification of 
every salesman to Know the cor- 
rect current prices for the goods 
that he sells. Hesitancy in deter- 
mining what the price should be 
may leave a lurking doubt in the 
buyer’s mind as to whether the 
charge is correct—worse still, it 
might, conceivably, create suspi- 
cion that the store is not a fixed- 
price or one-price store or that 
the management manipulates the 
prices of-certain goods to suit cir- 
cumstances 

Where there is no store man- 
ager, the head-of-stock of each 
department should be held re- 
sponsible for correct pricing and 
the department manager is then 
logically accountable to the firm 
for any loss that results from sell- 
ing an item below scale 

Vigilant attention to every de- 
tail is the price of profit protec- 
tion in every field of retailing 
Without it, many a stationer has 
had the surprising experience of 
finding that his volume has taken 
a jump, but his profit has not 
achieved a proportionate increase 

Merchandise represents invested 
money that is expected to produce 
a profit. Bearing this elementary 
fact in mind every intelligent sta- 
tionery and appliance dealer will 
exercise every essential precaution 
to protect himself against under- 
selling on prices 


Charge To Accounts At Once 


Equally important is that any 
merchandise not paid for across 
the sales-counter shall be charged 
immediately to the customer's ac- 
count, regardless of whether he 
takes it from the salesroom or it 
is to be delivered to his office 
The principal risks for “slip-ups’ 
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in this category are inherent in 
the type of transactions in which 
a customer comes to the salesroom, 


places an order for several items 
to be delivered, but decides to take 
with him one or two items of im- 
minent needa 

Regardless confidence in the 
reliability of one’s top-notch cus- 
tomers, a signed delivery receipt 


should be required of the delivery- 
man every time he delivers mer- 
chandise, especially appliances 
and fixtures of considerable value. 

The experience of modern busi- 
ness abounds in proof that honest 
employees are now the rule, not 
the exception, but notwithstand- 
ing this inspiring fact, any well- 
supervised retail business firm al- 


ways makes certain that the 
movement of valuable merchan- 
dise from stockroom to salesroom 
or from the salesroom to custom- 
ers is adequately checked and re- 
corded so that nothing will move 
out through the proverbial “back 
door” unpaid-for, or at least, un- 
recorded for later payment on ap- 
proved account. 





A New Era in Calculating Machines 


By W. BD. Huskey 
and 
Ly VU. R. Hudkey 


National Bureau of Standards, 
U.S. Department of Commerce, 
Washington, D. C. 


OMPUTING HAS ADVANCED a 
€ from the days when 
man sat down with only pencil 
work out his prob- 
lems. Ove! period of centuries, 
desk computing machines were 
developed At first these were 
hanical devices, far dif- 
ferent from the present day elec- 
tro-mechanical machines, such as 
Marchant, Monroe 


great deal 


and pape! 


crude me 


those made 


ir Frider 


Babbage’ in Eng- 
envisioned the real 
rerunne! f the presert-day 
itomatic computing 
machins He planned to. use 
punched cards in his analytical 
engine, but because of mechanical 
engineering and financial difficul- 
ties, his mac ne was never com- 


It was Charl 


The first examples of large- 
ale calculating machines to be 
ictually constructed were differen- 

These are special- 
nes (essentially lim- 
imited to solving differential equa- 
t so-called analog 
ind not digital devices. Complete 
lumbers are represented by shaft 
osition ind thus their accuracy 
limited to that attainable with 
nachine part not better than 


nu ’ } 
purpose mas 


) ) ’ 
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Developments which meant even 
ore to the dvancement of the 
lence nputing took place 
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in the field of digital machines 
(machines which handle numbers 
directly in their digital form). 
Such a machine was the IBM 
Automatic Sequence-Controlled 
Calculator developed at Harvard 
University. The Bell Telephone 
relay machines were also of this 
type 


ENIAC Proved Worth 


An important advance, espe- 
cially in the direction of speed, 
came with the development and 
completion at the University of 
Pennsylvania of the first substan- 
tially electronic computing ma- 
chine, the Electronic Numerical 
Integrator and Computor (or 
ENIAC, as it is generally called). 
This machine receives its input 
data from punched cards and 
punches its results out on other 
cards. The sequencing is pre-deter- 
mined by the manner of putting 
in pluggable connections. The in- 
ternal transfer of numbers, the 
computations, and the sequencing 
are all done electronically. The 
result is a machine which operates 
at tremendous speed. For exam- 
ple, a particular unit may do 5,000 
additions of ten-digit numbers per 
second and another unit may do 
in the same length of time nearly 
400 multiplications of pairs of ten- 
digit numbers. The ENIAC, which 
was built for the Army Ordnance 
Department, is now in operation 
at Aberdeen, Md. An interesting 
report on the performance of the 
ENIAC was issued in December, 
1947°. It stated that the ENIAC 
did the work of 500 human com- 
puters. What makes this state- 
ment even more remarkable is the 
fact that during the period cov- 
ered by the report the ENIAC was 
producing useful results only 5 per 
cent of the time. (This percent- 
age is exceptionally low for this 
period because of the damage the 
ENIAC suffered in being moved 
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from Philadelphia to Aberdeen.) 
Another unfavorable condition was 
the fact that the type of problem 
being handled at this time was ill- 
suited to the machine. The ENIAC 
was not designed as a general- 
purpose computing machine, but 
for the specific purpose of com- 
puting firing tables, a job for 
which it is very well suited. 

In January, 1948, the Interna 
tional Business Machines Corpora- 
tion in New York City unveiled 
their large-scale digital computing 
machine, the IBM Selective Se- 
quence Electronic Calculator. This 
machine represents a judicious 
use of punched cards and punched 
paper tape equipment in conjunc- 
tion with relay storage and elec- 
tronic computing circuits. 


Several other large-scale elec- 
tronic digital computing machines 
are being developed in this coun- 
try by private companies, universi- 
ties, and by Government agencies." 
These machines are in various 
stages of completion. The one 
nearest completion is the EDVAC, 
which is being built by the Moore 
School of the University of Penn- 
sylvania for the Ordnance Depart- 
ment of the Army 


New Machines Different 


These new machines will differ 
greatly from the ENIAC. They will 
have, in particular, larger mem- 
ories and speedier input and out- 
put methods. Existing large-scale 
computing machines have internal 
memories in the form of mechani- 
cal wheel counters, relays, or elec- 
tronic ring counters. The proposed 
machines expect to have memories 
in the form of acoustic delay lines, 
electrostatic storage tubes, or 
magnetic drums. The _ internal 
memory in the present machines 
consists of either punched cards or 
punched paper tape. Most of the 
new machines plan to use mag- 

(Turn to page 115, please) 
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Furniture Business Climbs From 


By Ernest W, Hall 


Correspondent 


ROM A SICK BED to a huge 

office supply business. That i 
the story of Charles S. Hoit, owner 
of the Pacific Desk Company, 213 
W. Gold Ave., Albuquerque, N. \ 

As he was being trained in the 
general furniture and office supply 
business in Decatur, IIl., in early 
manhood, Mr. Hoit’s health broke 
and 22 years ago he moved to Al 


buquerque, seeking some suitable 


spot in the land of sunshine 

Although bedfast for two years 
because of tuberculosis, Mr. Hoit 
all the time was mentally alert 
and from a sick bed began the 
operation of a furniture and offic: 
supply business, with a telephone 
as his only means of operation 

Mr. Hoit recovered sufficiently 
in two years to leave his bed and 
branch out into a small store on 
E. Central Ave., the city’s main 
thoroughfare. 


Knows His Top Lines 


Mr. Hoit attributes his success 
mainly to his knowledge of the top 
lines of office furniture, mainly 
desks, chairs and safes. From a 
business started as he lay in bed 
with only furniture catalogs and a 
telephone at his side, his record 
now includes the sale of millions 
of dollars worth of furniture 

The Pacific Desk Company oc 
cupies a two-story modern build- 
ing with 50 feet of frontage and 
extending back 142 feet The 
owner has his office at the rear of 
the second floor 
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Mr. Hoit believes in high quality 
merchandise and when it comes 
to window displays he takes spe- 
cial care to place his best samples 
for public view 

The desks and chairs some of 
these dealers place in their win- 
dows I would not even carry in 
stock,” commented Mr. Hoit re 
cently 

Discussing window displays of 
one of his big competitors he 
pointed out that the paint on ex- 
hibited chairs and desks was 


worn in spots, blurring to some 


extent the polish needed for a new 
appearance 


When I receive orders,”’ he said, 
I see to it that all the furniture 


ordered is given a ‘touching up 
before it leaves the store 

The best way to build up a 
business is to sell only high quality 


merchandise,” he said “If the 


paint is worn on a few edges, 
touch them up. Check all the out 
going furniture for blurs and 
blemishes, no matter how small 
they are. The effort will guaran 
tee satisfaction and is the best 
way to assure repeat order busi- 
ness 
Seeks Repeat Business 

The success in my business is 
yn repeat orders,” he continued 
Satisfied customers bring other 
customers, as well as repeat orders 
at later dates. Some of my best 
ind largest customers in business 
do not even come into the store to 
see the furniture. They just tele- 
phone us that they want certain 
size and make desks and chairs 
and we fill the orders, always al- 
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lowing ourselves time in which to 
make that final inspection on out- 
going orders. 

“Every desk and chair or other 
item needs a final check and 
touchup. Many leading dealers 
overlook these little finishes, so 
necessary to success. When a deal- 
er spends large sums for high 
quality merchandise, why let just 
one per cent of carelessness creep 
in and mar what should be 100 
per cent perfection.” 

Mr. Hoit’s success is attributed 
partly also to his knowledge of 
architecture and interior decora- 
tion. He explains reasons for his 
success modestly in just one story 
which illustrates, to a large extent, 
why he has climbed in business 

“It so happened,” relates Mr 
Hoit, “that when I lay ill, that the 
Methodists began constructing a 
sanatorium on property adjoining 
my little abode. The women in 
charge of the furnishings for the 
sanatorium began shopping all 
over the city in search of suitable 
furniture 

“IT finally managed to have one 
of the women come to see me and 
I explained to her that I had been 
in the furniture and office supply 
business in Decatur and would like 
the opportunity to bid on the fur- 
niture. I persuaded her to get me 
one of the blueprints of the floor 
plan of the interior of the sana- 
torium and, at the same time, I 
had contacted the large manufac- 
turers for catalogs 

“From my little knowledge of 
interior decorations I went to the 
trouble of making layouts from 
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yn just what sizes 


furniture they should have for 
the various rooms. From catalogs 
I pointed out the sizes best suited 
for the different rooms. 
That call of the one committee 
member led to other calls and 
finally entire committee in 
‘harge of the furnishings came to 
see me. I had just had a hemor- 
hage the night before They 
opens l Saying they could 
not ord rnishings through me 
cause feared I would die 
before th rder would be shipped 
After they had finished, I be- 
an my story. I told them I had 
gone to iderable trouble with 
the blueprints, making diagrams 
what furniture would be best 
lited t e sanatorium rooms, 
aking nsideration all the 
time the size if the rooms and 
nterio! ( ations 
When I had finished my sales 
ulk,”” Mr. H related, “they be- 
in askil estions and interest 
creased. Soon, the women began 
din nferences in whis- 


el and at last questioned the 
tire order 


The Order Was Filled 


I had that order figured out, 

' ‘e, exactly in dollars 

Despite the fact I 

was Still be ist and had nothing 
but cat pictures I won the 
f 700 in furnishings 

The orde filled to satisfac- 


Ff 


It ppened,” Mr... Hoit 
inted out,” that it was not long 

I byterians were pre- 

aring t irnish their Maytag 
sspital. I sent word to the late 
Rev. Hugh Cooper, Presbyterian 
ninister, notifying him I had once 
een a Methodist, but had now 
; Presbyterian. He came to 


That en I sprang my de 

he furniture of the 

Mayta ta The Methodist 
ture had made its 

rk the community and 

ve enough to win 

rder for the Pres- 

rial order being even 

per t e sale to the Meth- 


r this second hos- 

iid Mr. Hoit, “that 

lecided 1 <pand from my little 
a telephone and 

my business to a 

ling so much better 

ter t rs that I was able to 
e st I e and do. business 


rspend in advertis- 
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ing. It was just my knowledge of 
the top lines of furniture; a little 
knowledge of architecture and in- 
terior decorating with a little at- 
tention to details which has fur- 
nished me with the foundation for 
repeat order business—a factor 
which I consider necessary to suc- 
cess.” 

After building up a large furni- 
ture and office supply business Mr. 
Hoit sold to Charles C. Broome 
and with his family moved to 
California for a few years. Nine 
years ago he returned to Albu- 
querque and entered the office 
supply business exclusively, and 


his business has grown steadily 
and from all appearances is stil] 
growing rapidly 

Some of the eastern manufac- 
turers ask him “what do you do 
with all that office furniture?” 

Mr. Hoit fills orders as far west 
as Barstow, Calif., to eastern, 
northern and southern cities. The 
large city orders come from Den- 
ver, El Paso, Amarillo, Phoenix 
and Tucson. 

Mr. Hoit today is a leading busi- 
ness man. No person would ever 
guess that he began his career as 
a business leader from a sick bed, 
in an obscure room 






































CHICAGO INDUSTRIAL DE- 
SIGNER REMODELS OWN 
OFFICES.—J. O. Reinecke, 
Chicago industrial designer, 
recently opened new offices 
at 720 N. Michigan Ave., a!l 
furniture and accouter- 
ments being designed to 
serve both functional and 
decorative purposes. Right: 
receptionist desk is of nat- 
ural walnut and has but 
one leg, the other end be- 
ing built into the wall. Typ- 
ing desk is at receptionist's 
left. Corrugated glass di- 
vides long room into two 
parts, illumination being 
provided by fluorescents at 
top and bottom of glass. 
Area back of glass pro- 
vides additional working 
space for staff. Below: con- 
ference room featuring a 
low table with accompany- 
ing low chairs. Cork discs 
on walls may be used for 
tacking up displays. Pol- 
ished brass door handle is 
of friction catch type. 
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THE MORGAN COMPANY’S 
SUCCESS STORY 

Now occupying a building 40 x 
187 feet in area and consisting 
of several floors, the Harry L. Mor- 
gan Company had a modest be- 
ginning in office space which 
rented for $8.00 a month with desk 
and telephone furnished. Earlier, 
Mr. Morgan, coming fresh from col- 
lege, went to work for the Thorn- 
ton-Levy Company, printers and 
stationers of Indianapolis, Ind., 
back in the days when filing was 
done in wood sectional filing cabi- 
nets and the old flat file boxes. 
When the revolutionary vertical 
files came on the market, Mr. Mor- 
gan started selling those 

After several years, seeing that 
the future was rather limited and 
having a young son to support, Mr. 
Morgan decided to go into business 
himself and rented office space 
Thus was born the Harry L. Mor- 
gan Company with cash assets of 
$300. 

Later, he moved to a small room 
at $25 a month and took over the 
agency for Globe-Wernicke files 
Henry Yeiser, then president of 
Globe-Wernicke, advanced $5000 to 
incorporate the Harry L. Morgan 
Company, which began immedi- 
ately to grow This expansion 
forced the firm to move several 
times before it occupied the pres- 
ent quarters. 

The organization is now ex- 
clusive distributors for Yawman 
and Erbe Manufacturing Company, 
Stow & Davis Furniture Company, 
Jasper Chair Company, Domore 
Chair Company, and Jasper Office 
Furniture Company 

Mr. Morgan has turned over the 
business to his son, James, who is 
president, and Theodore W. Yap- 
ple, treasurer. 

The account of the Morgan Com- 
pany’s accomplishments reads like 
a typical American success story 
Looking back through the years, 
Mr. Morgan modestly sums up his 
achievements by saying, “What 
small success I have had was due 
to my good customers, who were 
also my good friends, and to my 
loyal employees.’ 


NEW STORE OF THE HARRY L. MOR- 
GAN CO. IN COLUMBUS, OHIO.—Top: 
section of the store's impressive show- 
room. Center: one of the store's private 
office displays. Bottom: another private 
office display at the new Morgan store. 
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Broadcast over Station S-A-L-E- 
Operating on a wave length of :— 


CONFIDENCE ... COUR. 


AGE. CO-OPERATION 
} rons LEI eed were we the 

othe when an Arizona 
ffice paid us a return 


sed between planes 
business-pleasure 

Noting a certain 

desk that had 

us at Box 2153 

S} *& Borden Company, 
kane Wash., to which ad- 
house organs and 

invited, he com- 

nented, “Have you noted this hits 
the nai head in the matter 
ENTHUSIASM up in 


replied that we 

iad, so to all you 

listening in over 

OF! \PPLIANCES net work 

ts RIGHT NOW 

for your own 

benefit of these 
ned points 

they come: “NO 

Mi TRULY SUCCESS- 

FUL UNLESS HIS JOB AROUSES 

HIS ENTHUSIASM” and get 

ide: is the key thought 

article: “Might 

ed that no execu- 

successful unless 

enthusiasm of his 

bs?” and then 

on in a novel 


Ww! iy an automobile 
1 owner’s manual 
you how to get 
your investment 
portation 
yw to keep your 
It tells you 
lubricate it 
make adjust- 
revent blow-outs 
in case you do 


But manager ever gets 
book to go alonz 
ilesman. And, of 
ver will, 

machines. They 
vidualized human 


because 


But it their lubrica- 
keeping salesmen 

How about 

lamage from fric 


ke ep sand ou 
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“How about preventing break- 
downs and blow-outs, or blow-ups? 

“How about maintenance meth- 
ods that will keep management 
relations with each salesman in 
good working order, and repair 
damage, if damage occur?” 

and then in logical steps 

this article shows the way to 
achieve this very goal, and to 
quote two more paragraphs that 
give the punch of the solution: 

“Of course, anything that will 
get a salesman (or anybody else) 
to associate unpleasant duties 
with pleasant results is the most 
obvious kind of “motivation”. 

“So if assigning more and better 
responsibility is one way of getting 
that problem-salesman to do the 
uninteresting or unpleasant, but 
necessary, parts of his job, you'll 
want to find some way to get him 


to see as much as possible of the 
pleasant side of the picture, and 
recognition (preferably public rec- 
ognition) is perhaps the most 
familiar “non-financial” way of 
doing it.” 
ope 62 2 
And for this month's terse- 
trailer, we are indebted to these 
words of Edwin O. Grover: 

“TO GO about your work with 
pleasure, to greet others with a 
word of encouragement, to be 
happy in the present and confi- 
dent in the future—this is to have 
achieved some measure of success 
in LIVING!” 

Office-efficiently yours, 


Ralph B. Ortel. 
2 se 
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INDIANA INSURANCE CO. OF INDIANAPOLIS REFURBISHES OFFICES 


Top: one of the private offices. Bottom: one of the company’s conference rooms. 


Desks and tables were products of Shelbyville Desk Co., 


chairs were built by 


Jasper Chair Co. Indianapolis Office Furniture Company made the installation. 
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| The State of 
the Industry 


THE 1949 PICTURE is still clouded in the 

hypo-developing, but not yet taking clear 

form. But one thing appears certain, the 

bust which so many experts gloomily pre- 
| dicted for the post-war era has so far 

failed to materialize. The leveling-off period 
| appears to be present inasmuch as prices, 
wages, the volume of spending, the cost of 
living, did not rise proportionately as much 
as they did in 1947. In fact, they decreased 
in some particulars. Farm prices are begin- 
| ning to show a downward trend on the 
| heels of another bumper crop year. 

In this connection the Boston Traveler 
editorially made this suggestion recently: 
"It is doubtful that the ‘deuces wild’ atti- 
tude which so largely accounted for the 
1929 flop will ever again be allowed to 
return. The biggest gain here is the gov- 
ernment regulation of consumer credit... . 
The other anti-bust factor is the still heavy 
demand for durable goods. Steel is still 
the bottle neck and is likely to be so for 
some time. Consequently, the filling of 
backlog demands for steel products will 
come by degrees, not in a rush." 

Newsweek has pointed out that the 
office machine industry in 1948 expected to 
gross one billion dollars for the first time in 
its history. Why? The soaring wages of office 
help, plus the growing complexity of keep- 
ing tax, payroll deductions and other rec- 
ords, were driving U. S. offices to mechan- 
ize as fast as possible. 

The 1949 situation will be influenced to 

‘a larger extent by national defense plans. 
Standard & Poors Corporation, New York 
City, in an industrial survey, says, ‘Accele- 
ration of the rearmament program could 
counter a moderate decline in national 
production for civilian needs, but might 
reduce sheet metal and other supplies avail- 
able to office equipment makers.'"—COS 


Here and There 


A. W. FABER PENCILS 
USED BY GENERAL GRANT 
IN WRITING OF MEMOIRS 


An interesting letter telli 
the pencils used by Gen 
Grant in writing of his men 
recently received by A. VW 
Castell Pencil Company 
ark, N. J. The 
Dawson of Lo 
reads in part: 


letter 
Anaele 
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Editorial 


"Let Us Count Our Blessings . 


@&& A NEW APPROACH to retail selling, based on 
an emotional appeal, is being sponsored by Retail 
Associations of America and the Saturday Evening 
Post. Slogan of this patriotic project, to be em- 
blazoned on the customers’ minds by advertising and 
promotion, is: “Yours is the right to pick and choose 

. DEMOCRACY WORKS HERE! . without a 
free exchange of goods you cannot have a free 
people.” 

Conceived by the staff of the National Retail Dry 
Goods Association this promotion is designed to ex- 
pound the basic economic rule under which all retail 
stores exist in a free democracy. 

There has been, perhaps, too much negative think- 
ing concerning our nation—too much fault finding. 
The time is properly here today to count our bless- 
ings. The simple freedom to select the suits for office 
wear, the desserts for the dinner table and the movie 
to see on Saturday night is democracy known in this 
country as in no other nation. 

We have often neglected to sell America, which is 
nothing, more or less, than selling the goods which 
are offered in a metropolitan retail emporium or in 
the stores which line the crossroads of the nation. 
Filling needs and fancies is retailing, and also de- 
mocracy. It is well that this fact is recognized in a 
demonstration of the function of free distribution. 


24th Office Specialties Section 

@¢ THE 1949 PRESENTATION of specialized sell- 
ing articles in the January issue of Orrice APPLI- 
ANCES is based on the practical experience of mer- 
chants in the industry. It is our hope that a study 
of the operating techniques, elaborated upon by 
stories and pictures, will bear fruit in increased sales. 
While some changes may be necessary, based on local 
conditions, the basic principles remain the same for 
the entire field. 
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POLIO FIGHT DEPENDS UPON 
MARCH OF DIMES 
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» and Art Steel Co., 
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children for the most part—have 
been stricken by this crippling dis 
ease. The March of Dimes, sched 
iled January 1|4-31, finances the 
are and treatment programs of the 
National Foundation for Infantile 
Paralysis, and its research projects 
aimed at finding a preventive or 
cure for polio, aftords the only hope 
»f recovery for many of these boy: 
and girls. 

On behalf of the stricken little 
nes, the industry is asked to keep 
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JOSEPH BURGER, THE BOSS 

POET, HELPS STAFF RELAX 

in some offices the boss reads the 
riot act once in a while and every 
body listens. But at the Art Steel 


Company offices in New York, N.Y. 
the b reads his own pi oetry once 
n a while Ind everybody listens 
Joseph Burger is the executive 
who goes spinning through rhythmic 
ines es en amateur post. Physically 
he is built more like a fullback than 
» poet, weighing 200 pounds. 
Yes, | read my poetry to my em 
c yee ) T | New York Sun 
reporter. lt helr me to relax and 
t helps them to relax, too. Writing 
etry could be very compelling if 
are nceited, but I'm not. | 
just write it for good effect it ha 
n the morale of the workers and 
TY) celt 
Calling h erks around him, Mr. 
Burger read one of h atest effort: 


ying Circle which said 


art 
A w 
Anothe Titled ca 
, \ , 
riena Wea > Ww } 
Hanging are It sai 





THE BOSS HOLDS HIS AUDIENCE.—Joseph Burger, poet-president of Kiddie Seat 


recites some of his poetry as approving office workers 
It also gives him relaxation, states President Burger. 
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HORSE SENSE FROM OLLIE THE OWL 


Om 2 WHO STREET 
THE OAK TREE 
owe. HOLLOW 





Ex 
LIBRI 
Dear Editor: 


Two pigeons were in business 
downtown, in the same line of 
business, that is, located right 
across the street from each other. 
They were making a nice profit 
until one of them got the idea 
that if he could get more volume 
he could hatch himself a nice 
nest egg in quick time. 


Of course, he could have gone 
out into the tal] timbers and 
scared up the additional busi- 
ness, but he figured that it would 
be less expensive and more prof- 
itable to stick around the old 
treetop and poach upon the cus- 
tomers that went into his com- 
petitor's store across the street. 


“I've got the best bait in the 
world to trap the birds that buy 
across the street,” he said. “Bar- 
gain-bait. I'll cut prices and give 
them more for their money.” 


This he did. When his com- 
petitor got wise, he said, “T'll 
load my gun with bigger shot 
and beat that bird at his own 
game.” That he did. Every morn- 
ing he'd watch the prices in the 
other pigeon’s newspaper ads 
and window displays, and then 
he'd offer the same goods for 
less. Soon they were both doing 
the same thing, underselling the 
other's offerings with no regard 
to costs. They cut prices so low 
that the wholesalers were send- 
ing shoppers around to buy the 
bargains. 


Came the day, as it comes to 
all businessmen who fail to fol- 
low sound business practices, 
when these two birds couldn't 
pay their bills and the sheriff 
bagged two dead pigeons. 


Competition is the life of trade 
until it kills profits. 


Very wisely yours, 


OLLIE THE OWL. 
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: CRESCENT INTRODUCES KWIK-SEALER largest one accommodating a picture or exhibit 14 x 11 
Declared to be equally useful in the office and home, inches. 


a new envelope sealer, Kwik-Sealer, was recently intro- ia one ES Sn 
duced by the Crescent Manufacturing Company, Dept. TAYLOR ANNOUNCES NEW EXECUTIVE CHAIR 


11. 1104 Tenth St.. Rockford. I! The Taylor Chair Company, Bedford, Ohio, has an- 


The device is declared to have an electronically- nounced a new desk chair, No. 4802'%, for executives 


developed, capillary-action sponge that draws water Who prefer the conventional height of back. This 
chair, of genuine walnut and top grain leather con- 


struction, is equipped with foam rubber arm rests and 
is large and wide for comfort. The back is deep pillow 
spring cushion type and the seat is also pillow spring 





KWIK-SEALER FOR ENVELOPES 


from a reserve supply in the handle of the sealer, draw- 
ing it only as fast as needed to maintain constant 
moisture without dropping. 

The chrome-plated brass shield on the sponge is 
claimed to permit the user to place the sealer any- 
where without fear of soiling surface of a desk. Any 
size envelope can be moistened and sealed and the 
conveniently-located bayonet on the sealer serves as 
a letter opener. Retail price is $2.50 

> 

K-M TRANSVUE ALBUMS OFFERED TO TRADE 

The Kingsbacher-Murphy Company, 1081 N. Vignes 
St., Los Angeles 12, Calif., has introduced the Transvue 
sales presentation albums for sales and advertising 
executives. Models SA, EA and MA were designed with 
the needs of commercial users in mind 

Transparent, non-inflammable sheet protectors are 
bound loose leaf with rugged covers. Complete flexi- 





NEW TAYLOR DESK CHAIR NO. 4802!/, 


cushioned. Dimensions are: height of back from seat, 
23 inches; sitting depth, 20 inches; width between 
arms, 22 inches; width of seat at front, 25 inches. The 
matching guest chair is No. 4802 
——— 
MARKET AUTO DEALER ACCOUNTING MACHINES 
Two new Underwood Sundstrand automobile dealer 
accounting machines are now available and will be 
demonstrated for the first time at the forthcoming 
National Automobile Dealer Association yp 
being held in San Francisco, Calif., January 22-24, 
cording to a recent announcement by W. F Po 
vice-president and general sales manager of Under- 
wood Corporation. 
One machine is designed to simplify accounting pro- 
TRANSVUE SALES PRESENTATION ALBUM cedure in large auto dealer organizations, the other is 
made for smaller firms. The outstanding advantage of 
bility is declared to be provided for the number of ex- both machines is declared to be that they post, prove 
hibits required per album and additions of extra leaves and balance all journal sheets daily and automatically 
at any time is possible. Firm or individual’s name may furnish a mechanical proof of accuracy for each line 
be gold stamped on front covers, using 22K golf leaf. entry. Because all general ledger accounts are also 
K-M albums are available in all standard sizes, the posted and balanced daily, the necessary figure facts 
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Illustrated: 





Smith-Corona ‘‘Silent’* Portable Typewriter 











SMI TH-CORONA 


dhnditdlli,! 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 
Makers a f famous Smith-Corona Office Typewriters, Adding Machines, Vivid Duplicators and Typebar Brand Ribbons and Carbons 
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are always available for required financial statements 

The operation of the machines has been simplified 
so that anyone can learn to operate either machine 
after only a few hours’ instruction. The 10-key 
keyboard permits an easy touch operation and elimi- 
nates operator head-swing, it is claimed 

© —r- > 

TEMPO UTILIZES NO-GLARE FILM STENCIL 

Milo Harding Company, 423 W. Pico Blvd., Los An- 
geles 15, Calif., manufacturer of Tempo duplicating 


supplies, has announced a new, improved film stencil 


fast 
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TEMPO NO-GLARE FILM STENCIL 
This film is said to elimi- 


featuring a “no-glare”’ film 
nate all flash, shine and glare 
in the typewriter. 

In the near future all orders for Tempo film stencils 
will have the “no glare” film, claimed to be easy on the 
eyes and resulting in stencils cut for sharp, clean 
reproduction. 


from the stencil when 
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B-T INTRODUCES TWIN MITE SCALES 


B-T Company, Inc., 277 E. Erie St., Milwaukee 2 
Wis., recently introduced Twin Mites, two new postal 
scales with 1949 features 

The 1949 Mite one-pound scale is the successor of 

difference is the 


the post-war Mite. The outstanding 
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B-T TWIN MITE SCALES 

‘ame effective Janu- 
airmail rates 
new two-color 
The enamel is 


1949 mailing rate chart, which be 
ary 1, 1949. The dial has all land and 
from one ounce to one pound, with 
background for an easy-to-read dial 
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a hammer-metallic finish in a light blue 
The 1949 Mite four-pound scale carries out a 
ideal of small-sized postal scale for small packages. 
This scale is also equipped with the “Easy Read” dial 
calibrated in quarter pound units and indicating both 
land and air parcel post rates. The enamel is a 
hammer-metallic finish in a light green. The Twin 
Mites are identical in size, 24% x 4% x 4% inches. 
—— 

NEW PORTABLE REGISTER IS INTRODUCED 

The Economite has been introduced by the Auto- 
graphic Register Company, 215 Seventh St., Hoboken, 
N.J., aS a new low-cost portable register, suitable for 
writing sales tickets, receipts, memos and orders 

The machine is no larger than the average-size book, 
made entirely of aluminum, and weighing only a 
pound and a half, fully loaded. It will hold 50 sets of 
triplicate forms or 75 duplicates, in either 414 x 524- 
inch or 4% x 64-inch size. Carbon copies are made 
with Durographic ink paper, a sheet-style duplicating 
paper replacing the conventional carbon roll 

The method by which forms are ejected is declared 
to employ an entirely new principle in con- 
struction. The same arresting pins which govern the 


new 


register 





THE NEW ECONOMITE PORTABLE REGISTER 


feed and alignment of forms their ejection 
One of these arresting pins is hollowed out. When the 
user completes writing, he merely inserts the point of 
his pencil in the hollowed-out pin and moves it for- 
ward. This advances the forms sufficiently so that they 

be grasped at the forward end of the machine and 





control 


Can 
ejection completed by hand. As one set of forms is 
ejected, a fresh set comes into writing position auto- 


matically 

The machine is equipped with both top and bottom 
covers which open from the side—bookwise. The bot- 
tom cover leads to a file compartment where file copies 
can be stored during the day’s operation 

Durographic ink paper, together with the Economite 
and forms, is available through the Autographic Reg- 
ister Company 

—- « 
ITALIAN FIRM INTRODUCES NEW SORTER 

The Velom sorter, a marginal punched card sorting 
system, has been introduced to the industry by Brevetti 
Lombardini S.R.L., Via Carlo Forlanini, 9 Torino, Italy 
claimed that with this system three types of work 
performed—direct sort, with extraction of the 


n be 
of interest: selective sort, with extrac- 


‘ards which are 

of the cards which are not interest; and se- 
juence sort, which permits the arrangement of the 
cards ‘even if mixed together) in a given numerical 


alphabetical sequence 
Jaratus 


In the Velom sorter two types of selecting ap} 
may be used. The standard type is formed by standard 
Velom card indexes suitably arranged to operate as a 
sorter. The special type is used for big installations 
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Preferred almost 2 to 1 by teen-agers! 





OFFICE 


There's one typewriter on your shelves that’s pre- 
ferred above all others—preferred by the largest 
segment of portable buyers. 

[hat typewriter is the new Royal Portable. And 
that segment consists of teen-agers! 

A survey shows that—among high school boys and 
girls—the preference for the new Royal equals the 
combined preference for the next two leading port- 


Royal has more time-saving, work-saving features 
than any other portable. Built into the Royal are such 
outstanding typing aids as Finger-Flow Keys, Rapid 
Ribbon Changer, Speed Spacer, “Office Typewriter” 
keyboard and controls —PLUS “Magic” Margin and 


scores of other helps. 


And Royal has a new, revolutionary beauty, too— 
a streamlined design that makes every other port- 


able typewriters! It’s almost a 2 to 1 favorite over able look old-hat. 
any other brand. Royal is the world’s first truly modern portable — 
Here’s why Royal is the overwhelming portable the “preferred”’ stock in your store. Just display it 
choice where all can see it—and watch it go! 
P Remember, too, that powerful national advertising is 
= We working for you and Royal—right in your own town! 


ROYAL PORTABLE 


Made by the world’s largest manufacturer of typewriters 


WORLD’S FIRST TRULY MODERN PORTABLE TYPEWRITER 





2 Park Avenue . 


registered trade-marks of Roya I pewriter Company, Inc. 


“Magic™ and “Touch Control” are 
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New York 16, N. Y. 
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where the maximum rapidity of selection is required 
It is claimed that with the special type of sorter 





THE NEW VELOM SORTER 


more than 2,000 cards may be simultaneously handled 
and more than 40 operations can be easily performed 
per hour. 
<-> © 
MOSLER OFFERS NEW RECORD CONTAINER 

A recessed sliding door designed to save floor 
space and to whisk shut over the entire file in two 
and a half seconds is the feature of a new four-drawer 
insulated record container, Model LF4, manufactured 
by the Mosler Safe Company, Hamilton, Ohio. 

This model is declared to offer a one-hour Under- 
writers’ Laboratories, Inc., Class C label with 30-foot 
drop or impact test, plus the convenience of a mod- 
ern, efficient filing system. It can be used singly or 





MOSLER LF4 INSULATED RECORD CONTAINER 


in battery with removable linoleum top. The filing 
capacity is 106 inches. Measurements are 53 inches 
high, 21 inches wide and 33 inches deep. Colors are 
gray or green, or mahogany or walnut grained 

The receding door is equipped with a combination 
lock and it interlocks with body jambs on all four 
sides. At the same time, a special bolt arrangement 
prevents the door from opening if the container should 
fall during a fire. The door opens at 90 degrees and 
slides back into the body, conserving floor space and 
permitting installation besides desk, windows, door- 
ways or even under counters. Delivery currently is 
being made in 30 days 

—-_¢ 
DURAN PROVIDED FOR FLAT SEAT WORK 

Alpine, the Duran finish introduced last summer by 
The Masland Duraleather Company, Amber and Wil- 
lard Sts., Philadelphia 34, Pa., is now being manufac- 
tured in the lighter-weight 12-guage material, declared 
to be especially suitable for flat seats, kitchen furniture 
and wall panelling in offices 

Offered in six new colors, Alpine Duran is said to 
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have a three-dimensional] effect new in plastic cover- 
ings. The material is pliant, easily cleaned and resist- 
ant to wear, state the manufacturers 
—- << - 
G-F ANNOUNCES NEW TABLE PEDESTAL 

A new metal table pedestal, suitable for table tops 
up to 36 inches square, was recently announced by 
The General Fireproofing Company, Youngstown, 
Ohio. The new pedestal, known as No. 4200, is con- 





NEW G-F TABLE PEDESTAL 


structed of a heavy-walled, four-inch steel tube in 
chrome finish with a streamlined cast iron base in 
black crackle finish. It has been designed to comple- 
ment the company’s Goodform aluminum chair line. 
—-< 

MURPHY INTRODUCES NEW POSTURE CHAIR 

Murphy Chair Company, Inc., Owensboro, Ky., has 
introduced a new stenographer’s posture chair, Model 
255, here illustrated. A new type of construction is 
claimed, affording additional spring action in the back 





MURPHY MODEL 255 POSTURE CHAIR 


and permitting the back rest to fit the contour of the 
occupant’s back, regardless of position 

The seat is padded with either cotton or latex rub- 
ber and is upholstered in imitation leather, plastic or 
top grain leather, at customer’s option. The chair is 
available in pecan wood, walnut or mahogany finish 

—« 
RUHL MARKETS A NEW DESK PAD 

A Vinylite desk pad on which pen or pencil jottings 
will remain erased, or removed with fluid, has been 
developed and is being marketed by the Ruhl Devel- 
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Fre MINGTON 


ELECTR 





( De Luxe 


.... Brings Your Typing 
Under Fingertip CUontrol 


seat \ it this superb ty pe- 
writer see how accessible its con- 
trols at ill within the Fingertip 
/one! Let vour fingers stroke its 
scientific keyboard and see how it 
produces fine letter-pertect typing. 
Notice too. that. no matter how 
many carbons you are making, the 
touch is always uniform: the fast, 
complet electrified action is al- 
Wavs swi iooth, effortless. 
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No wonder this Electric DeLuxe is 
already becoming a favorite with 
typists — and with executives 
who want greater typing production 
at the lowest net cost! See it today 
at your nearby office of Remington 


Rand Ine. — you'll thrill to it too! 


THE FIRST NAME IN TYPEWRITERS 


1949 





FINGERTIP CONTROL ZONE — every con- 


trol is accessible, located on the front 
of the typewriter — at your fingertips. 





MANIFOLD DIAL CONTROL — a touch of 


your finger adjusts this typewriter for 
the number of legible carbons you want. 





FINGERFIT KEYS are designed to adjust 


your fingers to the correct typing posi- 
tion — give you a surer typing touch, 





YOU TYPE NATURALLY — You're at ease 


from the moment you start. This type- 
writer is designed to speed and ease 
your typing, following through on the 
typing techniques you are now using. 
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opment Company, 241 16th St., Toledo, Ohio. The pad 
comes in various sizes and may be used for layouts, 
sketches, utility desks, conference and telephone pads, 
officials said.—AK 


°*—-¢ 
UNDERWOOD IMPROVES HECTOGRAPH CARBON 
A new finger-proof stainless hectograph carbon 
paper has been developed and perfected by Underwood 
Corporation, One Park Ave., New York 16, N.Y., utiliz- 
ing a plastic surface film to seal in powerful colors 





UNDERWOOD’S STAINLESS FINGER- 
PROOF HECTOGRAPH CARBON PAPER 


used in the hectograph process. This new carbon paper 
is designed for offices where duplicating machines are 
used and is declared to be particularly popular for 
smudge-resistant characteristics 

The carbon is also claimed to provide improved 
uniformity in the intensity of individual type charac- 
ters and to make a greater quantity of reproductions. 
The plastic surface film is designed to resist moisture, 
and be unaffected by summer temperatures or high 
humidity. 

°° ~—-—- 

DOPPELT ADDS NEW ITEM TO BRIEF CASE LINE 

Charles Doppelt & Company, 2024 S. Wabash Ave 
Chicago, has announced the creation of a new item fo! 





DOPPELT QUICK-ACTION SECTIONAL METAL BINDER 


addition to the line of brief cases and other business 
leather goods. The new production, known as the 
Quick-Action Sectional Metal Binder, is available in 
17 styles, with three, four or five one-inch sections t: 
each style, enabling the case contents to be change: 
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in a split second whenever desired. The sectional 
binder feature is declared to eliminate all the wear 
and tear on contents pages, common where ordinary 
ring binders are used, and permits pages of the con- 
tents to be opened perfectly flat. This binder is avail- 
able in both smooth and embossed grain cowhides 
—-« 
A. B. DICK ANNOUNCES NEW PRODUCTS 

A. B. Dick Company, 720 W. Jackson Blvd., Chicago 6, 
Ill., recently announced a number of new products, 
including the Model 435 mimeograph and a new type 
of mimeograph ink 

The new mimeograph has a built-in motor and is 
attached to a new low stand with a foot control for sit- 
down operation. It may also be used as a table model 
without the stand. This machine may be used for all 
types of stencil duplicating and similar work in black 
or color inks on paper from 3x5 to 9x16 inches. The 
electric drive produces about 140 copies per minute 
when fed automatically and about 80 copies per min- 
ute when hand fed. Features include completely en- 
closed cylinder, semi-automatic ink distribution and 
recovery system, roto-grip paper feed and an improved 
feed table. 

A. B. Dick Company announces that the new ink 





A. B. DICK’S NEW MODEL 435 MIMEOGRAPH IN USE 


dries upon contact with most papers, eliminating the 
need for interleaving and sharply reducing the time 
required for production of copies 

Two new illuminated drawing boards designed to 
simplify tracing of illustrations, lettering and design- 
ing of ruled forms on stencil sheets have also been 
announced by the company. These are the Model 4 
small, portable model and the Model 5, recommended 
for precision drawing, lettering and forms 

A new handwriting stencil sheet is now available, 
designed especially for use by teachers. Lesson sheets, 
tests and other classroom needs can be written by 
hand by the teacher at her convenience and as many 
copies as may be needed produced on the mimeograph 
Also available are special stencil sheets for production 
of mimeographed newspapers and bulletins, four-page 
folders and mailing list addresses 

Mailing list addresses may now be mimeographed 
on gummed, perforated label sheets through the use 
of the new addressing stencil sheet announced by 
A. B. Dick Company 

— 
INTRODUCE NEW SCOTCH TAPE EDGER 

A new Scotch edger for applying protective edges 
to blueprints, posters, maps, drawings and sheet music 
was introduced in December by Minnesota Mining & 
Manufacturing Company, 900 Fauquier Ave., St. Paul 6, 
Minn. The edger also applies tape to reinforce the 
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ZERO, and zero around the knees. There is 
certainly nothing around them. Sandy needs 
protection, but he’s resourceful . .. turn the 


page and you will see. 
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Plain Stock 


mm CeLL-U-SEAL 
ez 


ig , 





t Like CELL - U=-38ee 


On a guide, wear and tear first hits the tab and a 
suide is no better than its tab. It is there where 
protection is needed and it is there where Cell-U-Seal 
provides it. It is protection that is not restricted to 
the tab alone, but continues clear across the top of 


the guide. 








PAA” CELL-U-SEAL 






Wide-a-wake dealers suggest CELL 
i U-SEAL every time in place of plain, 
unprotected indexes. Be sure you do. 
They sell for so very little more than 








ordinary types. wi a lt) 









THE Weis MANUFACTURING COMPANY 


Sits 


MONROE, MICHIGAN 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. 
CHICAGO 6: Associated Stationers Supply Co. 
BOSTON 10: Adams, Cushing & Foster, Incorporated 
OKLAHOMA CITY 1, FORT WORTH 1, HOUSTON 2: Carpenter Paper Company 


Since 1892 
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H.C. Allen 


BOOKKEEPING MACHINE 
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business, regardless of size, can now afford 
efficie: w-cost desk model bookkeeping machine. The 

‘. Allen bookkeeping machine posts ledger, 
1 proof journal simultaneously, and handles banking 
ryroll work with equal speed and accuracy. No trained operator 
sary — any clerk in the office can use the R. C. Allen. 

‘ quickly and inexpensively you can have a modern 
kkeeping system, the R. C. Allen way 


R.C.Allen Business Machines, Inc. 


680 FRONT STREET, N. W., GRAND RAPIDS 4, MICHIGAN 


ADDING MACHINES + 10-KEY ELECTRIC CALCULATORS - BOOKKEEPING MACHINES - CASH REGISTERS 
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\ glimpse of La Made leine im Paris ° . for decades a landmark 


ENDURING as a well-built edifice is the 
never-dimming prestige of PANAMA- 
BEAVER typewriter Ribbons and Carbons. 
Brilliantly conceived and painstakingly pro- 
duced by methods akin to custom-making 

_ each grade and weight stands up under SR ivareyrayuy 


e. 


> 


cruel punishment and yields striking econ- 


omy through longer life. 





MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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fold in sheet music and records, and to bind single facturer. They are available in standard 3 x 5-, 4 x 6- 


pages together in the form of a folder. and 5 x 8-inch sizes and include tab positions and 
Either half-inch or three-eighths-inch wide tape can printed labels for alphabetical, states, numerical and 
be used in the new edger, the manufacturer an- monthly division, as well as special jobs. 


A transparent plastic counter display complete with 
colorful counter card as illustrated is offered to dealers 
with a half-gross assortment of the card guides. Addi- 
tional information can be secured from the office 
equipment division of Rockwell-Barnes Company. 

eh AE 
TAYLOR ANNOUNCES NEW CLUB CHAIR 

The Taylor Chair Company, Bedford, Ohio, recently 
announced a new club chair, No. 4812. Luxurious 
lounge comfort and distinguished styling are declared 
to characterize this modern executive office chair, 








MINNESOTA MINING’S NEW “SCOTCH” EDGER 


nounced. With the previous model, now discontinued, 
two sizes of edger were required for different tape 
} 


widt! 


Other features include lighter weight, sturdier con- 


1S 





truction of sand cast aluminum, permanently lubri- 
cated beari and automatic self-adjustment for dif- 
ferent thicknesses of paper up to one-sixteenth of an 
inch. White Scotch edging tape No. 750, designed with 

special adhesive to prevent oozing at the edges of 
the tape, permits taped sheets to be filed without 

ticki t t the manufacturer claims. 

<< 
OFFER ROCK-ELITE NEW CARD GUIDES 

Latest innovation in filing equipment developed by TAYLOR CLUB CHAIR NO. 4812 
Charles E. Jones and Associates, Inc., for Rockwell- which is companion to matching davenport No. 4809. 
Barnes Company, 25 E. Wacker Dr., Chicago 1, Ill., are Material used is genuine walnut or quartered white 


Rock-Elite all-plastic card guides. Made of lightweight, oak and top grain leather, the cushion covered with 
leather on one side and with Gros Point reversible 
on the other. Height of back from seat is 22 inches. 
Other dimensions are: sitting depth, 22 inches; width 
between arms, 22% inches; over-all width, 29% inches. 
—- 

DESIGN NEW COMMERCIAL CONTROLS SCALES 

New scales, designed to include all changes in US. 
postage rates effective January 1, have been announced 
by Commercial Controls Corporation, Rochester 2, N.Y., 


~~. 
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ROCK-ELITE ALL-PLASTIC CARD GUIDE DISPLAY 





ransparent istic, these card guides are claimed to 
e durabl il-resistant, flexible and fire-resistant 
Guide and t are of one-piece construction, with 
entire tal ited ¢ fe ; sar S ing 4 é ek ves Re eee, 
ine bulk which somethues iuatie guides “ie SaaeD yt 
= 7 Hegeeeominale wets ae pg hesex ggg te, ae : COMMERCIAL CONTROLS MODEL 100 LETTER SCALE 
Tabs are slanted to the rear, giving full angled visi- 
bility to labe rhe entire tab is transparent for maxi- inasmuch as such changes, as well as the inauguration 
mum label! i ription of air mail parcel post last September 1, necessitates a 
The Rock-Elite card guides can be bent double and complete revision in all postage computing scales. 
ll spriz original shape, declares the manu- The new Model 100 letter scale, 20-ounce and 
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3-pound capacity, automatically computes postage 
first class, air mail, third class and air and surface 
parce] post. A V-type platform holds envelopes and 
packages of any size and shape, including mailing 
tubes. 

Previously serving strictly as a parcel post scale, the 
use of the new Model 970, 70-pound capacity, has been 
extended to include postage computations on third 
class, book rate and air, as well as surface parcel post. 
The new All-Purpose postal scale, 30-pound capacity, 
which is the same basic design as the Model 970, 
computes postage on first class, air mail, third class, 
surface and air parcel post. These are cylinder-type 
scales with illuminated dial and double indicator wires 
extending across the chart surface to prevent parallax 
in reading. All models are finished in standard gray 
wrinkle enamel. 


<>< 


KISCO INTRODUCES FOUR NEW MODELS 
Kisco Company, Inc., St. Louis, Mo., has introduced 
to the trade four new models of air circulators designed 
These 


for office and home use. are the Washed-Air 





ADJUSTO-AIR 
CIRCULAIR 





TABLE-AIR 
CIRCULAIR 


WASHED-AIR 
CIRCLE-ATOR 


Circle-ator, the Adjusto-Air Circular, the Handi-Table 
Circulair and the Executive Table-Air Circulair. 

In summer the washed-air unit washes and circu- 
lates the fresh, cool air. In winter it is designed to 
become an effective humidifier by adding the proper 
amount of moisture to the dry, parched air. The de- 
vice can also be used as a deodorizer by adding a deod- 
orant to the three-gallon water reservoir. The unit 
circulates 25,000 cubic feet of vitalized fresh air per 
hour and the rate of evaporation is one-half to two 
pints of water per hour. A soft satin grey is used in 
finishing the cabinet 23 x 15 x 15 inches in size. 

A patented adjustable tilting deflector to direct or 
concentrate a greater volume of air into one area or 
direction is used in the Adjust-Air Circulair, for which 
50 per cent greater volume is claimed than the stand- 
ard Kisco Lo-Air model. Three-speed control is pro- 
vided. 

Making use of a heavy duty one-eighth horsepower 
motor and a 14-inch varified air impeller blade, the 
Executive Table-Air Circulair was designed to provide 
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increased circulation of the cool floor-level air. Dimen- 
sions of the unit are 18 x 18 inches and the unit, in 
mahogany finish, may be used as a coffee or cocktail 
table. 
Convenience of 
circulation of cool, 


a modern occasional or end table 


with room-wide floor-level air is 





HANDI-TABLE 
CIRCULAIR 


provided in the Handi-Table model which stands 30 
inches high and has a 13 x 13-inch top. Finish is grey- 
chrome with an alcohol and heat resistant beige linen- 
weave plastic top and shelf. 


o—~ ss © 


CARDINAL SALES ADDS TRANSFER CASE 

A new addition to the line of Cardinal Sales, Inc., 
5631 W. Madison St., Chicago 34, Ill., is a new transfer 
case that features ease of operation. The load is car- 
ried on four ball-bearing rollers, claimed to make it 
easy to open and close filled drawers. 

Drawers and case are of rugged yet simple construc- 
tion. Cases interlock for stack stability and bolt to- 
gether vertically and horizontally. Finish is olive green 
baked enamel 





CARDINAL SALES TRANSFER CASE 


These are available in a number of sizes which in- 
clude letter, cap, invoice, ledger, document (two com- 
partment), check, card and tabulating card. Bases and 
follower blocks are furnished. 


=? 
HILCO DEVELOPS SPECIAL ORDER SHELVING 
Special order fabrications of steel shelving and bins 
for special storage purposes and to fit peculiarly shaped 
portions of offices and factories have become a con- 
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Cfoodfarm COMFORT... 


Chair shown is 
Goodform No. 2125 





There is a complete line 


of GF metal furniture — 


desks, tables, chairs, files 


and shelving 
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less than 2¢ a day 


IVE a man a comfortable chair and he does more 
G work and better work. He goes home less tired at the 
end of the day . . . his health is better . . . and he’s apt to 
be better satisfied with his job. 


Comfortable seating results from correct seating . . . and 
that means a Goodform Aluminum Chair, adjusted to the 
individual. Correct seating soon pays for itself and con- 
tinues to pay dividends for the life of the chair. Take a 
man making $1.50 an hour for example. In an uncomfort- 
able chair, he tires quickly, has to get up frequently for a 
stretch. But when he sits in a Goodform—foam rubber 
cushioned, scientifically shaped and balanced, and proper- 
ly adjusted — he is bound to spend more time at produc- 
tive work. An additional 15 minutes a day at his desk pays 
for his correct seating in less than six months. 

A Goodform Aluminum Chair is lower in lifetime cost 
than any other office chair you can buy. After years of 
service, it is just as comfortable and good looking, just as 
light and strong, as it was when new. Welded aluminum 
never gets splintery or rickety. The satin-smooth anodic 
finish stays bright and attractive. The luxurious foam- 
rubber cushioning on seat and backrest keeps its liveliness 
indefinitely. In short, figured on its long useful life, a 
Goodform Adjustable Aluminum Chair costs less than two 
cents per working day. 


GF dealers can increase their sales and profits and make 
more satisfied customers by promoting, showing and 
selling Goodform Adjustable Aluminum Chairs FIRST. 


GOODFORM 
Adjustable 


ALUMINUM CHAIRS 


4 product of THE GENERAL 
FIREPROOFING COMPANY 


Department A.} 
YOUNGSTOWN 1, OHIO 





























— and the Most Valuable Exclusive Franchise 


THE EXCLUSIVE MASTER-CRAFT DEALER 
has today’s broadest and best loose-leaf line —a 
double line that includes a wide range of profitable, 
large volume specialties, in addition to the staple 
loose-leaf items. 
The MASTER-CRAFT Dealer enjoys the support 
of a manufacturer who places the prosperity and 
success of the dealer above all other considerations. 
The MASTER-CRAFT Exclusive Franchise as- 
sures the dealer aii the business in his territory, 
thereby safeguarding today’s sales, and insuring 








that he will reap tomorrow’s profits from repeat 
business. 


Inquire today about the MASTER-CRAFT Exclu- 
sive Dealer Franchise for your locality. It’s worth 
getting! 


CTCD.CD! 
AS 4 X. RAF 
KALAMAZOO, MICHIGAN 


Division of The Shaw-Walker Company 


is > 














TOOAY'S FINEST QUALITY LIne OF STAPLE AND SPECIAL 
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LOOSsE-LtLEAF PRODUCTS 
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50 YEARS SERVICE TO AMERICAN BUSINESS 






































—and the Most Desirable Dealer Franchise 
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THE EXCLUSIVE SHAW-WALKER DEALER Until we can render prewar service we will con- 
xclu- offers his customers 4,000 items matched in tinue giving equipment, only to present exclusive 
vorth appearance and matched for results. All bear the dealers. — The Shaw-Walker enormous franchise 
symbol of quality — “Built Like a Skyscraper” — is the trade’s most valuable, It’s worth waiting for. 
the best-known trade-mark in the office equip- Built Like a 
ment industry. 
The exclusive Shaw-Walker Dealer leads the GHAW-WALKER 
‘AN field with products not available elsewhere, exclu- 
pany sive items that buyers want. Home Office .. . MUSKEGON, MICH. 
crs ARGES? Ee x USIVE MAKERS oF OFFICE FURNITURE AND FILING EQUIPMENT IN THE woORLD 
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siderable part of the business of the Hilco Manufac- 
turing Company, 1721 N. Elston Ave., Chicago 22, Ml. 
The firm also makes a considerable line of both open 














HILCO STEEL SHELVING 


and closed type adjustable steel unit bins and shelv- 
ing in both standard and special sizes. The items, 
shipped knocked down, are available in olive green 
and other colors of baked enamel. 
t oo —e + 

WELHAM INTRODUCES NEW UTILITY TABLE 

The Welham Metal Products Company, Michigan 
City, Ind., has introduced a new two-unit convertible 
utility table, the Steno-Caddy, designed for the small 
office where one typist handles correspondence, billing, 
purchase orders, bills of lading, labels, and so forth. 

This table is made of heavy-gauge steel with baked- 
on enamel in gray or green. The unit may be con- 





WELHAM’S STENO-CADDY TABLE WITH 
ADJUSTABLE SLIDING CABINET 


verted easily, as indicated on the thumbnail sketches 
to a sorting or billing table 

The list price is $17.50, F.O.B. Michigan City. Casters 
are $1.00 additional 
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UNDERWOOD INTRODUCES NEW TYPEWRITER 

A new standard typewriter, functionally engineered 
and finished in gray, was recently announced and 
introduced by Underwood Corporation, One Park Ave., 
New York 16, N. Y. This rhythm touch deluxe model 
features a full ten-inch writing line with standard 
width carriage, and a removable cylinder. A com- 
pletely enclosed machine back and other design re- 
finements are claimed to result in quieter and easier 
operation. 

Featuring a drop line space lever for ease and speed 
of carriage return, in addition to the Underwood 
rhythm touch and rhythm shift, the deluxe model 
has a new and deeper paper table and larger lateral 
paper guide. Newly-engineered cylinder knobs are 
deeply threaded for an easier finger grip to aid paper 
insertion, and a larger variable line spacer plastic knob 
is said to permit easier and more accurate aligning. 

Self-locking visible front margin stops are provided 





UNDERWOOD’S NEW RHYTHM TOUCH STANDARD 


along with a heading centering scale to eliminate 
guesswork and permit setting margin and tabular 
stops at any desired position. This permits accurate 
centering of headings by direct scale readings. Other 
features are the finger-form plastic key tops, dual 
touch tuning and a ribbon moving only when the kKey- 
board is operated. 
————9=P-e - 
NEW PENCIL HAS EXTRA LONG ERASER 

The Russell Pencil Company, 1117 Gardena Blvd., 
Gardena, Calif., has announced a new mechanical 
pencil, claimed to have an eraser 12 times longer than 
the average eraser, yet contained in a pencil no larger 
than other mechanical pencils. 

This new pencil, called the Russell, employs a collet 
which holds the eraser firmly down to the last one- 





NEW RUSSELL MECHANICAL PENCIL 


eighth inch, so that even the last small piece of the 
eraser can be used. 
The Russell pencil has no cap to take off or lose, 
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BOOKCASES 
YOU WANT. 


AND PEOPLE 
LIKE THEM 


Sell That Man a Bookcase 


ov It’s a fact — the average office needs more and 
better bookcase facilities. Every customer for 
office furniture is a live prospect. Make it a profit- 
i able habit — suggest, show, 
and sell a Gunn bookcase on 
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every desk inquiry! 
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No. S6 Starline 


No. 8806 Chippendale 


Good heavens, man. . . Gunn cut its teeth on 
sectional bookcases, nearly sixty years back! 
That’s where we learned production. We still 
make — and sell — bookcases ... by the 
thousands. Prompt shipment. 


Handsome jobs they are, too .. . smart, 
efficient sectional cases for the professional 
Office . . . cabinet-type cases in mahogany, 
walnut and oak to match fine office suites . . . 
made right, styled right, priced for volume 
selling 


, , ~ ; Write TODAY fer Gunn's a 
Send us your order now . . . they'll complete — Bookcase Catalog -—: 
your selling display, and move like hot cakes —Sm e, AWITU YOO SS 


. , ; Illustrates and explains the 
at today's prices : , rs Gunn Bookcase line — how to 


specify woods and finishes, how 


to order sectionals. Get a copy 
GUNN FURNITURE COMPANY _ the embiem of en cee \ s 


Department 0, Grand Rapids 2, Michigan co-operative service, are in a hurry send sample 
values, and progress. order today! 
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but has the eraser always handy when it is needed are equipped with nickel-plated Shu-Guards which 
The makers point out that the user needs only to’ protect shoes and hosiery and help to keep dirt and 
reverse the pencil and the eraser is there for his con- lint out of the ball-bearing casters 
venience. The extra long erasers can be replaced when —- 
worn out. 

The pencil uses .046 short standard leads 

Mounted 12 to an attractive three-color card, the 
pencils retail at $.98 each 

—r-e¢ 

SHEPHERD OFFERS TWO NEW POSTURE CHAIRS 

The Shepherd sliding-seat typist posture chair, No 
1023, is labeled a complete innovation in posture seat- 
ing by the manufacturers. The purpose of the auto- 
matically adjustable sliding seat is to give more phys- 
ical freedom to the sitter without losing any posture 
benefits. This seat, which can be moved instantly into 
several positions without the occupant getting up, en- 
ables the sitter to change positions for a brief period 





NEW TABLE—This Model T32 typewriter table, with drawer 
and slide, is a product of Jasper Table Co., Jasper, Ind. 


—-_<« 
CADILLAC ANNOUNCES STATIONERY RACK 
Cadillac Office Equipment Division, Cadillac Tank 
and Welding Corporation, 4545 W. Lake St., Chicago, 
Ill., has just announced a new stationery rack stand, 
No. T2700. 
The new stand features a 5g-inch thick tempered 





TYPIST’S SLIDING SEAT POSTURE CHAIR 


of relaxation, then return to the ideal posture position 
All adjustments can be made without tools 

The new Executor posture arm chair possesses hand- 
tailored coverings which can quickly be removed and 
‘ replaced and four and a half-inch thick foam rubber 





CADILLAC T2700 STATIONERY RACK STAND 


Masonite top, 16 x 30 inches, with a beautiful walnut 
grain finish. The 27-inch-high base is of sturdy welded 
construction featuring pressed steel inner legs with 
smooth rolled outer sections. All edges are tube rolled 
for safety, beauty and durability. The new rack stand, 
available for immediate delivery, comes equipped with 
casters and is available in walnut, gray or green 
—->-« 
NEW DANISH PERPETUAL CALENDAR ANNOUNCED 
A fully automatic perpetual calendar which will 
show the correct day, date and month, even in leap 
years, merely by the daily push of a button, has been 





EXECUTOR POSTURE CHAIR put on the market by Rotatik, A. S. Bulowsvej 9, Co- 
penhagen, Denmark. Rights are available for Ameri- 
cushions on seat and back. Five | ture adjustment can manufacturers interested in producing the device 
can be made quickly without tool Open-side con for the domestic market 
struction permits freed f movement. Both chair Turn to page 187, please) 
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Armless chairs to match 
ore Nos. 1747 and 1747% 





— 


1748 





Armless choirs to match 
ore Nos. 2266 and 2266 


2267 










5592 


% Meet today’s sales opportunities with 
this most complete line of business 
chairs, including all-wood chairs and 
posture chairs for the general office, as 
well as fine upholstered designs for 
top executives. Made of warm, friendly 
cabinetwoods. Durably built for long 
years of satisfactory service. Available 
for prompt shipment in regular finishes 
or any of the special finishes to match 
wood or metal desks. 








Armless choirs to mtd 
are Nos. 5591 and S591% ae 
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Foremost Manufacturers of High Quality Business Chairs 


Bedford, Ohio 
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E. F. Daily, sales manager of the Meilink Steel Safe 
Company, called at our offices by appointment Novem- 
ber 29. He is working on plans which will provide more 
frequent and more thorough market coverage and assist 
dealers to increase their volume in Meilink equipment. 
Mr. Daily has had long and successful experience in 
the marketing of safes and always has practical mer- 
chandising ideas to fit the product and the business 
situation. 

George S. Long, of George S. Long & Sons, Cincin- 
nati, Ohio, manufacturers’ representative, stopped for 
a brief visit between trains November 29. Traveling 
the Fifth District for several manufacturers, he was on 
his way to Aurora to spend some time at the plant of 
All-Steel Equipment, Inc., one of his principal manu- 
facturer connections. George Long has traveled 
out of Cincinnati calling on dealers for many years. 
Always he has enjoyed the good will of the stationers 
in his territory and has received good results in return 
for his efforts. 

S. R. Akers and Rex Dawson of the Meilink Steel 
Safe Company, Toledo, and Charles F. Rosen of Doner 
& Company, Detroit, Meilink advertising agent, called 
at our headquarters on December 17. The three were 
in Chicago on Meilink sales activities. Mr. Dawson 
attended the Great Lakes Travelers Club Christmas 
party the day before. Mr. Akers, president of the com- 
pany, is a man of original ideas in sales and manage- 
ment. He has introduced a number of successful in- 
novations into safe merchandising and plans to help 
his dealers to an increasing share of the heavier equip- 


ment volume. 
° —e- = 


VICTOR ADDING ANNOUNCES APPOINTMENTS 


Victor Adding Machine Company of Chicago has an- 
‘nounced the recent appointments of Albert C. Buehler, 
Jr., assistant secretary of the company, to be manager 
of the credit and collections department, and Cecil 
Barrington to be supervisor of the national accounts 
department. 

Mr. Buehler, a recent graduate of the Victor execu- 
tive training program, is the youngest son of A. C. 
Buehler, Victor president. He is a graduate of Dart- 
mouth College, majoring in business administration, 
and served with the Navy between 1943 and 1946, 
being released to inactive duty with a lieutenant (jg) 
commission. 

In his new position as manager of the credit and 
collections department he will work closely with Victor 
dealer and branch representatives in all phases of 
credit and collection. 

As supervisor of the national accounts department, 
Mr. Barrington, who has been a home office sales 
correspondent since September 1, 1948, will be con- 
cerned with the development and extension of na- 
tional buyer business in the interests of all Victor 
representatives. 

Mr. Barrington brings to his new position a back- 
ground of sales and administrative experience extend- 
ing over 14 years. He attended Columbia University 
and New York University, where he majored in mar- 
keting, advertising, and management, and for three 
years he served with the Army, receiving a commis- 
sion of lieutenant in the infantry 
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NEW STORE OPENED AT BROCKTON, MASS. 


South Shore Office Supply & Equipment, Inc., 43 
Legion Parkway, Brockton 19, Mass., recently held an 
official opening of a new modern store. This was in 
the form of a business show at which time the firm 
displayed the new Remington electric typewriter, 
bookkeeping machine and printing calculator. 

This firm was incorporated last April when the 
Liberty Printing Company of Boston, owned by Dan 
Hibel, and the South Shore Mechanical Service of 
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FRONT AND INTERIOR OF SOUTH SHORE OFFICE SUPPLY 
& EQUIPMENT, INC., BROCKTON, MASS. 


Brockton, owned by Max N. Schnitzer, joined forces 
to form a new setup. The organization carries a com- 
plete line of office supplies, office furniture and serves 
as Remington Rand agents for adding machines, cal- 
culators and bookkeeping machines. In addition, 
South Shore Office Supply & Equipment, Inc., carries 
a complete line of office filing equipment and the 
Remington systems line. 

A complete service department is maintained, em- 
ploving five men. 
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ROYAL PORTABLE APPOINTS REPRESENTATIVES 


Newest additions to the Royal portable typewriter 
selling force are Ted Coon, St. Louis, Mo.; Charles 
Robb, Milwaukee, Wis.‘ and Robert Sherman, Phila- 
delphia, Pa. 

A former sales promotion counselor, Ted Coon gained 
experience in selling after returning from four years 
of service with the Army Air Force. He is familiar with 
his new territory because he is headquartered in his 
home town of St. Louis, Mo. 

Mr. Robb, who will cover the Milwaukee area, has a 
solid background in selling and sales promotion. Be- 
fore the war he worked for a number of years as a 
salesman. 

Covering eastern Pennsylvania, southern New Jersey 
and Delaware with headquarters in Philadelphia, will 
be Mr. Sherman, resident of Ridgewood, N. J. In addi- 
tion to a great deal of basic sales experience he served 
as assistant to the sales manager of one of the nation’s 
largest companies. 
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No. 5008 








MODERN. . STREAMLINED . . POWERFUL 


Every feature that makes for convenience, accuracy and long life is 
| embodied in this new line of @ Punches. 















tiers tg @ Equalizing side gauge on 3-hole @ Punch heads of solid steel provide 

ee gee Os punch, sliding side gauges and center strength and assure fixed correct 

= i: a3 marks on 2-hole punches spacing. 

Centers ng } @ Handle locks in down position, con- @ Deflectors under punch heads keep 
' venient for keeping in shallow drawer. punchings from jamming. 








@ Concave ground punch pins produce @ Exceptional power—punches 25 sheets 
clean, sharp punching. 16 Substance paper at one stroke. 











@ Punch pins removable for sharpening. @ Hinged chip pan. 





@ Permanently oiled bearings. @ All steel, modern gray crackle finish, 


Ask for Circular D 1225 
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No. 5004 








No. 5000 
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WILSON JONES Co. 


GENERAL SALES OFFICES 


NEW YORK BOSTON CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 E. 23rd Street 137 Federal! Street 3300 Franklin Bivd. 816 Locust Street 500 Howard Street 


Main Plants at CHICAGO and ELIZABETH, N. d. 
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R. A. THOMAS—A man 
who truly rose in the ranks 
by remaining with one or- 
ganization throughout his 
career in the stationery in- 
dustry is R. A. Thomas, 
general manager and secre- 
tary of the Grimes-Stass- 
forth Stationery Company, 
Los Angeles, Calif. He en- 
tered this business as an of- 
fice clerk with Grimes-Stass- 
forth on June 14, 1922, and 
his steady climb carried him 
to such successive positions 
as assistant credit manager, office manager, and sales 
manager. Upon the sudden death of Carl G. Grimes, 
Sr., in April, 1942, he was advanced to the position 
of general manager. The industry has long recognized 
Mr. Thomas as a leader, choosing him three times 
as president of the Stationers Association of Southern 
California and also as regional governor for District 
No. 14 of the National Stationers Association. He has 
accepted many civic responsibilities such as serving on 
the campaign committee for the Southern California 
Symphony Association. Organization of salesmanship 
classes conducted by the University of Southern Cali- 
fornia was one of his activities through the Sales Exec- 
utives Association of Los Angeles, in which he holds 
an honorary membership. 
<-> 

D. L. KEENEY APPOINTED NOMDA GOVERNOR 

D. L. Keeney of the Keeney Office Equipment Com- 
pany, Dallas, Tex., has been appointed regional gov- 
ernor for the Southwest for the National Office Ma- 
chine Dealers Association. 

°—><« 

CHAS. RITTER COMPANY OPENS TWO STORES 

The Chas. Ritter Company, Mansfield, Ohio, recently 
held open house for not one, but two, new stores. The 
Main St. store is now completely remodeled to service 
commercial and social stationery requirements and 
the new Walnut St. location, comprising more than 
9,000 square feet of space, is devoted entirely to the 
display of commercial office furniture and equipment. 

The company observed its seventy-seventh year in 
business in 1948, being founded by the late Charles 
Ritter, who died in July of 1933. H. W. Kochheiser was 
associated with the company for 53 years, having 
retired just last October, but is serving as its 
president. E. R. Kochheiser, treasurer, has been con- 
nected with the company for the past 30 years. Asso- 
ciated with him in active management are H. A. Senert, 
secretary; Don Chapman, vice president; Robert Koch- 
heiser and Jack Hammett 

The new store, known as Ritter’s Annex, is designed 
to show office furniture equipment to the best 
advantage. The display room walls are tinted in lettuce 
green, accented by darker green woodwork and an 
ivory ceiling. The large glass block windows at the end 
of each bay have been done in rust color drapes 
trimmed:in a lettuce green. The lighting on the ceiling 
is fluorescent, to which have been added 16 spot and 
flood lights mounted on swivel bases, permitting the 
floodlighting of any furniture grouping desired. One 
section is devoted to home and professional style fur- 





still 


ana 


68 


niture and another to steel, predominately in the new 
Mellow Tone gray, while the third section is used to 
feature fine walnut executive furniture. 

The Main St. store has been completely remodeled. 
Every effort has been made to provide for adequate 
display in the storeroom 19 feet wide and a full block 
long. Here are displayed gifts, books, greeting cards 
and party goods. Much attention was paid to lighting 
For example, in the greeting card department, spot- 
lights neutralize the fluorescent lighting to get natural 
color into the cards. 

Warmth and pleasing accent in colors was wanted. 
This was accomplished by the use of variations of 
just two colors, colonial blue and dusty red. 

Thirty-eight people are employed in all departments 
throughout the Ritter organization 
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CHAS. RITTER CO. ADDS ANNEX TO MANSFIELD STORE.— 
Devoted entirely to office furniture and equipment, the new 
department embraces about 9300 sq. ft. Top: view of the 
display room, with walls finished in lettuce green, ceiling in 
ivory and woodwork in contrasting dark green. Center: one 
of the private offices. E. R. Kochheiser, treasurer of the Ritter 
organization, talks it over with Don Swan, Yawman and Erbe 
Mfg. Co.; Don Chapman, The Charles Ritter Co., and Charles 
Malody, National Blank Book Co. Bottom: partial view of gift 
and book departments of remodeled Main Street store. 
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A PARTIAL 
LIST OF 


LYON 


PRODUCTS 


® Shelving 
© Lockers 


* Wood Working Benches 
¢ Economy Locker Racks 
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KITCHEN CABINETS 
DUCTION 


@ We can make prompt deliv- 
ery on LYON Products if you or 
your customers will furnish us with 
the sheet steel. We will buy the 
steel from you and ship the pound- 
for-pound equivalent in either 


standard LYON Products at regular 
published prices (see partial list 
below) or special items made to 
your customers’ specifications. 

Ask your nearest LYON District 
Office for details. 


LYON METAL PRODUCTS, INCORPORATED 





General Offices: 128 Monroe Avenue, Aurora, Illinois 


Kitchen Cabinets 
Display Equipment 
Hanging Cabinets 
Welding Benches 


Filing Cabinets 
Cabinet Benches 
Folding Chairs 
Drawing Tables 


1949 


January, 


Branches and Dealers in All Principal Cities 
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(Patented) 


A popular combination for the 
executive's desk. Legal size on 
the bottom; letter size on top. 





Visible Record Systems 


ernicke sus" 


Filing Equipment 
OFFICE ACCESSORIES and Systems 
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A HANDSOME ACCESSORY 
EVERY OFFICE NEEDS 





» MADE WITH FAMOUS G-W 
ENGINEERING SKILL 


e SPEEDS HANDLING OF PAPERS 


Here’s the famous Globe-Wernicke Streamliner Steel 
Desk Tray, back again for extra sales... extra profits! 
An accessory every office needs. 

Globe-Wernicke Streamliner Steel Desk Trays are 
smartly modern, gracefully styled to fit any type of 
office. Papers are held at a convenient slant so that 
they can be picked up without digging or fumbling. 
Rubber feet on bottom protects desk tops. Baked on 
enamel finish. Available in seal gray, green, brown or 
mar4& 

Metal supports give utmost rigidity . . . practically no 
obstruction. Trays can be stacked to any height desired. 
Made with famous Globe-Wernicke engineering skill 
for absolute customer satisfaction. 


For further information write— 


The Globe-Wernicke Co. 
Department JA-49, Norwood, Cincinnati 12, Ohio 


Globe - Wernic 


OFFICE ACCESSORIES 


OF YOUR CUSTOMERS 


ARE WAITING FOR THESE 


FAMOUS S§lobe - Wernicke 
STREAMLINER DESK TRAYS 





ERY 


V 
FITS : F NEED 


TYPE O 


Two-deck tray is popular on executive 
and other desks. Lower tray used for in- 
coming, upper for outgoing mail. 


Three decks sep- 
arate incoming 
and outgoing 
mail, and ma- 
terial to be filed. 


Quadruple tray 
is ideal for order 
desk or wherever 
it is necessary to 
keep various 
types of papers 
moving swiftly to 
persons or de- 
partments. 


Visible Record Systems 
Office Furniture 
Bookcases 

Filing Equipment 

and Systems 
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Offices of this journal their headquarters 
at the branch in charge of G. C. 


Ave., New York, will be happy to be of any possible service 


Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
The staff at the main office, 600 Ul 
Wheeler at 1023 Pershing Square Bldg., Pershing Square, 








'. Jackson Blvd., Chicago, and the staff 
42nd St. and Park 


While the facilities at New York are not so many 


as at Chicago, there will be found the same desire to serve 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
11-13 Dowgate Hill, Cannon Street, London E.C. 4. 





REVIEW AND FORECAST 


Statements by Heads of British Industry Associations 





GREAT BRITAIN 
STATIONERS ASSOCIATION 


By E. W. DANCASTER 


President, 
Stationers’ Association of Great 
Britain & Ireland 


T GIVES ME great pleas- 

ure to respond to the in- 
vitation of the editor of 
OFFICE APPLIANCES to give, 
in a relatively few words, 
a reflection of my views on 
the outlook for our industry 
during the coming year. 

The position of the sta- 
tionery trade in this coun- 
try is very well reflected in 
the words of Robert Brown- 
ing, “Finding first what 
may be, then find how to 
make it fair up to our 
means”. There has not been 
much difficulty in ou } 
“finding how to make it fair up to our means”. We 
have had perforce to extend to the utmost our powers 
of improvisation, adaptation and conservation 

In our country, stationery, perhaps more than 
any other trade, has suffered from the shortages which 
followed the war. We have had to make our little 
paper go a very long way and often we have cast 
envious eyes to our friends across the Atlantic with 
their seeming abundance of the things we lack. But 
this shortage is gradually being overcome; quite re- 
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cently a larger quota of paper has been allocated to 
our industry and we believe that there is better still 
to come. Nevertheless, the lean days have taught us 
much. As manufacturers we have learned what are 
the real essentials of our trade and we have learned 
how to put a quart of workmanship into a pint of 
material. 

As distributors, both wholesale and retail, we have 
learned the value that accrues to good will and reputa- 
tion by the operation of fair distribution and by the 
handling of quality lines. We have noted how quick 
the buying public is to discard the shoddy when the 
good becomes available, and we expect that during the 
coming year, with a steadily increasing supply of 
material and converted goods, we shall see a return 
of some measure of competitive conditions, when the 
factors of service, quality and value will come again 
into their own. 

The stationers of Great Britain realize that if they 
are to command their share of the limited spending 
power of the public, there is much to unlearn and 
much to be learned all over again. During the war 
years and since, every trader has of necessity been 
fulfilling the role of distributor. The time is fast 
approaching when sales service and sales efficiency 
will be the paramount factors not only in the progress 
but even in the survival of any industrial business, 
whether it be retail, wholesale or manufacturing. 

The Stationers Association is alive to this and pro- 
vides the most comprehensive educational facilities for 
sales personnel, particularly of the retailer. The new 
‘Retail Stationer’s Handbook,” prepared and published 
by the Association, has every promise of being an 
outstanding trade and technical publication, and is 
the pivot of the association’s educational work. 

Classes are held in most large centers throughout 
the country, supplemented by correspondence courses, 
and lectures and trade talks are provided in conjunc- 

(Turn to page 187, please) 
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1005 WAYS TO 
HOLD CUSTOMERS 








INKED 
RIBBONS 


CARBON 
PAPERS 





This “M&V” Trademark Means Highest Quality 
Products and All-Out Dealer Service 

It also represents the 1005 quality products meticulously manufactured 

to produce superlative results with every type of office equipment. 


It's your assurance of reliability and your guarantee of highest quality 
products, year after year. 


This outstanding line consists of: 


Carbon Papers which meet the most exacting machine requirements. 
—Typewriter Carbons—Hektograph Carbons—Pencil Carbons 


Inked Ribbons for every type of office equipment. 
—Typewriter Ribbons—Adding Machine Ribbons 
—Carbon Paper Ribbons 


Carbon Rolls to meet every business machine need. 
Special Inks for all types of ink-using office equipment. 


Odorless Oil, Type Cleaner, and other special products. 


It would be well to remember that an order for M&V products also 
provides you with the most up-to-date kind of dealer service to help 
you sell new customers and hold old customers. 


Call or write our nearest distributing point for full information. 














Mittac & VOLGER, INC. 


Fine Carbon Papers & Inked Ribbons 
Park Ridge, New Jersey, U. S. A. 


ioe Quick Service Distribution Points 


4ICAGO 6, ILL NEW YORK 7, N. Y SAN FRANCISCO 5, CALIF LOS ANGELES 13, CALIF, 
8 W. Washington Street 261 Broadway 591 Mission Street 406 South Main Street 
BOSTON 10, MASS KANSAS CITY 6, MO. HAVANA, CUBA 
75 High Street 1013 Grand Avenue P. ©. Box 2535 
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LAWRENCE WHITING TALKS ON “PROFITS” TO 
CHICAGO OFFICE FURNITURE MEN 

When members of the Office Furniture Association of 
Chicago gathered in the Bismarck Hotel for their 
monthly meeting on Monday evening, December 6, they 
anticipated a pleasant and informative experience be- 
cause Lawrence Whiting, president of the American 
Furniture Mart was scheduled to speak. Mr. Whiting 
lived up to every expectation in his address, ‘There Is 
No Profit Until the Goods Are Sold.” 

By reviewing the history of home furnishings mar- 
kets from the first one in Boston in 1798 up to the 
current ones held at frequent intervals in the Ameri- 
can Furniture Mart, Mr. Whiting indicated the magni- 
tude of the home furnishings business and revealed the 
fact that about 40 per cent of all the wholesale trans- 
actions in this field are handled in Chicago. 

Through questioning those present at the meeting, 
Mr. Whiting drew out the fact that the average office 
furniture dealer in Chicago has an annual business 
volume of $300,000. That makes the annual Chicago 
market about $15,000,000. These figures caused Mr. 
Whiting to say that Chicago office furniture dealers 
need not worry about 1949 business even if the expected 
“slump” is worse than present trends indicate. He 
warned against price-cutting, which has a tendency to 
establish lower price levels for everybody and conse- 
quently can only result in ultimate harm to everybody. 
No profit is earned until goods are sold, but cutting 


prices too often removes all profit from a sale. 

During the business meeting that followed the ad- 
dress, a program of co-operative advertising was dis- 
cussed at some length before a decision was reached to 
give the advertising committee, headed by Norman 
Ginsburg, authority to develop specific plans to present 
at a subsequent meeting. 

Another subject given consideration just before ad- 
journment was manufacturers’ price lists. Opinion 
was divided as to whether prices should be quoted at 
net or wholesale list. 

<-> 


STATIONERS CLUB OF OHIO ELECTS 

The Stationers Club of Ohio, in meeting held on 
November 7 at the Deshler-Wallick Hotel, Columbus, 
Ohio, elected the following members to serve on the 
board of directors, and to hold their respective offices: 

Joel W. Smith, Marshall Smith Company, Cleveland, 
president. 

R. J. Heer, Heer Printing Company, Columbus, treas- 
urer. 

A. J. Garrigan, Garrigan’s Typewriter & Equipment 
Company, Springfield, secretary. 

The meeting was presided over by President Smith. 
Reports were submitted by Secretary Garrigan and 
Treasurer Heer. A meeting was planned in Spring- 
field, with Mr. Garrigan acting as host, when the 
members were to inspect his recently-opened new 
store. 
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STORY OF THE COMDA DINNER DANCE APPEARED IN THE DECEMBER ISSUE, PAGE 150 
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Here's a desk that will warm the heart 


Awe leader WU of a busy executive every day in the week. 
| 5 47 It’s the new Art Metal Executive Desk—designed and 
{ deaguand dhiy 


built by Art Metal engineers to meet the most 


ove Whe HOW exacting needs of business. Into it Art Metal 


engineers have incorporated lasting modern design 


Art Meio: and the highest standards of utility, 


efficiency and convenience. It’s built with an 


» 
Executive abundance of drawer space .. . and plenty of deep, 
i comfortable knee room. Its Mello-Gray finish 
= Desk 
is- bd makes it right at home in any office—and gives it a 


harmonizing influence with other office furnishings. 







> 


VX 


ees - 






Ay Vim / P 


Model 6260— Executive Desk 


The new Art Metal Executive Desk A 
rt Metal 


offers the finest in construction — and 


Jamestown.New York 
U.S.A. 


undisputed leadership in design and utility. 
It’s another pace-setter from Art Metal 





Construction Company—the home of leadership 


in engineering and design for 60 years. A AA 


For leadership in office equipment... 
look to Art Metal Art Metal Construction Co. 


Jamestown, N.Y. 














HEAD TABLE, PHILADELPHIA STATIONERS ASSN. 


Left to right: Mr. and Mrs. Irving Roth, Roth Bros., Philadel- 
phia; Mr. and Mrs. Earl Prentzel, Speed Products Co., Inc.; 
Mr. and Mrs. L. B. Herr, L. B. Herr & Son, Lancaster, Pa.; Mr. 


PHILADELPHIA STATIONERS HOLD BANQUET 

More than 300 members, their and guests 
gathered to attend the forty-third annual banquet 
dance and entertainment of the Philadelphia Sta- 
tioners Association, held on Thursday evening, Novem- 
ber 18, in the grand ballroom of the Warwick Hotel, 
Philadelphia, Pa. 

The banquet was preceded by a reception given by 
the Penn-Mar-Va Travelers—a pleasant half hour of 
good fellowship during which time refreshments were 
served. On hand to play host for the occasion were co- 
chairmen of the reception committee, Bart McCloskey 
manufacturers representative, and Chris Tomford, The 
Carter’s Ink Company; also, President Earl Prentzel, 
Speed Products Company, Inc.; George Leonard, L. E 
Waterman Company; William F. Vogel, Sengbush Self 
Closing Ink Stand Company; Ben Wachtel, Parker Pen 
Company; John F. Emhardt, Columbia Steel Equip- 
ment Company; and John G. Kolb, C. Howard Hunt 
Pen Company. 

Promptly at 7 o’clock, the ballroom doors were 
thrown open and after singing our national anthem, 
the assemblage sat down to an excellent capon dinner. 

Between courses a number of good old songs were 
sung by the group under the leadership of that popular 
songster, John A. Harte, Yeo & Lukens Company, Phil- 
adelphia, Pa. 

President Larry Herr, L. B. Herr & Son, Lancaster, 
Pa., announced that there would be no speech making 
and extended a cordial welcome to all 

After reading a telegram of congratulations and best 
wishes from Joseph W. Pritchard, Wells Office Furni- 


wives 





ANNUAL BANQUET, WARWICK HOTEL, NOV. 18 

and Mrs. Stanley Woodruff, Weis Mig. Co.; Mr. and Mrs. J. 
A. Snitzer, Automatic Printing Corp., Philadelphia: Mr. and 
Mrs. J. Dunn. William F. Murphy's Sons Co., Philadelphia. 


ture Company, he offered congratulations to Mr. and 
Mrs. William Dieckhouse, Dieckhouse Stationers, Phila- 
delphia, Pa., on their recent marriage. He then intro- 
duced a number of guests beginning with those at the 
head table who were: Mr. and Mrs. Irving Roth, Roth 
Brothers; Mr. and Mrs. Earl Prentzel, Speed Products 
Company, Inc.; Mr. and Mrs. L. B. Herr, L. B. Herr & 
Son, Lancaster, Pa.; Mr. and Mrs. Stanley Woodruff 
Weis Manufacturing Company; Mr. and Mrs. Joseph A. 
Snitzer, Automatic Printing Corporation; and Mr. and 
Mrs. Joseph Dunn, William F. Murphy’s Sons Company 
He continued by introducing a number of guests, 
among whom were Harry R. Sheppard, The Pittsburgh 
Stationery Company, Pittsburgh, Pa.; Joseph Ander- 
son, General Fireproofing Company; L. M. Brown, 
Eberhard Faber Pencil Company; Harry Tehan, Higgins 
Ink Company; Charles Granath, L. E. Waterman Com- 
pany; Robert E. Gooley, Cushman & Denison Com- 
pany; Mortimer H. Chute, Jr., and M. G. Wheeler, both 
of Brainbridge, Kimpton & Haupt, New York, N. Y.; 
Charles E. Reynell, Oxford Filing Supply Company; 
Paul F. Steever, Office Equipment Company, Harris- 
burg, Pa.; Frank R. Curtiss, Neva-Clog Products, Inc.; 
C. H. Ramsey, Ever Ready Calendar Manufacturing 
Company; Harry Tehan, Jr., manufacturers’ represen- 
tative; Ben S. Grayson, Ace Fastener Corporation; 
“Uncle” Bob Stafford, James Hogan & Company, Ltd., 
Philadelphia, Pa.; E. Russell Ashley, Ashley-McCormick 
Company, Bridgeton, N. J.; Albert B. Abrams, Modern 
Stationer,; John L. Gallup, OFFICE APPLIANCES; and 
Bernard Neary, Geyer Publications 

Following the introductions, Mr. Herr thanked mem- 
bers of the entertainment committee for doing a fine 








OFFICE MACHINES FIGURE IN AMERICA’S MOBILIZATION PLANNING 


Among scores of informal industry task groups being formed by the 
National Security Resources Board is this one on office machinery 
which convened recently in Washington. Each specialized group is 
being asked by NSRB to recommend the best means of mobilizing its 
own branch of the industry in case of a national emergency. These 
recommendations later will be reviewed by formal industry-wide 
Advisory Committees before adoption by the Board for transmission 
to the President. W. G. Burleigh (standing). director of NSRB’‘s service 
equipment division, presided over the group shown here. The others 
(left to right) are: R. W. Murphy, Brooklyn branch manager, ac 
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counting machine division, National Cash Register Co.; C. B. Lyndham 
(rear), Washington representative, L. C. Smith & Corona Type- 
writers, Inc.; D. E. White, Addressograph-Multigraph Corp.; E. D. Tay- 
lor, Office Equipment Manufacturers Institute; A. B. Dick, vice-presi- 
dent, A. B. Dick Co.; John Gurke. International Business Machines 
Corp.; E. M. Douglas. International Business Machines Corp.; R. S. 
Oelman, National Cash Register Co.; L. H. LaMotte, Jr.. International 
Business Machines Corp.; J. S. Coleman, Burroughs Adding Machine 
Co.; L. C. Stowell, Underwood Corp.; L. A. Davis, consultant, NSRB. 
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and Gets It in These 


WOOD BUSINESS CHAIRS 


Finished in Sikestone Gray 


fectly with any gray metal furniture . . . . but they have 
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THIS REPRESENTS A 

METAL DESK... WHAT BRAND 
WE DON’T KNOW. 

BUT IT DOESN’T MAKE 

ANY DIFFERENCE! 

WE MAKE WOOD CHAIRS 

TO HARMONIZE PERFECTLY 
WITH ANY OF THEM. 


You know the advantages . . . proven long 
life, warm to the touch, free from static, a 
more lasting finish. These chairs are skill- 
fully tailored in washable, non-cracking plastic 
in choice of Red, Tan, Brown and Green. 
The swivel chair is equipped with harmon- 
izing plastic scuff plates. An armless leg chair 
No. 1912%) is available. 

Show these sparkling new chairs on your 
floor with metal desks! Prompt delivery. 

Note: All chairs in the Sikes line may be 


obtained in finishes to harmonize with metal. 


No. 1912 


THE SIKES COMPANY, INC. 


20 CHURCHILL ST. BUFFALO 7,N. Y. 











job in arranging for the evening’s festivities. He then 
took occasion to thank his officers and all committees 
of the association for their excellent achievements 
during the year. Stressing the splendid results obtained 
by the younger group comprising the Stationers Edu- 
cational Association, he extended his congratulations 
and best wishes for continued success and introduced 
the officers who are’ President Ernest Abe, Jr., William 
F. Murphy’s Sons Company; first vice-president, 
Thomas J. Crilley, Jr., Yeo & Lukens Company; second 
vice-president, William J. Boileau, Roth Brothers; sec- 
retary, E. Robert Whitesel, The Brooks Company; 
treasurer, Peter S. O’Connor, Shanahan & Company, 
all of Philadelphia, Pa. 

John Harte announced the celebration of three birth- 
days, those of Mrs. Thomas Stagg, Hoskins, Inc.; Rich- 
ard B. Yeo, Yeo & Lukens Company; and “Uncle” Bob 
Stafford, James Hogan & Co., Ltd., all of Philadelphia, 
Pa., and led the entire assemblage in singing “Happy 
Birthday” to them. 

He then introduced the master of ceremonies, Eddy 
Thomas, who conducted the evening’s entertainment 
which consisted of an excellent show, featuring a 
variety of well-selected acts that were both entertain- 
ing and amusing. There was plenty of good music pro- 
vided by Harry Sheets and his orchestra for those who 
cared to dance, both between dinner courses and for 
the balance of the evening. 

Much credit is due to the banquet committee under 
the leadership of Chairman Edward Eisenstein, Shana- 
han & Company, Philadelphia, Pa., aided by Joseph A. 
Snitzer, Automatic Printing Company; John Harte, 
Yeo & Lukens Company; Ernest Abe, Jr., William F. 
Murphy’s Sons Company; Tom Crilley, Yeo & Lukens 
Company; Joseph Dunn, William F. Murphy’s Sons 
Company; E. Robert Whitesel, The Brooks Company; 
George Leonard, L. E. Waterman Company; Stanley 
Woodruff, Weis Manufacturing Company; Al Bailine, 
Roth Brothers; and Earl Prentzel, Speed Products 
Company, Inc. 

Officers of the Philadelphia Stationers Association 
are: president, L. B. Herr, L. B. Herr & Son, Lancaster, 
Pa.; first vice-president, Joseph A. Snitzer, Automatic 
Printing Corporation; second vice-president, Stanley 
Woodruff, Weis Manufacturing Company; treasurer, 
Irving Roth, Roth Brothers; secretary, Joseph Dunn, 
William F. Murphy’s Sons Company; executive com- 
mittee, Charles W. Lukens, Yeo & Lukens Company; 
George Wustner, William F. Murphy’s Sons Company; 
Thomas Stagg, Hoskins, Inc.; Edward Eisenstein, Shan- 
ahan & Company; and Richard B. Yeo, Yeo & Lukens 
Company, all of Philadelphia, Pa. 


—_ *—- 


A. ELTON CLARK ADDRESSES GUILD CLUB 
A. Elton Clark of Rolph Clark Stone, Ltd., and direc- 
tor of Toronto Purchasing Agents Association, was the 
featured speaker at the regular meeting of the Sta- 
tioners Guild Club, Toronto, on November 17. The ses- 


sion was held in the Oak Room of the Union Station. 

The speaker outlined the pros and cons of selling as 
appreciated by a harassed purchasing agent. Mildly 
chiding salesmen who endeavor to open doors by petty 
bribery and reciprocity pressure, he pointed out how, 
by close co-operation, seller and buyer can each serve 
his firm to greater advantage. 

The movie, “It’s Good Business,” introduced by Vic 
Knight of Bates Manufacturing Company, emphasized 
the speaker’s points and rounded out the evening. Ross 
Imrie, Eagle Pencil Company, Ltd., presided. 

A Christmas party of the club held December 15 in- 
cluded turkey dinner, entertainment and dancing. 


— <i — 





AT ROCKY MOUNTAIN SHOW.—Max M. Shaver, Underwood 

Corporation's regional manager at Denver, talks with Colo- 

rado’s Governor Lee Knous and Lloyd M. Yoder, manager of 

radio station KOA (left to right) in connection with recent 

Rocky Mountain Business Show at Denver. Mr. Shaver was 

director of this show, which attracted thousands of business- 
men from throughout the Rocky Mountain area. 


STEELMASTER CELEBRATES THANKSGIVING 

Thanksgiving was once again celebrated by Steel- 
master, Inc., by the annual party at Plant No. 2, 170 
W. 233rd St., Bronx, New York, on Wednesday, Novem- 
ber 24. 

Local talent consisting of workers in the plant per- 
formed in Broadway style with Joseph Burger, presi- 
dent of Steelmaster, Inc., as the master of ceremonies. 
The officials of the company attended and took bows, 
but the party was a party of all the employees of the 
Art Steel Company and attended by several hundred 
people. 

The highlight of the party was the distribution of 
more than 500 turkeys to the workers as an expression 
of the faith in America and the grand American holi- 
day known as Thanksgiving. 

Prominent borough and city officials attended and 
acknowledged introductions. 

A general invitation to attend the party was sent off 
to the trade in the New York area and a very hand- 
some turnout was the result. 








Standing, left to right: James Humphries, Earl Smith, Hilton 
Jones, Mike Sampson, Herman Spak. Hy Natovich, George 
Weslaw, Al Pozulp, Ed Novotny and Earl Hanson. Seated: 
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SPAK & NATOVICH. INC., ANNUAL DINNER. BISMARCK HOTEL, CHICAGO. DECEMBER 14 


Al Kulick, Les Rouzen, Gerry Einhorn, Eli Notovich, D. Spak. 
Bess Jacobson, Frances Nowitze, F. Chmela and M. Skala. 
This dinner is an annual affair for the firm. 
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 Rignakomgespa E is a plant of slow 
growth. It takes a worthy product, 


plus time and money, to build public con- 
fidence in a name. 

When you buy a watch or an automobile, 
you buy its outward appearance and you 
trust the works to the manufacturer. You 
know it has good works if the make is a 





Ol0 Town 





good NAME. So a good NAME is a 
priceless treasure and the maker of a 
product who sells it by its name puts all 
his ingenuity and his skill into the product 
to make it the best possible of its kind. 
He spares no effort, cuts no corners, but 
dedicates all his talents to the enhancement 
of his name. 


Old Town is a good NAME. It stands for the very best in ribbons, carbons and 
duplicating supplies. 


FACTORY 

AND GENERAL OFFICE 
750 PACIFIC STREET 
BROOKLYN 17, NEW YORK 
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RIBBON & CARBON CO., 


Foremost makers of Ribbons and Carbons for Every Use 


SALES AND 


SERVICE EVERYWHERE 
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CARBON PAPERS 


MASTER UNITS 


INKED RIBBONS 
FOR EVERY OFFICE MACHINE 


CARBON RIBBONS 
SPIRIT-HEKTOGRAPH CARBONS 
DUPLICATING SUPPLIES 
CARBON ROLLS 
We have a few exclusive territories 


open for distributors who can serv- 
ice a volume of Old Town business. 


PACIFIC COAST 
OFFICE 
843 SOUTH LOS ANGELES ST. 
LOS ANGELES, CALIF. 














IN ATTENDANCE AT G/F SALES SCHOOL, 


Front row, left to right: James W. Hyde. Utica, N. Y.; George R. 
Taylor, Raleigh. N. C.; Harold L. Frost, Providence, R. I.; Harry F. 
Jacobs. Hagerstown, Md.; Edward A. Purnell, Youngstown, O.; James 
©. Gribbin, Portland, Me.; Clifford E. Slater, Waterbury, Conn.; Glenn 
Geddis. Huntington, W. Va.: Jack Fisher. Erie, Pa.; Fred Naegele. 
Helena, Mont. Second row: Oscar A. Long, Jr.. Columbia. S. C.; Ernest 
Stewart, Jr., Dallas, Tex.; John T. Lakso, Milwaukee, Wis.; G. M. 
Laffoon, Jr., Kansas City, Mo.; Edward Ufer, Jr.. Toledo, Ohio; Edmond 
Griffin, Lubbock, Tex.: Harold Kastensmith, Schenectady. N. Y.; Fran 
Davis, Kalamazoo, Mich.; Nils A. Larson. Youngstown, Ohio.; William Lef- 
enbaugh, Peoria, Ill. Third row: Byron O. Bartlett, Jr., Richmond, Va.; 


DISCUSS SALES PLANS AT G-F SCHOOL 

Forty dealer-salesmen from all parts of the United 
States attended a sales school conducted at the 
Youngstown, Ohio, headquarters of The General Fire- 
proofing Company during the week of November 8 

The school was under the direction of H. H. Suender, 
the company’s manager of advertising and sales educa- 
tion, who was assisted by various departmental sales 
managers. 

Intensive study of the various divisions of the G-F 
products line characterized the meeting. Sound mo- 
tion pictures and other modern visual aids were used 
in emphasizing the company’s sales plans for 1949, in 
addition to lectures and q 

A sales school for branch salesmen was scheduled to 
be held at the Youngstown plant the week of December 
6, Mr. Suender said 
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NEW YORK STATIONERS ASSOCIATION HEARS 
EBERHARD FABER PENCIL PRESENTATION 

Despite the rainy weather an attendance of more 
than 50 persons assembled to attend the regular 
monthly meeting of the Stationers Association of New 
York, Inc., on Monday evening, November 22, in the 
Hotel Pennsylvania, with president R. H. Wahrman 
R. H. Wahrman, Inc., New York, N. Y., presiding 

After brief committee reports were heard, President 
Wahrman introduced the guest speaker of the evening, 
John D. Horne, Eberhard Faber Pencil Company, whose 
presentation was given in the form of a talking mov- 
ing picture entitled, “Two Cents Worth of Difference.’ 
In a brief talk before showing the picture, Mr. Horne 
expressed his pleasure at having the privilege of firing 
the first shot in the Association’s educational program 
Declaring that such work was dear to the heart of 
Eberhard Faber, the founder of his company, he in- 
formed his listeners that the firm, following in his 
footsteps, has the same interest in association work 
throughout the industry. Pointing out that each has 
something to contribute, he commended the Associa- 
tion highly on the educational program and cited other 
groups who are working successfully along the same 
lines. Declaring that dealers and their employees are 
anxious to learn all they can of the products they sell 
he urged dealers to encourage their employees to at- 
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YOUNGSTOWN, OHIO, WEEK OF NOVEMBER 8 


Dick Moore, Denver, Colo.; Charles Davis, Birmingham, Ala.; Val Siri. 


Thos. OReilly. Ft. Wayne. Ind.; Fred A. Johnson. 
Fourth row: Wayne E. Byers. Amarillo. Tex.; Edwin W. 
Robert Brown, Jefferson City. Mo.; Roy Umpleby. 
Des Moines, lowa. Fifth row: T. L. Peterson, Salt Lake City, Utah; 
John L. Hoelscher. Buffalo, N. Y.; W. H. Sullivan, Jackson, Miss.; 
Sixth row: H. Russell Healey, Fresno, Calif.; James B. Colley. San 
Bernardino, Calif. Seventh row: O. E. Davis, Akron, Ohio; Rueben E. 
Wick, Columbus, Ohio; J. S. Ulmer. Youngstown, Ohio; Arthur Wasser, 

Jr., Atlanta, Ga.; Phillip H. Decker, Anderson, Ind. 


Reno, Nev.; J. 
Duluth, Minn. 
Hall, Trenton, N. J.; 


tend future meetings so as to become better informed. 
The film was then shown. It contained a message of 
how to sell quality pencils in place of inferior grades. 
Comparisons and tests were made, ingredients and 
construction were discussed and selling points based on 
those factors stressed. Intense interest was shown in 
the presentation. 

The balance of the meeting was devoted to discus- 
sions of topics of interest and importance to the Asso- 
ciation and the industry. Among these were ways and 
means of increasing membership, sociability, dinner 
meetings, educational program, business experience 
discussions and trade ethics. Many of those present 
took part in the discussion and Mr. Wahrman declared 
he was well pleased with the interest shown and sug- 
gestions offered. 

oe 
STATIONERS RAISE $30,000 FOR CHARITY 

The stationery division of the Federation of Jewish 
Philanthropies reaches the high point of its drive in 
support of the current appeal for $16,500,000 at its 


dinner at the Hotel New Yorker, Tuesday evening, 
November 30 
The dinner raised $30,000, an increase of 100 per 


cent over 1947, and Division Chairman Irving M. Levy 
of the Art Steel Corporation said that “this is only 
the beginning.” Plans were laid to bring the message 
of the appeal to every manufacturing establishment, 
every wholesale and retail enterprise, and every indi- 
vidual in the industry. 

The entire Federation trade structure was involved 
in its culminating effort to reach its goal, through 
eleven days of intensive and extensive solicitation. The 
period between December 10 and December 21 was 
known as “Days of Rededication.” The stationery divi- 
sion utilized the period to effect 100 per cent coverage 
in the division 

The dinner was marked by the presentation of 
scrolls to two guests of honor, Mortimer C. Lazarus, 
of M. C. Lazarus, Inc., and Henry Levy, of the Silver 
Stationery Company. In presenting the scrolls Chair- 
man Levy pointed to the “tireless efforts in behalf of 
the Federation, and all humanitarian causes.” He said: 


“The burdens of the sick and distressed have been 
Turn to page 208, please) 
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ROYAL FACTORY MAKES KEY APPOINTMENTS 

In an important series of promotions at the Royal 
Typewriter Company, Inc., factory in Hartford, Conn., 
J. Gordon Gunther has been named the new factory 
superintendent. Others moving up into key production 
positions are John F. Kloski, engineering superintend- 
ent; Alan S. Cook, assistant superintendent; and Fred- 
erick W. Barrett, purchasing agent. Henry J. Hart, 


























ALAN S. COOK 


J. GORDON GUNTHER» 


vice-president in charge of production, made the an- 
nouncement that the appointments were effective from 
mid-November. 

Mr. Gunther, former ass superintendent in 
charge of purchasing, steps into a post which has been 
unfilled since Mr. Hart was elevated to a vice-presi- 
dency. He began a permanent job with Royal in June, 
1929, by working on time studies, tool records, and ma- 


istant 


$$ $$$, 

















FREDERICK W. BARRETT 





JOHN F. KLOSKI 


chine analysis in the investigation department. In July, 
1933, he was transferred to the purchasing department 
and earned a promotion to purchasing agent in March, 
1939. 

During the war years, Mr. Gunther was made assist- 
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ant superintendent in charge of all purchasing at the 
plant. In addition, he was liaison officer for the air- 
plane motor deflector division. He is a member of the 
National Association of Purchasing Agents. 

Mr. Kloski, former assistant superintendent of engi- 
neering, has been promoted to engineering superin- 
tendent in charge of the development of all present 
and new products. He joined Royal in August, 1917, 
and after completing his apprenticeship became a 
draftsman. Shortly thereafter, he was promoted to the 
position of parts draftsman. 

In 1926, Kloski was given full responsibility for pro- 
ducing drawings for all parts of the first Royal port- 
able typewriter. In 1945 he was promoted to super- 
visor of assembling, and in October, 1947, to assistant 
supervisor of engineering. 

Mr. Cook, former assistant manufacturing super- 
visor, has been assigned to the position of assistant 
superintendent. After leaving Amherst he gained val- 
uable engineering experience in several Hartford in- 
dustrial plants, at one of which he held the position of 
production manager for eight years. For another firm, 
he served as time study and production engineer for 
three years. During World War II, he was a naval 
lieutenant in the capacity of expediting officer and 
resident inspector of naval materials at Springfield, 
Mass. In this position, he covered 120 plants in western 
Massachusetts and Vermont. 

Mr. Barrett, former assistant purchasing agent, has 
been elevated to rank of purchasing agent. An N. Y. U. 
business administration graduate, he joined the Royal 
organization in April, 1935. In his first job at the plant, 
he placed production orders in manufacturing depart- 
ments. In March, 1938 he was made assistant purch- 
asing agent 

om 


BARKLEY ADDS TWO TO SALES STAFF 

C. L. Barkley & Company, manufacturers of filing 
supplies, 1220 W. Van Buren, Chicago 7, Ill., recently 
announced two additions to their sales staff. Wayne 
Journigan, factory representative, will cover Califor- 
nia, Washington and Oregon. Carl J. Nicoulin, another 
factory representative, will represent the company in 
Colorado, Montana, Nebraska, New Mexico, North Da- 
kota, South Dakota, Utah, Wyoming and part of Kan- 
sas. Both men have spent years contacting commer- 
cial stationers in their respective territories 





EACUSE US, PLEASE 





In description of NOFA exhibits and listing of 
personnel in attendance, on page 184 of the December 
issue, mention was made of Gus Krieg being present 
for the New Indiana Chair Company exhibit. This is 
in error, as Mr. Krieg is associated with the Jasper 
Seating Company. Our mistake is regretted 
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For Post Binders 
to meet every need when you need ’em 


END KEYLOCK 


\ 
Can you think of a better sales clincher than 
this: have what your citomers need when 
\ 
\ 
That's why you're in a ptofitable position 


with these B&P Post Binder, You can offer 
your customers a complete range of styles and 


prices plus high quality in evety binder re- features. Securely holds one or a thousand sheers. Highest 
grade corduroy sides. Back and corners of gold-tooled 
; ‘ ; cowhide. All metal parts Parkerized to prevent rust and 
need, you'll have a B&P binder to oil it. assure adhesion of hide co metal. Uses Keylock mechan- 


ism. See page 48 of your B& P Catalog. 


they need it! 





gardless of price. And no matteg what the 


What's more, you can depend on irkmediate 


delivery of any order, large or small. SLIDE 
\ Toptock ——” & 





PROGRESS — Durably bound in heavy green canvas. Red 
leather corners. Slide-button toplock. No key needed. 
All metal parts Parkerized to prevent rust and assure 





BIN PEEO— A B&P exclusive! Press button and Bing! \ adhesion of material to metal. For full details see pages 
Sheets are inserted or removed instantly. Saves time and \ 49 and 50 of your B&P Catalog. 
time is money. Light in weight. All metal parts are rust 


and corrosion proof. See page 46 of your B& P Catalog. itbatel®) Se ae 
4 * ife] i uela 4 


—For lower price full slate canvas or fabrihide 
binders, see page 55 of your B&P Catalog. 


CHECK YOUR B&P CATALOG FOR THE COMPLETE AND 
PROFITABLE B&P LINE 4! 
r. 





—— 


Standard 






MONORIM — Toplock style shown automatically locks in 
any desired positidn. To release, simply press buttons at 
either side. All melgl parts Parkerized to prevent rust 
and assure adhesion a fabrihide to metal. For other styles 
see Imperial line on gas 50 of your B&P Catalog 


\ 


Products 
FOR EVERY RECORD—A WAY TO KEEP IT 









\ 


BePp 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 80 SUMMER ST. « ST. LOUIS 2: 115 S. 8TH ST. e CHICAGO 7: 310 W. POLK ST 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13 
CHICAGO SALESROOM: 1519 MERCHANDISE MART PLAZA 
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MARSTEN OFFICE OUTFITTERS NEW 
STORE IN PITTSFIELD. MASS.—The 
photo department at left is leased from 
Marstea by General Radio, Inc. Ample 
basement space is also available, 
where desks and filing cabinets are dis- 
played and surplus supply inventory is 
stored. Two outside salesmen and a 
sales trainee handle outside selling for 
the new organization headed by Alex- 
ander G. Marsten. 


(Story appeared in November, page 112) 





EXECUTIVE GROUP MAKES NSA PLANS 
FOR 1949 CONVENTION AT CHICAGO 

Definite plans regarding program and exhibit hours 
for the National Stationers Association 1949 conven- 
tion to be held at the Stevens Hotel, Chicago, were 
made when the executive committee of the NSA held 
its post-convention meeting in Chicago November 11 
At this time E. R. Manning, vice-president of the man- 
ufacturers’ division, presented the opinions of the 
manufacturers who previously had met in New York 
and Chicago. 

One of the purposes of this executive committee 
session was to determine the final arrangements for 
the 1949 convention because certification of the use of 
meeting rooms must, at a time like this, be given to 
the Stevens. 

The success of the 1948 convention was discussed in 
all of its phases and planning for 1949 was inaug- 
urated. The only major change in the program is the 
decision to utilize Monday, October 3, as a full day of 
convention program instead of having the exhibit hall 
open in the morning without a business session as for- 
merly has been done. In keeping with this decision, 
the manufacturers, distributors and field divisions will 
hold their separate divisional meetings Monday morn- 
ing at 9:30 o’clock and will adjourn at noon. The gen- 

eral convention of all divisions will reassemble at 


luncheon at 12:30 and have an afternoon business ses- 
sion with highlight speakers. The exhibit hall will open 
at 5 p.m. and remain open until 10 p.m. that evening. 

To compensate for the Monday morning that is lost 
to the exhibitors, the convention on Tuesday, October 
3, will terminate following luncheon so that the ex- 
hibit halls may all be opened from 2 p.m. until 9 P.M. 
During the morning hours of Tuesday there will be a 
full general session of all divisions. Luncheon will then 
be served and an after-luncheon speaker will be heard 
before adjournment at 1:45 p.m. so that everyone will 
be free to attend the exhibits. 

Otherwise, the program will parallel very closely 
this past year’s successful scheduling. The convention 
will officially open Sunday morning, October 2, at 10 
A.M., when all exhibit areas will be available for the 
dealers and their salespeople. This particular day’s 
schedule will close at 10 o’clock in the evening 

A summarization of all exhibit hours: 

Sunday, October 2—10 a.m. to 10 P.m. 

Monday, October 3—5 p.m. to 10 P.m 

Tuesday, October 4—2 P.m. to 9 P.M. 

Wednesday, October 5—12 Noon to 6 P._m. 

Thursday, October 6—9 a.m. to 1 P.M. 

The annual banquet will be held on Wednesday eve- 
ning in the Grand Ballroom of the Stevens Hotel at 
7:30 P.M. 





BOSWELL & MABE OFFICE SUPPLY CO. 
OPENS IN FT. WORTH, TEX.—Recently 
opened at 506 Main St. in Ft. Worth, 
Tex., was the Boswell & Mabe Office 
Supply Co., headed by Jesse W. Boswell 
and Lloyd L. Mabe, each with more than 
20 years experience in the office supply 
field. Boswell was formerly with E. R. 
Conner Co., Mabe with E. L. White & 
Co. and the Mabe Ribbon & Carbon Co. 
The new firm, housed in a completely 
remodeled building, will feature Berk- 
shire typewriter papers, Wilson Jones 
loose leaf items, B & P blank books, 
Sheaffer writing instruments, Browne- 
Morse filing supplies and furniture, and 
gift items and gift wrappings. The store 
staff will include the men’s wives. 
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When fire destroys the papers of a business, a home 
or a family — fire insurance will pay only the value of 
the piece of paper itself — nothing for the worth of the 
document — nothing to pay for its restoration. 


MR. MERCHANT owe <f do yoser 
mers to tell them that TRUTH. 


Papers deserve the protection of a PROTECTALL SAFE. 
Sold by leading stationery stores everywhere. Find out 
today how you can make a profit serving your friends 
and customers. Write for the Protectall story. 


of { PROTECTALL MFG. CORP. 
‘ . Hi 926 S. Salina St., Syracuse, N. Y. 


Every Protectall safe carries 
the Underwriters Laboratory 
“C” Label. Be sure the safe 





you sell has this assurance 
of protection against fire. 
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NEW HOME OF STATIONERS CORPORATION IN SAN 
DIEGO, CALIF.—Recently opened was this impressive 
$350,000 stationery outlet in downtown San Diego. The 
firm is headed by Omar Boyd, president. Above: offices of 
outside salesmen, Y and E-equipped throughout. Above 
right: night view of the store front. Right: partial view of 
the greeting card and book section as seen on opening day. 


CEREMONY OPENS A NEW $350,000 STORE OF 
STATIONERS CORPORATION, SAN DIEGO 
Stationers Corporation recently formally opened its 
new $350,000 building at 1055 Sixth Ave., San Diego, 


Calif., with an open house and entertainment program 
arranged by Omar Boyd, president. More than a dozen 
San Diego authors were invited to participate in the 


program which was broadcast by KUSN and 50 can- 
vasses painted by members of the San Diego Business 
Men’s Art Club were exhibited on the mezzanine. 
Entertainment included music by strolling troubadours. 

The new building is across the street from the 
former site of the store. The exterior design is marked 
by full-view display windows and a modernistic pan- 
eled facade. Bleached oak fixtures are a feature of 
the interior. 

Bruce Watt is manager of the store 

The main floor has the book, stationery, greeting 
‘card, fountain pen, office supply and gift departments. 
The downstairs floor is devoted to such items at juve- 
nile books, Christmas cards, party goods, gift wrap- 
pings, games and desk sets. 

The mezzanine is given over to artists’ and drafts- 
men supplies, portable typewriters, duplicators and 








brief cases. Office furniture, filing cabinets and similar 
merchandise are on the second floor. The third floor 
houses stockrooms and air-conditioning equipment. 
a £2 Beye: 2 
FORM NEW CORPORATION AT MINNEAPOLIS 


A new corporation was recently formed at 93 South 
lith St., Minneapolis, Minn., known as Bookkeeping & 
Calculating Machines, Inc. This is a division of the 
former Dorrell-Markel Company, handling used Bur- 
roughs, Monroe, Marchant, Friden, Allen-Wales, Rem- 
ington and Victor office machines. 

Working with A. L. Dorrell and staff are G. L. 
Schmitz, Jr., and C. J. Fontaine, both formerly with the 
Burroughs Adding Machine Company, men who have 
had factory training together with years of experience 
in the shop and field. 


NEW ULTRA-MODERN STORE OF 
WESTERN STATIONERS, RAPID CITY, 
S. DAK. GRAND OPENING OF STORE 
WAS HELD ON SEPTEMBER 10-11. 
(Story published in October, page 162) 
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No. 726-102 

W ith etter size drawers and | safe 
h, 56'/2” wide, 31” deep 
r Green $143.50 


No. 752-102 


Nith 3 letter size drawers, | safe compartment 





high, 56'/2” wide, 31” deep 
r Green $136.50 


No. 72-1002 





With 4 letter filing drawers 
high, 56'/2” wide, 31” deep 


y or Green $139.00 


y $23.0 tiona 


REE CUTS OR PHOTOGRAPHS OF THE ABOVE AVAILABLE ON REQUEST 
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STEEL DESKS 
by COLE 


We are pleased to present the new streamlined 
convertible steel desk units made by COLE, world 
famous for fine office equipment. The steel desk 
top is covered with linoleum and trimmed with a 
fine aluminum edging. Smartly styled, they will 
add dignity to your office. These units are avail- 
able in various combinations as illustrated on this 
page. Some have the filing capacity of a regula- 
tion 4-drawer letter size filing cabinet, enabling the 
user to keep all his records at his finger tips. Others, 
have a safe on one side and 2 letter size drawers on 
the other, while some are equipped with 3 letter 
size filing drawers and a safe compartment under 
lock and key for books and valuable papers. The 
drawers have spring compressors and are equipped 
with precision built ball bearing suspension slides 
enabling them to float smoothly and quietly at the 
mere touch of the finger tips. The center desk drawer 


has a built-in steel tray for clips, pens and pencils. 





No. 202T28 
With 4 letter size drawers 
Typewriter desk height 26!/2” 
Gray or Green $122.50 


Walnut or Mahogany $23.00 additional 


Prices slightly higher in Zones 2 and 3 


EQUIPMENT COMPANY 
285 Madison Avenue, 


New York 17, New York 











FOLLOW Bit 


5¢ 
ADDITION 


MADE FO! 
ANY Sill 
FUE 


STURDY CONSTRUCTION — Prontos are built of 275-Ib. LOCATE YOUR RECORDS EASILY — No more need of 


fussing and fuming. With Pronto files you can get ata 


records just as easily as in your regular active files. 


test corrugated fibre board and reinforced with steel on the 
shell and the four corners of the drawers. 


SAVE FLOOR SPACE — Constructed so that they interlock BEAUTIFUL APPEARANCE — Pronto files are beautiful ir 


into solid units and stack as high as the ceiling, saving appearance, finished in an attractive olive green. The stee 
valuable floor space. drawer front matches your regular active office files. 


SIZES AND PRICES ae 


— FIBRE BOARD STEEL 
; ; DRAWER FRONT DRAWER FRONT 
Suggested Uses L : 
Width Height Length 


tLletter Size __ 12% 
Letter Size 

tlegal or Cap 

Invoices 

*2 Rows 8x5 Forms 
*Invoices or 2 Rows 8x5 
Freight Bills 

Checks 

Drafts or Checks 

Drafts or Checks 

5x8 Forms 

Tabulating Cards 

*3x5 Cards (3 Rows) ie E64 ; 85 S 
*4x6 Cards (2 Rows) | y ; 2¢ E24 2.75 2 30 
*3x5 Cards (2 Rows) | oe 24 E103 2.65 35 3.25 
Vouchers (Upright) 2 2 iS92L.. 3.55 
tledger Sheets 4.15 
tledger Sheets 5.70 


So 


ro] 


° i~ 
ouwuw 
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Prontos Installed at the Underwood-Elliott Fisher Co. 


*These numbers have removable divider partitions. #Packed 6 to a carton—all others |2 to a carton 
Prices 20% higher in Denver and west of the Rockies 


PRONTO FILE CORPORATION 


285 Madison Avenue New York 17, N. Y. 












wortp’s FASTEST. Office staffs everywhere 





depend on the Clary’s extra speed and ease 
| ) I 






of operation to turn out “rush jobs” faster, 






“hard jobs” easier. Capable of 188 machine 






operations a minute, the Clary is the world’s 






fastest adding machine and the easiest to use. 






ENTIRELY NEW CONCEPT. The Clary is years 






ahead in design because it is the only rotary 








adding machine. There are actually 263 












basically new ideas...working for you with 





a Clary. Latest information on all models is 


available on request. 


way ahead 












h d 
a where speed counts 
56 
TION 
DE FO! adds « subtracts * multiplies 7 divides 
v Silt 
FILE : 
do Thumb Add-Bar is an extra add-bar below the 
w @ keyboard on Clary machines. Saves at least one 
peration with ever tem entered. 
ul 
stee 
Key design simplified... pyramidal key design Model A-1M Clary Speed- 
gives you more fingerspace and improved visu- o-lectric. Prices of Clary 
al selection wit! Clary. Saves fingernails. too. Adding Machines start at 
$189.50 plus tax. 
The Clary prints red for subtraction, Subtracts 
automatically. Totals space-up instantly for Factory-approved service in your city. 
tear-off. Choice of single or triple spacing. 


Available Everywhere — Consult your Classified Telephone Directory. 








LARY MULTIPLIER CORPORATION 
572 North Main Street, Los Angeles 12, California 


THE CLARY CASH REGISTER... 
All-electric, fully - automatic. 





Please send me latest information on Clary all-electric business 
machines. I am interested in: [© Cash Registers ([) Adding Machines 





Important features are unique 






5-way lock, autographic tape, 






steel drawer, and plastic tills. Winiad — os an 
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Firm 










Address 










City 
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MODERNIZE SPRINGFIELD, OHIO, FIRM 
Garrigan’s Typewriter & Equipment Company’s new 
headquarters at 117 E. High St., Springfield, Ohio, are 

the latest thing in modernization among stores. 
The interior of the store, designed by Ray Eichenlaub 


of Service Steel Products Corporation, Chicago, is so 
arranged that extensive shopping may be done in a 
minimum of time. 

Special shelving, lighted wall cases, convenient 





swinging panels and other functional fixtures, all 
metal, are in French walnut color and puts practically 
every item in the immense store on display. Each 
department has a heading in modern and easy dis- 
cernible lettering 


Counters and large drawers are designed for the 
customers’ convenience. In this way, they have no 
trouble picking out exactly what they want 

When Albert J. Garrigan, proprietor, took over a 





—— 
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NEW HOME OF GARRIGAN’S TYPEWRITER & OFFICE EQUIPMENT CO. IN SPRINGFIELD, OHIO 


Upper left: new store front showing deep window for furni- 
ture display and shallow window for office supplies. Upper 
right: general office and steel furniture display located near 
center of store. Center left: section of typewriter display. 


90 


Center right: model office display at right of entrance. Bot- 
tom left: general view of store from near entrance. Bottom 
right: right section of store looking toward front entrance. 
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Furniture manufactured by The GLOBE-WERNICKE, Co. Cincinnati, Ohic 


LONG SERVICE. These photographs show how distinctively 
Globe-Wernicke uses Duran all plastic upholstery—pliant—comfor- 
table—made from top quality raw materials—produced by an exclusive process for 


greater resistance to wear, fading and damage by grease, perspiration and oil. 


DECORATIVE VERSATILITY. Many handsome colors—a beautiful satiny finish—distinc- 
tive styling for furniture, walls and panelling in executive office, reception room and 


board room. 


EASY WASHABILITY. Dirt can't cling—cleans readily with soap and water. Look for Duran 


on leading makes of office furniture. You'll know it by the Duran tag. 





. THE MASLAND DURALEATHER COMPANY 
3264-90 Amber St., Philadelphia 34, Pa. 
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long-time lease on the building, his foremost thought 
was for the customer’s comfort as well as for his con- 
venience. With this in mind, he contacted air condi- 
tioning experts and advised them to spare no expense 
in installing the most modern air conditioning system 
possible. 

This air conditioning system, interspersed with fluo- 
rescent lighting, has proven very popular with cus- 
tomers of the Typewriter and Equipment Company, 
many of whom have praised Mr. Garrigan for the big 
improvement (for many years, he has served business 
and professional office needs from smaller quarters) 

As a customer enters the new store, he notices a 
greeting card and stationery department to the right. 
On the left, are many miscellaneous office items, also 
space where complete supplies for draftsmen and ar- 
tists may be obtained. 

The typewriter department occupies approximately 
one-half of the store’s east side and the company’s 
large supply of available typewriters, once at a pre- 


mium, is a paradise for high school and business 
school students. 
About two-thirds of the way toward the rear, the 


stationery and typewriter departments break and one 
enters the general office and steel office equipment 
department. A large display of steel desks and chairs 
of all sizes, as well as a complete stock of filing cabi- 
nets are found here. 


Sell Wood Furniture 


A large room in the rear to the left is set aside for 
wood office furniture and also features desks and 
chairs of various types and sizes. Another large room 
to the right is used for dispensing rentals of type- 
writers. A repair department is adjacent to these 
two rear rooms, and expert typewriter repairmen take 
care of any mechanical trouble customers may have 
with their machines. 

A unique arrangement in the rear of the store has 
a twofold purpose. It assures quick deliveries and 
solves parking problems for the customer as well as 
for the delivery man. 

Approximately a dozen salesmen and saleswomen 
comprise the staff of Garrigan’s Typewriter and Equip- 
ment Company. These persons, specially trained in 
this line, assure customers that their shopping may 
be done in a very short space of time. 

In the heart of Springfield’s shopping district, the 
store is in close proximity to all transit facilities. Bus 
stops are less than half a block away and the main 
railroad depot is only one block distant 


<> 


MASO PROVIDES SALESMAN IDENTIFICATION 


Maso Steel Products, 500-32 S. Throop St., Chicago 
7, Ill., recently announced that all employees and sales 
representatives of the company are provided with up- 
to-date means of identification. Dealers are advised, 
in case of doubt, to telephone at Maso’s expense, 
MOnroe 6-5912, Chicago, for the necessary confirma- 
tion. 


Display room for office machines, furni- 
ture and supplies. R. E. Tiernan, owner 
of the company, is still active in the 
firm’s business operations, employing 
Frank Robertson as manager of the 
office supply phase of the enterprise. 
R. A. Tiernan of Santa Ana is a silent 
partner in the operation of the firm's 
large typewriter business. 
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TIERNAN’S OCCUPIES FORMAL QUARTERS 

Tiernan’s, an old-established firm in this industry 
at Pomona, Calif., held an open house recently in cele- 
bration of the formal opening of new and larger quar- 
ters in a completely renovated building at 239 S. Main 
St. Tiernan’s comprises two distinct firms, including 
Tiernan’s Office Supply Company owned by R. E. Tier- 
nan of Pomona, and Tiernan’s Typewriter Company in 
which P. J. (Jack) Basenfelder of Pomona and R. A 
Tiernan of Santa Ana are business partners. 

From the open front type of entrance, giving cus- 
tomers a complete view of the store from the outside, 
to the storage rooms and service department in the 
rear, the new store is completely modernized through- 
out. It has more than double the floor space of the 
last previous location. 









een CI —— $ = 
TIERNAN’S MODERN OPEN FRONT ENTRANCE 


An unobstructed display room, 38 x 70 feet, is de- 
voted to an extensive display of Tiernan’s complete 
lines of nationally-advertised business machines, office 
furniture and office supplies, including a large stock 
of commercial stationery. 

In the rear is a mezzanine for the storage of larger 
items of merchandise, a ground floor storage room for 
items in heavy demand, and a service department 
where four full-time employees handle the servicing 
of business machines. 

Interior appointments include acoustically-treated 
ceiling and fluorescent lighting fixtures. ' 

The new store layout provides for more than 5,000 
square feet of floor space as contrasted to the first 
Tiernan store in 1926 which was a 15 x 20-foot build- 
ing. The business had been on operation there since 
1914 under the ownership of O. A. Burtner, who sold 
his typewriter company in 1926 to the Tiernan broth- 
ers. They carried on under the firm name of Tiernan’s 
Typewriter Company, a name which was retained until 
1941 when the brothers separated the business into 
the present two firms grouped under the business 


name of Tiernan’s. 
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Smart, comfortable DIXIE CHROME puts 
everyone at ease... the executive, his secretary 
and his customers in the reception room. DIXIE 
CHROME has a complete suite for were setting 
... beautiful, durable, and truly customer-pleasing. 
Stock DIXIE CHROME... you'll se/! the best. 


Write for our descriptive catalogue showing the 


complete DIXIE CHROME line of office furnishings. 


DIXIE CHROME PRODUCTS, INC. 


2815 MAIN STREET, DALLAS, TEKAS 
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APPOINT ALBANY UNDERWOOD MANAGER ROBERT HOUSE JOINS CHARLES G. STOTT 

A. J. Moynihan was recently appointed manager of Robert S. House, formerly sales representative for 
the Albany, N. Y., regional office of Underwood Cor- Rockwell-Barnes Company in the middle Atlantic Coast 
poration according to an announcement made by W. F area, has resigned from that company after eight years 
Arnold, vice-president and general sales manager, at to join the sales staff of Charles G. Stott and Company, 
the firm’s headquarters in New York, N. Y Washington, D.C. A member of the Penn-Mar-Va Club 

and well known throughout the capital district, Mr. 

[ House is expected to concentrate his efforts in the city 
of Washington 

In announcing the resignation of Mr. House, J. Ed- 
ward Conlon, vice-president and sales manager of 
Rockwell-Barnes Company, stated: “Bob has always 
been a popular member of our organization. We regret 
losing him, but we wish him every success in his new 
‘onnection.’ 
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A. J. MOYNIHAN { 


’ 
Mr. Moynihan, who joined Underwood as a type- tif 
writer and adding machine sales representative in 1941, 
was manager of the Syracuse, N. Y., branch of Under- 
wood prior to his present assignment 
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COMPLETE VALLEJO FIRM REMODELING 

Formal opening of the completely remodeled Smith 
Book & Stationery Store, 336 Georgia St., Vallejc 
Calif., was held recently 

The event was a gala event—congratulatory mes 
sages galore, 47 different floral pieces and a special 
radio broadcast direct from the store starting at 1:30 
P.M. The program utilized a roving microphone with a 
commentator interviewing Mayor George Demm< 
and other city officials 
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Open house drew an average of 210 visitors per 
hour. 
The new store is modern in every respect, both in- 


side and out, utilizing the latest facilities for displaying 
and merchandising lines of office supplies, equipment, 
greeting cards and stationery items 

Yellow Celotex has been used to cover the ceiling of 
the store, while the sice wal re covered with Weld- 
wood seriated wood in biue. All fixtures are in birch 
for a feeling of warmth 

Smith’s Book & Stationery store was established in 
1915. It was purchased in 1943 by Louis C. Riddell, the 
present owner. Mr. Riddell’s son, Jack, manages the 


JAS2ER DESK INSTALLATION AT VAL- 
LEY NATIONAL BANK, PHOENIX, ARIZ. 
—The Valley National Bank, largest 
financial institution in the Rocky Moun- 
tain states, has 28 offices in 11 of Ari- 
zona’s 14 counties. It is headed by 
Walter R. Bimson, who has been the 
subject of articles in American Maga- 
zine, Reader's Digest and Fortune. The 
impressive Jasper Desk installation 
(left) in bank's executive offices was 
raade by Walsh Brothers, Phoenix, 
Ariz. Above is a view of the exterior 
of the building in Phoenix, where head- 
quarters are maintained by the bank. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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POIGNANT SCENES FROM REMINGTON RAND’S NEW 
SOUND FILM ON FILING, “IT MUST BE SOMEWHERE”.— 
Top: Frayed nerves and high biood pressure are apt to 
result from filing inefficiency—because so much depends 
on the ability of filing personne! to produce required docu- 
ments when needed. Second from top: You can’t blame the 
general manager for laying down the law—this sort of thing 
is seriously jeopardizing customer goodwill and_ profitable 
operations. Third from top: The systems specialist explains 
and demonstrates the various filing methods available for 
specific jobs to be done in the modern office .. . shows how 
simplified methods assure accuracy. Bottom: For instance, 
an up-to-date charge-out system assures that when a paper 
or folder is taken from the file, its whereabouts are known 
at.all times and steps are automatically taken to get it back. 
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REM-RAND FILM PORTRAYS GOOD FILING 

A vital document can’t be found because it’s buried 
somewhere in the chaos of an antiquated filing system. 
And by the time a mad scramble through the entire 
office has uncovered it an important customer has 
impatiently hung up the phone. 

With this starting point, the systems division of 
Remington Rand has created “It Must Be Some- 
where!”, a sound film portraying the significance of 
modern filing methods in business. 

The story of “It Must Be Somewhere!” runs 28 min- 
utes, and highlights the contrast between the old- 
fashioned, poorly-lighted, badly-located and crowded 
file room with its hodgepodge, ill-assorted, obsolete 
equipment—and the airy, streamlined efficiency of a 
scientifically laid out and correctly operated filing de- 
partment. 

Plot interest is sustained throughout by interesting 
character portrayals—the dynamic, nervous executive 
whose high blood pressure gets immediate relief when 
the file operations are systematized; the young, pro- 
gressive office manager who goes to the heart of the 
trouble when he says: “Adding girls won’t help... 
it’s the system that’s at fault, or the lack of it... our 
whole filing system needs to be reorganized”; the 
systems specialists whose calm, thorough appraisal of 
the situation and constructive suggestions and plan- 
ning lead to drastic improvements and major econo- 
mies in office operations; a cast of clerical workers 
who entertainingly portray the big boost in morale 
which results from the metamorphosis which takes 
place in the office. 

Produced by one of the leading industrial motion 
picture companies, “It Must Be Somewhere!” is pho- 
tographed in brilliant, deftly-handled color, with set- 
tings of appropriate and artistic design. 

Of particular interest is the detailed presentation 
of how the various filing methods available for spe- 
cific jobs in the office can be applied to speed up 
operations and chop out needless waste motion and 
duplicate procedures, thus assuring that when a paper 
or document is wanted, it will be always produced 
immediately. 

Teachers and students of colleges of business ad- 
ministration will find this film supplementary material 
for classroom instruction and conference programs. 
This presentation should arouse interest among trade 
associations, service clubs, chambers of commerce and 
professional groups. 

Prepared under the supervision of Remington Rand 
Systems Division experts and utilizing the services of 
the finest professional talent, this film is a successor 
to this company’s previous motion picture presentation 
on protecting important business records against fire, 
and a simplified accounts receivable system. It’s avail- 
able through any Remington Rand branch office for 
free showings, including the services of an experienced 
operator and all necessary projection equipment. 
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PLAN PERMANENT INVENTORS’ EXHIBIT 


A new service, designed to bring together inventors 
and manufacturers, has just been announced by Ameri- 
can Inventors Exhibit, 184 W. Washington St., Chicago. 

A.LE. is opening a permanent exhibition hall in Chi- 
cago’s Loop where businessmen and manufacturers 
may come to find new ideas and inventions to use in 
their businesses. New inventions in virtually every field 
of endeavor will be exhibited by their owners, many of 
which will be certain to find practical application in 
industry. 

Anyone, regardless of race, creed or color, may ex- 
hibit any type of invention, patent, idea or plan on a 
permanent basis. Manufacturers are invited to see the 
wares of inventors from all over the country in what 
will be the first permanent exhibit of its kind. Among 
the inventions to be shown are a jet-propelled train, 
reputed by its inventor to travel at 200 m.p.h., and an 
automatic brake for baby carriages. 
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Carbons and ribbons” have been accepted as staples executed by the dealer—on the sound basis of low inven- 
‘ for so long that dealers sometimes erroneously regard tory and fast turnover 
5 them as commonplace items. Actually, proved carbon Among recognized COLUMBIA BRANDS -— Silk 
e 
d and ribbon brands offer outstanding, Gauze, Commander, Classic, Pinnacle, 
4 specialty-feature merchandising and Marathon, Nonstick, Ready Master, Titan, 
. profit opportunities —all year, high level Accountant Special, Rainbow, Solid Gold 
= sales. | —you will find items splendidly suited in 
e To mean business, carbon and ribbon price and performance to the exact re- 
|- 
- brands must represent more than mere ) quirements of your trade. Back of these 
d names. Like re putable, branded merchan- ' BRANDS THAT MEAN BUSINESS is 
dise in other fields, they must be recog- the international Columbia organization. 
nized, They must represent consistent It costs you nothing to investigate 
. value, quality, uniformity, within estab- 3" Columbia sales co-operation — to learn 
i- lished price range, as against unknown, what every progressive, profit minded 
O ‘ : - —_ ° . ry 
. cut-price” goods. They must be backed by a progressive dealer should know on the subject of “carbons and 
7 merchandising plan originated by the manufacturer and ribbons”. Write us. 
id 
(MIL BE ‘ \ANUFACTURING CO., INC 
a Main Office & Factory . . ° Glen Cove, L. I., N.Y. 
t New York Sales & Export: 58-64 West 40th St. + Kansas City, Mo. « Chicago 
- Detroit « Milwaukee + Minneapolis + Philadelphia « Pittsburgh 
ny Portland, Oregon « Cincinnati (Harris-Moers Co.) + Fort Worth « Atlanta 
n Also: Toronto, Canada «+ London, England « Milan, Italy « Sydney, Australia 
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THE NEW MODEL BI92E 


Now Ready! darrett GRAYTONE 


10-KEY ELECTRIC PRINTING CALCULATOR WITH AUTOMATIC ELECTRIC 


DIRECT SUBTRACTION 


Electric Automatic Totals and Subtotals « Electric Automatic Correction Key 
Electric Automatic Shift and Multiply Key « Item and Total Capacity 9,999,999.99 


. . ”” 
“Precisioned by Monotype 
ADDING & LISTING: The Barrett simplified keyboard as many repeat operations as desired. With these keys cor- 


combined with unusual speed of machine operation 


makes this new Barrett one of the fastest of Adding & List- plication or diviston—with a Printed Proof of each operation. 


: archives VW a +] a a ; 
ing Machines. You will be delighted with the speed and MULTIPLYING on this new Barrett with the time tested 


rections can instantly be made if overstrokes occur in mult- 


smooth operation of this new model. exclusive Automatic Shift and Multiply Key is indeed a plea- 
DIRECT SUBTRACTION is 2s simple as adding, just touch sure —easy to use —swift and sure in operation —with a 
the Subtract Bar (—) and any item set on the keyboard is Printed Proof of each calculation 

instantly subtracted —there are no other keys, to operate to DIVISION: Visible Adding Wheels makes Direct Division 
complete the subtraction. Both Plus & Minus operations possible — large or small problems —it makes no difference 
are Electric and Automatic. Either may be used at any both are easy and sure on this machine — here again the 
time and in any sequence and either may be held down for Printed Proof proves the work. 


A folder describing in detail the features of this new model will be mailed upon request 


DEALERS: This new model is available under your Barrett Dealer Agreement. Some territories are still open. Write for details. 


Barrett Adding Machine Division ¢ LXst0N MONTE macuine compant 
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Yh has conlitbiled, 


y BUILDING YOUR BUSINESS? 





Put that question to any dealer and he will tell 
you quickly that his success is due to his handling 


of quality merchandise only. 


In the stapling industry Ace quality stands alone. . 
head and shoulders above the rest! Never before have 
such outstanding values been built into any Stapling 
Machine or Staples. Year after year in practically 
every civilized country you will find millions of 
customers using Ace Stapling Equipment. 


This world-wide acceptance has created a ready 
consumer demand for Ace Stapling Machines and 
Staples. Turnover is quicker and the dealer’s in- 
vestment is reduced to a minimum. And, quality 
merchandise, such as Ace has always built, leaves a 
lasting impression on the consumer’s mind that 
brings him back for other products which the 


store Carries 


Gnialter (hoff. 


FEATURE ACE 
SOLD THROUGH DEALERS ONLY 


Reece ‘oe FIG. 1. Shows cross section of 
208 A an ALL-ROUND steel wire. Ace 
| fe eeseece uses only premium, precision 


made, accurately drawn-to-size 
steel wire for all Ace Staples. 





FIG. 2. Shows the ALL-ROUND 
wire after being treated by the 
ACE PROCESS. This gives max- 
imum strength on the outer 
edge where it is most needed. 





ACE scout 


A durable, long-life 
Stapler. Staples, 
pins and tacks. 
Guaranteed for 5 
years. 


ACE PILOT 


Precision built by 
skilled workmen. 
Staples and pins. 


ACE CLIPPER 


Light weight, easy 
action. Will last a 
lifetime. 


ACE STAPLE 
REMOVER 


Snaps out clinched 
staples in a jiffy. 
Saves finger nails. 
All-steel construction. 


ACE STAPLES 


Have highest ten- 
sile penetrating 
strength. Made of 
finest steel wire. 





ACE FASTENER CORPORATION 
IN CANADA @ ACE FASTENER (CANADA) 
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3415 NORTH ASHLAND AVENUE 


ACELINER 


“World's finest Sta- 


pler". Staples, pins, 
tacks and hand 


fastens. 



























FINEST. 


"ns" 


« CHICAGO 
LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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Increase your “transfer time” 


Sales volume — easily "SELL BOTH 


RECORD STORAGE BOXES 








= W 
SANG WOOD SHELVING 


TRADE MARK 













Now you have two large volume, re- 
peat items to sell at transfer time. 
Every buyer of Liberty Boxes is a pros- 
pect for Liberty Prefab Wood Shelving. 
This year “skyrocket” your transfer 
time sales by se//ing both. 





Liberty RECORD STORAGE BOXES 
Liberty Boxes lead the field—have led it 
for 30 years. Completely carton packed 
they are easy for you to stock and sell. 
Liberty Box sales run into large volume 
and sales repeat year after year. 23 stand- 
ard stock sizes give you a wide range for 
satisfying customer demand. More than 
83,000 users, the list reading like a 
Who’s Who in Business and Industry, 
give proof that Liberties lead because 
they combine efficiency and economy. 


Liberty PREFAB WOOD SHELVING 
As new as tomorrow. Light weight but 
sturdy, “knocked down” shelving which 
may be assembled easily in a few minutes 
without the use of tools. Every concern 
storing records in boxes or drawers is a 
prospect. Think! This means large vol- 
ume and repeat sales. Easy to stock, easy 
to sell. Delivered knocked down—com- 
pletely carton packed. Uses a minimum 
of stock room space. 

Write at once for complete details, prices 

and discount. Cash in this transfer season 


by selling both, Liberty Record Storage 
Boxes and Liberty Prefab Wood Shelving. 


ankers Box Company 


Serving the Stationer Since 1918 


720 South Dearborn Street, Chicago 5, Illinois 
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Calendar of 
Industry Activities 











January 30-31-February 1. National Office Machine 
Dealers Association Mid-Year Meeting, Roosevelt Hotel, 
New Orleans, La. Association Headquarters, Suite 803, 
Third National Building, Dayton 2, Ohio. 

January 31-February 1-2. Chicago Office Manage- 
ment Tenth Annual Office Equipment Display, Hotel 
Stevens, Chicago 

January 31-February 1-3. Luggage and Leather 
Goods Manufacturers of America, Inc., Personal 
Leather Goods Show, Congress Hotel, Chicago. Jack 
Citronbaum, Secretary, 220 Fifth Ave., New York 1, 


N. Y 
February 27-March 3. Wholesale Stationers Asso- 
ciation Thirty-third Annual Convention, Hotel Com- 


modore, New York, N. Y. H. C. Whittemore, Secretary, 
250 Fifth Ave., New York 1, N. Y. 

March 21-22. District No. 2, NSA, Rochester, N. Y. 
Kenneth C. Heinrich, Regional Governor, Heinrich- 
Siebold Staty. Co., Inc., Rochester, N. Y. 

March 24-25. District No. 13, NSA, Hotel New 
Yorker, New York, N. Y. J. S. Libien, Regional Gov- 
ernor, Libien Press, New York, N. Y. 

March 28-29. District No. 5, NSA, French Lick 
Springs Hotel, French Lick, Ind. W. B. Gregory, Re- 
gional Governor, W. B. Gregory & Son, Detroit, Mich. 

April 1-2. District No. 8, NSA, Skirvin Hotel, Okla- 
homa City, Okla. Earl Scott, Regional Governor, Bau- 
man Office Equipment Co., Wichita, Kan. 


April 4-5. District No. 9, NSA, Texas Hotel, Fort 
Worth, Tex. George Rollosson, Regional Governor, 
George W. Rollosson & Son, Crowley, La. 


April 7-9. District No. 4, NSA, Soreno Hotel, St. 
Petersburg, Fla. Arthur Hubert, Jr., 
ernor, John H. Harland Co., Atlanta, Ga. 

April 21-22. 
Paul, Minn. James Gaffaney, Regional Governor, Gaf- 
faney’s Fargo, N.Dak. 

April 25-26. District No. 6, NSA, Congress Hotel, 
Chicago, lll. H. G. Picknell, Regional Governor, Haines 
& Essick Co., Decatur, Il. 

April 27-30. National Association of College Stores, 
Hotel Biltmore, Los Angeles, Calif. Russell Reynolds, 
Executive Secretary, 189 W. Madison St., Chicago, Il 

April 28-29. District No. 10, NSA, Cosmopolitan Hotel, 


Denver, Colo. William Mason III, Regional Governor, 
Out West Printing & Stationery Co., Colorado Springs, 
Colo 


May 2-3. District No. 14, Hotel Lafayette, Long Beach, 
Calif. R. A. Thomas, Regional Governor, Grimes-Stass- 
forth Stationery Co., Los Angeles, Calif. 

May 5-6. District No. 12, NSA, San Francisco, Calif. 
E. A. Petersen, Regional Governor, Associated Sta- 
tioners, Los Angeles, Calif. 

May 9-10. District No. 11, NSA, Tacoma, Wash. Al 
Osborn, Regional Governor. 
Co., Tacoma, Wash 

May 23-25. National Office Management Association 
Annual Office Equipment Exposition and Thirtieth 
International Conference, Convention Hall, Philadel- 
phia, Pa. A. C 
Philadelphia 44, Pa 

June 12-14. District No. 1, NSA, Wentworth-By-The- 
Sea, Portsmouth, New Hampshire. Courtney F. Bird 
Regional Governor, M. T. Bird & Co., Boston, Mass. 

June 23-24. District No. 3, NSA, Atlantic City, N. J. 
Joseph C. Runnels, Regional Governor, Commercial 
Office Furniture Co., Washington, D. C. 

October 2-6. National Stationers Association Forty- 
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. Spangler, Secretary, 12 E. Chelten Ave., 


Regional Gov- | 


District No. 7, NSA, St. Paul Hotel, St. | 


Tacoma Office Supply | 
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to your future... 
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Do you know that PEERLESS RUBBER TYPE- 
WRITER KEYS alone can provide you with 
a handsome income? 


It's true . because every office in your 
town is a potential customer for typewriter 
keys. No really capable secretary or typist 


would consider doing without them. 


It's true . . . because every sale yields you 
a choice, chunky profit. 


We do not suggest that you throw out all 
your other lines . . . but merely point out 
the wonderful profit potentialities in PEERLESS 
RUBBER and TUCHTYPE KEYS — which give 
“‘magic eyes" to a typist's fingers. 


PEERLESS KEY MEN never know slack times. 
Write today for information. 


PEERLESS-IMPERIAL CO. inc. 


General Office and Factory: 

28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway 

Chicago 2, 179 W. Washington Street 

Detroit 18, 37 Linden Street, River Rouge, Michigan 
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plastic-back CARBON 




















These are days of streamliners and supersonic jet propulsion. 


If you want to finish “in the money” tie on to the 
carbon sheet that is making history. 


IMPERIAL WRITEMASTER with its exclusive plastic- 
treated back. 


Does not slip in the machine. 
Does not curl. 


Gives the cleanest, sharpest copies for execu- 
tive-calibre correspondence. 





Gives you — the Dealer a nice profit, 
plus warm good will which inspires your 
customers to buy other office needs from 


you. 


Need more be said? What, Sir. are you 
waiting for? 


PEERLESS-IMPERIAL CO., INC. 


Factory: 28 Peerless Place, Newark 5, New Jersey 
Be 1dway @ Chicago 2, 179 W. Washington Street 
t 18 ? Linden Street, River Rouge, Michigar 


Le © 





New 
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Last Fall I attended the Stationers’ Convention at the Stevens with Otto 
Kretchmer and Jim Treanor. 

As usual, there were hundreds of attractive booths and many people 
milling around. Everybody selling, selling, selling — persuasively and at 
top speed. 

All, that is, except Otto and Jim. 

You'd never realize that they were respectively president and vice 
president of PEERLESS-IMPERIAL COMPANY, one of the top producers 
of quality ribbons and carbons in the country. 

They walked around leisurely, just greeting their friends — folks like 
you who are representative of the foremost Stationers in America. 

Don’t get the idea they weren't interested in business. They were very 
much interested. 

It’s just that their relations with their Dealer friends are so unique, so 
loyal and warm-hearted. High-pressuring is not necessary. 

It was never “what I will do” — but “what we will do to get and keep 
the most desirable carbon business in your town.” 

I got the impression that it was a nice thing to belong to the PEERLESS- 
IMPERIAL family. If I were in the Stationery business, I know I'd want 
to be associated with Otto and Jim. 


- (Signed) Joe Kesslinger 


J. M. Kesslinger & ‘Associates 
Newark, N. J. 





Write for information 
about famous PEERLESS- 
IMPERIAL profit-makers ... | 
including WRITEMASTER 
plastic-treated carbons that 
neither slip nor curl. 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
y New York Office: 7,321 Broadway « Chicago 2, 179 W Washinaton Street 
el Detroit T8, 37 Linden Street, River Rouge, Michigan 
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Price shown is for 


Versilan upholstery 


One Look at the Sturgis 1200 Execu- 
is tive Chair, and the customer wants 
oy all the facts. 


One Trial of the Sturgis 1200 Execu- 
tive Chair, and the customer says 
“That's for me.” 


One Purchase of the Sturgis 1200 
Executive Chair, and the customer 
becomes a prospect for the whole 
Sturgis line of executive and stenog- 
) sorapher chairs. 


THE STURGIS PLATFORM 


Dealers Only 
Complete Line 
Honestly Priced 
Volume Sales 
Substantial Margins 


URE CHAIR CO. 


* 


“Sturgis, Michigan 








third Annual Convention and Thirteenth Merchandise 
Exhibit, Hotel Stevens, Chicago. Paul Burbank, Gen- 
eral Manager, National NSA Headquarters, 740 Invest- 
ment Bldg., Washington 5, D. C. 
—<—>_- 
MOSLER MANAGER ADDRESSES POLICE 

The upsurge in safe crackings since the war can be 
laid at the door of businessmen themselves. Most of 
them are too careless with their valuables and actually 
invite the losses they mourn later. 

This is the verdict of a burglary expert who recently 
put the Syracuse, N. Y., police department on its toes 
with a lecture on the latest tricks, not only of the yegg, 
but also of the borderline criminal—the man who 
wouldn’t be tempted but for someone's carelessness. 

The lecturer was Cecil Roberts, midwestern manager 
of the Mosler Safe Company, who demonstrated mod- 
ern measures to foil safe burglars in a talk before 
Syracuse and Onondaga County police officials and 
rookies in the police school. 

Mr. Roberts documented his talk with case histories 
of actual burglaries and exploded a number of myths 
about safes—including the one that a Jimmy Valentine 
with sandpapered fingers can find the combination of 
a modern safe. It’s sad but true and it kills a good 
story, but there never was a Jimmy Valentine except 
in the mind of O. Henry. The myth, however, is the 
most enduring of them all and safe experts fear it still 
will be plaguing safe men 100 years from now 

Mr. Roberts, who has a background of 35 years in the 
protection field, enlisted the aid of the police in a local 
campaign to educate those handling money in the 
proper safeguards. 

“By taking the precaution to eliminate temptation 
for burglaries and holdups,” he said, “many ot'erwise 
honest young men will be saved from adventures in 
crime and at the same time losses will be materially 
reduced.” 

It’s a popular fallacy, he said, that a “safe is a safe.” 
In reality safes are either fire- or burglar-resistant. 
Many businessmen entrust large sums of money to a 
fire-resistive safe designed for the protection of rec- 
ords. Instead they should put their valuables in a good 
burglar resistive chest securely anchored to the floor, 
if possible in a prominent location. 

“Crooks of today know all this and pick on such 
safes,” he said. “The majority of losses at present are 
from sledgehammer attacks where the safe is broken 
open with heavy tools on the premises.”’ 

Mr. Roberts’ talk was the first ever given by a safe 
company Official to Syracuse police. Arrangements for 
his appearance were made by the Protectall Manufac- 
turing Company, exclusive distributors for Mosler in 
the Syracuse area. 

The audience included Mayor Frank J. Costello, Po- 
lice Chief John A. Kinney, Edwin H. Mosler, Jr., head 
of the Protectall Manufacturing Company, and about 
75 city and county police officers of all grades 

<P 

KENDRICK-BELLAMY OPENS BLUEPRINT PLANT 

Kendrich-Bellamy Company, stationers and office 
supply dealers of Denver, Colo., has announced a new 
blueprint division, which will offer commercial and 
industrial blueprinting service through the Rocky 
Mountain area 

The blueprint department is located at 1437 Tremont 
Pl., several blocks from the stationery store. Equip- 
ment includes a completely modern reproduction plant 
photostat, helios direct printing machines and photo- 
static cameras.—RAL 

<< 
DITTO OF CANADA APPOINTS TWO 

L. A. Watkins, vice-president and general manager 
of Ditto of Canada, Ltd., recently announced in To- 
ronto, Ont., the appointment of J. W. O’Hara as district 
sales manager at Montreal, Canada, and G. C. Sut- 
cliffe as district sales manager at Ottawa. Both of 
these men have compiled an outstanding sales record 
in the business systems field.—GET 
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Why Business Beats a Path 
to MOSLER Dealers’ Doors... 


Has 
, ; ou 
Here’s a sample of that strong sales assistance every your bus 


Mosler dealer profits by. Three eye-catching Mosler ads 
aimed at businessmen all over 


the country! And they’re 


only part of the most extensive 
national safe advertising 
campaign currently running 


in Time, Business Week, 
Nation’s Business, 
Dun’s Review 

American Business and 
Office Management. 





Just another ! er way 


hy p dial 
» Whats be hind th 









Qualified dealers, cash in on 
Mosler cooperation and sales help 





now. You can still obtain an 






Exclusive Mosler Franchise 











for the most complete line in 

ee recordist That the safe business. Be the only one in your 

vow You Can Be Sure Of Your safe territory to sell the finest products in the world 

ot backed by the greatest name in safes and 
safety. Write today for full details. 























Established 1848 
Main Office: 320 Fifth Avenue, New York 1, H. Y. P: 
Factories: Hamilton, O. Be 





Builders of the U. S. Gold Storage Largest Builders of Safes and Vaults in the World 
Vault Doors at Fort Knox, Ky. 














R. C. ALLEN ANNOUNCES SALES STAFF CHANGES 
Four changes in the sales staff were announced re- 
cently by Ralph C. Allen, president of R. C. Allen Busi- 
ness Machines, Inc., Grand Rapids, Mich. 
K. P. Phelps, first vice-president of the company and 
former manager of the R. C. Allen New York City 
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W are ise make the 


of scores of 
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qualifying 


ee K. P. PHELPS ROY GOODWIN 

















branch sales and service office, is now in Grand Rapids 
working on the company’s administrative and produc- 
tion program 

Succeeding Mr. Phelps as manager of the New York 
office is Roy Goodwin, formerly associated with C. E. 


o \ 
SahiOnes- ; Garvin Company, Petoskey, Mich., office equipment 
dealer. Mr. Goodwin has also been active in field sales 
. work with R. C. Allen Business Machines prior to his 
Ottice Supply * present position. 

Richard W. Kett becomes manager of the Washing- 
> Leialers/ 

Be 























REN 4 








. features RICHARD W. KETT ROBERT DUCHENE 
_savills *** 
-e six time-S@ 
» these SP : . : 
Note Order ton, D. C. branch office, succeeding L. L. Inabinet, who 
rou write only One” died suddenly there in September. Dick Kett, a popu- 
1. ¥0 ty Ont Shipment lar figure in the business machine industry for many 
You receive om’) Ticket years, had formerly been in charge of the R. C. Allen 
2. \y One Receiving ” bookkeeping machine sales division 
3, You check om) Robert Duchene was appointed manager of the 
; sniv One Invoices \ Grand Rapids retail sales and service branch office, 
4, You score : having worked up in the ranks as one of the company’s 
1 only One Chee leading full-line salesmen in the nation. 
Fou send ‘ Chicago 
5. Y Associate 1 in _—-_ 
, » closer & sauls meat . — . verenaery —_ 
6. You are * ;, Shorter hat FLO-BALL ADDS SALES EXECUTIVE 


roTiC 
nto most tactO 


Flo-Ball Pen Corporation, 6666 Selma Ave., Holly- 
wood, Calif., recently announced the appointment of 
Jack Gilbert as director of sales. Mr. Gilbert, formerly 
vice-president and director of Pacific Coast activities 
of the Nat Gavender Buying Organization, has been in 
we merchandising for many years with Mandel Brothers, 
ASSOCIATED STATIONERS | Chicago, and Robertson’s, South Bend, Ind. 

SUPPLY COMPANY ] Ernie Harnsberger was appointed western sales man- 


ager. He has been on a trip through the Northwest 
TH JEFFERSON ST. « CHICAGO 6, ILLINOIS ‘ 
data nd Rocky Mountain states in connection with a survey 


f the stationery market by the Flo-Ball Pen Cor- 
poration 


tha 
Quicker Del 
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One central source, one shipment, one invoice 
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STEELCASE 


Business LHquipment. 





METAL OFFICE FURNITURE COMPANY + GRAND RAPIDS, MICHIGAN 











MORE 
SALES 


(a euery mouth of 


the year / 








Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


It is amazing what a transformation Guide-O-folders effect 
in filing systems. Unsightly, dirty, hard working files become 
clean, orderly and workable at once—and stay that way. 
Guide-O-folders always maintain a vertical position in the 
file because they hang. File clerks don't have to push, pull 
and tug to file and find, Guide-O-folders just glide along on 





Guide Ofte 


WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, where information 
may be kept instantly available. The Slid-O- 
Matic top completely disappears at a slight 
push of the finger. It slides back into place 
with equal ease. Gray finish. Sturdy all steel 
construction. Mounted on rollers, the Guide- 
O-file can be moved about as required. 


The Guide-O-file is equipped with 25 Guide- 
O-folders complete with adjustable metal tabs 
and an assortment of inserts for tab headings. 
Guide-O-file is also available without the 


any position anywhere. Slanted at a 45° angle they give stand. 


the steel frames. . . . The adjustable metal tabs permit 
extreme flexibility of arrangement. Tabs can be placed in 


maximum visibility. 


You can make more sales every month of the year selling 
Guide-O-folders. Write for a sample today. 





6 a 
. oa 
Gide Q ay 
STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital data at 
the finger tips—always in an upright position. 
Instantly available and instantly replaced. The 
unit consists of a metal tray and 25 Guide- 
O-folders complete with adjustable metal tabs 
and an assortment of inserts for tab headings. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 





Guide-O-frames set right into any 
standard file drawer—adjustable for 
a snug fit. No cutting of frames is 
necessary. Made of stee!, they w YY | a 
last a lifetime. * \P 
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J. K. BOLING WITHDRAWS FROM SALES AREA; 
ANNOUNCE THREE-WAY SALES REPRESENTATIVES 
J. K. (Jim) Boling, who has been covering the 
office equipment trade in central United States, has 
his brief case for a desk and chair in the 

f High Point Bending & Chair Company 


swapped 
home office 


of Siler City, N. C 
A vice-president 


of the firm, he has been the active 

















es 


J. K. BOLING 











J. B. WAGONER, JR. 


tive for Boling chairs and Alma and 
Myrtle desks since 1936, excepting a period of 39 
months’ service with the U. S. Navy. 

Central United States is a big slice of geography 
but Jim Bi has covered it from the Canadian 


sales represe} 


line to the R Grande, forming many solid friend- 
SHnHins 
hiy 
Coincident his withdrawal from the terri- 
tory on January 1, the appointment of three new 


a tatives is announced by the High Point 
Bending & C Company, Alma Desk Company and 
Myrtle Desk Company selling combination. 

W. H. Daveler, formerly with the Simmons Com- 
pany for approximately ten years and more recently 
Company, Inc., has taken over 


iles repre 


with the Sealright 
ales representation in Louisiana, Mississippi, Arkan- 
as, Texas 1 Oklahoma with headquarters in Dallas, 


C. Scott P ham is the new sales representative 














C. SCOTT PARNHAM W. H. DAVELER ~ 


f Myrtle, A 1 and High Point products in Illinois, 
Indiana, Wisconsin, N. Dakota, S. Dakota, Nebraska, 
Iov Ka Missouri, Colorado, Minnesota, Wyo- 
ming, Me ind the upper peninsula of Michigan. 
Mr. Par rings to his new connection a back- 
ground of 26 years’ experience in office equipment 
J. B. Wagoner Jr., a native of Washington, D. C., 


formerly wi International Business Machines since 
1941, excepting the period from September ’42 through 
April °46, when on military duty, 
representat of the Alma, Myrtle and High Point 
firms on November 1. Mr. Wagoner will cover Vir- 
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TRANSFI 


began his sales | 





MORE 
ee ee 


(4 CUCTY mouth of 


the year 


trademark 


LE 


STEEL FRONT 
FIBRE BOARD FILES 


are still the low cost way of keeping 
semi-permanent and permanent records 
accessible every minute. Made of high 
test fibre board, TRANSFILE Files are 
reinforced with steel so that all the 
weight is supported on steel. Drawers 
slide in and out with surprising ease. 
They can be securely interlocked into 
solid batteries as high and wide as you 
please. Shipped flat, they fold together 
quickly and easily without tools, nuts or 
bolts. Send a sample order today. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 


335 CANAL STREET . 







2 models—13 sizes— 
there is a TRANS- 
FILE File for every 
need 
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LUXURIOUS COMFORT 


by “Taylor 


This new TAYLOR 26” HIGH BACK is designed to give the 
selling features your customers want . . . to meet a definite 
need. It offers more of the benefits they want ... it has 
everything. 





It has deep pillow-spring cushioned seat and back. Seat cush- 
ions are reversible . . . one side leather for general use and 
the other Gros Point fabric for coolness during summer days. 
The arm rests are wide and made of foam rubber. The chair 
frame is genuine walnut. The extra inches in height of back 
offers a head rest that is sure to find instant favor for the 
successful executive who wants the utmost in relaxing comfort. 
Matching guest chair is TAYLOR No. 4802. 


The TAYLOR line is complete .. . 
fortable Upholstered 
Chairs, All-Wood Chairs, Turned-Leg Chairs 
and Modern Chairs, chairs matching steel 


desks. 


( or’. 


Posture Chairs, 





The‘Taylor Chair Company 


FOUNDED 1816 





; THE TAYLOR CHAIR COMPANY, Bedford, Ohio 
Date 


! Please send dealer proposition and open territory. 


| Address 
| City State 
| By Position 


! 
| 
| 
| 
Name 
| 
| 
| 
SS A 





ginia, West Virginia, Maryland and the District of 
Columbia. 

The 3-way sales combination of Alma Desk Com- 
pany, Myrtle Desk Company and High Point Bend- 
ing & Chair Company is declared to offer decided 
advantages to buyers, with particular stress on pool 
car shipments from one point. 

——- 


CONLON MARKS 30 YEARS WITH 
ROCKWELL-BARNES 
Congratulations are in order for J. Edward Conlon, 
vice-president and sales manager of Rockwell-Barnes 
Company, Chicago, who will soon celebrate his thirtieth 
anniversary with the firm. Way back in 1919, he began 
his career in the stationery supply business by taking a 
job in the Rockwell-Barnes factory. Sales work soon 





J. EDWARD CONLON 


beckoned, and since then he has covered the entire 
United States as sales representative for the company. 

Best known as “Ed” to thousands of admirers, Mr. 
Conlon is one of the most popular figures in the indus- 
try. A past vice-president of the manufacturers’ divi- 
sion of the National Stationers Association, he is highly 
regarded as an after-dinner speaker, and has fre- 
quently addressed sales and convention groups all over 


the country 
—-¢ 


HOTCHKISS PLANS ADVERTISING CAMPAIGN 

David McGilvray, president of the E. H. Hotchkiss 
Company, Norwalk, Conn., announced recently that, 
under the new management, one of the first expansion 
activities of the company would be to undertake an ex- 
tensive advertising campaign in newspapers, trade 
papers, industrial and consumer magazines. In this 
connection, William von Zehle & Company, Inc., New 
York, N. Y., advertising agency, has been engaged to 
handle the Hotchkiss account, with Van Lear Wood- 
ward, Jr., vice-president, serving as account executive. 

The E. H. Hotchkiss Company, with factory occupy- 
ing a three-story building, is manufacturer of stapling 
and tacking equipment for office, industrial and home 
use. The first practical stapling machines were manu- 
factured commercially by the E. H. Hotchkiss Com- 
pany, President McGilvray said, and the company 
helped to pioneer the field in this type of office acces- 
sory 

I 


TAMPA FIRM TAKES A NEW LOCATION 

T. A. Fulghum, president of Fulghum Office Economy 
Index, Tampa, Fla., recently announced that the com- 
pany has moved the present office furniture depart- 
ment at 100 Twiggs St. to 608-10 Florida Ave., Morrison 
cafeteria’s former location. 

The new location will offer nearly 4,000 feet of floor 
space. Mr. Fulghum said that the office supply depart- 
ment, located next door at 606 Florida Ave., will be in- 
corporated soon with the furniture department and 
that a card department would be established in its 
place. The company has a ten-year lease on the build- 
ing.—JL 
1949 
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Building for today 
== ... and Tomorrow 





e A-S-E factories in Aurora, Illinois, and South 
Bend, Indiana, are more than just so many bricks 
and so much mortar. They're almost like living 
things, in that they have 36 years of growth be- 
hind them, a well-developed sense of responsi- 
bility to the trade, character founded on product 
dependability, and confidence that the future 
holds an ever-growing acceptance of A-S-E 
products among dealers and users. 
This rare combination of qualities— 


responsibility, dependability, confidence 


—is building Dealer Benefits and Product 





Preference for today and tomorrow. 











ALL-STEEL EQUIPMENT, Inc. 


900 Cleveland Avenue, Avrora, Illinois 
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AMES SUPPLY 
COMPANY 


MANUFACTURERS — DISTRIBUTORS 


* 


TYPEWRITER PARTS 
PLATENS 
ACCESSORIES 


Ames Quality Accessory Items 


* 


® True-Mark Felt Typewriter Pads 
@ True-Mark Stenographers’ Cleaning Sets 
® True-Mark Liquid Type Cleaner 
@ True-Mark Plastic Type Cleaner 
® Gold Crest Ribbons 

® Gold Crest Stencils 

® Gold Crest Duplicator Ink 

®@ Gold Crest Correction Fluid 

® Gold Crest Wrinkle Finish Polish 
@ Peerless Rubber Typewriter Keys 
@ A. W. Faber Erasers 


® Toledo Guild Typewriter Stands 


For Quality Accessories 


Specifically Request Above Items 


AMES SUPPLY COMPANY 
564 West Randolph Street 


Chicago 6, Illinois 


BRANCHES 


37 Murray St. 


New York 7, N. Y. 


583 Market St. 1913% Commerce St. 
San Francisco 5, Calif. Dallas 1, Texas 

417 Wall St. 191 Cain St. 

Los Angeles 12, Calif. Atlanta 3, Ga. 


Agents in the Principal Cities 
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APPOINT KICKELS, RAGAN NSA CHAIRMEN 

The National Stationers Association offices at Wash- 
ington, D.C., has announced the appointment of the 
two top leaders for the annual convention to be held 
in Chicago October 2-6 at the Stevens Hotel. 

Chairman will be Gordon J. Kickels, C. L. Barkley 
& Company, Chicago. 

Assisting as co-chairman will be Russell E. Ragan, 























GORDON L. KICKELS RUSSELL E. RAGAN 


American Pad & Paper ompany, Chicago. 

The two men, known to the industry through their 
co-operative roles in former NSA conventions and 
leadership in the Great Lakes Travelers Club, will be 
in charge of the arrangements for NSA’s 1949 session 
and will direct many other departmental chairmen yet 
to be named. 

—- 
GIERINGER BUYS TIME RECORDER FIRM 

Controlling interest in the Cincinnati Time Recorder 
Company, one of Cincinnati’s oldest firms, has been 
purchased by Carl K. Gieringer of Miamitown, Ohio. 
The property was bought from the Walter E. Schott 
interests. The company’s products include payroll 
records, job and cost stamps and recorders, and pro- 
gram, instrument, and time card racks.—AK 


Oe 


MOSELEY OPENS NEW OFFICE SUPPLY FIRM 

Clyde Moseley, veteran office supply dealer at West 
Plains, Mo., has opened a new office supply shop in 
that city. Mr. Moseley, who for a number of years was 
manager of the Price-Jones Office Supply Company 
at West Plains, has stocked a full line of new and 
used typewriters as well as other office supplies and 
will operate an office machine repair shop. 





VISITS EUREKA SPECIALTY FACTORY.—Eduardo Rihan 
(right), who represents Eureka Specialty Printing Co. in 
Mexico, gets first-hand knowledge of the complicated steps 
in his company’s highly-specialized field from Stanley W. 
Linham, assistant sales manager, in the plant at Scranton, Pa. 
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‘ Marks of Progress 





was 
any In a successful company there will naturally evolve, down 
and through the years, improvements and refinements in product, 
and in appearance, in trademark design. This is particularly true 
of Standard where every day is dedicated to progress, to 
research, and to new ways of doing better even the smallest 
things. In all our activities, one desire is paramount, — to 
produce the finest in everything we make. The Standard 
Trademark epitomizes this policy. It is our unequivocal guar- 
antee of quality. When you own a Standard Duplicator you 
have the “Crowning Achievement in Fluid Duplicating’’. 
Standard Duplicating Machines Corp., Everett 49, Mass. 
2 
STANDARD = DUPLICATORS 
han 
in 
eps 
Ww 
Pa. 
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with the cigarette with the with an ; 
burn proof top! tilt-top desk! adjustable foot-rest! 





: ir fig Ty o be 

2 — *% vf oe 3 oxual s 

‘ with adjustable e with fully-extendable [ 
Crd typewriter platforms! Cre drawers! ' 


desk line with so many selling features! 






















The Myrtle Pacemaker series incorporates not only 
5 Pacemaker ‘“‘firsts’’, but 15 other wanted features; 
each designed to increase the efficiency and satisfac- 
tion of the user. 

These 20 features, more than are offered in any other 
one desk line, provide the additional sales-impetus and 
customer satisfaction that assures fast turnover and 
repeat sales to every Myrtle dealer. Something new and 
practical in every desk for every user. 

Supplementing the outstanding ‘‘firsts’’ of the Pace- 
maker series with a full line of conventional desks, Myrtle 
leads the field— in complete coverage of the desk market 

in desk-improvements-—in features that help you sell! 


MYRTLE DESK COMPANY 


HIGH POINT « NORTH CAROLINA 





AC. EY) 
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4 NEW ERA IN CALCULATING MACHINES 
‘ontinued from page 37) 





netic tape or wire for their external memory. This me- 
mpact, durable, and erasible. 

inp output, existing machines using 
a maximum input speed of ap- 


lecimal digits per second. It can be 


punched cards have 
proximately ZUU 
easily seen how this slows down an electronic machine 
when one realizes that for the ENIAC the total addi- 
tion time is 0.2 milliseconds and the total multiplica- 
tion time is 2.8 milliseconds, whereas the time to read 
n two te! numbers from one card is about 400 
milliseconds. Now with the use of magnetic tape, 8,000 
decimal dig be read into the computer in one 
magnetic tape 
—_ Due to the increased input-output speed, the devel- 
) opment of larger high-speed memories, and faster 
facilities, the new proposed machines will 
werful than any machine in existence 


second from 


computing 


be much mort 


today 

A person pencil and paper might be able to 
multiply tw digit numbers together in about five 
minutes. The ENIAC could do it in less than three 
milliseconds. Some of the new machines are designed 
to do it in I than one millisecond. Loking at il 
this way, one of these machines will be worth over a 


quarter of a million people. This is a conservative 
estimate, as some of the new machines are actually 
planned to be factor of four faster than this, and 
furthermore, who could cause 250,000 persons to work 


together efficiently on a computational problem! 
Speed Creates Problems 
This grea icreased speed creates new probiems. 
’ The person ontrol of the machine must be capable 
of planning foresight. They must be able to fore- 
possibility of the machine going 


see and forest i any 


urse of computing a problem. The 


astra lI 
enormity I problem can be clearly seen when 
one realize giving the machine instructions 
every hou equivalent to giving 20 persons enough 
instructions at one time to last them for more than 
five years I mputing < 
is | Unlike the ENIAC, a number of these new machines 
ire intended to be “general purpose”. That is, by 
ogrammi ey can be made to carry out all kinds 
mpd i 


putati Thus, they will be able to imitate 
ther « puting machine. This property of gen- 


other interesting possibilities for the 


¥ macnl 
Althougl! machines are generally called auto- 
itic digital mputers, there will be other fields of 
)plicatic them besides computing. These ma- 
e l ally handle a memory of several mil- 


all the words in a tele- 

‘such as that used by business 

the complete meanings for each 

red in this memory. If the appro- 

te instruct were given, a coded message could 

achine and the appropriate meaning 

be chosen and placed in sequence 

pe. This process could proceed at a 

ords per hour. With the large high- 

tainable by “translation” speed might 
1,000 words per minute 

means that the 

ted sense “translate” any foreign 

thus enabling one to obtain 

ransiation of any work much quicker 

an is nov ible. This would be of inestimable 

alue to work in scientific fields who wish to obtain 

translation f technical articles in foreign languages 

ire not] for the style or form of the article 

iS ] t nderstandable. Undoubtedly scientific 

lati f te to scientists in our own country 

beca f eir inability to read the reports of for- 

Z eign scientists. It should, of course, be understood that 
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WE desk set line 


Is Wis you need 


...the Sengbusch HP-6 Handi-pen has 
the utility and appearance that please 
both hard-boiled office managers and 
demanding executives 























It appeals to busy executives and professional people 
—Smart and dignified HP4 Handi-pens make a big im- 
pression on all who see them. In addition to good looks, 
they offer smooth, efficient, instantaneous writing service. 


Ideal for the entire office force—These efficient desk 
sets, with their effortless writing, save time and eliminate 
disturbing annoyances such as constant refilling, clogging, 
flooding. They are reasonably priced and find a sizeable 
market among quantity buyers. 


Has famous “Capillary Action” inking principle—The 
HP holds 6-months supply of ink. Thanks to the scientific 
Sengbusch method of inking, there is no ink deterioration 
or waste; the last drop of ink in the container is as fresh 
as the first. 

For a sound inventory investment that turns over fast, 
and keeps on turning, concentrate on Sengbusch Handi-pen 

the writing champion. Place your stock orders now. 
Write for circular P47. 


Sengbusch Self-Closing Inkstand Co. 


319 Sengbusch Building * Milwaukee 3, Wisconsin 


<& 
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In extending the 


Seasons Greetings 


to our friends 


Old and New 


We again pledge to continue our efforts 
of the past half-century toward the manu- 
facture of the finest quality carbon paper, 
inked ribbons and carbonized rolls 

To our OLD FRIENDS, thanks for your 
confidence and patronage down through 
the years. 

To our NEW FRIENDS, please consult 
us on your ribbon and carbon problems 
We offer vou the benefit of our long ex- 
perience and thorough knowledge of the 


dealers’ needs 
Sert ic ¢ and 


“The Compl. te Line 





H. M. STORMS COMPANY 


STORMS BUILDING 
BROOKLYN 16, N. Y. 


~ 
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the “translation’”’ provided by the machine will prob- 
ably always be in essence a rather primitive basic 
verbal substitution, although as the theory of pro- 
gramming machines develops, and as the machines 
themselves become more complex, it may be possible 
to achieve surprisingly sophisticated translations, at 
least in the case of certain languages 


Here’s an Example 


It is worth noting in this respect that Webster’s 
Collegiate Dictionary contains approximately 60,000 
words. This number is roughly equivalent to one- 
quarter of a million standard six-character words of 
the type used in these proposed computers. This 
means that a memory unit could contain all the 
words in Webster’s Collegiate Dictionary as well as 
from one to three foreign language equivalents for 
each word. For example, suppose that a translation 
of a German article was desired. The memory unit 
of the machine could contain at least 60,000 German 
words with from one to three English meanings for 
each word. A typist would type the German articles 
on to magnetic tape. This tape would be processed 
in the computing machine, and output tapes could 
be obtained which when passed through a printer 
would give on sheets of paper a word for word “trans- 
lation” of the article. Any foreign language which 
can be written using the ordinary English alphabet 
could be similarly handled. 

The new machines will also undoubtedly have wide 
applications in accounting fields. For instance, a cen- 
tral machine with connections to each “time clock” 
could be installed in a large factory. When the em- 
ployee came to work he would punch the clock and 
the central computer would record the fact. At the 
end of the pay period the computer would search its 
memory for the facts on this particular employee, 
such as the withholding tax, social security deduction, 
any bonuses due him, and so forth, and then, taking 
ali these into account, compute his salary. It would 
then cause the “time clock” to print and deliver his 
check directly to him. 

It could also take care of other details such as ad- 
vances in salary. If an advance was applied for, the 
machine would automatically look up the facts con- 
cerning this particular employee, such as length of 
service, or any other arbitrary facts upon which the 
machine had been previousiy instructed to base the 
loan decision. If the employee “deserved” the loan, 
the “time clock’”’ would immediately produce the check. 
Then as long as necessary the machine would deduct 
the necessary amount from the employee’s pay checks. 
The machine could conceivably do all these things 
without manual attention beyond ordinary mainte- 
nance. 

It is interesting to note that J. L. Lyons, Ltd., in 
England is thinking seriously about the possibilities 
of having a machine developed for use in duties of 
the above-mentioned sort. 


Can Code Own Problems 


Another interesting problem along this same line 
concerns the ability of the new machines to do their 
own coding of problems. They would do this by trans- 
lating the ordinary mathematical language into actual 
ceded instructions for a particular problem. 

The new type of computing machine now being de- 
veloped can also be considered as a model. It is stand- 
ard practice to build prototypes, to construct models 
and to test them, and to make pilot runs in industrial 
processes. Illustrations may range from the problem 
of the proper placing of machines on factory floors 
to the testing of model airplanes in wind tunnels. 
Many of these tests are extremely expensive to per- 
form and often because of their nature only incomplete 
records can be taken, for some tests involve destruc- 
tion of capital equipment. The results of many of 
these model experiments could be produced mathe- 
matically. The new machines could be made to sub- 
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Now, VICTOR Adding 


with Completely Automatic 


CREDIT BALANCE ‘ 


Adds, subtracts, multiplies, divides Wherever fast, exact figuring 

and NOW automatically computes quired—<whether in giant corporation 
‘CREDIT BALANCE. Even more. ver or the one-man business—you'll 
satile than before, this famous al!-pur sTet cela Mmeleltel Mm ToMmel la ta-telottels 

pose Victor Electric does more figure They’re precision built, sturdy —wit! 


problems . and a reputation established by Victor: 


easily. Anyone can operate it. 


- accurately, quickly. 


thirty years of progress. See them now 


Now Add These VICTOR PLUS FEATURES! 
Cushioned feather-touch 


Natural reading angle 


. 2 keyboard and “live” con- ee Eye-ease colors cut glare, 
trol keys give speed, ac- =~ reduce operator fatigue, 
and eye strain. 


curacy, ease of operation. 


Light weight, about 15 
pounds. Easily carried. 


Fully guaranteed. Nation- 
wide service points con- 
veniently located to insure 
prompt, efficient service 


Machines 












The world's largest ex 


monvufacturer of adding 


Now in our thirtieth year 


ick! 


al, 
ix 

i Simply flick the 
“TOTAL key and 
MPT MAL ANE © 
is computed and 
printed on the tape 
instantly, auto 
matically. No extra 
key! No extra opera 
tion!Fast.Easy.Exact 





VICTOR Adding Machine Co.  chicoso 1, winois 


Direct factory branch offices and authorized dealers everywhere. Consult your loca 


ph 


ne 


b< 


»%k for nearest representative, or write 


nachines 














Haue you heard 7) 


Two NEW Yast Selling Jlems 
haue joined the PARKER “xe of 
STEEL OFFICE EQUIPMENT 


The Bookcase is of stand- 
ard size with disappearing 
glass front panel for clear 
visibility. Available in three 
different sectional sizes: 


H WwW D 
12" x 35%" x 12" 
15" x 353%," x 12" 
18" x 353%" x 12’ 








STEEL SECTIONAL BOOKCASES 


AND 


FILE HEIGHT STEEL CABINETS 


Both are 
gauge steel... 
welded, sturdily constructed 
completely reinforced 


made of heavy 


electrically 


and 
throughout. 

The Storage Cabinet is file 
height, 
arrangement in well ordered 
fashion in both 
plant. Shelves are adjustable 


permitting uniform 


office or 
every two inches . . . de- 
pendable three way locking 
device. Sizes, double door 
52" x 30" x 18" and 52" x 
30" x 26!/," single door 52” 
x 24" x 26!/,". Baked on en- 


amel finish in green, gray or 
and ma- 





grained walnut 





hogany. 
WRITE FOR LATEST CATALOG AND DEALER PRICES 


PARKER STEEL PRODUCTS, INC. 


Manufacturers of Stee! Office Equipment 


54-60 COLUMBIA ST. BROOKLYN 2, N. Y. 





stitute as a universal model for a large class of these 
model experiments. Before this could be done, how- 
ever, two assumptions would have to be satisfied. The 
physical problem would have to be completely de- 
scribed by known mathematical equations or relations, 
and the numerical procedures for solving these equa- 
tions must involve only a reasonable number of steps 
(what would be considered reasonable would naturally 
vary according to the importance of the problem). 
Of course, it should be emphasized that none of the 
new proposed type of machines have been completed 
as yet. It will be a number of years before applications 
such as those mentioned in the preceding paragraphs 
will be put into effect. 

From all this it might appear that when the new 
proposed machines are put into operation the older, 
or slower, machines will become obsolete. This is not 
the case. There will always be a place for hand-com- 
puting, desk machines, and relay machines as well as 
for electronic large-scale digital computers. For each 
type of machine there is a class of problems which 
can be done most efficiently on it. Furthermore, each 
class is large enough to keep each type of machine 
busy. 

Now, mathematicians must re-examine all numerical 
methods. Some which were discarded as unsuitable 
for pencil and paper methods, or small desk machines, 
might be best for the new machines. New methods 
must be devised for problems heretofore intractable 
because of their complexity. The new machines will 
make it possible for the mathematician to solve prob- 
lems which would have been hopeless to solve in the 
past. Truly, here at hand he has a new and powerful 


tool whose full value he is only just beginning to 
realize. 
FOOTNOTES 
Babbage, Charles, Passages from the Life of a Philosopher, 1864. 

2 Alt, Franz, Operating Characteristics of the Aberdeen Machines. 
\ paper delivered at the meeting of the Association for Computing 
Machinery held at Aberdeen, Md., on December 11 and 12, 1947. 

3. For example, the National Bureau of Standards has sponsored 
computing machine development at the Eckert-Mauchly Computer Cor- 
poration of Philadelphia, Pennsylvania, and at the Raytheon Manufac- 
turing Company at Waltham, Mass. Recently the Bureau has given a 
development contract to Engineering Research Associates of St. Paul, 
Minn., and has started to design and construct an “‘Interim’’ electronic 
calculating machine in its own laboratories 

4. von Neumann, John, “Electronic Methods of Computing,” Bulletin, 
The imerica? icademy of Arta and Sciences ol. 1, Ne 3, March, 
194 (Summary of a paper presented before the Academy February 11, 

448: prepared by Philip Franklin, M.I.T.) 
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VICTOR VISIBLE DISPLAY—This window display was in- 

stalled by the John R. Rembert Co., New Haven, Conn., and 

resulted in many inquiries and substantial orders for Victor 
Visible equipment in the New Haven area. 


January, 1949 
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Bank Club recreation room for employees of National City Bank 


BEAUTY BECOMES THIS BANK. \ew/y re-decorated City 
f } 120 pieces of furniture recently bought for this beautiful club room, 116 pieces are covered with Kalistron 


Wc AE j e Deawuly Wr 44 Cun Bunt On 


National City Bank—to buy wisely, to look for and get the finest in furniture style, beauty 
lity. 
nas of High Point to continue its leading role as manufacturer of quality office furniture 


zht and built right at prices people want to pay these days. 


new 


line is available in prize-winning Kalistron, top-grain leather or other plastic cover- 


ils. Kalistron’s beauty is more than “skin deep” . . . its color is fused to the underside of a 


sheet, thus affording permanent beauty thru permanent protec tion. 


more, dealers are turning to Thomas for finer furniture. 


Kalistron is the name of new 


improved Blanchardized Vinvlite 


THOMAS FURNITURE COMPANY 


HIGH POINT, NORTH CAROLINA 
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ROCKWELL-BARNES NAMES H. 0. ATWOOD 

ASSOCIATES EASTERN REPRESENTATIVE 
Rockwell-Barnes Company, Chicago, announces the 
recent appointment of H. O. Atwood Associates as 


eastern representative for Rock-a-File and other prod- 
ucts of its office equipment division. Manufacturers’ 
wt; T R E S representatives for the past 13 years, with offices and 


YOU INCREASED 
SALES AND PROFITS 


Th UW 


C A ~ & 0 & PA p FE i S display rooms at 10 Thomas St., New York City, H. O. 
Atwood Associates will serve as sales agent throughout 


the Atlantic seaboard states from Maine to Washing- 


TYPEWRITER CARBON BILLING CARBONS ton, D. C., including Vermont. 
FAN-FOLD CARBON PENCIL CARBONS Headed by Harold O. Atwood, a veteran of more than 


25 years in the office equipment and stationery indus- 
CARBON JACKETS REGISTER ROLLS try, the firm’s sales staff includes Charles W. Fiske, 


James D. Row, Wayne Petrie and Jack Heinly 











> 


| i K FE p R | Kh i 0 » S NEW FIRM IS OPENED AT MIAMI, FLA. 


A new firm in Miami, Fla., located in the beautiful 
Arant Building, is Davis & Locke Business Machines, 


TYPEWRITER RIBBONS TABULATING RIBBONS Inc., 1526 N. W. 36th St. Both the partners have 
Addressograph RIBBONS TIME STAMP RIBBONS had long experinece in this line. Mr. Locke has 


: : spent 12 years of his 26 years of business machine ex- 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS perience with the Burroughs Adding Machine Com- 
pany. Mr. Davis has been operating his own business 
| machine store in Ft. Lauderdale for the past three 


os ECTOGRAPH SUPPLIES | years. He was with the Burroughs company for ten 
years. 


They will carry all popular makes of cash registers, 

HECTOGRAPH CARBONS MASTER UNITS adding machines, duplicating machines, typewriters, 

HECTOGRAPH RIBBONS DUPLICATING FLUID both portable and standard, filing equipment and sup- 
Hand Cleansing CREAM CORRECTION PENCILS 





plies, office furniture and equipment. In a short time, 
four more persons will be added to their personnel, but 
for the time being Mr. Davis and Mr. Locke will take 
care of the store. 

In addition to the sales department, there will be 
expert repairing of all types of office machines. This 
is the only shop in the Allapattah section —JL 

—-— 2 — 
REMINGTON RAND APPOINTS REDFIELD 

Appointment of R. F. Redfield as branch manager 
at Milwaukee, Wis., of the tabulating machines divi- 
sion office was recently announced by Remington 
| Rand, Inc. Mr. Redfield, who has been a sales repre- 
sentative in the Milwaukee office, replaces R. O. 
Paulson, who is now in charge of the company’s office 
in Minneapolis, Minn. He joined Remington Rand at 
Milwaukee before the war in which he served as a 
major in the U.S. Army.—JEH 


—- © 


KANSAS FIRM WINS PRIZE FOR DISPLAY 
Rowland’s Book Store, Lawrence, Kans., recently won 
a $100 prize for a window display featuring the Ameri- 
can College dictionary. This was a nationwide contest 
Rowland’s entered a black and white photo done in 
colors. Harper's, publishing house, gave the prize. 


clo- MFG. CORP. 


529 So. Franklin St. 401 Wood St 270 Latayette St The window was decorated by Mrs. Margaret Travis, 
Chicago 7, Ill Pittsburgh 22, Pa. New York 12, N.Y of Lawrence, who also made the sketches and drawings 
Factory: Loraopolis, Pa used in the display—GMH 
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ative UNITY EXPORT CORPORATION, 295 Madison Ave, New York 17, New York 








With colorful tabs of lastée 






| The basic principle is sound. 
You read from left to right— 
} like a book. 


Locate the guide you want, 
then the individual folder. 


The miscellaneous folder holds 
the occasional letter. 





SMEAD'S 7% 
| division GUIDES 


REG. U. S. PAT. OFF, 











DIRECT THE EFFORTS OF THE FILE CL 


j 


l, pet 
4d 
Ad 
—— 
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When you refile, use the num- 
ber shown on the folder tab 
—place behind the guide of 
the same number. Aft the | 
same time you double check 
against the alphabetical char- | 
acters. ) 


Use an OUT GUIDE to control | 
material taken from the file. 
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_ folder label. 
Several colors 
for classification. 





















nin ari 


Celluloid Tabs 
1987-25 





The de luxe miscellaneous folder. 
Angle insertable tabs. 
20 point Smeadfibre. 








—_— The The OUT GUIDE. A control factor. 


The individual folder. 
Note the TWO-PLI-TOP at the 
point of greatest wear. 





For bulky material. | 
Expansion up to 51%”. \ 
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Hi 


ay 
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The miscellaneous folders. 
Green Jutefibre. 

















Export Representatives 





UNITY EXPORT CORPORATION, 295 Madison Ave 


New York 17, New York 
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Work flows smoothly across a desk when both parties are 
relaxed and comfortable. In conference or dictation, the 
person at the back of the STEEL AGE Executive desk has 
plenty of knee room too, thanks to the special recess. In 
fact, everything about the Executive desk is keyed for 
comfort. The island-type pontoon bases mean worlds of 


extra foot room the adjustable height means comfort 


> = 
oe | ~ 
> t_ — 
| ; 
i - a 
L. 1 i 
. | — “ 
: 
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The STEEL AGE Executive Desk 


gives Secretaries a break 





All STEEL AGE desks have 
adjustable gliders for level- 
ing on uneven floors and 
to adjust height im any 
degree from 29" to 3014". 







in Com fo rt too! 






that’s tailored to your physique. Ball bearing suspended 
drawers glide open at a touch and the no-glare Corroleum 
top is pleasant to the eyes. Add a full measure of un- 
matched beauty, superb construction and masterful metal 


craftsmanship and you'll understand why everyone says, 
“Sell STEEL AGE and you sell the best in steel office 
furniture!”’ 


. 
z Ss | 6 


CORR Y—JAMESTOWN 
MANUFACTURING CORPORATION * CORRY, PA 





123 

















































y 











far YOUR BOLING CHAIR SALES 
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Watch the BOLING sales-curve! 


Select the line that will best 
improve your individual profit- 
picture, and best fit the require- 
ments of your customers. 

Over forty-four years’ experi- 
ence in the manufacture of all 
types of office chairs enables 
the High Point Bending and 
Chair Company to manufacture 
BOLING CHAIRS for today’s 
market that complement all cur- 
rent desks; that are outstanding 
in quality, in styling, in sales- 
appeal...in the extra value that 
makes them America’s fastest 
selling chairs! 


WRITE TODAY FOR OUR CATALOG, 
““CHAIRS FOR ALL BUSINESS"’! 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 





No. 4857 SWIVEL ARM CHAIR 


- . 4 - e 
High Point Bending & Chair Company of Siler City, N.C wemcricar Fastest Selling Chair ; 
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THE LEGAL FIELD —A GOLD MINE 
tinued from page 30) 
id-fashioned and because they are lawyers. I consider 
this a weak argument, because I have discovered in 
my dealings with lawyers that they are not only smart 


’ 
eee 4 


by virtue of their academic training, but that they are 
definitely human and understanding. In fact, lawyers PRO UC 5 OR T 0 C 
are often more willing to listen to a salesman’s presen- D T F HE FFI E 
tation than e majority of other types of pros- 
pects. Howevel! iny lawyers have indicated to me : 
that they wou e interested in buying this or that, 200 
but that salesm«e not call upon them frequently. If 
they - call, the infortunately may pM — ata @ Like substantial old friends, these 
time when the busy lawyer was engaged in a court case , A 
und, under ex yr conditions, the lawyer could not Lawson products for office and insti- 
see them at that specific time. Then what happens? tution have character. Lawson is a name 
The salesman !{ ets all about the lawyer until, per- to remember. 
haps a yeal ; later, when by chance he may be 

i throu the territory and decides to take a 

ce and st as a matter of good will 


Pays to Keep Calling 


On the ot! nd, the salesman who makes fre- 
yuent calls uj] iwyers and attempts to convert an 
inappreciater eed into a want is certainly going to 
et more thi share of sales and profits and/or 

mmissions. This statement has been conclusively 
I by those progressive star salesmen to keep 
knocking he door of lawyers 

Consider th who has just passed his state bar 

ination ntemplates building up a practice 
isider al e practicing lawyer who has estab- 
shed sucl tice. It can justly be said that all 





* An ornamental and 
highly serviceable sandurn, 
trimmed with stainless steel 
or polished copper for 
beavty and permanence. 
No. 6000, 


ailabl rT) ve to be taught and sold or edu- 
ted on the intages of having them. That is why 
egal field a gold mine in my observation. The 
that some wyers have been sold a few lawbooks 
lis or that does not clearly indicate that he will 
buy someth else if presented in a way to create 


The medic: fession, the engineering profession 
ind the dent rofession appear to be exactly in 
the same posit But aggressive salesmen of these 
fields go about it differently in creating a desire for 
i ; a result, make sales for the organ- 
zations they represent. The wide-awake salesman * NEW! A wonderfully smart, 
vho explores the legal professional can offer service new-style receptacle. Stainless 

i constructive suggestions. Accordingly, such sales- steel door and trim. Nerd 


' ree, nN oll lewwer ; ti t . white or green enamel. Vermin 
nen can prosper and sell all lawyers from time to time, and odor proof, Stainless steel 


he works tently at it. Try it for six months bond at bottom, curled under, * Wisely designed and 
nd, it is bel é by the writer, that if your gross No. 1001. made of panelled steel, 
rnings are t 50 per cent higher than heretofore, Lawson waste-baskets take 
fault lie the selling technique and not in the hard usage; reduce fire 
er’s k of interest to buy this or that hezord. Olive green, wal- 
nut, metallic gray. No. 34. 





Contacts Help Salesmen 








f a salesn is determined to sell lawyers, he pro- 
les a mea f making himself successful and finan- 
lly hap} e from obtaining a wealth of knowl- 
e he ma e not heretofore gotten from the rich 
xperience in selling the legal profession. That is why, 
erhaps, lawbook salesmen acquire a wide range of 
lerstandit ith the air of confident assurance Meme Waste-basket 
selling experience cultivates. So salesmen of other Waste-basket No. 2900 
lucts al ervices can influence the lawyer and Utility Receptacle No. 2 
ly break n local prejudices. A salesman who No. 110 
lawyel! n my observation a worthy repre- 
entative and thereby renders an unlimited service 
Since all lawyers are busy with problems of law, it 
ppears nec y for the Banal to inform them THE F. H. LAWSON CO. 
rding ve learned that no lawyer is ever 850 Evans Street 
US) talk with a salesman at one time — . . 
ther, if alesman can convince the lawyer Cincinnati 4, Ohio 
the ite e is offering will “help” him in his 


19S YEARS 


wwing need for well-trained, earn- 


salesmen in selling the legal 
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ISTEEL TRANSFER 
CASES... 


...Can be Stacked 


and used as a file 


Immediate 
Delivery 

Steel transfer cases in 
sizes—as shown—CAN 
BE USED AS A FILE. Inter- 
locking legs to assure 
sturdy stacking. Ideal for 
small offices or vaults. 
Constructed of heavy 
gauge steel to stand up 
for years. High gloss 
olive green baked enam- 


el finish. 





INSIDE DIMENSIONS OF FILES 
Width Height Length Packed 


No. 5 Letter Size..... ..12Y_ x 10% x24 1 With or without rollers 
No. 6 Lego! Size....... 15% x 10% x24 1 With or without rollers 
No. 11 Voucher Size..... 8Y%. x 5% x24 3 On Guides Only 
No. 12 Invoice Size......10 %« 8 «24 3 On Guides Only 
No. 14 Check Size..... 2 x 3% x24 3 On Guides Only 


No. 5B Letter Base 

No. 6B Legal Bose 
Write for Literature on Other Sales 
Producing OFFICE ACCESSORIES 


M. E. EHRMAN & CO. 


30 N. LASALLE STREET 


CHICAGO 2 ILLINOIS 

















profession, inasmuch as lawyers need and use a variety 
of products and services that are sold. Of course, the 
salesman selling such prospects should obviously be 
equipped and trained in the technique of selling the 
legal profession the things it requires. But that is, 
after all, a matter for the sales manager to attend to 
from time to time. By studying the ways and means 
of lawyers, salesmen can truly be termed a “man of 
the world” and feel at complete ease when calling on 
and finally selling the legal profession. Though there 
is much dignity and dramatic action in the life of a 
lawyer, there should also be as much in the life of a 
salesman who sells the legal profession. In the light 
of the foregoing comments, it must not be inferred 
that the legal profession offers no opportunities for 
alert and aggressive salesmen. Hence, it requires the 
salesman to be continually calling on lawyers that 
will result in more sales. 












Minds 


Salesmen who learn how to sell the legal profession 
have one advantage over many other types of fields. 
They are selling legal minds who possess the power 
of observation and understanding. The continual con- 
tact with the active life of a lawyer and with the 
multitude of ever-changing problems with which he 
is faced not only helps to keep the salesman 
young, but also enables him to cope with nearly all 
sales situations. So the misconception of salesmen 
exploring the legal profession is often misunderstood 
by those who have not had any experience in dealing 
with lawyers. The expert salesman can and will secure 
orders in this field. 

Remember, the selling of lawyers is not a contest 
of wits between the lawyer and the salesman but is 
the ability to make the lawyer more aware of the 





Are Selling Legal 


















Satisfaction he will obtain by buying this or that 
product or service that counts in the long run. Ab- 
solute promotionship is a prime factor. The differ- 





ence between a successful salesman selling the lawyers 
and one who does not lies in the progress and applica- 
tion applied. Salesmen are in a sense like lawyers. 
They plead their case, thereby merely giving a “sales 
talk” on the product or service offered. Lawyers have 
to have lawbooks, typewriters and stationery just like 
any other prospect remember that. Obviously, a 
knowledge of the wants of lawyers can prove golden 
for the progressive salesman. 

Modern sales managers Know from experience that 
the only way to sell is to go out and sell. As in writing, 
one must write and write. Hence, the only way for the 
salesman to obtain his full share of the money to be 
made from selling the legal profession is to go out 
and consistently sell the lawyer. That is why valuable 
ideas may be secured by observing the wants of lawyers 
by alert salesmen. So check the list of lawyers in 
your area and work them carefully. Every hour 
spent in calling on the legal profession will produce 
profitable business for the salesman. Many salesmen 
waste valuable time and effort just wondering if they 
can sell lawyers, just because they are lawyers. This 
attitude should be disregarded, because the important 
issue at hand is to sell the legal profession the product 
or service being offered. Of course, there are variations 
in the classification of lawyers, as is the case with any 
other type of prospect. But the approach the salesman 
uses can change the picture of sales 




















Not Luxury Items 


Lawbooks, typewriters, office furniture and stationery 
are not a luxury to lawyers. To a professional lawyer, 
they are necessities. But it is my observation that 
lawyers do not have all of them, because primarily the 
salesman does not fully realize this atitude. These and 
other products and services offered by progressive 
salesman does not fully realize this attitude. These and 
apparent reasons thereof. If the salesman will classify 
the commodity he is offering to the legal profession 
and thereby present its advantages and benefits from 
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ES 
WwiTH 19 ae IMPROVEMENTS AND FEATUR 


AVAILABLE IN 


Grey ov 
oy The new 1949 Libera- 
tor Model 200 19 new 


features and improve- 
ments include — 


y¥ IMPROVED 
INKING 


y ADJUSTABLE STENCIL 
BUTTON BAR 


y ADJUSTABLE TRAY 
BAIL FOR RECEIVING 
TRAY 


7 BALL BEARINGS 


The finest materials 
combined with skilled 
workmanship under rigid 
inspection makes each 
new 1949 Liberator Model 
200 practically a custom 
built duplicator 


EQUIPPED WITH OPEN 
CYLINDER, AUTOMATIC 
BRUSH INKING 


139° 3 SPEED-O-CABINET 


RESET COUNTER 


EXTRA, $10 = } IN FUTURAMIC GREY $4950 





PLUS EXCISE TAX ~ : OR EBONY BLACK 











SPEED-O-PRINT CORP. 


161 E. GRAND AVENUE @ CHICAGO 11 











THROW AWAY YOUR CRYSTAL BALL... 


wiltshire modern dealers 
aare assured a bright sales future 
? for 1949 









No. 5469 Executive Desk 
broad, massive, efficient — 


; Se: | 
size 69” x 36” SN \ 


The down-to-earth customer appeal 

of Imperial’s Wiltshire Modern does away 
with guesswork and crystal gazing 

in your sales planning. Buoy up 

your sales outlook by featuring pe grein erigoann incor — 
this modern wood desk line with nation wide size 86” x 45”. 

consumer acceptance. It embodies 

the latest in functional design at price levels 


within the reach of your average customer. No. 5786 Pedestal Table 
Write today for your copy of the TA streamlined, spacious, 

° . > decorative — size 86” x 45”. 
Wiltshire Modern brochure Kl Also in 75” x 40”. 69” 
illustrating complete group of 19 patterns. = 











x 36” and 58” x 32”. 


he 


All desks and tables adjustable 
between 29” and 3012”. 








No. 5650 Typewriter Desk 
attractive, efficient, 
fixed bed style — 


e I a 
No. 5445 Consultation Desk size 50" x 30". Emperial 


functional, space-saving, 





ample leg-room both sides — 
size 45” x 30”. desk company 
meme MEMBER WOOD OFFICE FURNITURE INSTITUTE MANUFACTURERS OF WOOD OFFICE FURNITURE 





EVANSVILLE 7, INDIANA ' 
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le lawyé tandpoint, there is no reason why he will 
t the legal profession is a gold mine. It 
therefore, that the salesman care- 
ly evaluate this opportunity and “go” after the tre- 
ndous nt of business awaiting merely his call 
This is 1 ales pep talk,” but an elaboration of the 
ortunities for financial reward to the salesman who 
t 1 profession. I doubt if there has ever 
written on this subject heretofore, but 
nversation with several lawyers I was 
inspired to write this presentation, not for my benefit, 
yut for thi le benefit of all salesmen who wish to 
opportunities awaiting them in 
elling the | | profession 


‘apllallZe | tne 


Manifestly, the attitude of salesmen selling lawyers 
hould be receptive towards this field of com- 
mercializat The salesman who is eager to sell the 
egal prof n can find it very rewarding. Though 
he appli of making such sales, however, is ever 
irying be ise the salesman is dealing with diversi- 


fied state f mind of lawyers, the prospects’ reasons 


r buy yasically the same and, if the smart 
esmal atisfy the lawyer’s desire, he will make 
les. Be this factor, each case must be han- 
accordil to the special] circumstances that gov- 
le re hip between the lawyer and the sales- 
in. The profession receives salesmen cordiaily 


jue to this, the mental law of making sales must 

: t the lawyer’s attention, obtain his interest, 
and secure his action. When these 
things are nplished, the salesman cannot help but 

1] profession. The process of selling lawyers 
cumulative and they will be persuaded increasingly 
alesme ill make more calls. There is little com- 
the legal professional primarily 
many salesmen have Knocked on the 
rs ol vyers thus far 


reace fi if 


Friendship Pays Off 


abits of lawyers are the same as other 
tudy of them will enable the salesman 
re in the legal profession. The ability 
) make with lawyers is, of course, a personal 
juality of e salesman and pays off, if there is both 
head and heart appeal. There are no hard and fast 
ile for selling lawyers, because with so variable 
re 4 iman nature involved, the _ positive 
ipproach important. By that I mean to indicate 
that the an who sells the legal profession should 
persuasiveness and conviction—the 
lawyers use in handling a client’s case 
logical factors, you may call them, and 
the smart esman doubtlessly closes sales by the use 
By developing your own powers of 
nality and by utilizing your past ex- 
perience 1 sell the legal profession many things. 
When the lesman is his own natural self in his rela- 
tion legal profession, he can sell 


rosvpe 


For thess ons, once the desire to sell the legal 





fessior been aroused, favorable action and more | 


ule follow naturally, unless salesmen are not 


terest larging orders 
sell lawyers, very often they will 
fer you 1 ther excellent leads that can prove 
ffering the salesman the satisfaction of 

iking a tional sales which is the aftermath of the 
t tion. Think it over! It requires your 
legal profession is not a one-time 
invass ition. Selling lawyers requires calling 
ver and over again until a sale is made, for repeat 
le! \ i salesman can sell the basic tools 
vyers ne¢ while a poor salesman will fail to secure 
alesman who is intent upon making 

st keep in mind that the legal field is 





licitatl i ne 


OFFICE APPLIANCES, 1949 


January, 





WHICH IS MORE IMPORTANT 


PROTECTION PROTECTION 


against against 
burglary fire loss 
loss of cash of records 


ANSWER YOUR PROSPECTS 


WITH THIS HERRING- HALL-MARVIN 


Chait in Safe 


With U.S. fire losses soar- 
ing above all precedents 

with burglary losses 
mounting daily . . . here’s 
your combination for in- 
creasing sales. 


THE BEST SAFE YOU CAN 
GET FOR FIRE PROTEC- 
TION OF VITAL RECORDS, 


for example, is our 4820A 
.. . because it’s a Class A, 
4-Hour Safe, certified fire 
resistive in temperatures 
up to 2000° F. There is no 
greater degree of certified 
fire protection in a safe, 
regardless of price! 






















= 


ON AF E i 
= 


, == 
CHEST ES 


Other combinations of chests and safes are avail- 


is our 123-H... one of 
the most popular chests 
in our entire line. It is 
Harveyized Hardened 
to provide the maxi- 
mum drill 
obtainable 





resistance 


able. Each safe and chest carries the highest label 
rating and earns the highest insurance premium 
discounts in its class. Our chests often pay for them- 
selves in burglary insurance savings . reducing 
rates as much as 70%. In event of a fire or burglary 
your customer will appreciate your foresight in 
selling Herring-Hall-Marvin double protection! 


eceoeeeeeeeeeeee 
HERRING-HALL-MARVIN SAFE COMPANY 


BRANCH OFFICES: In New York, Chicago, 

Boston, Washington, St. Lovis, Atlanta, GENERAL OFFICES 
Houston, Philadelphia, San Francisco, HAMILTON. OHIO 
Los Angeles, Detroit, Pittsburgh, Omaha, , 
Minneapolis, Charlotte. OTHER AGEN- 

CIES ALL OVER THE WORLD. 
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WHOLESALE DISTRIBUTION OR ELSE 
(Continued from page 31) 

League is an indication of the vast power and prestige 
which had come to the wholesaler at this stage of his 
existence. The discoveries of Columbus and Magellan 
were, more for the wholesaler than anyone else, new 
worlds to conquer. It is with the new world that the 
modern history of wholesaling begins. 





The American Scene 


ROTO-SHEAR f : The growth of wholesaling in America, as the growth 


MAIL. — i. of America itself, has been miraculous. That society ' 

io of gentlemen which founded the famous East India 
OPENER et Company, the Hudson Bay Company and the like, 
3 some of which are still important factors in the trade 
of Canada, were the instigators of our American era 
of wholesaling 

American wholesaling, as we know it, had its birth 
in the counting houses of the East. Yankee Clipper 
ships, racing between China, England and America, | 
establishing sailing records which even in these days 
of steam and diesels still stand, were made possible by 
wholesale organizations. 

Under the new liberties brought about by our un- 
precedented Declaration of Independence greater lati- 
tude was given the merchant. No longer was he forced 
to contribute a portion of his profits to the king or 
crown. His money, like himself, became more venture- 
some and further helped him perfect his organization. 

It is quite obvious to the student of history that the 
wholesaler early in his career realized that his major 
function was that of financier rather than warehouser. 











SOLD BY OFFICE SUPPLY DEALERS 


FROM COAST TO COAST... Used | He financed transportation companies and the opera- 
tions of these companies. In turn, he financed the 
retailer who distributed his merchandise so that the 


by hundreds of leading American 


firms, the new improved 1949 model wholesaler became, and to a limited degree remains, 
ROTO-SHEAR will bring you quick the focal point of all distribution 
sales and profits and pave the wa 

P ’ ’ The Golden Age of Wholesaling 





for other sates a 
The golden age of wholesaling was reached in Amer- 


ica about 60 years ago. At that time the wholesaler 
dominated the entire field of distribution. Many man- 


A PRECISION MACHINE, built of the finest 


materials, recently improved to make machine 
fool-proot, easier and simpler to operate, the ufacturers did not even produce goods under their own 

’ , 1) } 
name. Large wholesale companies would contract for 


ROTO-SHEAR opens mail faster, better, safer 


is camer-dhare a factory’s entire output labeled under their own trade 


name 


just enough of the envelope to expose but not 
damage contents. Opens envelopes il Little trace of such operation remains today with 
bee er twee cides. tess fatlave te enerate: the possible exception of the hardware industry. Some 
large drug chains and other similar merchandising 

GUARANTEED $39 45 F.O.B. organizations are, however, building an appreciation 

FOR ONE YEAR ° DALLAS of their own name rather than that of their sources 


of supply 

When the wholesaler of the nineteenth century did 
absorb the entire output of a manufacturing plant, 
he would, in turn, circulate the merchandise among 
smaller distributors known as jobbers. The jobber 
resold the manufacturer’s products to retailers within 
ROTO-SHEAR COMPANY DIV. a limited trading area. 
NATION WIDE PAPERS INC. 


MAKE MORE FRIENDS. customers. sales and 
profits with ROTO-SHEAR. Write or wire for 


further information and dealer pr 


Thousands of small towns which nowadays do not {| 
know the meaning of a wholesale or jobbing organiza- 
tion were largely dependent upon their local whole- 
saler for a livelihood. The wholesaler’s payrolls and 
purchases accounted for a substantial part of the 
income of such towns. Contributing to this provincial 
aspect were limited transportation facilities and the 
necessity of retailers’ obtaining merchandise within a 
1621 WALL ST. relatively short time. * | | 

Suddenly the scene changes. The wholesaler began 
P.O. BOX 5571 to lose the sharp picture of his functions which, until 
DALLAS, TEXAS this time, he kept forever in focus. Seizing the oppor- 
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Furnished with the Alma Standardizer, this 
office reflects the fulfillment of the universal 
desire for really fine office furniture which 
combines beauty, long life and moderate 
cast. 





——— ...32 WEEKS WORTH! 





1949 


We can think of no better way to 
assure yourself of happiness and sat- 
isfaction throughout the New Year 
than by passing along to your cus- 
tomers the benefits of Wise Economy. 

Alma Desks are built with one aim 
in view — to furnish desk users with 
office furniture which successfully com- 
bines the three all-important elements 
of Efficient Design — Modern Styling — 
and Moderate Cost. To build a lasting, 
friendly and profitable business, sell 
Alma—the Office Furniture with the 
reputation built upon our many years 
of experience in knowing and supply- 
ing what people really want. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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VICTOR 


DEST LINE 


FILES 





So aR Tee, 












S Victor “‘Bestline™ 
2d files are available 
in 2, 3, 4 and 5 
drawer heights, 
both lefter and 

legal sizes. 











FRANCHISE DEALERS —- WRITE TO- 








INFORMATION ABOUT A FRANCHISE 
IN YOUR CITY. 








Your customers will be glad to see aad r . ‘ “S108 ano S108 pLare 


~~~ PRESSURE FITTEC 





that the ‘“‘Bestline’’ is available again. 





They will be amazed at how easily heav- 






LOCK GUIDE 


ily loaded drawers coast in and out at 






DRAWER SEPARATOR 
REAR UPRIGHT 


the touch of a finger, while near empty Po . FRAMING MEMBER 






ones glide quietly with no rattle, clang a 






or clatter. That, you can tell them, is the aig +a 


newly developed Victor suspension, the 
ultimate in quiet, effortless operation. | Beteceeey on 
Raw SLIDE i ee 

RAWER LOCK .O*® 


The Victor ‘‘Bestline'’ file is designed isis 

LOWER @£aR 
CORNER 

. CONSTR THO! 


SUSPENSION SLIDE 


for efficiency plus attractiveness, and in- 
corporates a rugged construction which 
assures a long life of constant hard use. 


“Bestline’’ is the best line for you to sell. . ® rem cis 


_THE VicToR ‘SAFE a EQUIPMENT CO., INC. 
NEW YORK 


at 
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cunity of ¢ inating the middleman, the manufac- 
turer began to deal directly with the retailer, thus 


usurping ‘fits which rightfully belonged to the 
wholesaler. Two factors made this revolution possible 
accurate re information and faster transporta- 


tion. Commercial credit organizations, national bank- 


ing laws ; ther innovations of like nature that 
affected the iterchange of money and credits, aided 
the manufa irer in obtaining accurate credit infor- 


mation about distant business houses and thus has- 
tened to bridge the gap between selling and shipping 
directly to the retailer. But this was no saving either 
to the retailer or consumer. It merely diverted the 
wholesaler’s expense to the less experienced manufac- 
turers 


fhe Wholesaler During the Depression 


When depressions struck during these golden days 
they struck in moderation. The retail- 

naturally, was to press his own 
f y, then borrow sufficient cash from 
his local bank to carry him over the slump. Part of 
this burden he would pass on to his local jobber. 

The jobber, usually situated within a radius of 40 
or 50 miles of the retailer, knew him intimately and, 
therefore much more accurate credit information 
than could possibly be gathered by the manufacturer 
For this re n the jobber was more tolerant. more 
co-operative. He pressed the retailer to the extent he 
sought relief at his own local bank, 


er’s first re irse 


accounts 


ew pra 


nd also asked his wholesaler for what help he could 
obtain 

The wholesaler, located in large cities where accu- 
nulations of wealth existed, could and did obtain help 


By the time the results of a depression reached the 
manufacture the initial shocks had been absorbed 
This proce distribution cushioned the impact for 
everyone 

Each succeedil 


as We Can trace 


ig depression for as many years back 
proved more devastating, lasted 
al ulted in greater havoc than the preced- 
ing one. Now in times of depression, manufacturers 
recall those lden days of wholesaling. The last de- 
exception. If wholesale organizations 
had understood and appreciated their own situation 
thoroughly and if they had recalled that they were 
sales organization as a financial control 
they would have regained their former 
rominence. 


pression 


not so much 
of distribut 


prestige 


The Same Old Problem 


Twentieth century history is beset with totalitarian- 
ism, commun socialism and anarchy. There is but 
ne interpretation of all such isms—the constant 
struggle of the hungry to achieve that full stomach 
which makes for contentment. There is no doubt that 
the Russian masses, sooner or later, will explode, break- 
ing the chains of their enforced servitude. Commu- 
nism then will be but another vignette of the past as 
is Nazism and Nipponese imperialism now. Remember 
the real force behind the sneak attack on Pearl Harbor 
was the nation of the economic struggle among 
the five 1 ommercial families of Japan 

Whole s more dynamic than any of us fully 
comprehge If the entire world were as well organ- 
ized on é stribution and merchandising of the 
necessitic [f life as we are in the United States. the 
political ial problems that threaten the secu- 
ty of everyone would be non-existent. It has been 

she that the man with a full stomach is a 
intent Only the hungry peoples of the world 
OFFICE APPLIANCES, January, 1949 











Send for V.P.D.’s new #49 Gold Rush Catalog 
today. Every item a nugget of golden profit. 







Deluxe V.?. 0. Pigrain 
soddle stitched Presento- 
tien Book. In four sizes. 


© Widest range of trans- 
parent plastic products 
offered in the industry. 





All plostic V.P.0. Reim 
forced Folder te protect 
© Finest quality materials sastneseeaa 
and workmanship... smart 
styling . . . durability. 
Prompt, courteous reli- 
able service... with every 
accommodation. 


© Many years of supplying 
PROVED SELLERS to the 
trade. 


display material. 





@ V.P.D. is nationally ad- 
vertised for you in Sales 
Management, Advertising 
Age, Printer's Ink and 
Advertising & Selling. 


“Streamlined’’ V.P.0. 
Double Unit Presenta- 
tions in genuine leather 


and leatherette. 


lLerge V. P. D. 
Presentation 
Books in simu- 
leted leather 
ever heavy 
boords. l4x!!, 
17 x14, 22x17. 























For ideas that create more sales and 
profit, consult and use Catalog “49. 
Write for it. 








JOSHUA MEIER CO., Inc. 


36 EAST 10th STREET, NEW YORK 3,N.Y 
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(rite Ylow 
for owWr now 
Catalog. 


featuring the 


LINE OF 


FILING SUPPLIES 


Available for mailing January 1, 1949 


A quality brand of supplies for 
over 65 years, now manufac- 


tured exclusively by the 





FILING SUPPLY CO. 


GRAND HAVEN, MICH. 


Dealer Inauiries Invited 


Prompt service on “‘Specials’’ and Stock Items 








ew 


fall victims to such alien theories which seek to ravage 
western civilization. 

The strife and discontent which confront Europe and 
the Far East would gradually vanish if the familiar 
drug store were to spring up on the business corners 
of every hamlet, town and city of these nations 

To us, such sights have become a familiar habit. It 
took a global war to hammer home the fact that short- 
ages could exist. Our corner drug store has always had 
the medicinal necessities we demand or could get them 
for us in a matter of hours. The local stationer has 
only to phone his near-by jobber to fill all our office 
needs if they are not in stock. Drug stores and station- 
ers, of course, are but two types of wholesale opera- 
tions, but the drug and stationery wholesalers, because 
of the thousands of items they must handle, are good 
barometers of the perfection reached by the American 
wholesaler in the proper distribution of those com- 
modities we need in order to keep us healthful and 
contented 

Some years ago, one of the totalitarian governments 
sought the aid of an American wholesaler to distribute 
food for them. We can distribute food products 
cheaper under our capitalistic system than the totali- 
tarian state can, even with its slave labor. A convinc- 
ing argument for the perpetuation of a force for world 
peace and prosperity—-the WHOLESALER 

—-< 
KANSANS OPEN OFFICE SUPPLY FIRM 

Eldon L. Mitchell and Carlyle Harmon, who have 
been working for an office supply company in Hutchin- 
son, Kans., recently opened their own business along 


the same lines in Pueblo, Colo 
oe 





DELTA OFFICE SUPPLY CO. OPENS BRANCH STORE IN 
BROWNSVILLE, TEX.—Ned Sondock. owner of the Delta 
Office Supply Co. in Harlingen, Tex., for 21 years, and who 
was traveling salesman throughout the Rio Grande Valley. 
recently opened his new branch in Brownsville. Above: the 
completely modern, air-conditioned store is a decided asset 
to the Brownsville business district. Below, left to right, the 
store personnel—Robert A. Johnson, sales manager; Miss 
Maria Elena Ramirez, secretary; Otto B. Wilkinson, Browns- 
ville manager. and Ned Sondock, owner of the two stores. 
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You make more protits 


with GONLOCKE chairs 


MODEL 682 RSB. 


Srcenograpnhe 





ee eee Management today is buying quality. That’s why it’s easier 
yecause , support at all times : ) 2 *MS ; . 
> Soagleteesgetaamant eaaaindian to sell Gunlocke Chairs. And once your customers try the 
is Feppseiniouhorwohattteey Gnnipeann Gunlocke line, they’1l come back to you for more. Because 
a, vie saben: bln they quickly recognize the everlasting construction, the 
attractive and harmonious design, the all-day working 
comfort as the hallmarks of Gunlocke quality. 
With Gunlocke’s complete line, you can offer customers 
any chair they need. You don’t have to use “‘switch”’ selling 
Chairs for Your Working Comfort tactics and lose potential sales. Yes...Gunlocke quality 


plus a complete line mean MORE PROFITS FOR YOU! 


-H. GUNLOCKE CHAIR COMPANY 


(i Progr" 
; WAYLAND, NEW YORK 
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Wells 862 Walnut 60’'x32” 






Another 
Step 
forward 













by moving 
fwo legs back 






Wells 1160 Walnut 60°x34" 






Wells Desks redesigned for even greater sales 


Center legs recessed 12” for more leg Suite and 1000 Grade Economy Line 
room convenience. Seasoned. kiln means greater satisfaction to your 
ee : customers. And for you, Mr. Dealer, 
dried wood, better-than-ever work- : 

more sales, more profits and mor 


manship and modern design com ial 1 ea < 


bine to give impressive appearance biggest desk value available any- 
Wells’ redesign of the popular 800 where. Get complete details today. 


Write for new catalog folder describing the famous 
Wells “Streamliner” and full commercial grade desks. 


ALL SALES DIRECT TO DEALERS 


We have no branches or 









other sales offices 


: 5 Furniture Manufacturing Co. 





"WELLS-MADE MEANS WELL-MADE 


Manufacturers of Office Furniture Since 1934 @ Laurel, Miss. 
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STOTT & CO. OPENS A FOURTH UNIT 


FOURTH 
INGTON 


new store 


OFFICE 


G. Stott & Co., Inc., Washington, D. C., sta- 
ffice outfitters, has opened its fourth unit 
Ave., Silver Springs, Md., fast-growing 
nity. William W. Moffitt, who has 
rganization for 17 years, is manager 
wroom measures 85 feet long and 25 
encumberances of any kind. Stock 
ized in open sidewall racks, with each 
identified by red cutout letters over- 
arly designate each section, such as 
blank books, fountain pens, art sup- 
stenographic supplies and systems 
sales clerks in themselves 
ing trend toward semi-self-service 





UNIT OF CHAS. G. STOTT & CO., INC., WASH- 
[ Upper photo shows attractive front of the 
408 Georgia Ave., Silver Spring, Md., a fast- 
irban community. Below: the roomy. well- 

features a wide selection of merchandise. 


erever possible. This policy is height- 
individual lighting systems for each 
ns to play up the displays. Further- 
ns were erected at a height of seven 
high enough so that the clerks can 
and yet just above eye-level of the 


Rotate Office Furniture Stock 
displayed in the front and easily 
irge all-visual windows. This stock 
that filing cabinets, safes and 
hown at varying periods 
re in the front and in the large 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design... 


buy Collier-Keyworth! 


it 
bi 


s Tek? ars - J ~s e+ 
eee a4 


COLLIER-KEYWORTH CO. 
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INSTALL - 


BARKLEY 74 TAB 


FILE GUIDES 





Barkley Plastic Tab FILE GUIDES bring greater 


ease... speed... efficiency to the essential task 


of filing. They’re especially designed for the 
rapid tempo and the accelerated pace of today’s 
business needs. The crystal clear plastic tab 
angled for greater visibility helps to make 
“filing and finding” effortless. Needless to say. 
the popularity of these Barkley Plastic Tab 
FILE GUIDES means plus sales and plus profits 
for dealers from coast to coast. Investigate 

find out how it pays to be a BARKLEY dealer. 


Write for Illustrated Literature 


Established 1921 ‘punngiltt 
Sp) / 


L. L. BARRLEY & CU. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St: Chicago 7, Ill. 
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center islands which extend throughout the length 
of the store. There is plenty of room for the customer 
to walk around and view displays of paper clips, cellu- 
lose tapes, and other sundries. A rear island con- 
tains the greeting card stock. In the rear is the sys- 
tems department with a table for the laying out of 
various forms and combinations for customer inspec- 
tion 

Physical features help create an air of attractive- 
ness and cheerfulness. Color motif is pastel green, with 
backs of side wall racks exotic gray. Lighting is by a 
combination of fluorescent and incandescents evenly 
distributed. Flooring consists of light and dark squares 
of brown asphalt tile 

The utility room, 24 x 15 feet, is in the rear sep- 
arated by a partition. It is used as a receiving depart- 
ment, to assemble orders, for catalog files and some 
»f the smaller stock as well as for a rest room 


Surplus Room in Basement 


The surplus room, about 24 feet square, is in the 
basement. Steel shelving there, set off by a partition, 
holds some of the reserve stock. The room is also used 
for displaying some of the larger items which cannot 
be adequately placed on the sales floor 

At the opening, the management gave away the new 
Hotchkiss staple remover and letter opener 

By locating in Silver Spring, Scott’s is enabled to 
serve a community of about 65,000 population, second 
in size in Maryland and topped only by Baltimore. 
This 60-year-old concern has its main headquarters 
at 1310 New York Ave., Washington, D. C., with two 
other stores in the nation’s capital, as well as a large 
wholesale paper house elsewhere in the city 

—> 

T. H. PAYNE COMPANY MARKS ANNIVERSARY 

October 24 marked the eighty-third anniversary of 
the T. H. Payne Company, Chattanooga’s oldest store. 
This Tennessee firm started at the close of the Civil 
War, has been operated continuously by the same 
family, a record seldom paralleled in merchandising. 

During this long period of time the store has sur- 
vived four wars, four depressions, a yellow fever plague 
and many other critical times 

The anniversary was marked by an extensive remod- 
eling program, including the installation of new fix- 
tures of the iatest design. Today, the firm has a 
modern store in which are featured leading office 
equipment items, books and gifts 

Officers of the company are C. H. Howell, president 
and treasurer; T. P. Howell, vice-president; and J. R. 
Sheorn, secretary 

—<« 

UNDERWOOD NAMES SERVICE SUPERVISORS 

Appointment of three service supervisors for the 
Underwood Corporation was recently announced by 
W. H. Shepler, general service manager, at the firm’s 
headquarters in New York, N. Y 

P. P. Gemmett was named to the Utica, N. Y., 
branch office. Joining Underwood in 1928, he was a 
service representative prior to his present assignment. 

A similar appointment as service supervisor goes to 
Arthur Krumroy at the Canton, Ohio, branch office. 
He has been with Underwood since 1925 

At Springfield, Ohio, the appointment goes to H. J. 
Frank, who joined Underwood in 1939 

—-< 
E. E. MACK OPERATES LEESBURG FIRM 

E. E. Mack of Ocala, Fla., is the new owner of Cole 
& Company on W. Main Street, Leesburg, Fla., the firm 
now being known as Mack’s Office Outfitters 

Mr. Mack was owner of the Mack and Cole General 
Electric dealership in Ocala for about two and one-half 
years before coming to Leesburg. He also has been 
associated with the Georgia Power Company for ap- 
proximately 20 years, as merchandise manager. Speak- 
ing about his new business, Mr. Mack said he hoped 
to build a service for Leesburg and Lake County in 
office equipment, stationery and gifts —JL 
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Now...add the magic of color to your desk with the famous 






















y's more than a stapler — it's a colorful, decora- 
tive addition to any desk! This is the new, excit 
ingly different Swingline Stapler in Jeweltone 
Decorator Colors — pearl, jade, topaz or garnet 
_to add that extra touch of smartness and beauty 
to your home and office. Perfect for gifts (espe 


cially for Christmas). 


Hos all the famous Swingline features, too: Pins, 
tocks and staples — you'd be surprised how many 
uses it has around the house @ It loads quicker, 
works slicker! . . . because of its open channel @ 
Chromium body protects against grit and dust, 
insures jam-free action @ Hardened steel parts, 


precision-engineered fo last a lifetime 


-\ 


* 






LOADS QUICKER, 
WORKS SLICKER 
because of its 













Ask your stationer for 

nt ee ea 
Stapler and Swingline 
me 
red, white and blue package 


to SWINGLINE’S NEW. EXTRA SHARP 
e WEEDPOINT STAPLES 

routed tor extra penetration! 

‘VO. round wire for strength! 

'e iNewre smoother action for 

your Swingline Stapler or 

oy Handed stapler 


STAPLES STAPLERS 


SPEED PRODUCTS COMPANY, INC LOMG ISLAND CITY } Nn Y 


ry) 
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... and Swingline JEWELTONE Staplers 
give you the extra selling power of color 


at no extra cost! 

















the famous 
rd 
& 


g saves” 





There's plenty of drawing power and a raft of 
sales with the new Swingline 


SPEEDPOINT STAPLES 


Pointed for extra penetration! 100% round 

wire for strength ... to insure smoother action. 

They go through wood, light gauge steel or 40 

sheets of paper. Speedpoint Staples bring you 

a higher average sale, more sotisfied customers 
. and greater net profit. 


STAPLES STAPLERS 
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Now the Swingline Stapler has everything! 

Swingline adds new Jeweltone colors in Jade, Pearl, 
Topaz and Garnet to dress up an old desk — add 
beauty to a new one. The Swingline Stapler in Decorator 
Colors will stimulate new customer traffic because 
it's more than a stapler — it's a colorful, decorative ad- 
dition to the home or office. An ideal gift item too 
Build your next window 

around these exciting, attractive, attention-getting 
jeweltone colors. See how they bring new customers into 
your store .. . make new sales at your counter! 
Check all these other powerful selling points 
for the Swingline Stapler in Decorator Colors! 


1. loads quicker . . . works slicker 
because of its open channel 








2. streamlined chromium body 





4. Speed ‘stroke control’ prevents 
jamming .. . insures clog-free 
performance 





4. covered channel protects 
against dirt and moisture 





5. The new Swingline stapler in 
Jeweltone colors costs no more. 
The combination unit, which in- 
cludes 5,000 Speedpoint sta- 
ples, at the new reduced prices 

..« lists at $7.50. 
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forder assortment now — send in coupon below) 


he 4=MAIL THIS COUPON NOW 


Speed Products Company, Inc. 

37-18 Northern Bivd., Long Island City 1, N. Y. — Dept. T 

Please send me the new Swingline Jeweltone Stapler in quantities indi 

(combination unit of stapler with 5,000 Speedpoint staples lists at § 

Topaz Pearl. Garnet___.__._.__Jade 

Also send me extra staples in the following quantities: 

boxes of Speedpoint Staples (5000 staples to a box) 

counter display 

boxes #3 staples (Half strip) boxes #4 staples ( 
(#3 and #4 Speedpoint staples fit all standard staplers) 
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IF YOU'RE TIED UP IN KNOTS 
TRY QUEEN RIBBON oe 
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A QUALITY Ze. 
product e 7 | : | 
manufactured ~~ >= a 
in various 
grades to 
insure: 


@ SHARPNESS OF WRITE 


@ CLEANLINESS 
@ DURABILITY 


@ UNIFORMITY 
@ PERMANENCY 


Comes in six distinct inking 
degrees to suit the touch and 
the typewriter ... 


@ EXTRA LIGHT , aaa: Mle 
®@ LIGHT Bpen eS 
@ MEDIUM lA TS 
@ MEDIUM LIGHT OY tay, 
@ HEAVY : 
@ EXTRA HEAVY Use QUEEN carbon too... The difference shows! 


Samples on request. 


Manufacturers of: 
_Inked Ribbons + Carbon Papers + Master Units - Hectograph Carbons 


DEEN RIBBON & CARBON CO., INC. 








Executive Offices 


742-760 Wythe Avenue Brooklyn 11, New York 





OFFICE APPLIANCES, January, 1949 141 











4 beautiful finishes: 


GENUINE WALNUT 
GENUINE MAPLE 
SOLID GRAY 

SOLID GREEN 





Trademark Reg.—Pat. Applied For 


Pedal Touch 





TYPEWRITER 
STAND 
TOP SIZE ..........16"x18” 
LEAF SIZE . 16" 9 
EXTENDED . 16x36" "7 g°° 
er 27" LIST 


F.O.B. PHILA., PA. 










PEDAL TOUCH— 


astonishing new device— 
simply touch right pedal 
to rats left to lower. @ Hi-Lo means greater working efficiency. 34-inch, 


7-plywood top cuts down sound. Two roomy side-leaves 











lift into locked position for smooth, absolutely level 
e Hi-Lo means superior Metalstand con- igie-+- 
working surface. Leaves have full-length piano-hinges, 
struction. Heavy gauge steel of J-angle ' 
plus spring-loaded snap brackets, for easy handling— 
design gives trim, modern appearance. : 


All electric-welded stand with double- 
flanged bracing top and bottom. Never Just one thing! Production is still limited and orders are 


extra security. 


any wobble, vibration or sway. being accepted in rotation in which received. 


USUAL DEALER DISCOUNT 
WRITE FOR ILLUSTRATED FOLDERS SHOWING COMPLETE LINE 


METALSTAND COMPANY, Inc. 


Manufacturers PHILADELPHIA 30, PA. 
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JACKSON FIRM OPENS A NEW SHOWROOM 
rhe rapidly expanding Mississippi Stationery Com- 


pany of Jackson, Miss., organized 21 years ago by its 
president, Wallace I. Dement, recently marked its 
progress with the opening of a modern office furni- 


ture and equipment showroom. Space 30 x 80 feet has 
been made available with full view of the entire dis- 


play to passe! s-by 

One of the outstanding features of this showroom 
s a section showing model offices, complete in every 
detail, including carpeted floors. Modern-Fold doors 
are used to display furniture in either suites or differ- 
ent styles. During the 12 months that this department 
has been operated on the street floor, the company 
has seen a noticeable increase in furniture and steel 
equipment sales. The management attributes this 
largely to placing the merchandise where it can be 
better displayed to view of the public. 

Previous expansion of the business was marked 
from January, 1927, until January, 1940, with five 
moves, each time to a larger and better location. By 
January of 1940 the company had acquired its own 
building, located at 277 E. Pearl St., in the heart of 
Jackson’s downtown business section. 

The original floor plan of this newly-acquired loca- 
tion included an office supply store, offices and the 
printing department on the ground floor. On the sec- 
ynnd floor were located the warehouse and furniture 








NEWLY-ENLARGED HOME OF MISSISSIPPI STATY. CO. AT 
JACKSON.—Top: the neon-lighted front, with office furniture 
showroom at right. Center: one of the model offices, set off 
by attractive Modern-Fold doors. Below: view of new office 
furniture department, as seen from near front window. 
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et SUTCHER, the baker, the candle-stick maker... 
the entire business world from the smallest business 
organization to the largest...are waiting word of 
the arrival of this smart, sturdy, compact Swift Adding 
Machine. It’s here, today! 

With its big-machine capacity, and such practical 
advantages as 6, pound weight, economy, and hand- 
some zipper carrying case for ease in transporting, 
there is no limit to its all- 











around versatility and 
usefulness. Clerks, doc- FEATURES 
tors, salesmen, account- 9,999,999.99 capac- 
ants, students—will find ity, Short-stroke han- 
jobs unlimited for the dle, 62 pounds, visible 
wonder-working Swift totals, two-color rib- 
Adding Machine. bon, standard key- 
A limited number of board, zipper carry- 
distributorships are still ing case, and many 
available. For further other features. 
facts write... 





SUMFT 


BUSINESS MACHINES CORP. 


Great Barrington, Massachusetts 
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departments. In the latter part of 1947, space on the 
ground floor, adjoining the office supply department, 
became available, leading to the most recent improve- 
ment in display space. 

Officers of the Mississippi Stationery Company are 
Wallace I. Dement, president and general manager; 
Charles H. Hooker, vice-president and sales manager, 
and Mrs. H. L. Segal, secretary-treasurer. The sales 
force includes J. C. Smith, M. Ke Francis, James R. 
#| Johnston and Curtis C. Buie. Others are Roy DeLaugh- 

| ter, assistant buyer and manager of printing depart- 
ment; J. E. Roundtree, in charge of road department, 
James Gridley, city salesman, and Duke Sutherland, 
southern Mississippi representative 

The company operates over the entire state of Mis- 
Sissippi, as well as portions of Louisiana and Alabama. 
The business was founded on territorial sales and 
includes a substantial volume in bank and courthouse 
supplies, as well as the general line of business. 

— 
TWO APPOINTMENTS MADE BY VICTOR 


Victor Adding Machine Company, Chicago, IIl., re- 
cently announced the appointment of Lee Field to be 
special Government representative in Washington, 
D. C., and E. J. Beam as manager of sales promotion. 

Mr. Field was manager of Victor’s branch in Wash- 




















Have your 


salesmen ington prior to the war and has a wide acquaintance 

carry this with Governmental buying agencies. 

card of | Mr. Beam was copywriter for Marshall Field & Com- 
pany and midwestern sales manager for the Preview 


Publishing Company prior to joining Victor in March, 
1947. 


ACTUAL 
SAMPLES 


It’s free 


TAKES UP 
NO ROOM IN THE KIT 


COOK'S STAINLESS STEEL SIGNALS 
MAKE FACTS QUICKLY AVAILABLE 
SAVE YOUR CUSTOMER HOURS OF TIME 


Attached to file cards or ledger sheets, these signals seg- | 
regate important groups of facts for instant reterence— 
saving hours of valuable time in busy offices. Made of 
stainless spring steel in |2 non-chipping colors. Types for 
all filing systems. Will remain bright under dampest con- | 
ditions. Easy to attach, relocate, remove; yet they always | 
stay put. Every office needs them. | 


OTHER MODERN OFFICE NEEDS 


“BURRO” 
Paper Clips 


Made of thin spring stee! 
for attaching papers to- 
gether, enclosures to let 
ters, etc. Special patent 
ed “tongue prevents | 
sideslip. sy to attach 
or remove. The smart | 


—__—~»~—< 





clip for the modern 
office! 





PEORIA DEALERS FEATURE “SPEED” PRODUCTS.—New 
Swingline Jeweltone staplers, Speedpoint staples, and other 
popular staplers, including Speedmatic tackers and heavy 
duty No. 13 staplers, were featured recently in full-sized win- 
dow displays in two Peoria’s leading stationery and office 

equipment stores—Kellstedt & Son and Business Equipment 
“Bull Dog” LETTER CLIPS “Burro” INDEX TABS Co. Carl Kaufman, Speed Products Co. representative, con- 
ducted an educational sales meeting attended by both in- 


THE H. ©. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. ate and outside ae of these progressive dealers. 
a " peed Products is performing a similar co-operative service 
ONE HUNDRED PERCENT DEALER PROTECTION for many dealers throughout the country. 
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Try to imagine » 
the writing instr 
rt) | 2049... 





ENTERING 


OFFICE 
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4 





It may be a pencil made of a substance not yet dreamed of 
or an electronic stylus in tune with waves of thought. 
Perhaps it will erase by magnetic impulse 
and offer a hundred colors to reflect the writer's mood. 


Yet one thing will remain unchanged: 


The finest of writing materials will still bear the name 


EBERHARD FABER 


eons more thon the 
i Faber Pencil Com- 
he year of the great 
t is symbolic of 
t age brings a nome 
is truly golden. 





R SECOND CENTURY OF LEADERSHIP 
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The WRITE Way 
is the Sure Way to $ALE$ 


Waite Carbon Papers and Typewriter Ribbons are long-standing favorites 





with office managers who want the best in office supplies for the best results 









from their staff. 


They find that WRITE's easy-to-handle carbon papers make more copies, 
cleaner carbons, and are economical to use. They know WRITE typewriter 


ribbons produce clear, crisp, uniformly sharp letters—and last longer, too. 


Sell your customers on WRITE . . . and they will come back time after 


time for WRITE's high-quality Typewriter Ribbons and Carbon Paper. 


For Volume PROFITS — Feature WRITE 







Send for Samples and Discounts 


Today! 








PROMPT DELIVERIES 






Factory: Bridgeport, Conn. 
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BRADLEY MODERNIZES STATIONERY STORE 

Six months ago James A. Bradley, proprietor of the 
Bradley Stationers and Office Supply, 5443 Crenshaw 
Blvd., Los Angeles, Calif., inspired by his own and 
his wife’s interest in active sports such as fishing and 
hunting, decided to add a sporting goods department 
to their stationery store. 

The idea has been a good one, and the plan is pay- 
ing dividends. Business is reflected from one of these 
departments to the other. The relationship is not so 
abstract as one might at first suppose, Mr. Bradley 
points out. Customers can be “shooed” from one de- 
partment to the other. There has been a nice increase 
in the stationery business during the six months, while 
the sporting goods business is just that much more 
volume added to the gross total. 


More Space Is Secured 
It so happened that there was space available next 
door. This was taken over, the stationery department 
was moved over into this new area in order to gain 


500 square feet additional floor space, space that was 





BRADLEY STORE EXTERIOR—The recently-enlarged and 
remodeled establishment of James A. Bradley, 5443 Crenshaw 
Blvd., Los Angeles, Calif. 


needed at the time, while the sporting goods section 
was set u] the room formerly occupied by the 
stationery store. All of this proved to be a very satis- 
factory arrangement. 

The modernization job involved both departments 


and brought appearances definitely up to date. Ap- 
proximately two-thirds of the 40-foot-wide store is 
used for stationery and one-third for sporting goods. 
The stationery portion has the corner location and 
incidentally the more conspicuous sign. The whole es- 
tablishmen tlooks sparkling new. 

The move has been further justified by the fact that 
the area is one of the most rapidly developing busi- 
ness and residential sections in this rapidly-expanding 
city. It estimated that large department stores, 
branches of downtown stores, recently built in the 
Crenshaw area, have a trade territory with population 
equalling that of Kansas City, Mo. 


Spend One Day Weekly In Fishing 
Mr. and Mrs. Bradley spend one day each week fish- 


ing during the summer. Recently Mr. Bradley, on one 
of these trips, caught a 124-pound marlin. Likewise, 
not to be itdone, Mrs. Bradley caught a 35-pound 
halibut. Each of these fish is worth writing home 


about. The Bradleys think one big refreshing day 
each week builds them up for more effective selling 
and better business administration during the re- 
mainder of the week. 

Mr. and Mrs. Bradley have been in this lecation for 
ten years. Mr. Bradley put in four and a half years in 


the armed service, serving in both world wars. This 
war experience no doubt gave him a liking for the 
outdoors, another reason perhaps for the establish- 
ment of the new department.—JET 
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AtEO- GRIP 


the preferred index tabbing...a 
favorite with customers for years 


Your customers prefer AICO-Grip, for they 
have used this quality index tabbing . . . know 
how it is more durable in action . . . more 
convenient to use and apply. They will buy 
AICO-Grip, the popular, attractively packaged 
index tabbing. 


Through blotters, mail enclosures and cata- 
log sections, we have helped dealers sell AICO. 
Grip. Now we have another potent sales help. 


Aico-Grip 


Counter Merchandiser 








For Added 
SALES 


For Added 
PROFITS 





designed to make the passers buy 
This new AICO unit is: 


Self-serving . . . Self Selling 
A real profit maker 
(14%" 


Saves both customers’ and salesmen’s time 


Neat, compact long, 644" wide) 


Illustrates uses and colors of the tabbing 
by a colorful lucite display. 


This profit producing display is available with- 
out charge with the purchase of the contents of 
the Merchandiser—12 cartons AICO-Grip Tab- 
bing, 12 packages Shield Tabs. 

Send for further information. A circular giving com- 
plete details about the AlCO-Grip Counter Merchon- 


request. 





diser will be sent immediately upon receiving your 
AICO GRIP TABBING 
LOOSE LEAF INDEXES 


PRODUCTS |e 














. CELLULOSE SPECIALTIES 
J. thigne’ Company PROTECTIVE HOLDERS 
5C3 S. JEFFERSON “ST., CHIGAGO 7, ILLINOIS 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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Special Books For: 
Merchants 
Manufacturers 
Beauty & Barber Shops 
Cafes & Taverns 
Restaurants 
Drug Stores 
Grocers & Markets 
Cleaners & Dyers 
Business Service 
Farms & Ranches 
Real Estate Brokers 
Doctors 
Professional Service. 
Service Stations 
Jewelers & Watchmakers 


Apartments & Hotels 
Hardware Dealers 
And Many Others 














SYSTEM 


Beeause each of these simplified book- 


keeping and tax record books was designed 
by an expert to fit the most exacting, up-to- 
the-minute requirements of every type oO 
business and profession, new or established, 
they provide the most practical, easy to keep 
method offered—complete in one convenient 
914” x 124” looseleaf, red leather grained, 
gold stamped binder. 


Beeause your customers will realize the 


value of Ideal'’s many features, such as the 
self-explanatory, easy-to-follow headings on 
pen ruled forms, the durable linen index 
tabs printed on both sides — the complete in- 
structions printed in each book, telling ex- 
actly what to do and how to do it. 


Because no bookkeeping experience is 


required with Ideal Systems — and they can 
be started at any time of the year. All of 
these features and more, make the Ideal line 
a sure profit winner the year ‘round. The 
same established prices are maintained, not- 
withstanding the many added features, such 
as new packaging, new 500 page sample cat 
alog and generous dealer helps. 


2.00 - 3.50 - 5.00 - 7.50 


Immediate delivery from 
LOS ANGELES or NEW YORK 
and wholesale stationers in 


many cities. IDEAL 


SYSTEM 





Th IDEAL SYSTEM Company 


DESIGNERS ;|AND MANUFACTURERS 
FLOWER S?. 


346 SO. 
LOS ANGELES 13, CALIF. 
136 LIBERTY ST.. NEW YORK 6, N. Y. 


If you have not received your copy ot our new illustrated catalog, 
attach this coupon to your letterhead or card and mail it to The Ideal 
System Company, 346 So. Flower St., 
copy will be sent by return mail for 


Los Angeles 13, Calif. Your 











Attention of. ..................... : 
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UNDERWOOD APPOINTS SYRACUSE MANAGER 

Francis M. Murtha has been appointed manager of 
the Syracuse, N. Y., branch office of Underwood Cor- 
poration, according to a recent announcement. 

Mr. Murtha, who joined Underwood in 1944 as an 

















FRANCIS M. MURTHA 


accounting and adding machine sales representative, 
was a general sales educational instructor prior to his 
present appointment. His headquarters are at 444 


James St. 
—<— he 


ROY OLSON SALES MANAGER OF BOOK CONCERN 

Since September 1, 1948, Roy A. Olson has been 
functioning efficiently as sales manager of the Book 
Concern, Hancock, Mich. A veteran of World War I, 
Mr. Olson was assistant treasurer of the city of Pon- 
tiac, Mich., from 1922 to 1934. During the succeeding 
eight years he was western district manager for the 
Grand Rapids Loose Leaf Binder Company. When 
World War II came along he joined the military re- 
port service of the General Motor Trucking Company, 
a division of the General Motors Corporation. Beside 
handling his business affairs, Mr. Olson is an active 
member of the American Legion, the Elks, and the 
Rotary Club of Hancock. 

—- - 

GERALD T. OWENS PROMOTED BY EVERSHARP 

Eversharp, Inc., has promoted Gerald T. Owens to 
the office of regional manager in charge of sales of 
all Eversharp products in the Southwest. Mr. Owens, 
who will maintain an office in Dallas, Tex., had been 
in charge of sales of Eversharp-Schick razors and 
blades in the region.—_WLF 








EYE-CATCHER—tThe Zac Stationery Co., Birmingham, Ala., 
used this eye-catching window display recently in featuring 
Victor Visible record equipment. 
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The big season for rubber stamp 
sales is coming up. Every time you ORDER THIS NEW DISPLAY 
sell a rubber stamp—why not sug- A MunKee 
Now you can get Bates © G@St one of the new Bates MunKee pecans 
metal 2 oz, spout on. Pads and a can of MunKee Ink, too. 6s “ener 
Green. Blue, Purple. Mun- ‘Tt’ extra profit for you and a real easily aia 
rate, is faintly perfumed, favor to your customers! Ai 
ee ee oe ate on shown here. 
Munkee ink ior cieor, All MunKee Pads are richly finished. > 
fadelews impressions. 6s REL rubber base won't scratch. 
Filler is reversible and renewable. HANDSOME 
ee Model 2A has handy spring cover, The new MunKee 
lomers how economical § Qpens at a touch. Each MunKee Pad pr anne 
srdinere ae b + 2 is in a new, eye-catching package. is now Dee : tells its own story. Helps 
on oh Ley a Send in your order today. And ask you sell—at a glance. We'll ship on request. 
Mic net reccee '“* ~— for the new MunKee Display. 





MAKE THREE SALES FOR ONE! 





MODEL 2A 


| Push the NEW Bates 
MUN-KEE STAMP PADS 




















The Bates Manufacturing Co. 


Orange, N. J. *¢ N.Y. Office, 30 Vesey Street 


BATES NUMBERING MACHINES, STAPLERS, LIST FINDERS, PERFORATORS, EYELETERS, ETC, 
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STURDY Mol CABINETS 


STORAGE—WARDROBE-COUNTER HIGH-—DESK HIGH 
COMBINATIONS—UTILITY UNITS 





























Special Features Shipped set- Special Features 
up and ready 
* Built of Heavy-Gauge Metal to sell. Modern * Chrome plated handles 
* All-Welded Construction gray or olive * Available in 18” and 24” depths 
' green baked , eoP ye 
%*% Sheives adjustable on 2” centers : * Cabinets—72” high, 35” wide 
enamel finish. 
* Three point locking device (Specify) * Durable baked enamel finish 











e COUNTER HIGH e 
e STORAGE e 


CAT. #7218-S CAT. #4218-CH 

Height 72" x 18" Depth x 35" Width Height 42" x 18" Depth x 35" Width 
CAT. #7224-S CAT. #4224-CH 

Height 72" x 24" Depth x 35" Width Height 42" x 24" Depth x 35" Width 


LITERATURE AND PRICE LIST AVAILABLE 











































N a STEEL EQUIPMENT 


FOR THE 
jCOMPANY FACTORY 
PHILADELPHIA 48, PA. 


STEEL EQUIPMENT 
FOR THE 
OFFICE 
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TANGORA OPENS EVANSTON TYPEWRITER SHOP 

Albert Tangora, seven times world’s typing cham- 
pion, has forsaken all but occasional speed demon- 
stration appearances to open a new typewriter store 
at 520 Davis St., Evanston, Ill. A resident of Evanston 
for the past ten years, he expects to devote full time 
to the expansion of his business, which is franchised 
to handle Royal standard typewriters and will feature 
all makes of portables and a complete repair service 
for the north shore suburbs. 


The store has been completely redecorated in gray, 
with white ceiling and floor of alternate red and gray 


rubber tile. A large display window, illuminated by 
hooded fluorescents and spots, faces one of the busiest 
sections of Evanston’s principal downtown street. Fix- 
tures, comprising both islands and display counters 
surmounted by shelves, were specially built and fin- 
ished in silver gray 

Mr. Tangora, who is assisted in the new venture by 
his wife, Virginia, expects to have a formal opening 
of the nev re in the near future 

a 


BATES OFFERS NEW DISPLAY ITEMS 
Dealers selling products of the Bates Manufacturing 
Company, Orange, N. J., now have the advantage of 
using handsome all-metal displays for the new Bates 


t 


Bates 
Monkees 


STAMP Pao 
" 


Bates STAPLER 











WE STAMP PAD THAT Lives 





TWO NEW BATES DISPLAYS 


stapler and the MunKee stamp pad. These display 
pieces are made of metal and finished in three colors. 
Easily attached, they take up little counter or window 
pace 

—_ © — 


N.Y. OFFICE MACHINE DEALERS USE AN 
EFFECTIVE PLAN OF GROUP ADS 
The Moss and Arnold Company, Advertising, New 


York, N.Y., has prepared a series of ads which a num- 
ber of New York City office machine dealers sponsor 
‘0-operatively in their local newspapers. The first ad 
appeared in the New York Times and the second in 


the New York News. 
A feature of the first advertising was the stress 
placed on the fact “only experienced office machine 


dealers back up their dependable service (double- 
tested and double-guaranteed) with on-the-spot fac- 
tory-shop facilities.” 

Royal, Underwood, Smith-Corona and Remington 
Rand typewriters were featured. 

Chicag fice machine dealers, under the leader- 
ship of Jack Weiner, Belmont Typewriter Sales & 
Service Company, undertook similar group action in 
advertising several years ago. The plan has been 

ed successfully in other cities 

—- 


AUSTIN, TEX., FIRM TAKES NEW HOME 
The C. M. Wilson Company, Austin, Tex., dealer in 


Dictaphone typewriters and other office machines, 
has moved into a new home at 1516 Red River St. A 
feature of the new building is a larger workroom for 
‘fice machine servicing —JHR 
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Wood Steel Tubular Legs Special for GF Chairs 


When you offer top quality casters and floor 
protection equipment... at the right price ...and 
in the correct types to fill your customers’ needs 
... you've got a combination that’s hard to beat 
in building profits and volume. 

That’s why we say that BASSICK Casters offer 
you a real sales opportunity. Write: THE BASSICK 
COMPANY, Bridgeport 2, Connecticut. Division of Stewart- 


Warner Corporation. Canodion Division: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, Ontario. 


Bassick floor protection equipment for chairs, desks, tables, 
and all school, office and institution equipment. 





“Bassick numbers 
On your shelves 
Don’t stay long 
They move themselves!” 
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Announcing still another step forward 


Carter’s Silvercoat 














Here are some important 
facts about this highly 7 
profitable market! free samples! 


@ Current estimates place the volume of duplicator 
carbon paper at about $/0,000,000 a year |! ! It is one 
of the steadiest repeat items in all industry . . . every 
machine installed must use a new sheet of duplicator 
carbon for every single job. Each sheet 1 ly 


@ You can assure your customers of many, many, 
brilliant, sharp, legible copies with Carter's Silvercoat 
clean duplicator carbon . . . thus opening new horizons 
to the use of duplicator techniques for preparing office 
forms and numerous other records. 


P ° S e —Let us send vou full details about Carter’s 


Silvercoat Masterfold Units, the most efficient method 





for preparing your master copies. 


The Carter’s Ink Company 


CAMBRIDGE 42, MASSACHUSETTS 
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‘qd| in Carbon Paper Development... 


t Duplicator Carbon 


A super-fine grade of duplicator 


carbon...for Spirit process dupli- 


cation, specially treated to prevent 
soiling fingers or staining clothes. 


H ‘s good news for all your Spirit Vapor Carbon 


cust rs. Carter has developed, in Silvercoat, a line 
of in duplicator carbons which completely eliminates 
t great drawback to this type of duplication... 
S | fhngers and stained clothes. 


iplicator carbons must be heavily coated so that 


nu us copies can be made from typed masters, and 
t k must detach itself from the carbon easily and 
o that copies will be sharp and legible. In con- 
ventional types of duplicator carbons, this same heavy 
coating comes off freely onto the operator’s fingers, her 
cuffs and dress. Thus, the typing of master copies for 
duplicating machines has always been considered a 
m¢ and annoying job. 

But Carter has changed all this! New Silvercoat can 
be handled as easily and freely as regular carbon. The 
coating won't rub off, won't smudge, won't stain. And of 
Ce .. Silvercoat gives sharp copies... many copies. 


at is another long step forward in carbon 
another Carter “improvement 
he stationer and office supply dealer develop a 


pal levelopment... 


prohtable, steady, year-after-vear market. 


Carter's offers to any stationer or office supply 
dealer, a supply of Silvercoat sample folders for 


distribution to customers equipped with dupli- 






It's clean... 
no more 


soiled hands 





A business proposition that lets you test Silvercoat at no cost. 


Silvercoat . . . and cashing in on the profitable 
duplicator carbon market. 

Just fill out the coupon below and mail to The 
Carter’s Ink Company, Department B, Cam- 
bridge, Massachusetts. 

















cating machines. With these free samples, you 
will get helpful suggestions for demonstrating 
N ime —— 
Addre ‘ aaa 
City 


Zone State 
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Tue SHEPHERD EXECUTOR 
is a completely new chair. Beauti- 
ful, comfortable, sturdy, and made 
of highest quality materials that 
money can buy, it outmodes other 
posture chairs and sells at a price 
far lower than the field, to help 
you fight inflation. 

Luxurious 4!/2-inch-deep seat of 
solid foam rubber, with thick- 
padded foam rubber arms and 
back; hand-tailored removable 
covers which fit like a glove; five 
lightning fast adjustments without 
tools for maximum comfort — 
these are some of its exceptional 
features. 

Compare this chair with others 
selling for $145, $180, and even 
$200, then look at the price of 
this luxurious “EXECUTOR” 
—only - - - $1 2350 


SHEPHERD Sliding Seat 
TYPISTS Model No. 1023 


with automatic 
adjustments $ 


Nickel-plated 
Shu-Guards 
protect shoes 
and hosiery 






Sere 





& America’s newest and greatest typist’s posture chair 
. deep foam rubber cushions on seat and back. 


The Shepherd line, with its many improvements and its 
big price advantage, will make the going easier in '49. 
Immediate delivery. Some territories still 0 pen—investigate. 


SHEPHERD 


CHAIR COMPANY 


Executive and Sales Offices: Box 1656, Salt Lake City, Utah 
Factory and Shipping Point: Chicago, Illinois 
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GENERAL FIREPROOFING APPOINTS DIRECTOR 

Donald J. Lynn, a senior partner in the law firm of 
Harrington, Huxley and Smith, was recently elected a 
member of the board of directors of The General 
Fireproofing Company to fill the vacancy left by the 
death of Renick M. Bell, who died last June. 

Mr. Lynn has been closely associated with General 
Fireproofing for many years in a legal capacity. He is 
a graduate of Rayen School of Harvard College and 
the Harvard Law School and has been a member of 
the firm of Harrington, Huxley and Smith since 1917, 














DONALD Jj. LYNN 


except for two years when he was an Officer in the 
Twelfth Division during World War I. 
Mr. Bell, prior to his death, was secretary-treasurer 


of General Fireproofing for 35 years. He retired from 
active service in April of 1943 but remained as a direc- 
tor until his death last June. 

The company’s board of directors now consists of 
W. H. Foster, chairman of the board; Walter Bender, 
president; George C. Brainard, president and general 
manager of the Addressograph-Multigraph Corpora- 
tion; Charles F. Smith, W. W. Thornton and Paul 
Wick, Sr. 

Mr. Bender reports that shipments for the year 1948 
will be the largest in the company’s 46-year history. 
He also reports that prospects for business in 1949 
look exceedingly good. 

——>-—____- 
N. J. KENNY RESIGNS AS OHMER HEAD 

At a dinner given for N. J. Kenny on October 21, W. F. 
Rockwell, Jr., president of the Rockwell Manufactur- 
ing Company, announced the resignation of Mr. Kenny 
as president of Ohmer Corporation, Dayton, Ohio, a 
subsidiary of Rockwell Manufacturing Company. He 
stated that Mr. Kenny would return to the Rockwell 
Manufacturing Company to serve in an executive 
capacity with headquarters at Washington, D.C. 

Mr. Rockwell stated that Mr. Kenny had completed 
the task which he had asked him to undertake and 
that the plans which had been made for the further 
development of Ohmer product lines would be carried | 
forward 

Prior to coming to Dayton, Mr. Kenny was assistant 
to the president of the Rockwell Manufacturing Com- 
pany at Pittsburgh, Pa., and previously had been | 
president of the National Meter Company in Brooklyn, 
N. Y., which is now a division of the Rockwell Man- 
ufacturing Company. 

James E. Ashman, vice-president of the Rockwell 
Manufacturing Company, will be in charge at Ohmer 
pending the appointment of Mr. Kenny’s successor. 

Se a 

G. H. BLOCK TRANSFERRED BY PROTECTALL 

Gilbert H. Block of Brooklyn has been transferred 
to represent the Protectall Manufacturing Corpora- 


tion, Syracuse, N. Y., makers of Protectall safes, in 
the states of New York, New Jersey and Pennsylvania. 
He was formerly representative for the New England 
States 
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WE PROVED... thereis a 
Great Demand for a... 
SMALL COMPACT DESK 

in Business! 





Also Useful in the School 
and Home 


Built to SELL 
and... 
Serve WELL 


A Little Desk—But a Big Value 


Made of imported cotiva hardwoods 
Beautiful walnut finish 
Sturdy construction 





WIDTH 23%, in. 
LENGTH. . . . . 40 in 
HEIGHT. . . . . 30 in. 











DEALER INQUIRIES INVITED 


MANUFACTURED AND SOLD BY 


UNIVERSAL 


5248 Hohman Ave. . 





Desk (o. 


Hammond, Indiana 
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’ 
Buy the Best 


eee by BANDES 

















Card Index Cabinets 








“Super-Tex” Clipboards 











These are unquestionably the finest “Office Accessories 
of Quality” that we have ever manufactured in our 45 
years of service to the stationery industry. It will pay 


sturdy stylish products from 
Accessories of Quality. 


you to investigate these 
the Bandes family of Office 


IT IS BEST TO BUY BANDES 


JULIUS BANDES & Co.., Inc. 


126 W. 22nd Street New York || 
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CARBONDALE FIRM STEADILY EXPANDS 

When R. J. Brunner opened a modern typewriter 
repair shop and office equipment store in Carbondale, 
Ill., recently, his expansion marked the climax to a 
growing business that started in his basement at home 
three years ago. 

Mr. Brunner picked up the service trade in Milwau- 
kee before the war, then spent three years in the Mer- 
chant Marine. At the war’s end his assets were a Royal 
franchise and a tool kit. With his home as his head- 
quarters and his basement a repair shop, he worked 
toward a modern business which new employs three 
full-time and two part-time persons in addition to 
himself. 

Serving ten counties in southern Illinois, Mr. Brun- 
ner’s shop is strictly an office supply and equipment 
store, plus his service department. “We have made no 
effort to handle stationery or gadgets,” he says. 

Carbondale, a university city, is a good center for 





ae 4 


NEW R. J. BRUNNER CO. STORE IN CARBONDALE, ILL.— 

Top: the new building recently occupied by the firm, which 

operates two trucks and a car in serving ten southern Illinois 

counties. Center: office furniture is a feature line handled by 

this firm, the only concern handling such equipment in this 

city of 12,000. Bottom: office machine service department is 
located behind the typewriter display shelf. 
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AN EVEN FINER [ oncHORN CARBON .. . IN 


A Colorful NWew Package 






Three Weights Light, Medium, 
Standard, Standard Colors; Two 
Sizes: BY, «IVY, , BY, xl4¥, . 


ONGHOBN wax BACK 
TYPEWRITER CARBON 


IT’S PREMIUM GRADE AND CARRIES PREMIUM 
PROFITS—AT A SURPRISINGLY REASONABLE RETAIL 
PRICE! Always top quality the Longhorn Wax Back Carbon 
you'll find in this attractive new box is better than ever! Fine 
wax back eliminates curl ...superior finish makes possible more 
legible copies—copies that are clear, readable and permanent. It’s 
impervious to moisture, heat and humidity. 


Eutld your Carton Salee 
WITH LARGE CONTRACT BUSINESS! 


AMCO is equipped to supply special orders of 
carbon paper in any size...in any color...in any 


weight in any finish...in ANY QUANTITY 













, Let us help you land that contract. Send details of 
Ait, order Sor cur qualanen 
fas Write on your letterhead for this 
2 ne COMPLETE AMCO CATALOG! 
ae © TYPEWRITER CARBONS ond RIBBONS 
a © PENCIL and ONE-TIME CARBONS 


* SPIRIT and HECTO CARBONS 
DUPLICATOR STENCILS and INKS 


" AMERICAN CARBON PAPER MFG. CO. 


General Offices and Factory: Ennis, Texas 
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FURNITURE that fests 





Since 18§2 


Buckstaff Furniture is constructed to endure, yet de- 
signed to conceal the necessary ruggedness so vital 
in quality furniture. The general acceptance of 
Buckstaff Furniture is emphasized by the ever in- 
creasing demand. Many designs in up-to-the-minute 
styling assure you of your choice in the finest. 















Chicago Sales Office: 
THE BUCKSTAFF COMPANY 
c/o Wm. H. Wark * 666 Lake Shore Drive 










Sales Representative: 


HENRY L. GUTH 


Wescoeville, Penn. 
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typewriter rentals, and the Brunner store keeps about 
100 machines on rental and about 200 used machines 
on hand at all times. The owner keeps about 30 to 
40 portables in stock because of the relatively high 
demand for these machines. 

In addition to the Royal line, Mr. Brunner handles 
Clary adding machines, Niagara duplicators, Cory- 
Jamestown steel equipment, and Dictawire dictating 
machines.—RAS 

— 
OPEN REMODELED SHANK’S BOOK STORE 

Shank’s Book Store, 120 S. Santa Fe, Salina, Kans., 
held its reopening Saturday, November 20, after a re- 
modeling and renovation program since January, 1948, 
when fire damaged the store. 

The most modern styles of merchandise displays 
have been installed in this store. Unusual combina- 
tion of colors provides a shop that is truly different. 

The entire front of the establishment is of glass, 
with glass double-doors, a large picture window at the 
south, and a new type basket window at the north. 

Various sections on the interior have been painted 
in different shades of colors, which add immeasurably 
to the beauty of the place. 

Mr. and Mrs. Shank, owners, visited stores in vari- 
ous sections of the United States while their estab- 
lishment was closed last summer, and while on this 
trip assembled ideas and plans for their new store. 
An interior decorator from Kansas City advised them 
mn the remodeling plans. 

“Tt has been a long time since the fire next door put 
us out of business last January,” Mr. Shank said in an 
advertisement in a local paper. “We have been forced 
to wait many long months while important decisions 
were being made about our building. Repairs and re- 
modeling also took time. But these months have not 
been wasted in idle regrets. We have traveled exten- 
sively, buying new and unusual merchandise, seeking 
new and modern methods of display and merchandis- 
ing, looking for new and better ways to serve you. We 
believe we are bringing to our customers the newest, 
the most modern, the most beautiful store in this part 
of the country. We are offering new and unusual items, 
striking for their sheer beauty, together with the same 
nationally-advertised lines of quality merchandise we 
have always carried. We bring a new uptown store to 
an up-and-coming little city. Our entire organization 
is enthusiastic over our store and we are anxious for 
you to see it. We hope you will like it!” 

The people must have liked it, for many patrons 
called on the store on reopening day.—_GMH 

—— 


CANADIAN FIRM GBSERVES ANNIVERSARY 

Established in 1907, the Office Equipment Company 
of Canada, Ltd., Beaver Hall Hill, Montreal, celebrated 
its fortieth anniversary in the office furniture business 
mn November 27 with a dinner for staff members. 

Under the chairmanship of President William A. 
Hayman, the dinner was held in the home of Mr. and 
Mrs. Percy N. Jacobson and gifts were presented to all 
those who had been associated with the company for 
20 and 25 years or more. 

Edward Brayden was given an award of government 
bonds for serving with the company during the entire 
40 years of its life, while watches were awarded to 
Thomas Corlett, John Page and George Therrian for 
25 years of service. 

Wives of the three 25-year members were presented 
with brooches. A dinner ring was given Miss Ruby G. 
Paton, secretary of the company, for her service. 

Mr. Brayden, on behalf of the company, presented 
to M1. and Mrs. Hayman, and Mr. and Mrs. Jacobson, 
cut glass decanters and glasses. 

Out-of-town guests were Donald Cruikshank, man- 
aging direct of Steel Equipment Company, Ottawa 
and Pembroke; John Krug and Len Ruby, directors of 
the Krug Furniture Company, Kitchener, and Richard 
Hilborn, representing his father, P. H. Hilborn, pres- 
ident of the Preston Furniture; Mr. and Mrs. Gordon 
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CARDINAL i 


STEEL TRANSFER CASES 







| )aaw ERS operate 
smoothly and easily 
when filled. Rein- 
forced heavy gauge steel 
Welded 
throughout. Bolt together 


construction. 


vertically and horizontally. 
Interlock feature for stack 
stability. Olive green baked enamel finish. Made in Letter, 
Cap, Invoice, Ledger, Document 2 compartment, Check, Card 
and Tabulating Card sizes. 3” high base and follower blocks 


ivailable 
Write for prices and details. 
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5631 W. Madison Street, Chicago 44, Illinois 
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QUALITY 
ALUMINUM ACCESSORIES 


IMMEDIATE SHIPMENT 
to You or Your Customer 


COMPLETE 
LINE 
OF 
HIGHLY POLISHED 
ALUMINUM 


e SAND URNS 
@ SMOKERS 

@ COAT TREES 
e WALL RACKS 





No. 339 SAND URN No. 229 SAND URN 


“YOU SELL THEM” —’’WE’LL STOCK THEM” 
ORDER A SAMPLE . DISPLAY IT. 


SEND FOR 
LATEST COMPLETE 
CATALOG 








NO. 235 
ALL ALUMINUM 
TORCHERE 


NO. 410 
ODORLESS 
SMOKER 


NO. 505 
REVOLVING 
COAT TREE 


No. 411 
WITH REMOVABLE 
TILITY TRAY 


Garo MACHINE Propucts Company 
MANUFACTURERS 


37-11 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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Payne; Mr. and Mrs. Henry Rieder; Mr. and Mrs. Wil- 
liam Hayman, Jr.; Mr. and Mrs. James Woolven; Miss 
Edith Hayman; Eddy Brayden; Mr. and Mrs. John Low- 
Beer, and Mrs. E. Thomas.—RC 

—— Po 

ROYAL SUPPLIES DIVISION NAMES MANAGERS 

To bring about even better sales coverage, improve 
training of sales personnel, and to provide closer super- 
vision of supplies operations, the Roytype division of 
the Royal Typewriter Company has been realigned 
into four units exactly coinciding with the four-unit 
breakdown of Royal’s office typewriter sales division. 

The four top sales producers in the Roytype division 
—J. T. Dessereau, A. W. Ruppert, E. C. Talbert and T. 
W. Kayser—have been selected to head the four units 
as territorial managers. All experienced hands in sup- 
plies merchandising, the four men also have much in 
common in their service to Royal’s supplies division. 
All served for varying periods as Roytype represen- 
tatives, managers ana district managers. 

Under the new breakdown, Mr. Dessereau will super- 
vise the supplies activity of 26 eastern branches and 
Mr. Ruppert will direct the Roytype operations of 19 
southern branches. Control of Roytype business for 18 
western branches will be in the hands of Mr. Talbert. 
Roytype results of 19 midwestern branches will be the 
responsibility of Mr. Kayser. 

os 

CHICAGO FIRM NAMED COIN ROLLER AGENT 

The Commercial Stationery Company, 325 W. Madi- 
son St., Chicago, was recently appointed national sales 
agent for the Universal Coin Roller, a Canadian-orig- 
inated device for packaging all denominations of coins, 
including silver dollars. The firm is now accepting 
dealer agencies and organizing sales representation 
for the unit, which will be marketed individually 
boxed, packed 12 to a carton 

The Universal Coin Roller, of all metal construction 
and 5! x 3 x 2% inches in size, carries a device capable 
of quick and easy adjustment to handle and wrap the 
coins in a tight roll. Standard flat tapered-edge wrap- 


pers can be used—the universal or six-in-one flat 
wrappers. The unit lists at $5.75 each. 
<< 


WINS PRIZE IN A. B. DICK CONTEST 
John R. Phillips, salesman for the H. H. Hickey 
Company, Corpus Christi, Tex., recently won third 
prize in a nation-wide contest conducted by the A. B. 
Dick Company.—_JHR 


ESPE'COm 
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NEW ENGLAND DISPLAY—This window display was recently 
used by the New England Stationery Co., Providence, RL, to 
stimulate the sale of Victor Visible record equipment. 
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Saue Sime with THE YELLOW BOX LINE 


Your customers save time by using the Oak- You, too, save time... buying this broad list 
ville Yellow Box Line of paper fastening of items from one source. One order... one 
de S each item is designed for fast, invoice... reduces your handling time and 
ea ctachment .. . carefully made, inspect- costs. 
id packed to give a full count of usable STANDARDIZE ON THE OAKVILLE 
savers YELLOW BOX LINE 








ently 42nd St., Lexington Ave. M419 N. Brood Stree 441 Stvort St. 222 W. Adams $1. Chartes R. Barry Co., 430 Brannan St. 
L, to NEW YORK 17, NW. Y. PHILADELPHIA 22, PENN. BOSTON 14, MASS. CHICAGO 6, itl. SAN FRANCISCO 7, CALIF. 
nt. Brown Bros., itd., TORONTO 2 
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M. J. RICHARDSON, CENTER, DEMONSTRATES ADVANTAGES OF SURE-RITE PRODUCT IN BEAUTIFUL NEW STECK CO. STORE, 


SURE-RITE SUCCESS STORY: 


THE STECK CO. OF AUSTIN, TEXAS 


ALLEN S. NEW. 
Department of the Steck Co., 


manager oO 


hooster for Sure-Rite 
handled this line on an ex 


some time. 
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Film Ster 





The Steck 


Texas, 


Company, Austin, 
Film Sten- 


cils will some day be a major part 


feels Sure-Rite 
of their business. They’re so sure 
of this that the 
Sure-Rite on an 


company handles 


exclusive basis, 
has assigned a full-time representa- 
tive to the job and has developed 
a Service Department to offer free 
check-up every 60 days (including 
brushing, oiling and adjustments, 
instruction, cylinder cleaning and 
changing ink pads). Sure-Rite Sten- 
cils are winning new customers for 
stationery dealers because they elim- 
inate type cleaning, prevent chop- 
outs and produce finer, cleaner 
copies up to 15,000 runs. 


M. J. Richardson is the Steck 


_ Co. contact representative. Most of 


his calls, as stencil process repre- 
(ADVERTISEMENT } 
OFFICE 


sentative. are outside sales calls 
offering the free service and a trial 
of Sure-Rite Stencils 


money -back guarantee. In 


order Film 
on a 
spite of the scope of this guaran: 
tee, “I have not had to issue any 
credit,” Richardson said. The Steck | 
Co. plans to carry on an extensive | 
direct mail campaign in addition to 
sales Sure-Rite 
Advertising Portfolio as a guide. 
but more 


calls, using the 

You'll get more sales 
important, more satisfied customers 
when you sell the finer-quality Sure 
Rite line of 
and other duplicating sup- 


stencils, carbons, rib- 
bons 
Dealerships are available in 
areas. You are invited to 
write for full information today 
to American Stencil Mfg. Co., 2714 
Walnut St.. Denver 5, Colo. 


plies. 
some 
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HARRY A. LOMBARD APPOINTED BY BURROUGHS 
Harry A. Lombard, formerly general manager of the 
Currier Lumber Company in Detroit, Mich., has been 
named assistant treasurer of Burroughs Adding Ma- 
chine Company, according to an announcement made 
recently by John S. Coleman, president. 
Mr. Lombard first joined the Burroughs organiza- 














HARRY A. LOMBARD 


tion in 1927, after eight years experience with the 
Peninsular State Bank in Detroit. After serving on 
the sales staff of Burroughs Detroit branch, he was 
transferred the home office bank division where 
he handled supervisory duties for 18 years. In De- 
cember, 1945, he resigned to accept the position of 
treasurer with Currier Lumber Company and later 
became general manager of that company. 
—- 


O’HARA PURCHASES SYRACUSE FIRM 

E. A. O’Hara, Jr., former Syracuse newspaperman, 
has purchased the stock of Chamberlin’s, Inc., 113 W. 
Jefferson St., Syracuse, N. Y., stationery and office 
equipment concern 

Purchase the 53-year-old firm was disclosed fol- 
lowing a meeting of the board of directors. Former 
owner was Thomas Greenwood, Albany printer, who 


purchased the business in 1945 from the family of 
W. H. H. Chamberlin, founder. 
Mr. O’Hara left the Syracuse Herald-Journal and 


2 in January, 1944, to volunteer for the 
and for two years in both the Atlantic and 
Pacific theater Early in 1946, he became executive 
» Comptroller Frank C. Moore, resign- 

yr the post October 15 to enter his present business. 
Mr. O’Har: inced at a company meeting that all 
mployees, 1 t of whom have served for many years, 


Herald-Ame 


assistant to sl 


| be retai present salaries. He also said that 
new lines erchandise will be added to develop the 
tore into omplete office-outfitting establishment 


nd announced policies to increase the firm’s service 
to central New York’s public, business and industry. 
GET 

a + ” 
E. E. WHITE OPENS NEW STORE IN FLORIDA 
Everett E. White has announced the opening of a 


fice supply store at 115 Orange Ave., Daytona 
Beach, Fla. K n as White’s Office Supplies, the new 
firm will ialize in that particular field. It is in 
reality a bran of The Allen-White Company, Inc., 
Del F a firm that has been in operation 
tinuously for more than 25 years. The new store 


ent and manager of The Allen-White 
Many desirable agencies have already 
Catalogs and price lists are welcomed 


°—> 

ROYAL OPENS NEW FORT WAYNE LOCATION 

Opening of new quarters by the Royal Typewriter 
Company, I 1418 S. Calhoun St., Fort Wayne, 
In was inced recently by Robert W. Cotton, 
nanager. The rm formerly was located at 414 Cal- 
Wayne Buiid AK 
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Two More 


popular NLU Design 


in High Grade 


LEATHER UPHOLSTERED 
FURNITURE 


for Reception Rooms and Executive 
Offices 







No. 204 


Top grain snuffed 
leather — Quality 
construction. 











No. 208 


Top grain, snuffed 
leather — combining 
distinction and com- 
fort. 





Ottomans to Match, 19x22" 
also available. 


Manufacturers for 26 years 
Upholstered Chairs, Davenports and Related Furniture 


Write for Photos of Entire Line 
and Dealers’ Price List 


GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. 
GRAND RAPIDS 4 MICHIGAN 
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VITAL 
INTANGIBLES 


You Sell with Every 
Fine Office Chair 
Equipped with the NEW 


True 


Bodily : Clearer 
Relaxation Thinking 

Resulting from 
Freedom on ne 
from 


Fatigue 


@ The new SENG ‘“‘SYNCRO.-TILT"’ Posture Action 
Control on EXECUTIVE and Junior Executive Posture 
Office Chairs provides perfect adjustment by com- 
pensating for the occupant's weight, size, shape, 
height, and length of legs. With all these comfort 
features quickly and easily adjusted by the conven- 
iently operated finger wheels, the user enjoys genu- 
ine office chair comfort and relaxation. 


REPEAT SALES and profits from serving satisfied 
customers are your tangible dividends from recom- 
mending quality office chairs comfort-equipped with 
the new SENG “‘SYNCRO-TILT’’ Posture Action Con- 
trol. Build good will while protecting your reputa- 
tion for true quality and service. 


1450 N. DAYTON AVE. 
CHICAGO 22, ILLINOIS 


SENG QUALITY PROTECTS YOUR REPUTATION 
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HUTCHINSON, MINN., WELCOMES NEW FIRM 

Hutchinson, Minn., a town of 5,000 residents located 
52 miles from the Twin Cities, recently welcomed a 
new stationer, Miss Margaret H. Richter, owner and 
manager of Richter’s. She was formerly in the hotel 
and resort advertising business. 

A grand opening was held on October 2 with 700 
visitors registering at the location in the center of the 
shopping district. 

The colorfully-decorated store is 22 x 34 feet in size 
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wn Ekin s&h B 





RICHTER’S, A NEW STORE AT HUTCHINSON, MINN.—Top: 
a view of the store’s attractive side display window. Below: 
the colorful, well-arranged interior of the store. 


and has tile ceiling, soft tone walls and bleached blond 
shelving. Two concave show windows in front and one 
on the side invite passers-by to stop and shop. 

In the center of the store is a display of wrappings 
and several office supply open display counters. In the 
rear is a book department and at the left are cases 
for greeting cards, gifts and leather goods. The seven- 
foot shelving accommodates loose leaf, blank book, file 
and paper supplies—MH 

] ——— 
SMITH-CORONA PROMOTES PELLENZ 

The board of directors for L. C. Smith & Corona 
Typewriters, Inc., at a meeting on October 11 elected 
A. Howard Pellenz as assistant secretary and assistant 
treasurer. Mr. Pellenz joined the organization in 1934, 
working in the accounting department. He was soon 
transferred to the cost department and in a short 
time was placed in charge of the Syracuse plant cost 
department. In November of 1937 he was made general 
factory accountant for the company 

> 


VICKSBURG FIRM MOVES TO NEW LOCATION 


The C. & S. Office Supply Company, offering a com- 
plete line of office supplies and equipment, is now 
open for business at a new location, 712 Crawford St., 
Vicksburg, Miss.—EEG 
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value for users... 


City National Bank, Houston, Texas. > profit icles dealers 


Leopold office furniture installation 
by Finger Office Equipment Company 


with office furniture 


by KE 0p0/d 


Kk... detail of construction refined and perfected by 
Leopold to give complete customer satisfaction . . . added sales 


and lasting profit for you. 


From the original design conception to the last stroke of hand- 
rubbed finishing every effort at Leopold is toward the finest in com- 


fort, convenience, efficiency and beauty in every piece. 


Adjustable height, *“Densiwood” inside legs, 3 point drawer 
suspension, enduring, tough finish, wide selection of patterns . 
these are only a few of the features that mean greater value to users, 
greater profit to dealers from Leopold . . . makers of fine functional 


office furniture since 1876. 


tnt LEq00/S imran 


BURLINGTON, IOWA neg. U.S. Pat. Of 
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C-1900 


Swivel Armchair 
* 
Both the C-1900 and C-1910 
are available in corrected top 
grain or deep buff leather. Choice 
of upholstery colors, grained or 
metallic finish 








C-1910 
Matching Side Armchair 








HE BIGGER they are, the harder they fall for Harter’s C-1900! Big men find 
real luxury in this fine swivel armchair. It’s big in size and big in comfort, 


big in beauty and big in value LI oun 

Special seat construction on the C-1900 and on its companion chair, the | | (a) D. c D 

C-1910 — provides something unique in seated comfort. A thick “topper” of airy rT rl Nn Nn 
sTUR s 





G I Mic#HitG AN 


foam rubber rests on coiled springs. The result is resilient support down through 
POSTURE CHAIRS © STEEL CHAIRS 


the full cushion depth, plus a top layer that’s soft and buoyant 
every month in Fortune, Newsweek, Busi- 


late the seat’s height and the tension in seat’s tilt to his own comfort. “Equi- 


Hand-wheel controls on the C-1900 make it easy for the occupant to regu- f Harter’s national advertising appears 
i ness Week, and U.S. News-World Report 


Balanced”’ Collier-Keyworth chair iron makes swivel-and-tilt action smooth, silent. 
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BATES APPOINTS FLORIDA SALESMAN 
David J. Ogden has joined the sales organization of 
the Bates Manufacturing Company, maintaining his 
in Jacksonville, Fla. Mr. Ogden is in 


neaaquarter 





DAVID J. OGDEN 


charge of the southeastern territory and is holding 
sales meetings built around the new Bates movie. “It’s 


Good Business.” 
—- © 


MAUNSELL COMPANY USES NOVEL TYPE AD 

The Maunsell Company, Montpelier, Vt., recently 
effectively used an advertisement in 12 Vermont news- 
papers, employing copy which was headed by the word, 
‘Wanted.” This advertising developed the theory that 
\ffice machines can be used in a business office today 
with inexperienced people. It was stressed that “Any 
reen Ager Can Run” the machines. A return box on 


the ad brou effective results, including a $5,000 
rder 

In using this type of advertising, F. R. Maunsell of 
the firm I often say that we cannot sell a 


machine that will answer the telephone or go to the 
file for reference, nor can we sell a machine to say 
hello’ to a customer, but we can offer them an Audo- 
graph for shorthand, a Sundstrand posting machine 
for their bookkeeping and a Marchant calculator for 
their figuring work, three of the most laborious tasks 
in any office.’ 

The Maunsell Company has factory representation 
for five outstanding office machines, their territory 
covering the entire state. It is planned to use this 


size advertising four times a year, the next time fea- 
turing the building in which Maunsell is located and 
which was purchased a vear ago. 

oe 






ALBERT TANGORA 


7 TIMES WORLDS emi TYPIST 
Be” es i iy ] 4 NO ROVAL~ PREP iwi ; 











SAN 


DIEGO FIRM’S PERSONNEL ATTENDS BUSINESS 
SHOW.—Twenty-two employees of Ira Cleveland's Business 


San Diego, Calif., were in attendance in the 
organization's booth at the San Diego Business Show spon- 
sored by the San Diego NOMA. Featured in the booth were 
the expert demonstrations of Albert Tangora, seven times 
world’s champion typist. Tangora was aided by Max Brown, 
assistant manager of Royal's Los Angeles branch. 


Equipment Co. 
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INCREASE YOUR SALES 


HANG-A'FILE: 


| 


| 





1. HANG-A-FILE Folders—Feature adjustable (5 position) 
metal tab and metal hanger. No fab breakage—no dis- 
connected hangers. Heavy quality red rope folder. 

$ 


127.00 per thousand 


2. HANG-A-FILE Desk Units—Complete, compact filing 
package. Contains 25 “Hang-A-File" folders (A-Z inserts). 
Unit is all metal. Heavy gauge steel. Olive green finish. 
Equipped with rubber feet. 

No. 40—$7.50 complete unit 


3. HANG-A-FILE Folder Frames—All mete! . . . adjust- 
able. Made to easily fit into standard filing cabinets and 
desk drawers. With “Hang-A-File” folders, the most effi- 
cient “Hi-Way” of filing in America. 


No. 39—$1.35 


NO. 30-31-60 HANG-A-FILE FLOOR MODELS 
Write for descriptive Catalog 


IMMEDIATE DELIVERY 


Louis H. Farber 


31 E. Congress St., WEbster 9-3217, Chicago 5, Illinois 
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Now. ..acompletely 
new Shelving line! 


The CLARK all-purpose 
adjustable steel shelf 
stands offer a refreshing 
advancement in storage 
Ideal for 


stores, storerooms, of- 


equipment 





te en eee ee ~~ ~~ gm 


fices, warehouses, hos- 


pitals and cafes, the 





Clark Line is constructed 


c 
+ 


of heavy 16 gauge W 
posts, 18 and 20 gauge 
shelves in rich baked 


enamel finishes. Unit 
shown at left: $24.50 





retail 


tm oe ee -- - - - 72" 











Here's the newest arrival in the stationers’ field. 
It's the all-new Clark shelving line with W Bar con- 
struction, an exclusive Clark feature. W Bar post 
construction is an ingenious pleated bar method 
that eliminates the necessity for sway braces. . . 
assures greater rigidity 
strength many times. There's plenty of eye-appeal, 
too. The Clark Line's design 
blends harmoniously with modern office and stock- 
room fixtures. of Harbor 
Grey and the new metallic Green offer durable 
and beautiful satin-like finishes. Optional white and 
special colors on request. 


multiplies its own 
smart functional 


Baked-enamel shades 


Most important to you .. . is cost and delivery. 
The Clark Line is complete, ranging from six to ten 
feet in height; 9, 12, 15 and 18 inch shelf depths; 
36, 42 and 48 inch widths; priced to sell at average 
or lower. Delivery is 15 days, F.O.B. Minneapolis. 
Write today for your price list and get in on the 
profitable new sales-getter . . . THE CLARK LINE. 


FREE ESTIMATES FOR 
SPECIAL INSTALLATIONS 


FRANCHISES AVAILABLE 
FOR EXPORT 


WRITE OR WIRE 


R. K. CLARK CO. 


1302 5th AVE. SO. MINNEAPOLIS 4, MINN. 
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HILLSBORO GETS FIRST OFFICE SUPPLY FIRM 

Hillsboro, Ill., population 4400, had no store devoted 
exclusively to office equipment and supplies. Small, 
incomplete stocks could be ‘found only as neglected 
sidelines in drug stores, five-and-tens, or corner gro- 
ceries 

E. E. Sturgeon saw the green light of opportunity 
shining on a community where he had lived a long 
time and reared a family of ten children. He had 
been a foreman in a glass factory for 31 years, had 
established a good reputation and learned a lot about 
people. Being a little weary of working for somebody 
else, he looked around him for some business in which 
he could work side by side with his family of grown 
sons and daughters. 

A newly-constructed, one-story brick building was 





E. E. STURGEON’S NEW STORE IN HILLSBORO. ILL. 


vacant on S. Main St., close in to the business dis- 
trict, and Mr. Sturgeon leased this without delay. He 
put in a full line of school and office supplies, files, 
desks, chairs, joggers, and business forms so complete 
that local people no longer have to go in to the city 
for their needs. 

He had a supply of oversize blotters printed with 
his name and the current football schedule. With 
school just opening, and everybody sports-conscious, 
he knew he had an advertising medium which would 
be picked up and studied many times in the next 90 
days. 

Previous to his glass factory experience, Mr. Stur- 
geon had taught school for four years. Since then 
he has been unusually active in parent-teacher groups, 
and had built up a backiog or friends who became 
enthusiastic customers the minute he threw open his 
doors 

He has received many compliments from people who 
find what they are after without the wearying old 
statement, “No; we don’t carry that, but we'll order 
it for you. Can’t say when we'll get it, but-——” 

“There is absolutely no substitute for a good repu- 
tation,” says Mr. Sturgeon. “I’ve brought my children 
up by t he ‘Good Book’ and each of them has a circle 
of friends who come to the store to buy.” It’s like a 
chain reaction, and between the jangle of telephone 
orders and the music of the cash register, Mr. Stur- 
geon knows he put his finger right on the business 
Hillsboro, and many small towns like it, needed the 
very most.—DAH 

oo te 

PERSONNEL INSTITUTE OFFERS TEN BOOKS 

A list of ten books carefully selected to develop and 
improve the average salesman’s self-confidence, per- 
sonality, social intelligence and ability to speak in 
public has just been released by The Personnel In- 
titute, 201 E. 57th St., New York, N. Y., it was an- 
nounced by Morris I. Pickus, president of the organi- 
zation 

Called The Personnel Institute “Sales Development 
Library” it is described as “a guide to increased sales 
and higher income” and is recommended as an essen- 
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The traveling salesman has had a lot to say on his 
own hook these many years. Now here’s something 
every stalioner can say to the traveling salesman. 
A NEVA-CLOG Stapling Plier fits every salesman’s 
brief case like bacon fits the egg. Flat, smooth on 


the sides, compact—takes little space. 


And what a help in keeping papers in shape, organ- 
izing order forms, filing correspondence! Saves time, 
saves irritation, makes a big hit at the home office. 
SUGGESTION TO STATIONERS: Always sell a 
NEVA-CLOG when you sell a brief case. Two profits 
are better than one. 

Thousands of NEVA-CLOG staplers are at work in 

e LAUNDRIES ¢ FLORISTS 


e DRY CLEANERS e SUPER MARKETS 
¢ BAKERIES e SHIPPING ROOMS 


We'll help you get this business. Ask us how. 














NEVA-CLOG Model J-30 


Also Model J-60 for both permanent and temporary stapling: 
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VALLEY NATIONAL BANK, PHOENIX, ARIZONA 
INSTALLATION BY WALSH BroTHERS, PHOEN:X 


JASPE i CHaspenidule 1) ESKS 
go on a Banking Mission! 


Were mighty proud of the fact that the Valley National 
Bank of Phoenix, Arizona, selected JASPER Chippen- 
dale DESKS for their executive offices. This amazing 
bank is the largest in the Rocky Mountain states which 
includes such financial centers as Denver and Salt Lake 
City. It has 20 branches located throughout Arizona. 


Walter R. Bimson is President 








Model No. 7F69 


7 
Chippendale 
Che Jasper Chippendal Dx sk is cK iimed by 
seek luxuriot 


tional office furniture Stump walnut matched 


executives everywhere who is_ tradi 
veneers, selected with the most meticulous care, 
ure used for the face material on drawer fronts 
Genuine walnut is used for all exteriors and in 
teriors. Other features include Roller Suspension 
a Dr: iwer Inset Back ind Dictation Slide on 
back of 69” desk only 


The JASPER DESK Company 


SPER 


INDIANA 
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tial addition to every company’s sales library. Espe- 
cially suited for use by salesmen, the ten books were 
selected by specialists in The Personnel Institute’s 
sales training division who carefully reviewed a total 
of more than 450 publications before making their 
nal selections 

The “Sales Development Library” includes three 
books on “Personality Development,” three books on 
Salesmanship” and one each on “Public Speaking,” 
‘Developing Leadership Qualities,” “Vocabulary and 
Basic Business Skills” and “Social Intelligence.” 

Individual copies can be purchased at local book- 
stores, or the complete ten-book “Sales Development 
Library” can be obtained in a neat, compact container 
directly from The Personnel Institute, Inc., for $31.00. 
This includes all mailing and handling charges. A list 
of the ten books, names of authors and publishers’ 
list prices, can be obtained by writing to the Sales 
Training Division, The Personnel Institute, 201 East 
57th Street, New York 22, N. Y. 


— 
NEW HAMPSHIRE FIRM TO NEW LOCATION 
Office Supply Corporation, successors to Dufton-Hel- 
big, Inc., Concord, N. H., recently moved from a second 


floor store to a new and modern location at 113 N. 
Main St. in Concord. 

This is a commercial house in the office supply 
industry, covering the state of New Hampshire and 
carrying a complete stock of supplies and equipment. 
Andrew F. Helbig directs the store, merchandise and 
general administration. Roland M. Stover handles 
sales promotion, salesmen and territorial expansion. 

This claims to be the only concern of its kind in 
the state offering a direct mail service, an asset in 
acquiring new accounts. This was started with a list 
. all home owners in Concord. The Addressograph 
plate list was offered to merchants for their advertis- 
ing. Now the firm has a complete library of plates 
covering every manufacturer in the state, every auto- 
mobile dealer, every industrial plant, as well as some 
30,000 home owners in the principal cities. 

Office Supply Corporation carries nationally-known 
lines such as Harter, Sturgis and Gunlocke chairs, 
Security Steel, Shaw-Walker, Remington Rand, Wat- 
son and other products. 

—> 

ANNOUNCE FIRM CHANGES AT MARSHALL, TEX. 

The following announcement was made recently at 
Marshall, Tex.: “In order to render a more efficient 
service, with greater specialization of effort, the former 


Bradley-Brown & Company is now operating in the 
same location as two separate business units as fol- 
LOWS: 

‘Associated Stationers, successors to Bradley-Brown 
& Company, office supply department, offering com- 


plete office supply service, including furniture and 
equipment. R. A. Brown and R. E. Walker, owners and 
operators, 307 E. Austin St. 

Bradley Printing Company, successors to Bradley- 
Brown & Company, printing department, rendering a 
omplete printing service, specializing in lithograph- 
ing, commercial printing and engraving. Maury R. 
Bradley, owner, 307 E. Austin St —EEG 

—_- 
HIGGINS PRESENTS FIFTH EDITION 
OF “TECHNIQUES” 

Higgins Ink Company, Inc., 271 Ninth St., Brooklyn, 

N. Y., has issued the fifth edition of “Techniques,” a 


profusely-illustrated 50-page brochure, offering a 
series of treatments showing the various types of art 
work in Higgins American drawing inks. The first 
edition of this volume was published in 1927. Other 
editions have followed and now the fifth is presented 
with new illustration plates and text matter. Well- 
known artists and illustrators have contributed exam- 


ples of various artistic techniques. Other Higgins 
books have been published on the subjects of lettering, 
cartooning and projects. “Techniques” retails at $1.00. 
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wT ea f ures 


El. ance. 


No. 240612 
JUDGES CHAIR 





lf style and dignity is needed to sell that hard to please 
client, PRINCETON has the line tailored to his exacting taste. 
These chairs are the product of careful designing and pains- 
taking execution. 


ETON 
WING CHAIR 





Write for illustrations 
and dealers price list. 


PRINCETON UPHOLSTERY CO., INC. 


457 EAST 147 ST. NEW YORK 55, 
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One of the Most 
DRAMATIC OFFERS Ever Made 








A FREE $30 REVOLVING 
DISPLAY plus °33” List Value 


of Free Merchandise 
with this C-THRU DEAL 


You CAN believe your eyes. Here’s the way to 
double and triple your sales of C-Thru ruling 
devices. This sales making action display was 
developed in answer to the requests of thousands 
of dealers who wanted a compact, dramatic 
method of showing C-Thru merchandise. Look at 
the advantages of this display. 


COMPACT — Only 17'/2 inches in diameter, and 
32 inches high — yet shows 24 of the fast selling 
C-Thru items. 


VERSATILE — Can be moved about to any part 
of your store for display, or can be used as very 
attractive window display. 


COMPLETELY ASSEMBLED — Just unpack and 
this display is ready to work for you. It comes with 
items mounted. 


MOTORIZED — Can be had with motor as op- 


tional feature. 


Write for complete details 


CRS - TRIAMGLES « MAVIGATIONAL [ESTROMERTS + STERCILS « PROTEACTORS - OTHER CEVICES 


Va lini 


HARTFORD, CONN., U. S. A. 
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CARBON PAPER COMPANY APPOINTS BROTHERS 
The directors of Carbon Paper Service Bureau, To- 
ronto, Canada, and its associate company, Stephens 
Sales, Ltd., recently confirmed the following appoint- 
ments: 
J. Dorian Brisbois is to be vice-president and director 
of national accounts; Edward J. Brisbane is named 





J. DORIAN BRISBOIS EDWARD J. BRISBOIS 


president and director of sales; and W. J. Brisbois is 
appointed secretary and director of purchasing. The 
three are brothers. 

A wide expansion program has been announced by 
this youthful Canadian organization in the field of 
systems and spirit duplication. Coincident with these 


er 


2 
a 








W. J. BRISBOIS 


appointments is the announcement from New York 
City of the exclusive franchise distributorship of the 
products of Old Town Ribbon & Carbon Company, 
Inc. Old Town products will be merchandised by the 
Brisbois brothers in connection with the Challenger 
line of carbons and ribbons. 


<< 


B. W. LINDAUER HEADS KALAMAZOO BRANCH 

Bernard W. Lindauer has been appointed manager of 
the Kalamazoo branch office of Underwood Corpora- 
tion, according to a recent announcement. 

Mr. Lindauer, who joined Underwood in 1928 as a 
student at their Harrisburg, Pa., service school, was a 
typewriter, adding and accounting machine sales rep- 
resentative prior to his present assignment. His head- 
quarters are at 307 E. Michigan Ave 

—-<e- 


MELVILLE HOLLIT JOINS COLONIAL CARBON 

Melville J. Hollit, a graduate chemical engineer, has 
recently joined the staff of the Colonial Carbon Com- 
pany. Mr. Hollit has had more than ten years’ experi- 
ence with one of the country’s largest hectograph 
manufacturers. His duties will include research and 
process control 
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ggnans'P 


pieces of (rol 


« wastel - ‘ Vreh ng 
No els of fics’ ; 
* : 


N ode 
« 7\ Ditto & 


Mercury devices put wings on every 
stapling operation! . . . These superb 


ee - ee ey ed » oe 


staplers ore produced by skilled arti- 
sons to the highest standards of pre- 
cision construction . . . Every step in 
their production is carefully checked 
to engineering specifications . . . All 
models are unconditionally guaran- 
teed for mechanical perfection . . . 
There's o Mercury stapler specifically 
designed for every commercial and 
industrial usage . . . Compare for 
quality, serviceability, oll round 


efficiency! (SACs 


Some of the Leading Mercury Models: 

A—Mercury 1-19WT 

B—Mercury L-19T 

C—WMercury L-19 LR. 

D—Mercury Sr. (210 staples) 
Mercury Jr. (105 staples) 

E——Mercury H-30T 

F.— Mercury H-30 

G—Mercury H-30 Foot Power 








Consolidated Wire Products Co., Inc. 
145 Spring Street, New York 12, N. Y. 





Exclusive Jam Free Feature found 


in oll Mercury staplers — ond in 





Mercury Stoplers only . . . Potented 
removable head thot slips off in o 


split second, frees jams in a jiffy. 
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14 Styles of 
Commercial Wood Office Desks 


IN OAK, WALNUT OR MAHOGANY 
AND NEW, SOFT TONE OR BLEACHED FINISHES 


A Quality Line 
in the 


Medium Price Range 


Sold from Coast to Coast 


for Many Years Past 
















Write for 
Here’s our Free 
**SPateE. 
SAVER.” « Photo 
staple seller in Catalog 
any store. _ 
and 
& 
We challenge wale 
comparison as List 


to values! 


SHEBOY G.A\ 
DESK 
COMPA) 


Manufacturers No. 374 


SHEBOYGAN, WISCONSIN 
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KISC O USES FLOWERS IN PROMOTION 





4 novel } ticnal stunt was used by Kisco Com- 
y, Inc., St. Louis, Mo., makers of Kisco floor model 
circulators, to formally introduce the four new 
Circulair ! els and the 1949 “Bouquet of Profits” pro- 

Y ram to the t de 
- Using the n, “Stay Daisy Fresh With Kisco Cir- 
lair,” as basis, the company recently forwarded a 








A A A A A 


_ eal 
<r 


For SPEED with efficiency. . . specify 
1s ” PRE THE KISCO COMPANY'S these quality gummed labels! Unique 
BOUQUET OF PROFITS TO NATION'S RETAILERS ee eae 
Available in white, blue, salmon, 
buff, cherry, canary, green, manila. 
immediate delivery ... your brand im- 
printed on 2500 cartons or more... 


ast 








box of flows ighlighted by four daisies, to a number | 
f account 1 parts of the country. 

Labeled “Ne Daisies From Kisco,” the box also 

ntained clet of greeting size in which the four 
new Kisco ‘ ilairs were shown with the five other 
Kisco mode The booklet also formally introduced 
Koolie Ki a Chinese character adopted by Kisco 

r advert and merchandising purposes. 

The flows which were sent out just prior to 
Thanksgi' lso served to introduce an intensive 
ules and landising program. 





oc hh 

MIMEOGRAPH SUPPLY LEASES NEW QUARTERS 
The Mime iph Supply company, authorized dis- 
tributor 1 the A. B. Dick Company, Kansas City, 
Mo., has leased new quarters at 1005 McGee St., Kan- 
is City. 7 mpany will move from present space | _ PROMPT 
114 W. Te St. the first of the year. DELIVERS 
Virgil L. H former manager of the A. B. Dick 
ranch off Kansas City, and now president and 

anagel the supply company, said that ground «|; . 
loor mezz pace at the McGee address has been | filing folders index cards 
btained i e lease for larger and better distributing L, d d L, , 1 id 
facilitie \. B. Dick mimeographs and mimeograph pressSoara an ristol guides 
lies as we special paper and collating equip- 





ym Protex reinforcements 
The Dick h was purchased last October 4 

oats mending tape- gummed index tabs 

4. POMERANTZ USES NOVEL GIFT PROMOTION 

4. Pomerantz & Company, Philadelphia, Pa., utilized 
a neat an form of Christmas promotion in the 
form of a ] lder holding a number of illustrated 
eets, ea featuring related Christmas gift items. 
plete description and prices were furnished with 


Tle Warsshw AM 


ppealing | tographs. Catchy headings were used Qf 4 &. oe P 
wh as “I Man’s World . Sometimes!”. “If / “pp 
M I Everything”, and “Neither Too Hot 


| Vain ‘treet Hrooklyn i, NV. Y. 


This p1 made Christmas shopping easier for 
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C.R. SHEAFFER CHALLENGES EDUCATORS IN TALK 
Craig R. Sheaffer, president of the W. A. Sheaffer 


i, ty p e Ww r i t e Fr Pen Company, in a talk before the Association of Gov- 

erning Boards of State Universities and Allied Insti- 
tutions, which met at Spokane, Wash., on October 4, 
outlined the “trend of industrial thinking that en- 
compasses human values as well as market values” 
by pointing out the “pattern of improvements through 
the maze of errors—the adoption of a profit-sharing 
plan for employees, a savings plan and of group acci- 
dent and hospitalization insurance; the gradual in- 
crease Of wages, improvement of vacation allowances 
and general working conditions; the widening of the 
door is the open-door policy; a better understanding 
of the impact of methods of operation on the local 
and national economy; the increasing consciousness 
of community responsibility, reflected in financial and 
other forms of participation in civic affairs and im- 
provements, and a growing desire to build leadership.” 

“Industry,” he declared, “does not operate in a 
vacuum. Its leaders are not, in any proper sense of 
the word, ‘captains’ of industry. The pressure groups, 
the legislatures, the prevailing and ever-changing eco- 
nomic, social and political ideologies, the formal edu- 
cation of the young men and women, embarking upon 
industrial careers—all of these things, and more, have 
a significant bearing on the extent to which industry 
will accomplish the results that you and I have in 
mind.” 

Placing the educators of the nation’s colleges and 
universities in the most important role in determining 
the “pattern of industrial conduct and contribution,” 
Mr. Sheaffer averred that “the proper training of our 
young people along technical lines—preparing them 
for the profession of production by teaching them 
the art of creating better product design, more effi- 
cient methods and tools, better administration and 
distribution—is both a challenge and an opportunity” 
to the college professor. 

Mr. Sheaffer entreated his audience to dispel the 


p ree i Ss i on “false belief that there can be a satisfactory sub- 
stitute for hard work, for individual initiative, for 
self-reliance and for ordinary Christian ethics” and 
to help solve the problem “created by twisted think- 
ing about the role of profits, about economic con- 














trols, about high taxes, about the need of bureaucratic 
planning and about the benefits of ism-minded politi- 
cal systems.” 

“Tt’s common practice to consider profits as cash 
a lot of money sitting in the cash register or in the 
banks,” he stated. “I believe we could render a service 
if we could have it generally understood that profits 
are inventory and buildings and machines and land 
for expansion purposes—only a portion is repre- 
sented by cash.” Mr. Sheaffer suggested that the 
economics instructor devote part of classroom dis- 
cussions to the important role of profits. 

The talk was concluded with an expression of the 
hope that the college professor will continue to be a 
“severe critic of the businessman” and that that criti- 


the fruit of long 
experience and 
constant improve- 
RES 





write for 


complete cism will be “constructive and offered in an atmos- 
phere of helpfulness and mutual respect, confidence 

catalogue and understanding. Only by working together can our 
and academic leaders and our industrial leaders make the 
horizons of America truly unlimited, whether with re- 


spect to the preduction of physical goods or with 


price list Bare 
respect to the creation of human satisfactions.” 


—- 








Manufacturers of MEILINK HERCULES STANDS TO BE FEATURED IN 


FAIR FOAM RUBBER CHAIR CUSHIONS sienna apeinsegetemanapetiy 
COSTUMERS ¢ TYPEWRITER TABLES From January 17 to 22, the Meilink Hercules line of 


office stands will be featured in a demonstration ex- 
hibit in the offices of Hal Johnson, 542 S. Dearborn 


oe ity ITU iE St., Chicago. Invitations went out to 3,500 business 


organizations in the Chicago area. While the exhibit 


We q ov g> AX ¥ a is primarily for educational and sales promotional 
. - ¢. ° 2 : i 


purposes, orders and sales leads will be turned over to 
lo COURT * BROORLYN 2. N. Y. dealers for handling. 
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Coote to meet 


Welels modern needs 
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Yes, functional design and 














matchless good looks are combined 
in these CRESTLINE Desks and 
Tables to meet your needs for modern 
office equipment that is economical, 
lasting and efficent. 

See how beautifully CRESTLINE will 
fit into your office picture by 


sending the coupon below 


SECURITY STEEL EQUIPMENT CORPORATION 


65 MIDDLESEX AVENUE 





AVENEL, NEW JERSEY 





Please send me without obligation your folder 
entitled: ““CRESTLINE Desks & Tables.” 

NAME — 

ADDRESS 


CITY ZONE STATE - 
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and many other 
MORRIS PRODUCTS 


All desk equipment 
shown above is avail- 
able for immediate de- 
livery. The versatile 
Morris Tray can be built 
into any combination of 
legal and letter size. 
Other long profit items 
include the Morriset and 
the memo pad holder. 


SHE LIKES THE Morris 





ert 





Phone est 


She has finally found a phone rest that is comfortable! 
Its many advantages include the easily adjustable grip 
which permits use on either shoulder. The grip is 
broad, with a definite shoulder contour, very comfort- 
able and secure. Like all Morris products the phone 
rest is the best of its kind. Attractively packaged, this 
item shows quick acceptance. In the picture above 
everything but the desk, the telephone and the girl is 
a Morris product. Order today. 


ne Boot Moris =e 


8651 WEST THIRD ST.- LOS ANGELES 37.) 37, CALIF. 
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LETTER WRITING WINDOW AWARDS 

The Paper Stationery and Tablet Manufacturers 
Association, Inc., New York, N.Y., recently announced 
the awards made by three judges of the $660.00 win- 
dow display contest conducted during National Letter 
Writing Week. These judges studied photographs of 
windows entered in the contest of the Association, 
sponsor of the letter writing promotion. 

H. S. Crocker Company, Inc., San Francisco, Calif., 


ANNOUNCE 





GROUP “B” PRIZE WINNERS IN NATIONAL LETTER WRIT- | 


ING WEEK WINDOW DISPLAY CONTEST.—Top: first prize 

winner, H. S. Crocker Co., Inc., San Francisco, Calif. De- 

signed by Alvin H. Schmidt. display manager. Center: second 

prize winner, Schwabacher-Frey Co., Los Angeles, Calif. De- 

signed by Thomas F. Burke, display manager. Bottom: third 

prize winner, Latsch Bros., Inc., Lincoln, Nebr. Designed by 
Mary Jo Latsch, display manager. 
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ONLY Olle 
Gl BE CALLED 
“Tae FINEST” 





FINEST CUSTOM QUALITY 


In each field of human endeavor, there is one prod- 
uct which, by reason of its sheer excellence, stands 
alone .. . the one thing of its kind which may be 
called the finest. 

In the field of Portable Lighting for Offices, it is 
MIDCO the Perfectlite portable fluorescent desk 


lamps. 





4200 Series Desk Lamp 


MIDCO the Perfectlite lamps in their beautiful 
electro-plated finishes—including Statuary Bronze, 
Antique English or Butler’s Silver—will add im- 
measurably to the value of the complete MIDCO 
_ line for °49, and find ready acceptance among the 
| more exacting of your customers. 
| We pledge the continuance of our policy to make 
only the finest of portable lighting units with the 
highest sales appeal—and always at the lowest possi- 
ble price. 


Literature and prices on request 


MIDWEST NATURLITE COMPANY 


228 West Kinzie Street Chicago 10, IIinois 
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CARBONS RIBBONS 


Are Zauoriles 


* EXCELLENT PROFIT | 


* REPEAT BUSINESS 
* SALES ASSISTANCE 
*x GREATER VOLUME 


EXCELLENT PROFIT — Our exclusively 


dealer sales policy means that the cus- 





tomer comes to you for the Allied line of 
superior products at competitive prices. 
Result — repeat sales, greater volume, and 
increased profits. 


THE ALLIED LINE IS COMPLETE AND EACH 
PRODUCT IS A LEADER IN ITS FIELD 


e CARBON PAPERS e PENCIL CARBONS 
e TYPEWRITER RIBBONS #¢ HAND CLEANER 
e SPIRIT FLUID e MASTER SETS 


e CARBON PAPER RIBBONS FOR ALL MACHINES 
SPIRIT AND HECTOGRAPH CARBON PAPER 
TABULATING AND ADDRESSOGRAPH RIBBONS 


A few exclusive franchises are still avail- 
able for alert dealers. If you’re interested 
in building more sales, greater volume, 
larger profits, the Allied line is the answer. 
Write for free samples and full details to- 
day. Address Dept. A. 


ALLIED CARBON AND RIBBON 
MANUFACTURING CORPORATION 


GENERAL OFFICES AND FACTORY—165 DUANE ST. N.Y. 13, WY. 
WESTERN OFFICES—i629 SO. BROADWAY, LOS ANGELES 15, CAL. 














won the Group B $100 award contest in which station- 
ers competed. Second prize of $40 went to Schwa- 
bacher-Frey Company, Los Angeles, Calif., and third 
prize of $25 to Latsch Brothers, Inc., Lincoln, Nebr. 
Other winners were in the department store, variety 


chain store and drug store classifications. 
———_———9- a> _-— 


IMPERIAL FIRM IS HIT BY FIRE 


The Imperial Pen and Pencil Company factory, two 
and a half miles outside the village of Nassau, N. Y., 
was wrecked by fire December 2. Loss was estimated to 
equal at least $200,000. 

Frank Aimes of Malden Bridge, co-owner of the fac- 
tory, said the blaze started at approximately 8:10 a.m., 
a few minutes after 100 workers had reported for duty. 

He said the fire started when plastic being processed 
in a machine became overheated and burst into flames. 
The workman, he continued, dropped the flaming plas- 
tic into a steel barrel filled with celluloid parts. This 
flared up. 

The fire spread rapidly through the one-story con- 
crete block building and the workers were forced to 
flee without their personal belongings. 

Mr. Aimes said werkers attempted to put the fire out 
with extinguishers but it had blazed out of control be- 
fore the arrival of the Nassau volunteer fire depart- 
ment. 

The Imperial Pen and Pencil Company, which made 
metal and plastic fountain pens and pencils and desk 
sets, is owned by Mr. Aimes and Frank Feldman of 
Nassau. The company has been in business in Nassau 
more than 20 years. The concrete block building was 
erected three years ago. 

Mr. Aimes said, in addition to the building, the loss 
included metal and plastic stocks. The records of the 
firm, he said, were saved. 

Mr. Aimes said the plant normally employs approxi- 
mately 50 persons, but additional workers had been 
called in to fill orders for the Christmas season and 
for export. 

The structure, Mr. Aimes said, was partially insured, 
adding plans for rebuilding were uncertain. He said 
the firm had just begun production of a new type 
fountain pen.—GET 

- > — 


HONOR REM-RAND MILWAUKEE VETERANS 


Employees of Remington Rand, Inc., at Milwaukee, 
Wis., closed their desks in midafternoon recently and 
adjourned to the Schlitz Brown Bottle for a party to 
observe formation of a 25-year club. Among the six 
men instalied as charter members was Edwin A. 
Scheibe, with 55 years of continuous service at Mil- 
waukee with the company. 

L. C. McAlpine, branch manager for the adding, 
bookkeeping, calculating machines division, presented 
the wrist watches that went to each of the six. He 
also announced that the company was granting an 
additional week of paid vacation annually to the men. 

Mr. Scheibe joined the company in 1893 as an er- 
rand boy, delivering typewriters and ribbons on his 
bicycle. Later, he worked in the service shop and 
eventually became its foreman. Since relinquishing 
the shop post he has been a customers’ contact man. 
When a machine of many years’ age comes in for re- 
pairs and stumps the younger men, Mr. Scheibe is 
still called upon to take care of it. On his fiftieth 
anniversary with the company he was honored at a 
dinner and presented a diamond stickpin—JEH 

eR 


MOSLER SAFE COMPANY ADDS TO PLANT 


The Mosler Safe Company, world’s largest manu- 
facturer of safes and vault equipment, is adding a 
new one-story building to its plant at Hamilton, Ohio, 
to accommodate its expanding sales force. The build- 
ing will be completed about January 1. 

Announcing the expansion, Harry H. Lynn, executive 
vice-president, said the structure will be of brick 
and glass, with the latest improvements in lighting 
and soundproofing. It will front on Grand Blvd. 
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SHILADELPHIA 7 PA 
January i, 1949 
30TH YEAR 
7RIENDS EVERYWHERE : 
nis is OvF 2oth year as manufacture? of Columb16 Steel 
| Equipment. since th peginniné we have carried out 
sstently + he Columbia policy ro) 
1GH QUALITY __ RELIABLE SERVICE DEALER PROTECTION 
We of Columb 14 pledée to cont inue the same high standards 
ality and service in t future: 
To you who have made this anniversary celevrat fe) ssibles 
extend gree’ ngs We thank you for your od will a eriendly 
eration: 
the yes ahead hold for you snerease? pusiness success 
al ppiness- 
sincerely yours, 
EL EQUIPMENT COMPANY 
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Yowll Acclaim this Beautiful, Upholstered Executive Chair 


Here is everything that a successful business or profes- 878-RQ is a solid walnut chair finished walnut or ma- 
sional man wants in a fine chair ... luxurious appear- hogany or in the new SOFTONE color. Upholstered in 
ance ... maximum comfort and durability. Here’s the genuine leather. 

chair that makes dealers happy and users enthusiastic. 


Jasper Chair 


JASPER, INDIANA 









REPRESENTATIVES: James S. Fowls, (Southern) R. A. Browne, (West) 
Coo. A. LitchBeld. Sel 327 Sunset Drive, North 208 Orpheum Bidg. 
vee. A. LitehSeld, Sales Mgr. St. Petersburg, Florida Seattle, Wash. 
Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 385 Madison Ave. 
Dallas 5, Texas (Phone ROgers Park 4-3644) New York, N. Y. 
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SAMUEL BRICE HUDSON 
Samuel Brice Hudson, associated with The Star 
Printery, Muskogee, Okla., for more than 39 years in 
the capacity of president and treasurer, died Septem- 
ber 27, 1948. He was born in Harrison, Ark., November 
28, 1881, and attended school at Washington Uni- 


versity, St. Louis, Mo. After leaving St. Louis, where he 
was employed in the offices of the M. K. & T. Railway 
Company, he joined The Star Printery, a firm which 
has been under one continuous management with 


Clyde L. Askew serving as first vice-president. 

Mr. Hudson served as president of NSA District No 
8 for one or two terms. 

Surving are the widow, Mrs. Gertrude B. Hudson, 
six brothers and two sisters. Two of the deced- 
ent’s brothers, M. Scott Hudson and Lim W. Hudson, 
were associates in The Star Printery for a number of 
years, M. Scott as secretary and Lim W. as second vice- 


president 
+t + -& 


GEORGE E. VINTON 

George E. Vinton, who had served Art Metal Con- 
struction Company, Jamestown, N.Y., as a special rep- 
resentative e 1944, died suddenly Sunday morning, 
November 21. 

The decedent had many friends in the office equip- 
ment industry, in which he had spent a lifetime. Prior 
to coming with Art Metal, Mr. Vinton had been con- 
nected with Yawman and Erbe Manufacturing Com- 
pany and the Macey Office Equipment Company. He 
was born November 13, 1884, in Hartford, Conn. 

Funeral services were held in Boston, where Mr. 
Vinton had made his headquarters for more than a 
year, and interment was in the family plot at Stafford 
Springs, Co! 


OSMOND G. NELSON 
Osmond G. Nelson, 49, proprietor of Nelson Adding 
Machine Service, 437 S. Dearborn St., Chicago, died 


November 9, the day after he moved into his new 
ground floor location. He was buried in Graceland 
Cemetery, Chicago, on the twelfth. Mr. Nelson was 


with the Burroughs Adding Machine Company for 16 
years before starting his own business in 1939, which 
was located until the recent move on the third floor 
of the Terminal Building at 537 S. Dearborn street. He 
sold new and used machines and made a specialty of 
Burroughs machines and service. He is survived by his 
widow. Responsibility for carrying on the business has 
been taken over by two brothers. 
+ + + 
LEO W. ADLER 
The death of Leo W. Adler, proprietor of the Cleve- 
land Calculating Company, Cleveland, Ohio, occurred 
in that city on December 12. 
For many years, Mr. Adler had been prominent in 
the field of office equipment sales. He was one of the 
originator f the National Office Machine Dealers 


Association a erved a number of terms as treasurer. 
The deceased had acquired many friends in the 
office equipment field during his long service. 
+ + + 


R. E. GILFILLEN 

R. E. Gilfillen, salesman with the Business Systems, 
Inc., South Bend, Ind., was killed in an auto accident 
on December 2 near Sturgis, Mich. He was formerly 
with Columbus Blank Book Company, Columbus, Ohio, 
and Buxton & Skinner Printing & Stationery Com- 
pany of St. Louis, Mo. 

+ bt + 
FRED PAUL CLOSE 


Fred Paul e, 74, a broker in school equipment in 
Kansas City for many years, died November 7 of a 
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No. 66185 


whether viewed 
from front or Year... 


NATIONAL 


sertes 18 Says “QUALITY” 





Another triumph of NATIONAL design 
and workmanship in aristocratic figure and 
matched walnut veneers . . . affording not 
only regal appearance but the ultra-modern 
construction features indispensable to really 
top-grade office furniture.. There’s a com- 
plete set of legal size hanging folders in 
double drawer of the executive desk. Truly 


“for the man who knows Quality”! 





Suite complete with desk, table, 
secretarial desk, bookcase 
and telephone cabinet 


NATIONAL DESK CO. 


HERKIMER, N, Y. 





Rear View 
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TOLEDO GUILD 


Office Equipment 


The manufacturers of America’s fastest 





selling office tables present a new line 
of quality office boxes . . . priced for 


volume selling! 


SECURITY BOX 





Insulated 
. Wt. 22 lbs 


Double-walled . . . Fire resistent . 
Chest... Yale combination lock . 





BOND BOX » 
Sturdy construction . . . Functional design 
Drawn steel with Gray Hammertone finish 


CASH BOX 


Modern design . . . Rugged construction .. . 
Gray Hammertone finish on drawn steel 





\ ce 

WRITE NOW ( Torre 5, FOR PRICES 
PRODUCTS 

inc, Era) 

= 


TOLEDO GUILD 


PRODUCTS, INC. 


‘eee ©. 0920-10), Ge O's eo Od Dele mmo) ble) 
Merchandise Ov dagelay af Merchandise Mart, Chicago, Ill. 
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heart attack. He was born in Highland, Kans., and had 
been a resident of Kansas City for 50 years. 

Mr. Close had been westeri Missouri and Kansas 
representative for several manufacturers of school 
equipment for 30 years. 

Surviving are two sons, Philip J. Close, general at- 
torney of the Commerce Trust Company, and Charles 
F. Close, Arlington Heights, I1l.; and a brother, Daniel 
Close, Kansas City, Kans——-GMH 


ft EF f 


ARCH A. MAULDIN 
Funeral service for Arch A. Mauldin, 56, founder and 
at one time manager of the Dallas Typewriter Com- 
pany, 1517 Commerce St., Dallas, Tex., was conducted 
on Wednesday, November 24. He had retired from 
active participation in the firm five years ago because 
of failing health—JHR 


tr - + 


MILAN W. FLINT 

Milan W. Flint, long with the Shaw & Borden Com- 
pany, Spokane, Wash., died recently at his home in 
that city. He was a retired bookbinder for the station- 
ery and office supply house. Besides his widow, Cora, 
he is survived by a sister in Douglas, Ark.—CML 

— © 
DACO APPOINTS WILLIAM P. CORBETT 

William P. “Bill” Corbett was recently appointed rep- 
recentative of the Daco Card & Index Company in 
eastern Pennsylvania, Maryland and southern New 
Jersey. This appointment was announced by Edward 
S. Churnick, president of Daco. 

Mr. Corbett has traveled in his new territory for a 
number of years, representing other lines. Other rep- 
resentatives are to be announced by Daco in extending 
its coverage 

—-< 
OHMER CORPORATION APPOINTS DEALERS 

Ohmer Corporation, Dayton, Ohio, recently announced 
that the following organizations have been appointed 
as cash register dealers: 

Davis & Locke Business Machines, Inc., 1526 N. W. 
36th St., Miami, Fla.; Newburgh Cash Register Com- 
pany, 7 Oak St., Walden, N. Y.; Queen City Equipment 
Company, 110 E. Pear! St., Cincinnati, Ohio; Robert W. 
Harris, 4144 W. Sprague St., Spokane, Wash.; and 
Beaver Dam Typewriter Shop, 900 Park Ave. at city 
limits, Beaver Dam, Wis. 


wr 





PRESENT HOME FOR KESSLER—A view of the exterior and 
display front of the Kessler Office Supplies store, Grand 
Rapids, Mich. The four-story building was purchased by Dan 
H. Benner, president of the firm, in 1946. The front of the store 
is finished in grained walnut to offset the furniture displays. 
the balance in subdued maroon shade. All shelving is blond 
oak with matching oak showcases and display tables. 
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Concentrate on the BROWNE-MORSE 





ka tele tine of ; file sufife bies 
: 


— A-Z Alphabetical Manila Folders, Letter and Legal 
Size. Double Top Only, One-Fifth Cut. 

Two-Fifths Cut Manila Folder, Guide High. Letter or 
“a Legal Size. Heavy Weight, Double Top Only. Extra 
Heavy Weight and Super Weight, Single Top Only. 
Miscellaneous Folder for “Simplex Index” System. 
Blue, Heavy Weight, Double Top Only. Letter or 
Legal Size, Guide High, One-Fifth Cut. 

Kraft Folder Medium Heavy. Extra Heavy, Single 
or Double Top. All Tab Cuts, Letter or Legal Size. 
System Folder Heavy and Extra Heavy Weight, 
Single and Double Top. Super Weight, Single Top 
Only Right Center Cut, Guide High, Letter or 
Legal Size. 

Miscellaneous Folder for “Service Index.’ Double 
Top, Guide High. Salmon Color, Letter or Legal Size 
Heavy Weight Only 

One-Half Cut, Heavy Weight, Double Top. Extra 
Heavy Weight and Super Weight, Single Top Only 
Undercut Tab. Letter or Legal Size Tabs Printed if 
Desired. 

Salmon Manila Folder. All Tab Cuts. Heavy Weight 
Only Letter or Legal Size 

One-Third Cut Monthly Folders. Heavy Weight Only 
Letter or Legal Size. 

Guide High Kraft Folder Double and Single Top 
Heavy and Extra Heavy Weight. Two-Fifths Cut 
Only, Letter or Legal Size Only Single Top Fur- 
nished Printed. 

One-Third Cut Manila Folder Double and Single 
Top. Body or Guide High. Heavy, Extra Heavy and 
Super Weight. Letter or Legal Size 

Blue Manila Folder. All Tab Cuts. Heavy Weight 
Only. Letter or Legal Size. 

One-Fifth Cut. Single or Double Top. Heavy, Extra 
Heavy and Super Weight. Body or Guide High. 
Letter or Legal Size. 

Extra Heavy Weight Manila Folder All Tab Cuts, 
Body or Guide High. Letter or Legal Size 
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FOR SIMPLIFIED HANDLING AND GREATER SERVICE! 





in Browne-Morse Filing Supplies you will approach the coming 
se with the knowledge that you are fully equipped for greater sales. 
ve at your disposal the most complete line of filing supplies 
Your salesmen will be able to give better service to their 

i fulfill their every requirement whether it be light, medium, 


1 extra heavy weight materials. 


ealing with one reliable source, you can simplify your bookkeep- 





. reduce your inventory and have less money tied up in stock. 


—_ = COMPANY 


| 
' 
wne-Morse can give immediate delivery on all cuts and styles of i OC tomes 


_ MT Ano Office SUPPLits 
lividers and guides. 


Increase your over-the-counter sales. . 
add extra profits with BROWNE-MORSE 
“Packaged” filing systems. Display car- 
ton contains complete set of dividers and 
folders for one file drawer. Order your 
supply today. 


ARCHITECTS OF EFFICIENCY FOR AMERICA'S OFFICE 


, MUSKEGON Browne-Mborse MICHIGAN 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 


1 today for the Browne-Morse brochure of samples and meet your 


ners with confidence in your ability to satisfy their every filing 
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| CHAMPION CLASP ) 





The STRENGTH 
of a Champion 


WIDE REINFORCED FLAPS Sell Quality Park Champion Clasp and you 
.-. heavily gummed means , , 
cade Minas t- aive sell satisfaction to customers who want added 


added protection to contents. protection for mailing catalogs, samples, 


booklets. Champion Clasp E l 
STRONG, SECURE FASTENERS 4 P Savetepes Reve 
+. insures intact arrival of 
heavy mail. Plated clasp 


three-way strength—the strength of durable 
Quality Park stock... the strength of wide 


omg edges for easy gummed seams and reinforced flaps .. . 
andling. 
the strength of strong, secure fasteners (clasp 
. and STRING TIES, TOO or string tie). Quality Park Champion Clasp 
+ « « Sing and bulten fasten- Envelopes are now available in 21 sizes 
ers available on all sizes at 
. . . packed 100 to the box, 1000 to a carton. 


slight extra cost. 


REMEMBER THESE OTHER QUALITY PARK NAMES OF QUALITY 
LEATHEROID EXPANDING WALLETS 


VERTICAL FILE POCKETS BLUE LINE AIR MAIL 
BANKERS FLAP AIRWAY EXPRESS 


FLAT MAILER 


Sold Through Dealers Only 
Qaslity IP. 


Products 
d@ 
C=s 





Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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REVIEW AND FORECAST 
Continued from page 72) 


classes. This educational work is one 
important elements in the association's 
activities. The retail stationery trade has a full appre- 
ciation of the value of education of the kind provided 
by the association, and of the vital need for technical 
and general 

nnel 

By and large, the stationery trade of this country 
has a great belief in its future. When restrictions, in- 
herent in materials and labor shortages, are removed, 
ind full and unfettered expression can be given to 
the technical capacity of the industry in its produc- 
tion, presentation and distribution, the trade will go 
forward—give! course, a background of general 
economic stability throughout our country. Commer- 
cial needs an cial needs have not yet resolved them- 
selves but the stationery trade here is determined to 


tion with tne 


of the m 


of 


be equal to whatever demands the future may make. 
It is evident that in all commercial fields, America 
with her unrivalled experience in mass production 


her age-old traditions of fine crafts- 
manship have much to learn from each other. And 
so I send, on behalf of the Stationers’ Association of 
Great Britain and Ireland, Good Will New Year mes- 
sages to the stationers of America. I should like to 
couple these wishes with the hope that our two nations 
may work gether in even closer harmony for the 
peace and prosperity of the whole world. 


and Britain with 


—-¢ 


GREAT BRITAIN 
OFFICE APPLIANCE TRADES 


By W. G. LANSLEY 


President, 
Office Appliance Trades Association 
of Great Britain & Ireland 





EMBERS OF THE 
Office Appliance 
Trades Association of Great 
Britain will, in 1949, be fac- 
ing conditions vastly differ- 
ent from those they antici- 
pated or, I might even say, 
were entitled to expect, in 
the fourth year of the post- 
war era 
Overshadowing 





[sagem " } 


all other 











considerations is the uni- 
versal acceptance of this 
country’s luntary com- 
mitment work its pas- 
sage” back normality, 
although would perhaps 
be mor irate to say forward to normality, as in 
using thi ression I visualize the creation of a new 
long term norm rather than a reversion to conditions 


they were before the war. The keynote of this 

improved efficiency and, in the admin- 
res of government, industry and com- 
office appliances. Both the govern- 


trade are conscious of their duty to 


as 

undertakin 

istrative sph 
thi 


merce means 


ment and 


make available and to distribute to the best effect the 

maximum } ble volume of this type of equipment 

which can t providec from domestic manufacturing 
urces and from overseas imports. 

Contr various kinds are, unfortunately, still 
necessary hough some would appear to have out- 
lived their usefulness. The government is now taking 

ock tuation in this respect, however, and 

y recent has announced the removal of several 


‘ols whi applied particularly to our trade. In 
now share with the government, to 


PAiVs 


nsequen Ne 
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LITTLE Quality 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 


eliminates competitive ef- } 
fort. 


Tvadg: 8" 
Targ: gtVia: 


dz : > Suasos 

: Quy: 5°22: y7 

‘Saagttry sikeeyn 
&, Oar yg 20axy: 


“me 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


i? / “ony 
§ 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY YEARS constant 
adherence to the above 
policy has created confi- 
dence and good will which 7 
means much more to our **¢ 
dealers than price and ,¥s 
selling promises. 4 


A 


Write for details and samples. 
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TWO REASONS WHY 


CHAIR SALES GROW! 
Exceptional Caluc 


BEAUTIFULLY 
TAILORED 
UPHOLSTERY 


Du Pont’s Simulated 
Leather 














CORRECT STYLING—CORRECT POSTURE 





QUALITY 
CONSTRUCTION 
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FINISH ADDS 
Fi ished Oak roar? 
ghegeny, Walew O 
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some extent, the responsibility for holding a balance 
between the various fluctuating and frequently con- 
flicting problems which have to be solved. For the 
reason mentioned above it is essential that the home 
demand should receive maximum possible satisfaction, 
but opposed to this is the no less vital long-term 
policy of building up overseas markets, the tremendous 
efforts this country is making to get back on to its 
feet being almost entirely dependent on its ability to 
acquire foreign currency. This is but a typical example 
of the dilemmas inherent in the present situation but 
I am happy to say that a spirit of tolerance, patience 
and understanding is beginning to outweigh the sense 
of frustration from which, in varying degrees, we have 
all suffered in recent years. 

A new factor to which the trade is having to adapt 
itself is the re-orientation of administrative control 
of large sections of its home market, consequent on 
the nationalization of the coal industry, railways, elec- 
tricity and gas, health services and, as would appear 
probable soon, the steel industry. 

There is a tremendous amount of work to be done 
and our task is formidable, but I am confident we 
shall cope with it, helped by the realization that the 
job of work we do during this difficult transition period 
will shape our individual and collective destinies for 
many years to come. 

One last word, last but by no means least. Certain 
sections of the trade are indissolubly linked with 
American interests and the very practical help and 
co-operation which is being received from across the 
Atlantic, quite apart from the benefits of E.C.A., are 
immensely appreciated, being an incalculable contri- 
bution to the over-all effort. 


—_- 


GREAT BRITAIN 


TYPEWRITER TRADES 
By MANCELL GUTTERIDGE 


President, 
Typewriter (and Allied) Trades Federation 
of Great Britain & Ireland 





OME SEVEN OR EIGHT [ 
months ago,on myelec- | 
tion as president of the | 
Typewriter (and Allied) 
Trades’ Federation of Great 
Britain and Ireland, I said 
I looked forward to the 
continued co-operation be- 
tween American and Brit- 
ish interests, first set in 
train by Arthur Pateman 
and ably carried on by my 
immediate predecessor, 
Bernard Lowthrop. I am 
happy to say that, in my | 

opinion, this co-operation 
and understanding has in 
no way diminished; on the contrary, I feel that the 
ties between the British typewriter industry and the 
representatives of the American companies in this 
country have been strengthened. In the American 
companies here we have loyal supporters and co- 
operators in our efforts to promote fair trading and 
fair dealing with the customer. 

The typewriter trade is now reaping the harvest 
from the seeds sown some five or six years ago by our 
council, when it was decided that a strong Federation, 
backed by fearless action, was the only answer to the 
undesirable element—found everywhere—over-anxious 
to cash in on critical supply situations. The Federation 
has a badge which incorporates the slogan, “The Sign 
of Integrity”. The public has come to look upon the 
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THE BIG NAME IN FILING EQUIPMENT 


@ EXCLUSIVE 





Concealed Safe Unit is a patented fea- 
ture available only to Invincible users 





because only the INVINCIBLE line of 
metal filing cabinets has it! It offers 
security for your valuables and confiden- 
tial papers in your home or office 
Concealed Safe Units are cvailable in 
the 2, 3 and 4-drower filing cabinets. 























Invincible Filing Cabinets 


You have a choice of four beautiful finishes: olive 
green, grained walnut, grained mahogany and the 


new Modernaire gray. 


All filing cabinets available in either letter or cap 
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drawer size. All fittings are metal. Cradle-type 
drawer suspension gives you super-strength for max- 
imum drawer load. See your Invincible dealer or 
write Invincible Metal Furniture Co., Manitowoc, Wis. 












QUICK RELIEF FOR 


STORAGE HEADACHES 


STORAGE CABINET 


72 «34 «18, has 4 ad- 
justable shelves. An efficient 


COMBINATION CABINET 


Designed for wardrobe and 
storage duty in offices, factories, 
homes. One full shelf, 3 od- 
justable half-shelves, generous 
space for clothes. 72° «34° x18". 

Style 3CW 


automatic housekeeper fo 
office stationery, forms, 
equipment. Extra shelves 
available Style 4ST 






DESK HIGH 
CABINET 
The answer for 
overcrowded 
desks. Lots of stor- 
age space inside, 
working space on 
top. 29'2” x 24” 

x 18”, one shelf. 







Style 1WA 


WARDROBE CABINET 


Fifteen to twenty garments 


will hang in this impressive 


Style 1DC 
steel wardrobe. Measures 72 
x 34 «x 18. Shelf for hats, 2 
wide-opening doors 


COUNTER HIGH 
CABINET 


Two adjustable 
shelves in this 
low-priced 42” x 
34” x 18” steel 
cabinet. Counter 
surface more than 
4 sq. ff. Style 2cH 





Either of these cabinets may be changed inte the 
other with inexpensive parts which you may order. 






































sd bon 
STEEL LOCKERS 
78” x 12” x 18” ‘ 
78” x 15” x 18” 
78” x 18” x 18” ~ 
Single tier in single units UTILITY SHELVING 
or 2 or more wide. Pad- Makes one unit or two, as illustrated, © ° 
lock attachment or built- simple to assemble, quick to rearrange, Slim Jim UTILITY CABINET 
* in lock. STEEL SHELVING fills thousands of needs everywhere. Wardrobe Style 24WA; Storage Style 24ST 
Made to Your Specifications “MAGIC ANGLE” corner brackets make Ideal for narrow spaces, measures 
Stonsteel shelving is mode in shelves and uprights super strong. 72° x 24° x 18°. There's 10 feet of 
every conceivable type of shelv- Style 18U — 67” x 36” x 12” shelf space in 24ST, or plenty of 
ng. Let us know your require- Style 28U — 67” x 36” x 15” room for clothes in 24WA. Both 
ments Style 38U — 67” x 36” x 18” styles easily interchangeable. 





PARTS BINS 
To Your Specifications AT NO EXTRA COST 
Fill your requirements EXACTLY! Basic Units 
ore 87” x 36” x 12”. When your needs 
change, your bins change. Shelves, slop- 
ing dividers, square dividers, bin fronts, 
drawers, all interchangeable. Additional 
units always available at low cost. Let us 


know your needs. individual lebel holder. ideal for 
small ports needed close at hand! 





Write to Department OA-3 


STANDARD STEEL EQUIPMENT CO., inc. 


.-Manufacturers Of Steel Cabinets, Lockers and Shelving 
117-20 FOURTEENTH ROAD - COLLEGE POINT, LONG ISLAND, N.Y. 
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displayers of this badge with confidence and there is 
increasing evidence that the bad trader is gathering 
the fruits of his misdeeds. In conformity with its 
ideals, the Federation has not hesitated to take 
strong action against delinquents, when such action 
has been clearly justified. This public belief in our 
members is of great value to the trade, and that is 
what I mean when I say that the long term policy 
is now coming to fruition. 

One source of strength has been the institution of 
a parts register. The purpose of this register is not 
to bring about a “closed shop” for the benefit of Fed- 
eration members only. The register is open to all 
bona fide repairers, whether or not they are members 
of our organization. The main qualification for admis- 
sion are proved experience and mechanical ability. 
Registration enables the repairer to obtain typewriter 
parts—still in short supply—from accredited manu- 
facturers and parts suppliers. To these manufacturers 
and suppliers must go a word of appreciation for their 
co-operation in supplying only to traders on the regis- 
ter. 

In brief, the typewriter trade here is in a healthy 
condition, and I am convinced that the prevailing 
orderly conduct of business—so chaotic after the first 
World War—is entirely attributable to the high stand- 
ards set up—and enforced—by our Federation. 

Competition, while keen, is friendly, and here I may 
say that if the currency situation permitted greater 
imports of American typewriters there would be room 
for them. British manufacturers have as much as 
they can cope with. 

By the time my wurds appear, 1949 will be with us. 
I take this opportunity, therefore, of wishing our 
American friends a bright and prosperous New Year. 


GREAT BRITAIN BUSINESS 


EQUIPMENT PRODUCERS 
By FRANK R. FORD 


President, 
Association of British Business 
Equipment Manufacturers, Ltd. 


RITISH BUSINESS 
EQUIPMENT is playing 
an essential part in post- 
war world rehabilitation, 
while retaining for Great 
Britain her important posi- 
tion in world commerce. It 
is equally important in its 
aid to efficient management 
and organization as are 
machine tools for ensuring 
efficient production. In both 
these spheres British work- 
manship is recognized as 
possessing a high degree of 
excellence. 
Indications are that Brit- 
ish business equipment manufacturers’ 














1948 export 
target will be achieved, but the ultimate aim can only 


be reached by a much more intensive effort, with 
corresponding increased business for 1949. Manage- 
ment and workers are closely co-operating in their 
earnest desire to achieve this result, but much de- 
pends upon an increasing demand from the markets 


abroad, with relaxation of import restrictions. 

Great Britain has a reputation for producing high- 
grade articles economically, and British business equip- 
ment manufacturers are no exception. Increasing de- 
mands will reward the greater efforts necessary to be 
made to export the goods. 

Turn to page 192, please) 
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‘THEY TOOK 
OUR DARE 


to punch holes 
in this magazine 


Apparently a lot of ction Wey 
took us at our word. They 
tried to punch holes in this 
magazine with an ordinary 
paper punch . . . and found 


a: ae eee 
RESULT: 


. except 
A slow, 


laborious process. 


They sent for the TWIRLIT Junior 
Demonstrator offer and found it 
drills holes through half inch 
bound magazines clean as a 
whistle . . . just a twirl and it 
drills clean through. 


Many of these retailers 
have turned this demon- 
stration into profitable or- 
ders for TWIRLIT Junior 
and Senior drills . . . and 
a lot of other supplies that 


RESULT: 


were easy to sell once 
TWIRLIT had helped open 
the door. 


YOU CAN CASH IN TOO! Investigate 
this SPECIAL DEMONSTRATOR OFFER. 


Write today for details on the TWIRLIT Junior Paper 
Drill demonstrator offer, at a special price, and get our 
new catalog and price list. 
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PAPER DRILLS 
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Mitchell ‘Carperaitiin 


103 Matthews Ave. Hagerstown, Md. 
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We Specialize In Your 


UNUSUAL 


ALY TALI 
Bank Exvelopes 


FOR EVERY BANKING 
NEED 
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*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 
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Write for Prices and Samples 





Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 











Metal Fold Envelopes 
Inter-Fold Seal Styles 


Gummed Seal Flaps 









Currency Gift 
Envelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 
















Write for Prices and Samples 








Open End Filing 
Enuelopes 


DURABILITY FOR 
PERMANENT FILING 


Flat and Expanding Styles 











Sizes for Every Filing Need 


Used by Attorneys, Courts, 
Real Estate G Financial Firms 
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Pass Book Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 


FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 


Write for Prices and Samples 
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GREAT BRITAIN 
RIBBON & CARBON TRADE 


By E. W. BROWN 


President, 
Carbon Paper, Inked Ribbon & 
Duplicating Material Manufacturers’ 
Association of Great Britain 


N THE THRESHOLD 
of a New Year, I wel- 
come the opportunity, as 
president of the Carbon 
Paper, Inked Ribbon and 
Duplicating Material Man- 
ufacturers Association of 
Great Britain, to send 
greetings to our friends in 
the United States of Amer- 
ica and in all other coun- 
tries in which this journal 
is read and appreciated. 
In my message last year 
I recounted the difficulties 
under which the British 
section of our great indus- 
try had worked during the war years, their achieve- 
ments in the face of enemy attack, and my hopes that 
progress towards lasting peace and prosperity might 
be seen in 1948. The clouds which then darkened the 
world scene have not, as we all know too well, passed 
away. We must hope, nevertheless, that counsels of 
wisdom and understanding will prevail and that 1949 
will see the nations firmly set upon the road to those 
happy conditions which we all so earnestly desire. 
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BOSTITGH OFFERS NEW COUNTER DISPLAYS 
Stationess are offered a new counter salesman by 
Bostitch, in the form of displays lithographed in five 
colors on a special 90 pound board and coated with 
a transparent varnish. This provides the appearance 
of grained wood to blend with the orange, brown and 
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— 
NEW BOSTITCH COUNTER SALESMAN 


yellow color scheme of the new Bostitch merchandis- 
ing boxes. 

The new selling unit holds six Bostitch B8 staplers 
and 12 boxes of Bostitch staples 

Dealers can secure information by writing Bostitch, 
559 Mechanic St., Westerly, R. L 
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|. Oxford PENDAFLEX 
Hanging Folders 


for time-and-money saving filing 





). Oxford Files for transferred records 


Oxford shoots with both barrels at transfer time— 
and bangs out a twice-as-powerful sales opportunity 
for you! For twenty years you've enjoyed extra trans- 


fer-time profits selling Oxford Fibreboard files for 
transferred records. This year will be even more 
profitable for you—when you sell a changeover to 
Oxford Pendaflex Hanging Folder Filing! 


When customers purchase new folders for current 
files—that’s the time to promote revolutionary new 
Pendaflex Hanging Folders. These easy-to-handle, 


easy-to-find folders save plenty of filing time and 


energy ... have proven themselves tremendous money- 
savers! And, as usual, when you sell Pendaflex Hang- 
ing Folders for current files—sell Oxford Files for all 
transferred material! 


MAKE YOUR PROTECTED PROFIT OF $5.00 PER DRAWER 
— You make $5.00 on each drawer of Pendafiex 
Hanging Folders you sell — instead of the less-than- 
a-dollar profit you make on conventional folders. 


OXFORD FILES AND OXFORD PENDALFLEX stand out in 


design, quality and consumer acceptance! 





Write or call today if you want to become a 
Pendaflex distributor. Your inquiries are welcome! 


ford FILING SUPPLY COMPANY, Inc. 


Clinton Road, Garden City, N. Y. * 125 S. 8th St., St. Lovis, Mo. 
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LET ITITTTI ITAA . 





How BIG is TOMORROWS DESK MARKET 
FOR YOU? If the era of “easy selling” is over, maintaining your 


company’s sales and profits in office furniture presents a real challenge. Here’s 
some good advice. JACKSON DESKS are built to sell in a competitive market. 


For style . . for construction . . for value . . they can’t be beat. This is a big edge 


you have on your competitors. When you're “sales fortified” with JACKSON 
DESKS, then think creatively . . sell creatively .. sell aggressively, and you'll find 
a whole new office furniture market waiting for you. Write to us for further de- 


tails on how to increase your furniture business. 


WASPER OFFILE FURNITURE LU. 


JASPER, INDIANA REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gotos, Cal 
Marion Y. Follin, 220 Fairbanks Road, Riverside, If. 


Howard Maley, 115 Tarbell Ave., Bedford, Ohio 





al 








Rolph A. Bender, 813 Bone Allen Bidg., Aticnte, 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





has taken over the former Herb Person 
St., Mt. Vernon, Wash., and has re- 
ins Office Supply, featuring complete 
stationery, office supplies and equip- 


Bill Collins 
tore at 411 Main 
named it the Coll 
lines of business 
ment 

~ ~ - 

Vericon, Remington Rand’s industrial wire television 
system, made debut at Seattle and other West Coast 
offices of the company recently. A demonstration was 
given to groups of businessmen and women in the sales 
offices of Remington Rand at 1910 Fourth Ave., Seattle, 
under the direction of William L. Norvell, sales man- 
ager. J. A. Brustman, chief engineer in the electronic 
equipment section of the company, 
workings of this basic business system. 

> - 7 

Harry McDown, owner of the United Typewriter 
Company, Seattie, Wash., was recently elected to mem- 
bership in the Seattle Chamber of Commerce. 

7 . > 


Welcomed to Seattle recently was Albert Tangora of 
the Royal Typewriter Company, a man who for many 
years was acclaimed world’s typewriting champion. He 
gave demonstrations at many places in the city for 


high school] students, secretaries, typists and office 
workers 
7 . - 
Richard G. Montgomery (for many years a man- 


agerial executive of J. K. Gill & Company, Portland 
stationery house) has reached once more into the sta- 
tionery field by the appointment of Victor S. Collins as 
assistant production manager of his advertising 
agency. Mr. Collins was formerly with P. F. Volland 
Company as a sales representative. He will assist Pro- 
duction Manager Marvin E. Knudson. 
* - * 

The first demonstration of the new Marchant Fig- 
uremaster was held in Parlor D of the Hotel Olympic, 
attracting many interested businessmen. 

* 7 > 

The H. D. Baker Company, dealing in office equip- 
nent, supplies, typewriters and furniture, has moved 
to new quarters at 1007 Pacific Ave., Tacoma, Wash. 

* + 7 
lanager of the Seattle store of the John 
any, has moved his Seattle branch to 


Rod Muzzy, n 
W. Graham Com] 


new drive and drive-in establishment at 401 
Dexter Ave from the congested downtown sec- 
tion 


A new member of the Municipal League of Seattle is 
Rollin C. Hawkes of the Seattle offices of Remington 


Rand, Inc 
* 2 > 


The Stationers, Inc., Tacoma, Wash., furnished the 
ffices and su d equipment and stationery for the 
new FM stati of KTNT. 

. © + 

The Seattle Typewriter Dealers Association has 

ined with the Seattle Chamber of Commerce in spon- 
soring a class and clinic devoted to typewriter repair. 
These meetings are held each Thursday evening in the 
Chamber of Commerce headquarters. A special com- 


mittee, headed by D. H. Johnson, is presenting a series 

f diversified talks on all phases of typewriter main- 

tenance and repair, along with actual demonstrations. 
° ~ . 

Elroy E. Harlan, for 35 years in the printing business 
in Seattle, ha 
Hanford Com} 
the organizat 


the printi 


peen 

His duties in the Seattle setup of 

nclude both buying and estimating 
ilvision 


* 7 . 


John W. Graha 


free record 


& Company, Spokane, Wash., gives 
lisc recording, to parents bringing in 
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added to the staff of Lowman & | 


Relaxation— // 
Eases Nerve ‘% 
Tension z 








It’s a step 
toward better 
health — 
longer life 


The 


~ 


EXECUTIVE Reclining Chair 


puts needed 


relaxation 
right in 
the office 





Patented 


Overwork and jittery nerves take the “joy out 
of life” for too many business men-—often con- 
tribute to an early death from heart or artery 


troubles. 


To sit in the Barcalo Reclining Chair is to 
find amazing rest—to lean back is to lessen 
tension—to fully recline is to find complete 
relaxation. No other chair offers these benefits. 


Real Profit Opportunity 


Executives need this wonderful relaxer. Have 
them SEE it and TRY it and they'll BUY it. 


Write for full information. 


BARCALO MANUFACTURING COMPANY 














HERE IS THE HOTTEST 
and MOST PROFITABLE 
Promotional Chair Today 
The“DURACHAIR” 


(Durable Plus Duran) 














“THE MOST 
VERSATILE 
CHAIR 
AVAILABLE” 


FITS ANY OFFICE— 
NOOK OR CORNER 











Greatest Quality Value So Far! 


Comes Knocked Down. Individually packed in com- 
pact carton with carrying handle 


As quick as a flash you or your customers slide on four 
washers . . . 4 wing nuts and THE DURACHAIR is ready 
for use anywhere. They take up very little space. Like 
selling a box of staples off the shelf. Be one of the first 
to show this wonderful value on your floor. Solidly con- 
structed and tailored in genuine DURAN. 


Send your order in today. In these six delightful 
colors—Red—Green—Brown—Tan—Rust—Blue. Walnut or 
limed oak frames. 


Suggested retail price about $19.95 Ea 


Place your orders now at dealers’ 
usual discount 


OFFICE INDUSTRIES OF AMERICA 
162 W. Monroe St., Chicago 3 ST ate 2-3493 
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their children for an interview with Santa Claus. 
What the little ones say to the jolly fellow is recorded 
and the disc then goes to the home 


x o ” 


Formerly the Valley Typewriter Exchange, the type- 
writer and adding machine organization at Auburn, 
Wash., is now Warren’s Office Equipment Company, 
with J. W. Warren serving as manager 

. . oa 

The Spokane Office Machine Company, Spokane, 
Wash., is now the Robinson Office Machine Company, 
owned by Dean Robinson 


* 


The Pioneer Printing & Stationery Company of Van- 
couver, Wash., has set plans in motion for a 50 x 45- 
foot addition to its present building, providing for a 
one-story structure to augment present facilities of the 
stationery house 2nd commercial printshop. 


* * * 


J. R. Von Arx, sales manager of R. C. Allen Busi- 
ness Machines, Inc., and R. W. Hubner, manager of 
the International Business Machines Corporation, have 
been elected to membership in the Seattle Chamber 
of Commerce 

The Post Leathercraft Company at 3235 California 
Ave., West Seattle, Wash., has been opened by Mr. 
and Mrs. Alex Postnikoff. 


= * 


Requiring a large quantity of bookstacks as well as 
other specialties, the Central Library of Seattle, now 
preparing an addition, recently opened bids. Rem- 
ington Rand, Inc., 1910 Fourth Ave., Seattle, was the 
low bidder with a $109,987 figure 

” ” x 

The idea department of John W. Graham Company 
of Spokane, Wash., pioneer stationery house, is al- 
ways thinking of something new. They staged a cam- 
era night in the Spokane Ice Arena, when a special 
troupe of skating stars agreed to remain after the 
show and permit the camera fans from Graham’s 
store to take their photos. Valuable merchandise 
awards were offered by the Graham organization for 
the best pictures. 

> * * 

E. H. Walthers, manager of the Zellerbach Paper 
Company in Seattle, was recently named as the new 
vice-chairman of a labor-management committee of 
the Seattle Chamber of Commerce 

. * » 

Welcomed to Seattle, Wash., recently and to the 
spreading campus of the University of Washington 
were H. C. Peck, assistant district manager of the 
Burroughs Adding Machine Company, and C. C. Terry 
of that organization. They interviewed a large num- 
ber of members of the senior class in marketing and 
accounting and showed them job opportunities in the 
company’s expansion employment program for smart 
youngsters 

> * * 

The Empire Stationers has been recently organized 
as a new stationery business in Portland, Ore., throw- 
ing their doors open at 520 S.W. 9th St. This new 
business for the service of the business interests of 
Portland has been formed by Carl McBrayer and his 
son Carl T., both long in the stationery field of the 
West. The ultra-smart and modern new store has 
been especially designed to meet the needs for han- 
dling commercial stationery, office supplies, filing 
equipment, safes and fine vault doors, as well as 
printing. The father recently resigned as vice-presi- 
dent and general manager of the Pacific Stationery 
& Printing Company, with which he was associated 
since 1922, when he came up from Dallas, Tex., where 
he had previously been in the stationery business. 
Young McBrayer was also with the Pacific Stationery 
organization for a period of seven years, save for two 
years when he was serving in the U.S. Navy 
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There’s A 


Cramer 


POSTURE CHAIR 


FOR EVERY 
SEATED WORKER 


@ EXECUTIVE CHAIRS 

@ STENOGRAPHIC CHAIRS 

@ FACTORY CHAIRS 

@ HI-MODEL CHAIRS 

@ STANDING-SITTING CHAIRS 
© ADJUSTABLE STOOLS 

@ TELEPHONE CHAIRS 

@ JEWELER’S CHAIRS 

@ SPECIAL MODELS for ANY JOB 
Over 100 Available Models 


HUNDREDS OF THOUSANDS 
OF CRAMER POSTURE CHAIRS 
UN Se 


WRITE FOR CATALOG 


Cramer 


POSTURE CHAIR CO., Inc. 
1205 Charlotte Kansas City 6, Mo. 
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Have you a New Catalog 


copy of our No. 47? 
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NEWS NOTES FROM NSA DISTRICT NO. 7 


Nordstrom, Correspondent 

Arnold Berglund, president of the Northwest Trav- 
elers Club, is smiling over the success of the Travelers 
Annual Christmas Party, held at the Red Feather 
Cafe in Minneapolis on December 11 


* . * 


A. J 





A bundle of happiness visited the home of J. L. 
Christman, General Office Supply Company in Apple- 
ton, Wis., on September 9. The boy was named Joe. 

. - * 
rri-Cities area recently were Penman 
Woods, the Esterbrooker 


* . o 


Seen in the 


Sengbusch and 


Zoeckler’s store in Davenport, Iowa, suffered a stock 
when the basement was flooded during the fire 
in the Cox Office Equipment Company store in Sep- 
tember. Bill Zoeckler announced that the loss was 
overed by il rance 
Everett and Mrs. Byers left for a West Coast trip in 
November and expected to be gone for about three 
weeks, leaving the store in the capable hands of Al 
Tate 
id Wilbur Cannon showed the sights 
of Davenport to the writer on his November visit to 
the Tri-Citis Wilbur’s young son arrived home one 
hi i entered the house, and when chided 


Frank Wenner a! 


evening as 


for his mussed appearance (he had played football) , 
he said, “Gee you would get mussed up too if 
you made 12 home runs.” Further questioning by dad 
brought out the fact that son’s team had won by 108 
to 87. Dad spent the next five minutes explaining to 
his son that he had made 12 touchdowns. 


* > * 


Clem Kaster, Francis Warden and Walter Herrmann 
re busy explaining the Green Bay Packers downfall 
this season 


* * ” 


Bud Niesen, Wilson Jones ambassador of good will, 


vas seen calling on the stationers in Brown and Door 

Counties during early December, and reported that 

business was brisk, as was the weather in that area. 
> > . 

Irving Mackey and Ed Little, pioneers in the sta- 


ffice supply business for many years, are 
with the Smead Manufacturing Com- 
Minn., as announced by Harold Hoff- 
d general manager. 
- = ” 

Al Linde of the H. C. Miller Company, Milwaukee, 
; convalescin his home, 2762 Holton Ave., in Mil- 
waukee, afte1 major operation 


tionery and 
now associated 
ny of Hastings 


man, secretary 


+ 


‘ts that he is feeling better after 
kness and that he still likes the 
their loss of games this year. 
s « & 

yvernor of the Seventh District, met 
vith the Twin C Stationers’ committee chairman, 
Bob Jerue, and his committee on December 10 to make 
plans for the Seventh Regional meeting to be held in 
St. Paul in April. Plans made at that meeting will be 
announced in the next issue of this column 


> > . 


Bill Jarchow 
i hort spell 


Packer tean é te 


Jim Gaffaney, 


the new Blied grand opening will 
1949, and extends a cordial invi- 


Leo Blied ex 
be held in February 


tation to all Travelers and manufacturers’ representa- 
tives to be presé Let Leo Know and he will arrange 
to make hotel re tions 

> al J 


Ken Herrbold 
the Manitowoc ffice 
plans on doin 
in Marinette C 


FR . ‘ , 
a fisherman ay 


his boat and motor to Ed Napp, 
supply tycoon. Apparently Ed 
of angling in Door County and 
this coming summer. Ed is quite 
his cohorts in this area. 
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When you buy MON- 
ARCH BRAND staples, 


pins and thumb 


clips, 
tacks, you can maintain 
your inventory at a mod- 
erate level because 
you're assured of FAST 
DELIVERY of all your 


paper fastening needs. 





When you avail yourself 


of Vail service and combine your staple 





orders with clip, pin, and thumb tack require- 
ments, you save in freight—time handling 

bookkeeping and other cost factors. This 
modern and efficient policy of buying paper 
fastening devices insures a well balanced 
inventory which eliminates risk of stock de- 
valuation—yet permits speedy handling of 
the demands of your trade. For all your 
paper fastening needs—Vail quality and 


service provide exceptional advantages. 


VAIL MANUFACTURING CO. 


900 East 95th St., Chicago 19, Ill. 
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HERE IT IS 
A Quality DUPLICATOR 


at a MINIMUM PRICE! 


THE HART MIMEOGRAPH 


All the best features that have 
the industry plus an amazing array of exclusive im- 
field. 


become standard in 


provements in the medium price 


CHECK THESE 
EXCLUSIVES : 


Precision Bal! Bear- 
\ ing Construction. 






“Fool Proof Post- 
\ ecard Feed Tray 
Attachment. 


Really Simple Pad 
\ Changing Device 


| Easy to Clean 
\ Smooth finish 
4 throughout, of 


Hammerloid Baked 
Taupe Enamel. 


A. f Automatic feed 
release and t 


full width inking. Perfect 
tion everytime with simplified ad 
Non-leaking ink drum holds up to a po 


ind of ink 


nd r pad r t pleases un 


jJustments. 
Uses standard stencils a 
skilled operators. 


Write for Hart Sales Plan featuring unusually attractive dealer 
discounts, immediate delivery and written guarantee! 


*Pat. Applied for 


The “Heart” of the Mail Room 


RA APH 


MINNESOTA 








ST. PAUL 
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NOTES FROM NSA DISTRICT NO. 8 


E. J. Mitchell, Correspondent 


NEWS 


That was a wow of a pre-convention meeting that 
Governor Earl Scott held in Oklahoma City on No- 
vember 20. With the enthusiastic aid of J. L. Wren, 
lieutenant governor, who handled all advance arrange- 
ments, a fine program and convention organization 
plan was set in motion. 

Here’s what is in store for the District No. 8 re- 
gional session: A Midwest dealer-kickoff past presi- 
dents’ dinner will be held on the evening before the 
convention opens. A golf tournament is being ar- 
ranged for the afternoon of that day. 

Committees for the convention named by Governor 
Scott are: 

Arrangements—Ted Warkentin, Southwestern Sta- 
tionery & Bank Supply, Lawton, Okla., chairman of 
committee. He will name his committee. 

Speakers—J. L. Wren, Jr., The House of Wren, 
lahoma City. He will name his own aides. 

Registration—Irving Shockley, Samuel Dodsworth 
Company, Kansas City, chairman; R. O. Beamus, 
Beamus Office Supply Company, Oklahoma City, and 
Vivian Fairow, George E. Baird & Son, Kansas City, 
to act as secretary. 

Publicity and circulation—H. Dorsey Douglas, H. 
Dorsey Douglas Company, Oklahoma City, chairman; 
Vaughan T. Williams, Schooley Printing & Stationery 
Company, Kansas City, secretary, and the lieutenant 
governor for each state in the region, including J. L. 
Wren, Jr., The House of Wren, Oklahoma; Cecil Moses, 
Democrat Printing & Lithographing Company, Little 
Rock, for Arkansas; Fred Art Reed, Latsch Brothers, 
Inc., Lincoln, for Nebraska; Jack Baney, Business 
Equipment Company, Pratt, for Kansas; J. D. Landes, 
Schooley Printing & Stationery Company, Kansas City, 
for Missouri; and Irving Shockley, Dodsworth Sta- 
tionery Company, Kansas City, treasurer of the re- 
gion: 

Reception—Cecil Moses, chairman; Vaughan T. Wil- 
liams; secretary, and all of the four lieutenant gov- 
ernors, with Treasurer Schockley. 

Ladies’ entertainment—Roy Wood, Esterbrook Pen 
Company, chairman, with Mrs. J. L. Wren, Jr., and 
Mrs. Jim Glascow, co-chairman; Mrs. Fred Downs, 
Mrs. Earl Scott, Mrs. Mike Bryan, Mrs. Ted Warken- 
tin, Mrs. Dan McDougall, Mrs. R. P. Scott. 

The dealers’ registration fee was set at $10.00 each 
for men and $5.00 each for ladies. All hotel reserva- 
tions will be handled by Miss Gertrude Slayden, P.O. 
Box 1154, Oklahoma City, Okla. It is now planned to 
allot all rooms in the Skirvin Hotel, where the con- 
vention will headquarter, to NSA officials, traveling 
troupe, program speakers, manufacturers and travel- 
ers who wish entertainment quarters. Others will be 
assigned to rooms at the nearby Huckins and Wells- 
Robert hotels in the order in which reservations 
are received. ALL RESERVATIONS MUST CLEAR 
THROUGH MISS SLAYDEN, so be sure to address 
her and not the hotels or local dealers. The person- 
nel of the Oklahoma City dealers will be admitted to 
all of the regular meetings free of charge, but lunch- 
eon and banquet tickets will be charged for. To gather 
all loose strings and decide final plans, Governor 
Scott has called a final meeting to be held at the 
Muehlebach Hotel, Kansas City, on February 4 and 5, 
and invites all those present at the Oklahoma City 
meeting and all others who can possibly attend, both 
dealers and travelers. 

President Izzy Voda of the Midwest Travelers Club 
announces the following appointments for the con- 
vention: General chairman, Bill Pickering, Eberhard 
Faber Pencil Company; reception committee—George 
Wall, Art Metal Construction Company, chairman, 
with Hy Linden, Ace Fastener Corporation; George 


Ok- 
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* Patented 


EASEL NOTEBOOKS 


for greater Secretarial Efficiency 





If it’s profitable repeat business you want, nail 
it down tight with Rockwell-Barnes NON- 
SKID* Easel Notebooks. NON-SKID’s are 
an instant favorite everywhere because they 
provide important “extras” that mean sav- 
ings in time and effort for busy stenographers. 
Check these features with your own secretary: 


NON-SKID edges on each cover keep 
the notebook upright at ANY angle con- 
venient for better sight and comfortable 


posture 


NON-COLLAPSIBLE—the non-skid 
edges prevent creeping or collapse from 
desk vibration. 

NON-BULGING— patented special 
method of wire binding permits pages to 
turn easily without tearing— book opens 
flat—every page usable from top to bot- 





tom line. 








NON-SKID Easel Notebooks are available in 
EYE-TINT or WHITE paper, wrapped 12 === 
books to the package, 144 bookstothecarton. - 














OTHER TOP-QUALITY ROCKWELL-BARNES PRODUCTS 


“ROCKBARNES” Typewriter Papers « “SPOTSEALD” Adding Machine Rolls 
Wrapped Typing Papers « Mimeograph Papers 
Duplicator Papers e« Teletype Rolls «- Ruled Pads 
Scratch Pads e« “SERV-WEL” Clipboards 


ROCKWELL-BARNES COMPANY 








Specialists to the Stationer since 1903 
35 East Wacker Drive Chicago 1, Ill. 
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: A FEW OF 
THE HUNDREDS OF 
COMBINATIONS 


available from the 


COMPLETE QUALITY LINE 
of WATSON FILING EQUIPMENT. 


AVAILABLE TO YOU NOW, 
because of increased plant capacity, 
these files with standard inserts, 
or with side fillers, false bottoms 
and partitions will accommodate 

standard and odd sized forms. 


ALMOST ANY SIZE FORM 
can be taken care of without 
\ specially built equipment. 


THIS MEANS MORE PROFIT, SX * 
/ LESS HEADACHES, and LASTING SATISFACTION 


ON QUALITY FILES FOR YOU! SS 


SEND FOR THIS CATALOG Now!: 


When you are a dealer for the complete line 
of Watson coe files you also have 











Tereecceete ce seen command the Watson facilities for pro 
built equipment for Banks, Court Houses, City 
WATSON MANUFACTURING COMPANY, Inc., 





Jamestown, New York 
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Aigner, G. J. Aigner Company; Bill Cannon, Gunlocke 


Chair Company; Mrs. Ellis Ryan, Milwaukee Chair | 


Company; Barrett Mitchell, Invincible Metal Furniture 
Company; Walter Kane, National Blank Book Com- 


pany; entertainment committee—Jimmie O’Brien, 
Boorum & Pease Company, chairman, with O. D. 
Mann, manufacturers’ agent; John Lathrop, F. S. 
Webster Company; Arthur O’Hara, Speed Products 


Company; Dave Neuhaus, manufacturers’ agent; 
Dwight Steele, General Fireproofing Company; and 
George Desmond, Victor Safe & Equipment Company; 

lf committee—Al Turner, Wilson Jones Company; 
‘hairman; members to be announced later; House of 
Friendship—Art Pfister, Smead Manufacturing Com- 


pany, chairma with Gordon Kickels, C. L. Barkley 
& Company; John Chowning, Carpenter Paper Com- 
pany; Art Carrow, Speed Products Company; Fred 
Pitt, manufacturers’ agent; Robert Krohne, American 
Lead Pencil Company; John Pydlek, manufacturers’ 
agent; ladie mmittee—Roy Wood, Esterbrook Pen | 
Company; chairman, with the same members as noted | 
in the dealers’ list 

The Thursday night kick-off and past presidents’ 
dinner meeting will be in charge of Al Perry, Car- 
penter Paper Company, chairman, with Lionel Colomb, 
Weis Manufacturing Company; Maurice Mann, San- 


ford Ink Company; Carl M. Schutz, Eagle Pencil 
Company; Frank Ruland, Columbia Ribbon & Carbon 
Manufacturing Company; Jack C. Kern, manufactur- 
ers’ agent; Bill Cromwell, Eaton Paper Company; reg- 
istration committee—Dan A. MacDougall, chairman, 
and R. F. Sengbush, co-chairman. 

The plans for a big dinner party on Thursday night 

the evening before the convention is to open—are 
well under way and a gala affair is expected. Fol- 


lowing the dinner there will be the annual meeting 
if the Midwest Travelers Club. Make your plans to 
arrive in Oklahoma City on Thursday, March 31. All 


requests for hotel reservations MUST be made to 
Miss Gertrude Slayden, P.O. Box 1154, Oklahoma City, 





not to hotels or dealers. 
Attending the November 20 meeting in Oklahoma 
City, at the Skirvin Hotel, were Governor Earl Scott, | 


H. Dorsey Douglas, Sr., Ted Warkentin, Fred Downs, 
Bill Pickering, Izzy Voda, John Lathrop, Jimmie 


O’Brien, Bill Smith and Herb Walsh of Ace Fastener | 


Corporation; Art Pfister, Al Perry, Roy Moreland and 
Vaughan Williams of Schooleys, J. L. Wren, Jr., Cecil 
Moses, Jack Baney, Ed Shelpman, Bill Bond and L. B. 
Wilcox of Roberts Printing & Stationery Company; 
Bill Hogue and Dwight Steele of General Fireproofing 
Company; Bill Cannon, Miss Gertrude Slayden, and 
Bob Dishman of Western Bank & Office Supply Com- 
pany; Mr. Manley of Manley Office Supply Company 


and president of Oklahoma City Stationers Association; 
R. O. Beamus of Beamus Office Supply Company, and 
ecretary of the local association; and Mike Bryan and 
Ray Gibson Mike Bryan Office Supply Company 
The appli of Mike Bryan Office Supply Com- 
pany, Oklahoma City, for NSA membership was sub- 
litted duri the above meeting and will be acted 
pon by the Association soon. Dan MacDougall was 
sponsor 0! e application 
Word comes through that “Dick” Gingland of Es- 
terbrook Pen Company, was dining one recent evening 
in San Antonio, but it cost him a sample pen to get 
Dan MacDougall to grab the check. Nothin’ for nothin’ 
these days, D 
Palace Office Supply Company, Tulsa, Okla., has 
mpleted the g part of the redecorating and re- 
lighting job, making a most attractive merchandise 
mart in anticipation of big business in 1949. George 
Consodine, general manager of the firm and “Mayor 
f Red Oak Canyon,” a Tulsa suburb, was pictured in 


recent is f Tulsa Bowlers News for being the 
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THERE'S A GOOD REASON FOR 
THE CONSTANT POPULARITY 
OF REYBURN'’S SHIPPING TAGS, 
MARKING TAGS, PIN TICKETS, 
GUMMED LABELS, INDEX TABS, 
REINFORCEMENTS, MENDING 
TAPES, SEALS, CREPE PAPERS, 
AND THE MANY OTHER ITEMS 
WHICH MAKE UP THE FAMOUS 
LINE OF REYBURN'S UTILITIES. 

IT’S BECAUSE EACH AND 
EVERY ITEM IS MADE OF THE 
FINEST QUALITY MATERIALS, 


PLUS 


THE MODERN EFFICIENT 
PACKAGING OF REYBURN'S 
UTILITIES, PROFESSIONALLY 
DESIGNED TO PERMIT 
MAXIMUM DISPLAY YET 
PREVENT WASTE OF YOUR 
VALUABLE SHELF SPACE. 

THE HIGH QUALITY OF 
REYBURN'S UTILITIES IN THEIR 
EYE CATCHING PACKAGES 
GIVES YOU AN UNBEATABLE 
SALES-PRODUCING COMBINA- 
TION. DISPLAY THEM PROM- 
INENTLY FOR CONSTANT, 
PROFITABLE SALES. 








en YOu 
a* Su, 













* 4 
°u 8uy THe ” 
THE REYBURN MFG. CO.,INC. 


PHILADELPHIA 32, PA. 
WAREHOUSE: 4048 POLK ST., CHICAGO 24, ILL. 
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2 MILLION PROSPECTS /or 


<a 
. 


pel 


ps — 
Copy-RIGHT 
(front-vision, line-by-line) 
COPYHOLDERS 
Yes, MR. DEALER, American business employs about 
6 million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 
Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 
you... steady demand . . . repeat business. Single 
trial sales frequently lead to 
What Copy-RIGHT does | Purchases for entire typing 
for your Customers: | ‘Staffs! 





Saves Eyes, Effort, Errors 
and up to 50% in typing MORE AND MORE 
DEALERS EVERY MONTH 


time by holding notes 
and copy-work straight | are stocking and selling 
ahead at shorter reading Copy-RIGHTs as a regular 


distance . . . thus im- + if by ' d 
proving visibility, posture, — you havent starte 
accuracy, speed. Auto. | Yet, get at least one sample 


matically points out right | and literature with wholesale 
line, holds place. data. 











Six Models hold papers up to 12", 16", 20", 
25", 30", 36" wide. 


Ce ee ee ee. > 30 > « % > 
——: cee ee a ree eee ee 


a 


MAIL COUPON NOW! 


aa ethene 


Copy-RIGHT Mfg. Corporation Dept. DP-5 
53 Park Place, New York 7, N.Y., U.S.A. 


CD Send literature and prices. 
[] Ship a Copy-RIGHT (Stock-Sample) on regular terms. 


Signed 








(Attach letter head abe 


beweeeecccnnse Seweewcccewenccerencesseceessecesees cceccccesccecs 
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top bowler of the week with a three-game total of 667. 
Not bad for a mere stationer. 
- ~ * 

Mike Bryan of the firm by the same name in Okla- 
homa City, with Mrs. Bryan and their two daughters, 
Shirley and Betty, recently returned from a trip 
through the eastern states. The main attraction in 
the east were the grandchildren of their eldest daugh- 
ter. Louise Mason, of this same firm, thinks Okla- 
homa looks better to her than ever before. She re- 
cently returned from a three months’ European trip, 
visiting Switzerland and neighboring countries 

Ted Warkentin of Southwestern Stationery & Bank 
Supply is preparing to join a troupe of Oklahomans 
who will visit Washington for the inauguration of 
President Truman. From what we have heard, Ted 
should meet a number of friends from his industry 
at this gathering, as quite several are making plans 
Similar to Ted’s. 

* + x 

November and early December was quite a joy for 
your correspondent. He was favored with home visits 
by Matthew Dillon of Metal Specialties Company, 
Chicago, Mr. and Mrs. Dan MacDougall of Stationers 
Loose Leaf Company, Bill Pickering and Bill Bohart 
of Eberhard Faber Pencil Company, and Jess Peck of 
Springfield Stationery Company, Springfield, Ill. Matt 
was making his first trip to these parts for his present 
employer; Dan and Enid were enroute to Dan’s Mil- 
waukee factory, and the two Bills were enroute to New 
York for a company sales meeting. Earlier visits with 
Fred Pitt and Ernest Hazel were greatly enjoyed. One 
can never appreciate, until he may have a similar ex- 
perience, how grand it is to receive such nice friends 
when you can’t get around to see them. A return 
engagement is earnestly solicited. Thanks a lot to each 
of you 


* ~ ~ 

It was only very recently that news reached us of 
the illness of that grand little lady, Rose Powell, the 
charming wife of our Benny, the A. W. Faber repre- 
sentative. Rose has been ill for quite some while, but 
we most sincerely hope that she is well on the way to 
a speedy recovery and will be hale and hearty for 
the holidays. ie 


* 


The Ralph Manevals of Wauconda, IIl., are hieing 
themselves off to the Far West where Ralph will cover 
West Coast territory for his firm, A. W. Faber-Castell 
Pencil Company, Inc., after many years in this mid- 
westerr territory. Good fortune to you, Grace and 
Ralph, and don’t forget your many friends back here. 

* * * 

The office furniture industry may expect some sur- 
prising changes in the St. Louis dealer setup soon 
after the start of the new year. Be on the lookout 
for something interesting. 

* * . 

All good wishes to our old friend John Uden and 
Mrs. Uden of Kansas City, Mo., who recently pur- 
chased the business of Waldo Bookseller, 404 W. 75th 
St., in Kansas City, where they plan to operate a 
complete office supply, book and gift store. 

- ” x 

Ken Chase of the Minneapolis office of Dennison 
Manufacturing Company, is a former St. Louisian, 
where he was with this same organization for many 
years. Ken is recuperating after a long illness and 
his many friends in these parts send him best wishes 
for his early return to good health and to active 
work. Ken has been manager for Dennison in the 
northern territory for the past 20 years or so 

= >= 7. 

Edward G. Cobb is the new owner of the retail 
office supply store in Webster Groves, Mo., known 
as Shaefer’s Office Supplies, 617 E. Lockwood Ave 
While Mr. Cobb is new to this immediate industry 
he is a former Underwood Corporation representative 
in St. Louis 
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They hit the shelf 
and Bounce! 


Rite-Copy supplies are not shelf 
items... They Sell! 





They sell because Rite-Copy liquid duplicator 
supplies are the finest, most thoroughly tested, 
line of working materials available. The guar- 
anteed superior performance—the vivid, crystal 
clear reproductions—under any conditions, have 
earned Rite-Copy the consumer acceptance that 


brings repeat after repeat sale. 


Rite-Copy supplies and Copy-rite liquid dup- 
licators belong together—they work better to- 


vether—they sell together—easily. 


Write now for complete dealer plan. 





WOLBER DUPLICATOR & SUPPLY CO. 
1203 Cortland St 
Chicago 14, Ill 


Send at once, complete information on dealer plan for Rite-Copy 
supplies and Copy-rite liquid duplicators. 


Name 
Address 


Firm 








1 City Zone State 








WOLBER DUPLICATOR AND SUPPLY CO., 1203 Cortland Street, Chicago 44, Illinois 
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170 WEST 233rd STREET 





yirt Steel Sales Corp. 


1949 


APPLIANCES, January, 


OFFICE 


206 





oe o 
wees 


fo gels ees t05:° 


‘Aa RA SHAR AAAHRASASHAEAAASOESESESSESSESSS 











STEELMASTER 


Futura Viling Uprights 
2800 Line ™ \” series 
2600 Line “B” series 


Futura Card Cabinets 
Doubles 


Sy stems on Bases 


. Singles . . « Triples 


Combinations 


May Be aullT-UP 


Futura Higher Than Wide Card Cabinets 
Single .. Doubles... Triples 


Systems on Bases 


Combinations May Be auitT-UP 


Futura Valuilating Card Cabinets 
Doubles 


> 
Systems on Bases 


. « « Triples 
May Be eullT-UP 


Futura Visible Card Cabinets 
Doubles ... Triples 


Systems on Bases May Be auitt-UP 


Futura Check and Note Units 
May Be euitT-UP 


WUldmaster \.aw Blank Cabinets 
Plastic Drawers 


Doubles 
Rotarian Plastic Letter Tray 
Wcldmaster P\astic Drawer Trays 
Futura Blue Print Cabinets 


> 
Systems on Bases 


Singles 


Futura Vypewriter Stands 





Futura Steel Desks “x” 
Executive 
Secretarial 
Single Pedestal 
Typewriter 
Conference 

Fatura Junior letter legal multi-units 
“The steel file units with 1000 uses” 


May be auitT-UP 


Futura Junior Storage Cabinets 
1000. series 
open shelf 
10 drawer combination 
20 drawer combination 
knee space unit 
check and note storage cabinet 
Document cases 


“nr 2 
x on its way 


Futura Tidy Desk-master 
Futura Personal file 
Glido Executive Plastic Roll-Top Card Cases 
Glide Executive Plastic Roll-Top Stationery 
Cabinet 
Futura (hinged cover) Plastic card cases 
+ singles « + doubles 
Futura Tele-memo unit 
Futura Cash. Bond and Office Boxes 
With Plastic Trays 


“Theres a Steclmaster Product in Your Futura” 


pet Steel Sales Corp. 
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Today’s Lowest Priced 
ELECTRIC FLUID DUPLICATOR 


& REX-0-graph 
f° New Model EFM 








HAS NO EQUAL in 
straight-run duplicating! 


Dozens of offices in your town will welcome this 
new low priced Model EFM ELECTRIC Fluid 
Duplicator. With its many features and advan- 
tages you can easily prove it to be one of today’s 
greatest values in motor driven duplicators. Its 
simplicity, accuracy, ability to produce brilliant 
copies, and its promise of long trouble-free serv- 


ice will build sure enthusiasm wherever used. 


e@ Easiest to operate—a CLICK of the switch produces 


brilliant, uniform copies FAST. 


@ Quick-Change Master Guide saves time 
@ 100% Roller Moistening permits instant starting, saves 
fluid—no wicks or pumps 


@ Automatic Counting. with audible signal. 


@ Automatic Paper Centering quickly centers any paper 


size, card to 9” x 14”. 


@ Automatic Feeding— positive registration, accurate and 


fast. More than 100 copies per minute —five or more 
colors. 

@ Only 4” Stripping margin required—prints full size 
of sheet. 

@ Sealed-In Ball Bearings assure longer service 


without Master Guide, for 


@ Also available in Model EI 
special work, at lower price. 
REX-O-graph 
REX-O-graph 
stand- 


Write for complete details on the new 
Electric Model EFM 


Fluid Duplicators and Supplies 


and other popular 


Today's highest 


ard in duplicators for all office and systems work 


ILA REX-O-graph, inc. 


—— > 3729 N. Palmer St. * Milwaukee 12, Wis. 


SUPERIOR FLUID DUPLICATORS AND SUPPLIES FOR SUPERIOR RESULTS 





< 
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MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 80) 


made lighter by their devotion to the cause of human 
welfare. These men have earned the respect and 
appreciation of their associates in the stationery in- 
dustry and the heartfelt gratitude of the community.” 

Sol Tekulsky, prominent attorney and a leading fig- 
ure in Federation fund raising and institutional activ- 
ities, was the principal speaker. He reported that Fed- 
eration agencies, and particularly its nine major 


FOR JEWISH PHILANTHROPIES.—On the dais at the station- 
ery dinner in behalf of the Federation of Jewish Philanthro- 
pies’ current campaign for $6,500,000 are, left to right: Henry 
Levy. Silver Staty. Co., New York City, guest of honor; Attor- 
ney Sol Tekulsky, principal speaker; Irving M. Levy. Art 
Steel Co., Inc., chairman of the division, and M. C. Lazarus, 
M. C. Lazarus, Inc., New York City, guest of honor. 


hospitals, were facing a “serious situation, resulting 


from inflationary costs of services, and mounting 
deficits. 
“Rather than face the prospect of cutting vital 


services,” he said, ““we must fmcerease our giving. If all 
the Federation divisions were doing as well as the 
stationers, I could safely report to you that our prob- 
lem for 1948 was near solution.” 

Among the committee members who were present 
and who joined in expressing their respect to Mor- 
timer Lazarus and Henry Levy were: Jack Applebaum, 
Sam Austrian, Ralph Barnett, Sig Engelberg, Ben S. 
Grayson, Henry Hirsch, Charles Karasik, Benjamin 
Kraus, Jerry Kremsdorf, Jacob Landsberg, William I. 
Lampel, Harry Lefkowitz, J. S. Libien, William Lowen- 


thal, Benjamin Sandner, Sol Sheinman, J. Howard 
Shoemaker, Jr., Jack Silver, Louis Wachtel, R. E 
Wahrman and G. D. White. 

—- 


CHICAGO STATIONERS HOLD CHRISTMAS PARTY 

Members of the Stationers Club of Chicago and 
many manufacturer guests shared in the pleasantries 
of the club’s annual Christmas party on Friday eve- 
ning, December 17. The group began gathering at Ric- 
cardo’s restaurant at about six o’clock for liquid re- 
freshments. At seven they got in line to pick up food 
at tables loaded with various kinds of roast meats and 
fowl, salads, and the usual accessories. Many took 
advantage of the invitation to “come back for more.” 

A little before eight o’clock, Elmer Long, Stevens- 
Maloney & Company, president of the club, called for 
attention and presented Harold Rossuck, Better Office 
Supply Company, former club chief executive, as chair- 
man of the party entertainment committee. Harold 
introduced Jack Herbert, magician and small talk en- 
tertainer. Feats of legerdemain were agreeably inter- 
spersed with pat and pointed stories. The rest of the 
evening was given over to card games and general 
conviviality 

<—-_- 

NORTHWEST TRAVELERS HOLD PRE-YULE DINNER 

When the dinner gong sounded in Parlor G at the 


Nicollet Hotel, Minneapolis, on December 11, several 
members of the Northwest Travelers Club sat down 
to an excellent repast arranged for by President 


Arnold Berglund. Those present, besides the host, in- 
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You Asked for It! 


Your Customers 


Want It! 


and NOW this big 100-page : 


Catalog is on the Press! 


,— 








Can Bring You Profits 
in a Briet Case 





This 


wanted t 
Throug! 


aescriptive 


| 


pre sent 


coverit 


and Accs 
Visible Re 
Bookkeey 

Comp! 


OFFICE 


the catalog of business forms you've 


fler your customers for years. 
ts color illustrations and detailed 
copy, NATIONAL Dealers can now 


in one compact book... complete data 


he full NATIONAL line of Business 


ting Forms, Post and Ring Binders, 
ords, Bound Books, Pads and Machine 


Systems. 
informa- 
HOLYOKE, 
Chicago °* 
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Becven 


Section & 


RECORD KEEPING FUNDAMENTALS 


POST BINDER one LEDGER TYPE RECORDS 
RING BOOK and RING BINDER RECORDS 
NUMER RING RECORDS 

RING VISIBLE RECORDS 

VERTICAL VISIBLE RECORDS . 

MACHINE BOOKKEEPING RECORDS 


ANALYSIS PADS AND WORK SHEETS . 


»% BOUND BOOK SYSTEMS .. 


tion on all popular items. .. sizes, punchings, col- 
ors, paper, ruling patterns, packaging and prices 
...divided into nine main sections with complete 
alphabetical subject index. Makes indexing easy! 
Your NATIONAL Salesman has full informa- 
tion about this new Catalog and the quantity 
available in his territory. Get full details from him 


ALPHABETICAL INDEX . 


or write us direct. 


NATIONAL BLANK BOOK COMPANY 


MASSACHUSETTS 


San Francisco 


* Boston ° New York 





Pages 48 tw 51 om 
Peges $2 © 6) » 
Peyen 64 t 68 D> 
Peges 70 te 73 Le 
Pages 74 to 89 D> 


NATIONAL 


O 


209 











THE ORIGINAL Specialists im 


DESKS 


AND 


COSTUMERS 


A Name Made Famous by Good Furniture at Right Prices | 








NUMBER 45-L DESK.—A flat-top double pedestal all- 
purpose modern desk, especially adapted for use in 
Home Offices, Reception Rooms, Doctors’ and Dentists’ 


Offices, and other places where smaller size makes it 





unusually adaptable. All Walnut exterior. SIZE: 


21 x 45 inches and 29 inches high. 





* We recommend that you send your Purchase Order 
for one desk—any style you prefer—to posi- 
tively prove the High Quality of the McLeod Line. 








New model flat-top double-pedestal island 





NUMBER 60-1 DESK. 
base desk. Equipped with Complete Automatic Locking Device and 
irtistic Metal Drawer Pulls. SIZE: 31 x 59 inches; 30 inches high. 


POP: 1% inch thick Walnut Veneer, 









ply construction, BASES: Panels 4 
inch thick. and Drawer Fronts °4 inch thick Walnut. Drawers dove- 
tailed front and back. Three-ply bottom framed in. All hardwood 


Finished inside. FINISH: All Walnut exterior. Hand-rubbed top 





NUMBER 60-1 PTW.—A hand- 
some matching Secretarial Desk, 
with “Clemco” attachment. This 
number has exactly the same 
construction details as Number 
60-1, previously described. 


NUMBER 16 COSTUMER. 
Made of Plain Oak or Gum- 
wood, 2 inch stock throughout. 
Cast Iron Hooks, Brass Finish. 
Finished in Walnut, Mahogany, 
Light or Dark Oak. Knocked. 
down construction. Packed 6 
per carton. Weight 60 Ibs 





Prompt Delivery 
Guaranteed 
on Every Item 


WRITE FOR ILLUSTRATED CATALOG OF COMPLETE LINE 


C[ €0D & COMPANY 





THE ORIGINAL MSLEODS, MAKERS OF GOOD OFFICE FURNI 





216-220 INSTITUTE PLACE CHICAGO 10, ILL. 
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ded Ray Hammond, Art Schade, Jim O’Brien, Vic 
Lydon, Ray Johnson, Ivan Cornelius, Jim Roach, Jack 
Guntrum, Fred Luly, Jim Crell, Warren Carlson, Mer- 
ill Hasty, Jack Berry and Berk Ertl. 

After discussing preliminary plans for the coming 
NSA regional meeting, to be held at the St. Paul Hotel 

April 21, 22 and 23, President Berglund ended the 
! f the gathering. 
rounds of drinks were passed up, the 
f which was set aside to pay the hos- 
oung girl convalescing from a spinal 
travelers and dealer friends who 
health were remembered and proper 
to be dispatched to them. The lunch- 
i fellowship was a delightful start for 


peration rellow 





—_- 





GEYER TROPHY CAPTURED BY N. Y. OFFICE EQUIPMENT 
DEALERS CLUB.—The presentation, during the recent NOFA 
banquet, was made by Donald McAllister (left) of “Geyer's 
Topics” to the New York organization for its pioneering 
service to the office furniture industry through “contributions 
{ time, money and energy to the job of organizing and 
strengthening the National Office Furniture Association.” 
Guy Rentsler, head of the New York group, accepts the cup. 
Stor peored on page 45 of the December issue) 


i « 
ENTERTAINS AT YULE PARTY 
fitting « to the series of worth-while activi- 
sponsors y the Great Lakes Travelers Club in 
th ristmas Party attended by more than 
the West Room of the Hotel Sherman at noon 
This party was planned as a grand 
Chicagoland industry—travelers, 
ifacturers. And it proved just that 
NSA were present for the party fea- 
ssail bowl, turkey dinner, and strolling 
icians. It was a tribute to the careful planning by 
tte posed of Herb Walsh, chairman, Ace 
tion; Bill Dalton of William J. Dalton, 
Advertising; Folger Fellows, Bankers Box Company; 
k Gil Esterbrook Pen Company; Bob Reynell, 
pply Company, and Bob Vojta, Chi- 
vompany 
pha e Chicago area shared in the fun, too, 
the huge pile of gifts under the tree went to Child 
! 1 t Home for Destitute Children. 
Yule celebrators was the inability 


GLT< 


wetnel i the 


AELiiLL 


One regret I the 


President T. R. Kendrick, Kendrick-Bellamy Sta- 
x ery Col Denver, Colo., president of NSA, 
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KIL-KLATTER 


¢ IT’S NATIONALLY ADVERTISED 
+ IT SELLS FASTER 
+ IT SATISFIES BUYERS 


SScnechuaibia prefer Oe ot a 


IT ABSORBS SHOCK ¢ IT DEADENS NOISE 
IT DOESN’T SLIDE 


E cciaaiiitili appreciate PORN 


IT INCREASES EFFICIENCY 
IT LASTS LONGER ¢ IT COSTS LESS 


for free illustration of evoilable mots ond coteleg cuts write te 


AMERICAN HAIR & FELT COMPANY 
DEPT. B-91 MERCHANDISE MART CHICAGO 54, ILL. 
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should be in 
every dealer’s 


Jie 


CHEXSIGNO ERROR-NO 
Check Signers 





Copyholders 
SPEEDRITE 


Check writers 


© Every dealer has customers who need one or all of 
these office devices right now. Somebody is going to sell 
them—at substantial profits. Might as well be you. 
We urge you to get in touch with us as soon as 
possible for the complete stories on Speedrite, Chex- 
signo and Error-No. They're nationally advertised, 
prestige-building products—tops in the field. When 
Hall-Welter devices are in your line, there's a wealth of 
free imprinted advertising, demonstration material 
and practical sales aids for you, too. How about it? 


| 


Hhakl Welty 


| 
an oe a - ROCHESTER 7.N = 


' 


ADDRESS: 40 MT. HOPE AVENUE 
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to attend. He sent his regards in a letter and made 
a generous contribution in presents for the orphans 
The NSA was well represented, however, in the person 
of General Manager Paul Burbank, Homer Smith of 
the Washington staff, and Former President Less 
Crowl. The opportunity of Chicago area NSA mem- 
bers to meet these leaders was one of the high points 
of the gathering 

Other prominent attendants at the party included 
P. G. Picknell, Haines & Essick Company, Decatur, II1., 
regional governor for District No. 6; and Elmer Long, 
Stevens, Maloney & Company, president of the Sta- 
tioners Club of Chicago 

These visitors were introduced by Chairman Walsh, 





AT THE GLTC CHRISTMAS PARTY.—Top: one section of the 
crowd attending the lively celebration. Middle: a few of the 
gifts collected for the Child Haven and Home for Destitute 
Children in Chicago. Bottom: the party committee poses with 
General Manager Burbank, attending this function for the 
third consecutive year. Left to right: Folger Fellowes, Bankers 
Box Co.; Bob Reynell, Oxford Filing Supply Co.; Paul Bur 
bank; Herb Walsh, Ace Fastener Corp., chairman; Bob Vojta. 
Chicago Saddlery Co.; Bill Dalton, William Dalton Advertising. 
Advertising. 


who also asked Bill Smith, Ace Fastener Corporation 
to take a bow as “dean of the organization Chair- 
man Walsh presented Gordon Kickels, C. L. Barkley 
Company, as chairman of the next NSA convention 
The personable Gordon declared that District No. 6 
had a “swell chance” to cop the Hansell trophy of 
the NSA for 1949 if the membership would get be- 
hind the district governor in a determined effort to 
secure more dealer representation 
Jim Lynch, Browne-Morse Company, president of 
GLTC, and Ray Eichenlaub, Service Steel Products 
is Sg vice-president, were presented at the 
party as men who were of help to the committee in 
malking it a successful affair 
hen Paul Burbank, general manager of NSA, was 
in a it was evident that something good in the 
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SEE, THESE FAMOUS RITEFORM 
POSTURE CHAIRS ACTUALLY DO 


COST LESS! 


POSITION IS EVERYTHING .. . 


to one whose day is spent at a desk. Secretarial efficiency is in- 


















creased, errors reduced, with scientifically correct seating. It is a 
proven fact, that POSTURE FIT and COMFORT WITH RITEFORM 
Actually Cost Less. 

Here Are Office Efficiency Aids, that truly pay their way, beautifully 
built, finest upholstery . . . wonderfully priced . . . today's great- 
est values! 

Riteform offers a complete line of office chairs—complete from typist 
to executive luxuriously upholstered swivel chairs. Built of steel or 
aluminum rugged frames, they assure years of service at low cost. 
Build business with Riteform ‘extra values"! Dealers write . . . new 


catalogue available. Address Dept. OA-491. 
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RITEFORM'S "SPRINGBACK” 





. gers ap. 
; - , : Precj P 
Once adjusted, the “shadow back" tension action P ate the durability 
s entirely automatic. The back follows your move- a chairs 
4 Th sprina-back" “+ + 4 h : — they 
men e F g-bac permits you to stretc ° 
back while reaching down into a desk drawer with- 
out moving chair out from desk to push back 
to relieve taut nerves without getting up No 
walking around. fr ost time 


i a ‘Zz 4 

or both of these models _ available ; CHAIR Lo... ia 
tri i f 

on a trial basis. Order today 43 S$. OXFORD ST.PAUL 5S. MINN 
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WH UNNN 
To the — a of the Earth 


i ww WN 
/e ? INTERNATIONAL 


CUSTOM REBUILT” TYPEWRITERS 
Mill i Ww WN 


O ALL major countries and possessions—to Iceland, Mada- 
gascar, New Zealand—to the West Indies, East Indies, South 
Sea Islands—to frigid Siberia and torrid equatorial Africa— 
even to civilization’s most remote outposts—go International 
custom rebuilt typewriters. ...And at home—in business 
offices large and small—in schools, churches, homes, lodges, 
institutions—wherever letters must be written or records kept 
countless thousands of Internationals are giving satisfactory 








service under every conceivable kind of use. . . . Such is the 
W. F. (’Bill’’) Clausing result of more than twenty years’ devotion to the task of pro- 
My personal guarantee is back viding industry with custom rebuilt typewriters that are high 
of every machine we ship grade, bright, clean and as nearly perfect mechanically as 
human skill can make them. We always keep in stock thou- 
sands of used typewriters, all standard makes, ready for ship- 
ment anywhere in the world. 
DEALERS | ' ti | T ® F Ly % 
Send for Monthly Confidential n era iona ypewriter XC ange 
Price List GENERAL OFFICE, WAREHOUSE AND FACTORY 
Franklin & Monroe Streets CHICAGO, JU. S. A. 
/ *Rebuilt throughout by the same mechanic | \ 
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AFRICA 
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vay of a talk was expected. There was no disappoint- 
ment. Paul seconded Gordon Kickels’ plea for in- 
creased NSA dealer membership in District No. 6, and 
then told an experience story that was perfectly ap- 
propriate for the Christmas season. As customary, 
Paul came to Chicago by air. Bad flying weather 
lengthened the trip greatly. Of the 14 passengers on 
the plane, six were a family from Holland, enroute to 
Mason City, Iowa. None could talk English, yet the 
mother and father and the four small children en- 
deared themselves to the other passengers and the 
crew by the fine way in which they endured the diffi- 
culties of delays, confusion and schedule changes. 


Somewhere along the way the children began singing 
Christmas carols in Dutch. The other passengers were 
entranced. And when the plane finally landed in Chi- 
‘ago, one of the little girls found a way of expressing 
appreciation even though she could not speak Eng- 
lish. With shy sincerity she kissed the hand of one 


of the stewardesses. Instead of going home, the two 
stewardesses stayed with the stranded Dutch family 
until the next morning to make sure they boarded the 
right plane for Mason City. Certainly, that was the 


Christmas spirit in action. 

Just before adjourning the meeting so that those 
who wished t uld return to the wassail bowl, Chair- 
man Herb Walsh introduced Maynard Westring, Mid 
City Stationers, Rockford, Ill., immediate past-gover- 
nor of NSA District No. 6. 

Mlle 
COMDA ELECTS BRUCE BROWN PRESIDENT 

At the annual election meeting of the Chicago Office 
Machine Dealers Association, held in the Maryland 
Hotel on Tuesday evening, December 14, Bruce Brown, 


T 


Bruce Brown, Inc., Chicago, immediate past-secretary 
of COMDA, was elected president. Other officers elected 
it the same time were as follows: Harvey Miner, Miner 
Business Machines Company, Kankakee, Ill., vice- 











BRUCE B. BROWN 


president; § ley Stewart, Stewart Typewriter Com- 
pany, Chica secretary; and Elmer Beutler, The 
['ypewriter Specialists, Chicago, treasurer. Installation 
f the new officers will take place at the January 
meeting. Earl DeGroot, Kalamazoo, Mich., president of 


he National Office Machine Dealers Association, has 
been invited to function as installing officer. 


An executive secretary serving four other local asso- 
iations addressed the group, outlining his activities 
ind indicati the kind of service he could render 
COMDA. C iderable discussion followed the talk; 
but no decision was reached in the matter of employ- 
ng an executive secretary 

feb 
N.E.O.M.D.A. ELECTS JACK LITTLE 

Jack Little of Liberty Typewriter Exchange, Provi- 
dence, R. I., was unanimously elected president of the 
New England Office Machine Dealers Association at 
the December dinner meeting in Boston, Mass. He has 
been active in the local association for several years 
ind is associated with two prominent NOMDA mem- 
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Easy on the eyes... 
d and easier than ever to cut 
“a perfect stencils for sharp, clean 
reproduction...Another major refinement for 
TEMPO, the original Film Stencil pioneered 
by the Milo Harding Company since 1938. 


Write for catalog showing full line 


of Tempo duplicating supplies 





WATCH FOR ANNOUNCEMENT OF THE 
NEW TEMPO ELECTRIC DUPLICATOR 


A. 


MILO HARDING COMPANY 


ESTABLISHED 1904 


432 West Pico Boulevard @ Los Angeles 15, Calif. 
317 Third Avenue @ Pittsburgh 22, Pennsylvania 
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'HERE’S A BETTER 
PORTABLE REGISTER 


Se. 
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ALL ALUMINUM 


Write today for full details of the Hano 
Porta-Pac ... it works better, it’s tougher 
and it’s really portable. Made for 456” x 
614” forms the Porta-Pac opens up an entire 


new field of register and form sales. 


A COMPLETE REGISTER SYSTEM 
oy FOR Onky. $38.70 


e Amtnlinon tory 
- + ——_ — 
= 
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= 











5,000 SETS DUPLICATE FORMS 


Seenderd Body 


100 SHEETS 50-WRITE CARBONS 
ONE HANO PORTA-PAC 


WITH TRIPLICATE SETS . . $45.62 


_ Southern, Midwest, Western Dealers Wanted | 
PHILIP HANO COMPANY 


INCORPORATED 
HOLYOKE - MASSACHUSETTS 


Meeding printed te yeur copy 
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in the typewriter 
business. In his acceptance speech, he stressed the 
importance of the co-operation of all the members 
for the greatest benefit. 

Following the new president’s address, Joe Heaton, 
Pawtucket Typewriter Exchange, Pawtucket, R. I., gave 


bers, Joe Heaton and Jim Sheehan 


the members some useful information as to activities 
of NOMDA and also spoke briefly on the FTC rules 
Jim Sheehan, Liberty Typewriter Exchange, Provi- 
dence, R. I., addressed the gathering on dealer and 
manufacturer relations 

A bowling match followed the meeting and the steak 
dinner 

ie 


COLEMAN’S REMODELS AT WICHITA 

In order to gain additional floor space and permit 
enlarging two private offices, the Coleman Office Sup- 
ply company, Wichita, Kansas., had its first floor 
remodeled recently 

The remodeling is part of a long-range program 
which will include work on the entire second story for 
a complete office furniture display room as soon as 
materials are available. 

The new display counters and steel wall shelving 
were built for the advantageous and attractive display 
of office appliances 

The Coleman Office Supply was started in March, 
1912, at 112 S. Market St., with F. W. Coleman the 
owner and sole employee. The business has been at 
three locations in the 100 block on North Market. The 
two-story building at the present site, 122 to 126 North 
Market, was purchased in 1944 and has a 56-foot 
frontage 

Frank Coleman is founder and active head of the 
organization which has grown until it now carries a 
full line of wood and steel office furniture, together 
with a general line of office stationery and office sup- 
plies. This firm also has a large gift department, 
including an extensive stock of leather goods 

The firm was started in March, 1912, and for the 
past 30 years has occupied its present location. It pur- 
chased the building in 1943 and plans to make exten- 
sive changes throughout including the installation of 
a passenger elevator. The store now has 15 employees 

Frank Coleman served as mayor of Wichita from 
1939 to 1940 and again for one year in 1946. During 
this time he also served on the city commission 

Contact men for the firm are Bill Coleman, Frank 
Pratt, Bob Frick, Jack Coleman, and Leo Jacks, service 
department manager 

— 


APPOINT UNDERWOOD MANAGER AT ALBANY 

A. J. Moynihan of Syracuse, N. Y., has been ap- 
pointed manager of the Albany, N. Y., regional office 
of Underwood Corporation. Mr. Moynihan joined the 
company as typewriter and adding machine salesman 
in 1941 and was manager of the Syracuse office prior 
to his new assignment.—GET 





be DOC S T O R_ K 

Marcia Louise Schlaver weighed seven pounds 
and six ounces on Wednesday morning, December 15, 
1948. Both Marcia and her mother are doing well and 
the only problem anent her father, C. O. Schlaver 
assistant editor on the staff of OrriceE APPLIANCES, is 
that he is bursting with pride. Marcia’s brothers, David 
and Paul, also take a somewhat bashful pride in their 


new sister 


Weldon C 
Company of San 
have announced the arrival of 


Hillhouse of the Hillhouse Office Supply 
Francisco, Calif., and Mrs. Hillhouse 

John Weldon, born 
December 11, weight eight pounds, four ounces. John 
is the third child to bless the Hillhouse home, the 
others being girls, aged 2 and 9 respectively 
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- THE SHELBYVILLE 

* MODERN CONFERENCE DESK 
. In Genuine Walnut and White Oak Softone 
. Finish. 

; With Full Flush Panels and Large Newly 
° Designed Solid Brass Drawer Pulls. 





6638 S4 ET 
84" x 45" 
* > . 
Shelbyville’s Modern 38 Group of distinctive streamlined 
AVAILABLE IN TWO SIZES - executive and semi-executive desks emphasizes function and 
. style. These outstanding desks are made in Genuine Walnut 
and in the new rich Softone Oak Finish 
>. 
No. 6638 S4 ET The group includes a full range of sizes in Flat lops, 
< Secretarials. Tables. Consoles. Bookcases. Costumers and 
No. 6638 ET " Waste Baskets 
e W rite for information and literature on our complete line. 


SHELBYVILLE 4% DESK COMPANY 


Ye 


SUELEVMILLE — INDIANA 





OFFICE APPLIANCES, January, 1949 217 




























Above all these other important 
considerations, Meilink is your 
guarantee of completely satisfied 
customers. World-famous since 
1899, Meilink Safes are the stand 
ard of perfection in protection 
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are 
you 

missing 
a ‘sleeper’? 


Though Dealers report that sales are down in other 








lines, they continue to move more Meilink products. Meilink 
Safes are a “sleeper” that makes them the ’Profitunity 


Line for ‘49!” The reasons are obvious: 


HIGH UNIT SALES... it takes a lot of dimes and 
quarters to equal the total on the sale of one Meilink 
unit. And with higher unit sales, you can keep your vol- 


ume constantly pointing upward. 


LEAST COMPETITION ... in all your heavier-goods 
lines you can feel the squeeze of competition. With 
Meilink you sell at the “right” price...and that price 


stands up! 


MOST PROFITABLE .. . because you get a full 40% 
And that’s the kind of mark-up that gives you a good 
profit in view of higher operating costs. Thousands of 


Dealers all over the nation find that it pays to push Meilink! 


SINCE 1899 





MEILINK STEEL SAFE CO. ¢ Toledo 6, Ohio 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


The W Office Furniture Company has an- 

inced the pening of a branch store at 3413 W. 
Magnolia Burbank, Calif., carrying the same lines 
f mercha that are available in the main store 

428 S. Spring St. The location was selected be- 
ause it i easily accessible from all points in the 
San Fernando Valley. 

Robert (“Bob”) Benson, who has until now been 
in the main store, will act as manager. John Donovan 
f Rochester, N. Y., will be Mr. Benson’s assistant. 


| +" * o 


Blake Lockard, secretary of the Stationers Asso- 
| ciation of Southern California, reports the following 
ubscribers the association’s bulletin service: the 

A and D Stationery and Office Supply, 1707 Los Tunas 
Dr., Temple City, owned by C. S. Carr; Williams Sta- 
tioners, Wilshire Blvd., Los Angeles, William 
Deutsch, owner; Seiler Stationers, 620 S. La Brea Ave., 
Los Angeles, Rudolph E. Seiler, owner. 


o . * 


59726 


The Mercury Stationers and Printers, 139 S. Angelus 
St., Anaheim, Mrs. Vera Auest, R. A. Whittington, 
ind L. Ortig, proprietors, has purchased the stock of 
the Lamont Stationers and Printers. 

- > > 

The December meeting of the Southern California 
Office Furniture Association was held at the Biltmore 
Hotel in Los Angeles, with Ben Tufeld, president, pre- 
slaing 

The annual election was held with the following 
results: Sam Yocum was elected president, succeeding 


Mr. Tufeld; Art Willis became vice-president, succeed- 
ing Douglas Holman; Ed Hergenrather became secre- 
tary-treasurer, succeeding Floyd Fenn. The board of 


directors now consists of Abe Segal of the General 
Office Furniture Company, E. M. Harold of the Capi- 
tal Cabinet Company, Louis Gold of the Gold Desk 
and Safe Company, Mike McMahon of McMahon | 
Brothers, Frank Yabarra of the National Office Fur- 
niture Company, and M. Arnold of the American Of- 
fice Furniture Company. These men succeed Arthur 


F, Fleck of Barker Brothers, H. J. Klein of the Miller 

Desk and Safe Company, Ed Navarette of the United 

Desk Company, D. E. O’Hern of the Hollywood Office 

Appliance and Furniture Company, H. P. Ryan of the 

Pacific Desk Company, and Art Willis of the Atlas 
Desk and Safe Company. 

Mr. Tufeld, the outgoing president, thanked the offi- 

ers, direct nd members for their fine co-operation. 

Ed Hergenrather, chairman of the membership com- 


mittee, urged everyone present to contact all office 
furniture pe known to be eligible for member- 
hip. The total membership is now 47. 
The speaker of the evening was George Taylor of 


the Wester 
Hi talk 
idered a very 


Office Furniture Company, Long Beach. 
with display advertising and was con- 
helpful address by all who heard it. 
al . * 
Tracy Fewell of the Typewriter Rebuilding Company, 
1505% E. 20th St., Los Angeles, has bought out his 
artner, Andy Dwyer. Mr. Dwyer has opened his own 


aealt 


tore at 35 Pasadena Ave., Los Angeles. 
> > . 

The Law Typewriter Company, 3703 S. Vermont 
Ave., Los Angeles, was recently sold by Harold Law- 
rence to Albert R. Bernard, and the name has been 
hanged to the University Typewriter and Adding Ma- 
hine Com} New merchandise has been added and 


mprovements have been made. 


1 Typewriter Company is now nicely lo- 


number 


The Gene! 
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yet... your finger pressure 
WILL INSTANTLY RELEASE 


THE perma-grip lock 











The NEW 


Dual-Loc Binder 


CESCO’S LATEST TIME-SAVER 









Only slight finger pressure will immedi- 
ately release the tenacious hold on the 
posts. The cover is removed easily and 
smoothly, without danger of faulty opera- 
tion. 


By merely replacing the cover, it will 
automatically lock with a vise-like grip 
that will hold until voluntarily released. 
The mechanism cannot rattle. 


Accurate machining of fine quality steels 
used throughout ensures constantly smooth 
operation. No parts can break or work 
loose, and wear is minimized. 





Dual-Loc Binders is still in effect. Write today on your business 


DEALERS: A Special Introductory Offer of the popularly priced 
stationery for details and free, personalized folders. No obligation! 





THE C. E. SHEPPARD CO. 


44-09 Twenty-First Street 


Long Island City 1, N. Y. 
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Backing you 
up... 24 hours 


a day 
Ever READY 


Calendars represent the ultimate in 
quality and design. Take the best ad- 
vantage of them. Be sure to get the 
following promotional aids when plac- 
ing your order: direct-mail folders, 
calendar cards, dealer aid charts and 
window streamers. With these, designed 
to increase your sales and lighten 
your burdens, you have Ever Ready 
working for you every minute of the 
day, every day of the year. 


EVER READY 


CALENDARS 


FOR EVER STEADY SALES 


EVER READY CALENDAR MFG CO 


160 MAPLE ST., JERSEY CITY, N. J 
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cated in its new quarters at 1105 N. Vermont Ave 
Los Angeles, moving to this location from 4802 Santa 
Monica Blvd. Kurt Fischer is the proprietor. The 
new store is completely modernized with new light 
ing fixtures and the location is considered especially 
desirable as it is close to an important intersection 
Vermont Ave., and Santa Monica Blvd., and next to 
an important branch of the Bank of America 

S. J. Wall recently opened a typewriter and adding 
machine store at 1527 Fifth St., Santa Monica. The 
name chosen is The Acme Adding Machine and Type- 
writer Company 

F. M. Swann, one of the proprietors of the South- 
ern California Adding Machine Company, 947 S 
Broadway, Los Angeles, who recently returned from 
New York where he attended the National Business 
Show, and who also made several stop-overs on the 
way home, reports that he finds business conditions 
much the same everywhere as they are in Los Ange- 
les. Among other places, he stopped at Chicago and 
Dallas. Business in general, he says, is returning to 
normal, meaning by that that a businessman now 
must get out and get business if he wants it, pretty 
much as he had to do in pre-war days. However, he 
makes the statement that business on the whole is 
above what might have been considered average be- 
fore the war. He reports also that he found no radical 
changes in office machines, but that color is now 
entering the picture in a larger way. 

P. E. King, another of the proprietors of the South- 
ern California Adding Machine Company, who has 
been on a year’s leave of absence, returned December 
1 to active duty 

Duane C. Miller, son of Gordon E. Miller, the latter 
also one of the members of the firm, has been doing 
an unusual amount of flying lately. He is a member 
of the Naval Reserve and was a fighter pilot during 
the war. 

Bernard Hall, proprietor of the Nocturnal Service 
and Supply Company, 6711 Avalon Blvd., Los Angeles, 
reports the robbery of 12 new portable typewriters and 
one adding machine on December 4. The A-1 Book- 
keeping Machine Service, 435 W. Florence Ave., as 
well as a lumber company and other firms on the 
same street, also lost office machines through rob- 
bery at the same time 


Waldo M. Anderson and Paul A. Hagins, who pur- 
chased the North Hollywood Typewriter Company on 
September 15, have now moved this business from 
the old location at 5212 Vineland Ave., to larger quar- 
ters at 5728 Lankershim Blvd. The store is one of the 
largest authorized typewriter shops in the San Fer- 
nando Valley. A feature of the new business home 
is the better window display facilities 

Back in 1945 Mr. Anderson worked for this company 
as a mechanic. He then worked in a defense plant 
for a time before making the purchase. He was in the 
typewriter business in Butler, Pa., before coming to 
Los Angeles. Mr. Hagins became connected with the 
business through the GI Training Program 

The Golden State Travelers Club held its regular 
monthly meeting at the Fox Hills Golf Club on De- 
ember 10. About 50 were present 


The Southern California Office Machine Dealers As- 
sociation held its regular monthly meeting on Novem- 
ber 15 at the Roger Young Auditorium, Los Angeles 
with 45 present. All committees, the membership of 
which include practically the entire membership of 
the association, are busily at work preparing for the 
national convention which will be held in Los Angeles 
in June, with headquarters at the Ambassador Hotel 
The local association fully plans to make the coming 
convention one of the most successful and interesting 
ever held, according to statements by Paul Jensen, 
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THE COMBINATION YOU CAN'T peat! 


HIGH QUALITY-LOW PRICE 


DURAN 
UPHOLSTERED 
& 
cA WELLS 
MECHANISM 
. “POSTURE-RITE”’ 
ADJUSTABLE 
IN HEIGHT 
‘ No. 327 
ADJUSTABLE 
BACK REST $ 70 
% 1 4 EA. NET 
eT F.O.B. Chicago, Ill. 
. 
BASSICK Shipping Weight: Packed 
CASTERS 2 to carton unbroken 
46 Ibs. 
e 


PADDED SEAT 
AND BACK REST 





Your Choice of Color Combinations 


SEATS and BACKS BASES and BACK RESTS 
DURAN UPHOLSTERED BAKED ENAMEL FINISHES 
. ROWN 
pm : ) Your Choice | O APPEALING GREEN 
® RED of @ BRILLIANT GREY 
or 
@ GREEN COLORS ( @ GLISTENING CHROME 


GENERAL OFFICES 
725 S$. LA SALLE ST. 
CHICAGO 5, ILLINOIS 
e 
TELEPHONE 
HARRISON 7-1100 





hs 9) CABLE ADDRESS 
dd WELLOFF, CHICAGO 
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Slightly higher in the West and Canada 4 : tr 
A Stapling Machine is Only as Good as the Staples It Uses 4 , fa 
GUARANTEED WHEN USED WITH GENUINE ARROW STAPLES = = i 






.HRROW FASTENER GCFOMPANY., INC... 
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field secretary, and Gordon E. Miller, president 
> 
Roy L. Sweet, proprietor of the Standard Typewriter 
Service, 1929 W. 4lst Dr., Los Angeles, returned to 
work early in December after a near seige of pneu- 
monia. He has now nicely recovered. 


Herman Klein of the Miller Desk Company, 219 W. 
2nd St., Los Angeles, announces the appointment of 
Homer Jonas as manager of the company’s Beverly 
Hills store, a store which was opened in 1947. Mr. 
Jonas has been manager of the National Office Fur- 
niture Company, 218 S. Spring St., Los Angeles, for 
the last 18 years. The store, the managership of which 
he will now take over, is one of the most attractive 
in the Los Angeles area and is located in one of its 
finest business sections. 

* : 7 

George Leebody of the Southern California Safe 
Company, 400 S. Los Angeles St., Los Angeles, is proud 
of the fact that his company furnished the offices of 
the new Los Angeles daily newspaper, The Mirror, 
complete with Steelcase desks, chairs and files. He 
is also proud of the fact that his company was called 
upon to furnish the offices of the new television sta- 
tion KTTV, operated by the Los Angeles Times and 
by CBS. The firm is also furnishing the new modern 
building of the Republic Supply Company (oil well 
and industrial equipment) at 2600 Eastland Ave., Los 
Angeles. These last named offices will be ready in 
January. This also is a complete installation of Steel- 
case desks, chairs, and files. The executive offices, 
however, will be furnished with wood furniture. There 
are 50 offices in all. The Republic Supply Company 
is moving from 2122 E. Washington St. 

The Southern California Safe Company is now add- 
ing a wood furniture department, according to Mr. 
Leebody, with stocks ready by the first of the year, 
and at the same location, 400 S. Los Angeles St. 


The Hunting-Roberts Company has recently com- 


pleted a 7,000 square foot addition to warehouse 
facilities to take care of increased inventories, an 
increase necessary to take care of the requirements of 
dealers throughout the western states. The Hunting- 


Roberts Company also recently opened a warehouse 
in Portland, Ore., with the thought of taking care of 
Pacific Northwest dealers on Mosler safes and Pro- 
tectall safes as well as Steelcase chairs. The Portland 
address is 1991 Upsher St. All orders originating in 
the Northwest area are processed through the Los 
Angeles offices at 2223 E. 37th St., but deliveries will 


be made from the new Portland offices, according to 

: e é 7 > > 

The Wilshire Office Equipment Company, David 
Hendler, president, has moved from 129 S. Western 
Ave. to 147 S. Western Ave. The new business home 
ives twice the space that the former one did thus 
ffering better opportunities for display and consid- 
erably more stock room. The service department has 
ilso been enlarged, not only for the purpose of taking 
care of office machines, but office furniture as well. 
Both repair and refinishing work is done. 

The staff of this company has been increased by 
three people—one outside salesman and two outside 
servicemen. Another advantage of the new location is 

private parking lot. 

Mr. Hendler feels that he is the pioneer in the office 
equipment field in his section of the Wilshire district 
and reports that he has enjoyed a constant increase 

busing is the district has grown 

* > > 


Harold L. Nason of the Harold L. Nason Company, 

828 S. Spring St., Los Angeles, who is recovering from 
recent operation, is now able to spend a few hours 
the office each day 


. > * 


rhe Clary Multiplier Corporation has completed a 
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America’s Favorite 
Pe Lightweight Office Paper 
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VY BROWNVILLE PAPER COMPANY 


2 Bridge St. Brownville, N. Y. 


Please send me one of those “self-selling” Sea Foam Bond 
boxes — and plenty of samples — free 
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905 Second Ave. Bidg., Seattle 4, W 
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for the Precisa machine 


Nome - 


Address ms 


PAs AS 


224 


wer 


lease-purchase agreement with the Penn Mutual Life 
Insurance Company covering the new Clary factory 
plant in San Gabriel, Calif. This is the Philadelphia 
insurance company’s first investment of this kind in 
southern California, it is pointed out. The agreement 
provides for an initial outlay of $430,000 for the com- 
pleted factory, while investment in subsequent plant 
expansion is slated to bring the total to $630,000 
Hugh L. Clary, president of the Clary Multiplier Cor- 
poration, states that the agreement extends for a 
basic period of 20 years, and up to a total of 70 years 
including renewal operations. He adds that the agree- 
ment will provide the company with additional work- 
ing capital for its rapidly expanding business. It will 
also meet the cost of all building needs at San Gabriel 
without recourse to further equity financing. 

John A. Stevenson, president, and Herbert Adam, 
vice-president of the Penn Mutual, recently visited 
the Clary plant to discuss the negotiations which were 
initiated by the Rush C. Hinsdale Company, the loan 
correspondent company for Penn Mutual. 

——< 
PENN-MAR-VA TRAVELERS CLUB NOTES 

Penn-Mar-Va is congratulating one of its outstand- 
ing members, Rose Cushman, who is celebrating her 
twentieth anniversary with the National Stationers 
Association. 

. - * 

Elaine Austrian, daughter of Sam Austrian, proprie- 
tor of the Commercial Stationery Company, New York 
City, marched down the aisle on Saturday, November 
20, with Dr. Marvin A. Bregman. 

* * * 

The new slate of officers for the Washington Sta- 
tioners Association is: 

President—Walter Mallorey of Mallorey Office Sup- 
ply Company 

Vice-president—Norman Stockett of Stockett-Fiske 
Company. 

Secretary-treasurer—Felix M. Moriarity of E. Morri- 
son Paper Company 

* a” © 

Woodhouse Stationery Company has moved into a 
beautiful new store at 1222 H St., N.W., Washington, 
D. C 

* t . 

The H. K. Brewer Company, one of New York City’s 
oldest and largest stationery businesses, was recently 
sold to five of the company’s long-time employees. The 
new owners are headed by Bob Brennan and Bill Ken- 
nedy and the name has been changed to Brennan- 
Kennedy Company 

These items are taken from the Penn-Mar-Va 
Traveler, edited by Ben Wachtel.) 
—- 
IVAN ALLEN PRESENTS BUSINESS CHART 

A comprehensive chart of “Business Booms & De- 
pressions” has been printed for limited distribution 
by Ivan Allen, chairman of the board, Ivan Allen- 
Marshall Company, Atlanta, Ga 

This chart provides at-a-glance figures on economic 
progress, savings, national income, population, busi- 
ness activity and spending from the year 1794 through 
1948, having as its sources the Department of Com- 
merce, U. S. Treasury Department and other govern- 
mental units 

Produced in color at considerable expense, this chart 
cannot be offered for general] distribution or for sale 
at less than $.50 a copy. The few who receive it are 
usually framing it behind glass for their offices 

—-> 
AGREEMENT ENDS ROYAL TYPEWRITER STRIKE 

Employees of the Royal Typewriter Company, mem- 
bers of the C.I.0., on October 30 voted to accept a 
company offer to end their three-weeks-old strike 
The company’s offer, embodied in a contract that will 
run two years, included pay increases ranging from 
$.09 to $.18 an hour for various work classifications 
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No. 349A, 360A 
interviewer's Desk 


No. 540 BC 
Bookcase 
No. 566 572 
Executive Desk 
All Drawers operate 
on rollers 
(Back view of No. 572) 


a quarter century of careful planning and expert craftsmanship 
enables our organization to offer to the particular dealers of 
America the most beautiful office furniture that has ever graced 
their show rooms. 

made of finest Walnut woods and finished in Natural-Mist Gray- 
Harvest Wheat. Polished with Hieberts exclusive polish which many 
mistake for glass. 





Hiebert, who for years has been considered West Coast's leading 
manufacturer of the finest office furniture is now prepared to serve 


460C—Conterence Desk A 
43x78x30—9'' overhang. the trade anywhere in the U.S. 
Top interchangeable 


exclusive franchises will be allotted in some territories. 


Send today for our il- 
lustrated folder showing 
styles, prices, etc. Free, 
on request, to established 
| dealers 








No. 5 120°" deep Directors 
No. 5 %6"' deep Table 
No. 5 144"' deep 


C. HIEBERT’S CABINET & FIXTURE CO. 


3053 TREADWELL STREET LOS ANGELES 41, CALIF. 
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IMAGINE... Only ONE Machine 
that will do Everything! 


(NO EXTRA EQUIPMENT NECESSARY) 


4s 





For DICTATION 





For TRANSCRIPTION 


UNBELIEVABLE . . . but this ONE SPOOL of wire records and plays back 
OVER 3 MILLION letters. 66-Minute spool records 4,000 words, or 25 


to 35 average length letters . . . Use same wire over and over 100,000 
times . . . and no processing or shaving required. 








“VOICE ON WIRE” 


DIGTASCRIBER 


DICTATION 
TRANSCRIPTION 
PERMANENT RECORDING 
AUTOMATIC ERASING 


Uniform Back-spacing. 
Timer and Indicator. 
Fully Automatic 
Finest Clarity 
and Tonal Quality. 
Portable and Compact. 





Use anywhere—at 
WRITE FOR office, home, or in car. 
for Office, Store, FREE FOLDER 


Factory, Home, or School DESCRIBING 1,00! 


DIVERSIFIED USES 
\ : 






























Sold only through Psa en mma 
° ° Factory-F hised 
Sign and Send This Coupon go gg 
attached to your Letterhead ; 
Exclusive Territories 
NOW! are still available 
MAGNETIC CORPORATION OF AMERICA 
756 MILWAUKEE AVE., CHICAGO 22, ILL LIST 
[) | am interested in the M.C.A. DICTASCRIBER's 2! Feature Advantages. PRICE 
Send complete Descriptive Literature $25 5 
() | am interested in an exclusive Franchised territory as your Distributor 
. . : Pius Tax 
Send facts if my area is available Slightly higher 
West of Rockles 
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TEXAS TRAVELERS CLUB NEWS NOTES 





Virginia Leonard, Correspondent 





Fred Cole, owner of Cole Company, Corpus Christi, 
has purchased Tullis Office Supply of Mercedes, Tex., 


and Office Equipment Company at McAllen, Tex. 
Woody Tullis is remaining as resident manager of the 
Mercedes store and Andy Anderson, formerly of the 
Corpus store, is managing the McAllen firm. 
> * > 

It was quite a treat to pick grapefruit out at Alex 
Hargrove’s (Hargrove Stationery Company, Browns- 
ville, Tex.) place on the bay. Alex has been very 


busy on week-ends getting the tiny island adjoining 


his property ready for tropical plantings. 
> > > 
Our deepest sympathy to George H. Smith, Mani- 


fold Supplies Company representative, whose wife 


passed away December 6 in Ft. Worth. 
> > > 

Sleigher Office 

owned and 


. 
to a new 10C% 


Supply Company, Jackson, Miss., 
operated by Paul F. Sleigher, has moved 
tion at 115 S. Roach. 

* > > 
S. K. Jones 


Stationers, J: 


and Howard Dear, owners of Standard 
eckson, Miss., are mighty proud of the 
ice furniture display department they 


arge new fl 
recently adde 
. > > 
Company, West 
supply department 


co * * 


Quality Printing 
1dded an ffice 


Monroe, La., has 


As of October 1 a division was made in the partner- 
ship of Bradley-Brown & Company, Marshall, Tex. 
The office ply department is owned and operated 


by R. A. Brown and R. E. Walker, doing business as 
Associated Stationers. The printing department of 
Bradley-Brown is operated under the name of Brad- 
ley Printing Company and is owned and operated by 
Maury R. Bradley. 
> = > 
Miss Sue Wade is taking over the buying of the 
\ffice supply department for Leader Company of Book- 
haven, Miss 
“ > > 
El Dorado Printing & Stationery at El Dorado, Ark.., 
has been enlarged and completely remodeled. 
> > + 


G. & S. Office Supply, Inc., in Laredo, Tex., recently 
uurchased by Max Mandel and Ed Sellers, has been 

oved to larger quarters at 1112 Farragut St. 

> > > 

Mr. and Mrs. Henry Sassman held the formal open- 
ng of their new store in Victoria, Tex., The Victoria 
rypewriter Company, on December 13. The Sassmans 

ld location where Mrs. Sassman plans 
rift and social stationery store. 


vill retain the 


operate 


* * > 
Dean Office Equipment Company at Denison, Tex., 
is opened 129 Main. This is a branch of Dean 


Printing Com 


pany at Sherman, Tex. 


* * * 


Mr. and Mrs. Ward Silliman (manufacturers’ repre- 


entative), Mr. and Mrs. Herb Beckman of Boorum & 
Pease Company and Mr. and Mrs. Charlie Wallace, 
Parker Pen Company, recently spent a week hunting 
it their deer lease. Lolo Mae Silliman and Flo Beck- 
in spe their time playing gin rummy while Flo 
Vallace | i to stock the Wallace larder 
> ao > 
Shofner’s, Rogers, Ark., has moved to new and larger 
uarters at 109 W. Walnut 
> > > 
Illness fining Carroll Carr of Chambers-Carr 
Office Supply Company at Jackson, Miss., to his home 
> o > 


Harry McConnell, for 15 years a bank examiner for 
the State of Oklahoma and who had also served as 
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FOR PARCEL POST, EXPRESS 
AND GENERAL WEIGHING 





” A FLIP OF LEVER 
LOCKS DIAL AT 
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PACKAGE FOR 
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LATER READING 
PARCEL POST SCALE | 
READ THIS FIRST 8 | SHOWS 
=F > rostace 
EVEN N CLASS AT A GLANCE 
Les wai 
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_ \\ SHOWS 
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WEIGHS ANYTHING—2 oz. to 50 Ibs. 


Handiest office and shipping room scale ever 
designed! Every inch of its 8x10” platform is 
weighing surface. Only 2” high, it is tip-proof. 
Easily handled, weighs only 5 lbs., may be kept 
in drawer or on shelf. 


Has BORG patented factory-sealed beam mech- 
anism. Accuracy to 14 of 1% is protected by 


LIFETIME SERVICE WARRANTY. 





Manufactured by 


tHe BORG-ERICKSON corporaTiIon 


469 E. Ohio St. 7 Chicago 11, Il. 
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NOwCe OF 
MARKING DEVICES 








DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


© 


PA STSWAPRT | 


GO AND N SA er 


80 DUANE ST.NEW YORK /7,N.Y. 
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assistant to the State Bank Commission of Oklahoma 
has joined the Southwestern Stationery & Bank Sup- 
ply as a salesman traveling out of the Amarillo di- 
vision. Frank Polk, also a former Oklahoman, is a 
new Amarillo city salesman for Southwestern 

> > . 

Davis Printing & Office Supply Company, Seminole, 
Okla., has moved across the street to a new store at 
314 N. Main St 

Columbia Stationery Company of Columbia, Miss 
has secured larger quarters at 328 Second St 

Toney Printing & Stationery, E] Dorado, Ark., has 
moved into the completely remodeled building at 305 
N. Washington 

Mississippi Printing Company at Vicksburg, Miss 
has opened a beautiful new store and Charles Guion, 
manager, is really delighted with the whole setup 

a o - 

John Henn of the Joseph Dixon Crucible Company 
Chicago office, has taken time from his strenuous 
duties in Chicago to pinch-hit for Larry Pues in this 
territory. Larry is coming along fine and hopes to be 
around to see all of you soon. 

= >= - 

Word comes of the death of Samuel Brice Hudson 
if The Star Printery, Inc., Muskogee, Okla. Our sin- 
cere sympathy to his family and to his business as- 


sociates 


The Atlas Office Supply & Printing Company at 
1713-21 McKinney Ave. in Houston held open house 
on November 19 at a remodeled and expanded loca- 
tion, featuring the new office furniture department 
John K. Stone is the owner 


H. D. Darwood and John R. Lamond of Darwood- 
Lamond Office Supply, Dallas, have purchased the 
office supply department of The Rush Company. That 
firm will continue with art supplies and has added a 
picture framing department 

C. & S. Office Supply Company at Vicksburg, Miss 
has moved to 7 rawford. 

. 

T. R. Dorcey, R. W. Reno and Miss Elaine Dennehy 
Dorcey-Reno Company, Dallas) have purchased the 
Midland Office Supply, Inc., Dallas, and has moved 
from the Canton St. address to the Midland Office 
Supply location at 2020 N. Lamar 


p 
C 


12 


—-« 
NEW ENGLAND TRAVELERS CLUB NOTES 

Mr. and Mrs. James Byrne of F. M. Lally, Woon- 
socket, R. I., have sold their home and moved into a 
larger place in North Smithfield, R. I 

Mr. and Mrs. Thure Bengston of the Adkins Print- 
ing Company, New Britain, Conn., have recently re- 
turned from a three months’ motor trip to the West 
Coast 

Cliff Slater, sales manager of the Mattatuck Sta- 
tionery & Furniture Company, Waterbury, Conn., made 
a factory inspection trip to The General Fireproofing 
Company, Youngstown, Ohio 

Frank J. Herlihy, owner of the Bangor Office Sup- 
ply Company in Bangor, Me., died October 27. He 
was acquainted with many NET Club members and 
dealers 

Member Ed Churnick of the NET Club has an- 
nounced the marriage of his daughter, Mona, to Bur- 
ton Sacks on Tuesday, November 23 

These items are taken from the last issue of the 
New England Travelers Club News, edited by John F 
Nac kley 
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STATIONERS 
LOOSE LEAF CO 


MILWAUKEE 1, 524 N. Broadway 
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PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 
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More and more DEALERS dach the CHAMP {02 smooth, 
fast action in Sales and Profits! 


TWO OPENIN FOR 
USE ON SINGLE OF 
DOUBLE DES 
2 DEPTH AFFOR 
MAT IMUM APA 


ALUMINUM 


DESK TRAY = }— 
STANDING on the pedestal of popularity “THE 
CHAMP” is by far the finest desk tray on the 
market today. ones 
The graceful streamlined design together with RNERS FOR 
the rich baked enamel finish combine to make | GUARANTEED SAFET 
this tray a welcome addition to any office. 
The solid one piece construction of heavy gauge 






































aluminum affords the utmost in strength, dura- Cut Out fo ore 
bility and service. Another feature of these trays EASY ACCESS AND AVOWD 
which is most important are the four soft rubber FUMBLING FOR PAPERS 











feet. No fear of scratching the most expensive or 
highly polished desk. These feet are not glued or 
pasted on, but securely eyeletted so that they $$ 
cannot come off. [ RUBBER 
“THE CHAMP” is now being sold with increas FEET 








ing success by all leading stationery, office equip- y : 
ment and office furniture dealers throughout the =) Ros, m 
United States. When your customers ask for desk —_ ae 

trays, why not introduce them to “THE CHAMP.” [ 
















Write today for illustrated circulars and 


I ] 1 n rices Pee = eat Pom mer 
complete information on dealers price AVAILABLE IN LETTER AND LEGAL SIZES 


and discounts. 


NU-CRAFT PRODUCTS CO. 


95 Atlantic Avenue, Brooklyn 2, N. Y. 
TRIANGLE 5-8831 Dept. A 


ALUMINUM 























No. 562 SOFA 


Lururious and Comfortable 


CUSTOM BUILT LEATHER FURNITURE 


The old MAJESTIC LOUNGE line of custom built LEATHER FURNITURE is again being offered to the 
trade. A complete selection of better grade OFFICE FURNITURE featuring imported top grain leathers, 








COMPLETE SETS OF ILLUSTRATIONS 595 BROADWAY 
NOW AVAILABLE TO THE TRADE. WaAlker 5-6506-7 CABLE ADDRESS: BERKHIDES, N. Y 























made for us exclusively in ENGLAND and SCOTLAND, is now available. 
Also can be had in EAGLE | 
OTTAWA GUILDHALL leathers,  BERKEY LEATHER yo hago oi | 
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WHY STOCK COSTUMERS? 


NY LET OUR IMMEDIATE DELIVERY SERVE YOU. ; 
4b SHIPMENTS LEAVE WITHIN 24 HOURS Sista 





- STEEL FLOOR COSTUMERS—TRIPLE CHROME ~~ | 
No. 300 No. 350 REVOLVING 
e 4 STEEL TRIPLE e 25 LB. NON TILT 
CHROME HOOKS OVEN BAKED BLACK 
CRACKLE BASE 
* 15 LB. HEAVY CAST CHROME HOOKS 
IRON BASE BLACK e« CAST REVOLVING 
CRACKLE OVEN RING 
BAKED FINISH e CHROME STEEL TUBE 
$7 3” LIST PRICE $9 5 90 LIST PRICE 
SOLD THROUGH AUTHORIZED DEALERS ONLY 
WRITE FOR CATALOG AND DISCOUNT 
Terms C.0.D. unless rated. 

















» FIXTURES iis, kansas ‘crry 3, missouri 


PHONE—CLIFTON 9034 

















* SUBSTANTIALLY BUILT 
* BEAUTIFULLY FINISHED 
* PRICED TO SELL 


Oe ee 
CADILLAC OFFICE EQUIPMENT CO. 
4545 W. Lake Street «+ Chicago 24, Illinois 














+ 
JUNIOR DESK ROLL-A-FILE i 
No. D-2718 ond D-2918 No. R-400 ond R-410 , Please send me your illustrated catalog 
A hondy reference file~heovier ; sheets with special deoler prices. 
j turdier et roll ] ea 
an ' 
‘ e of tw a NAME = —— 
f files No. R 
ote yd : ADDRESS ee ee 
t rod for ' 
t and > CITY a - ZONE STATE 
f or S i 
fir , 
1 


2 LEADERS IN OUR OUTSTANDING LINE 


| ey ent 
CADILLAC OFFICE EQUIPMENT ‘a am lt lia - 
Qu! 


Division of Cadillac Tank & Welding Corp. ortict t 


-) Se 4 





4545 W. LAKE STREET e CHICAGO 24, ILLINOIS 
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JIM WARD'S  JGistocrat” 
ALL STEEL TYPEWRITER STAND | 


PRICED FOR RAPID SALES! 


Custom Built for Years of Service, | 
All Round Efficiency and Handsome Appearance! | 





Heavy gauge steel top and drop leaves. Strong, elbow-type 
supporting arms hold drop leaves firmly in open position 
increase working surface to 1442" by 34 


Drop leaves securely fastened to top with continuous piano 
hinges 

One-inch, round, smooth, tubular steel legs, nothing for cloth 
ing or stockings to catch on, widely spaced to prevent tipping 
and provide for worker comfort 


Easy. free-rolling swivel casters, two-wheel locking device 
anchors table firmly to floor, tip-toe control 


Table will safely support in excess of 300 pounds 

Beautiful Hammerloid finish blends in with any decorative 
scheme at office or home 

Special steel braces assure rigid, compact, clatterproof unit 
Choice of Green, Office Gray or Walnut finish. Green shipped 
unless otherwise specified | 
SPECIFICATIONS: Height: 27 inches. To; 4 x 18 inches 
Leaves: 14 x 8 inches Finish: Green, Office Gray or Walnut 
hipped: K. D., 1 t rton. Weight: 18 pounds 





















POINTING THE WAY T0 


MORE SALES 
BIGGER PROFITS 


POINT-0-MATIC Electric Pencil onharpener has never 


failed to win enthusiastic acceptance wherever shown 






NOW we are in larger quarters, with greatly expanded 
production facilities and you can get all the Point-o- 
matic Sharpeners you need for immediate delivery 





Just put a Point-o-matic on your counter with a few 
*) i? 


pencils for demonstration. Let Point-o-matic sell itself. 








AUTOMATIC MICRO SWITCH ...No button to press, no 


switch to throw; just plug it in, insert pencil to start 

remove pencil to stop. Put POINT-O-MATIC in your store and let your customers 

AUTOMATIC POINT REGULATOR ... Cutting action stops try it. Try it yourself and you'll agree, it’s the biggest 

automatically when pencil has been perfectly pointed sharpener value you've ever seen. List Price....$19.95 

GULITE BEARINGS ... No oiling or servicing necessary * Product of U. $. Rubber Co 

Every gear enclosed, sealed in lubricant at factory 
WRITE OR WIRE FOR SAMPLES .. . IF NOT COM- 


smoother bevel and point; eliminates splintering | 


BEAUTIFUL VERSALITE* HOUSING ...in simulated brown 
pin seal leather finish, properly weighted to prevent HOLLYWOOD SPECIA ITY C0 | 
. 


crawling. 


mmm = 4512 San Fernando Road » Glendale 4, California 
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lts the NEW Master Addresser 


for low cost envelope addressing! 






Now vou < tler your customers who use a mailing Retails for Only 
ist 1 col tely NEW addressing svstem at the 

imazing rw price of $24.50 plus Fed. tax. And $24.50 
there : good profit in it for you! Any one who uses aes 

i mailing st will like the simplified system of the eye 
Master Addresser—it’s so clean, and easy to use. 

Prints fr irbon impressions typed on a long strip 

f paper tay No stencils to cut, no plates, no ribbons 

ind 1 We'll be glad to tell you how this amaz 

ing addresser will make more sales for you. 


Now used in many 


types of DEALERS! SEND COUPON 


Send the coupon today for full details of our dealer plan 





Business ind complete information about the Master Addresser. Our 
Churches sales aids include electrotypes and mats for newspaper ad- 
vertising, with two-color folders and display cards for 
Schools point-of-sale promotions. 
| MASTER ADDRESSER COMPANY 
Clubs 5508 Excelsior Boulevard, Minneapolis 16, Minnesota 
| 
Send us complete information about your dealer plan 
Name 
isily typed on a long carbon-backed tape : 
th 100 names and addresses on one spool ot Firm 
I} list can then be used for imprinting the | {ddress 
any as 100 times 
| City Zone State 














WHERE SCIENCE “GOES TO TOWN” 
i ON LIGHTING! 


Visual Work Field 
by Sight Light 


Provides an Adjustable 
Controlled Light Source 
Affording Correct 


“BRIGHTNESS DISTRIBUTION" 








The Pad Which Is Part of Complete Unit Is a Grained Beige Linoleum 
Eliminating Reflected Glare and Eye-Tiring Contrasts 
List Price, West of Rockies, 


$4500 Dimensions of “Visual Work Field’’—24’'x38” $4750 


Sight Light Sales Division 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 Greenwich Street . New York 8, N. Y. 
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NATIONAL 
BETTER BRIEF CASES... : 


FOR BETTER BUSINESS... 


© A complete line... 
a style for Every 
Need. 












GRIEF CASE 


Trademark of Quality 


ince 1922 


















PROMPT 
SHIPMENT 


e A wide choice of 
luxury leathers. 


e@ Ingenious De- 
sign, sturdy con- 
struction. 


e Guaranteed 
Quality 
Workmanship 


Price List 


Today! 


NATIONAL BRIEF CASE MFG. CO., 512 S. Peoria Street, Chicago 7, IIlinois 








BOOKKEEPER'’S 
RULE 


Made of carefully selected Rock 
Maple. Two coats of varnish, gloss 
finish. 19i4 inches wide, % 
inches thick. One brass edge, 
scaled in 1é6ths on one edge both 
sides. Flexibility is the outstand- 
ing feature It actually bends 
with the ledger. 


GENERAL 
OFFICE RULE 


Made of carefully selected Rock 
Maple finely varnished, natural 
color. 1¥%;4 inches wide, '4 inch 


1éths on the bevel. 


OFFICE Sie"? TYPIST’S RULE 


Scaled pica type, 10 characters to 
the inch on one edge . . elite 


A cs thick. Packed 1 dozen in a box, 
D | single brass edge, and scaled in 


type scale, 12 cheoracters to the 
inch, on the opposite edge 

Opposite side scaled 6 lines to 
the inch on one edge with a six- 
teenths simplex scale on the op- 
posite edge. One brass slanting 
edge and a wide green celluloid 
opposite edge. 
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CHECK THESE 
EIGHT HILCO 
FEATURES: 


Front Paper Stop. Assures Accurate Registration. 


Automatic Roller Release. Eliminates Smudged 
Sheets. 


Automatic Counter. Counts only printed sheets. 
Enclosed Drum. Automatic Inking. 

Hilco Slipsheeter can be attached. 

Automatic Feed. 


Paper Pusher is automatically lifted and carried 
back to feeding position, to eliminate lint on the 
stencil. 


8. Drums are quickly interchangeable for color printing. 


NAuPhw N= 


$3952 Plus Tax 


IMMEDIATE DELIVERY. 


DEALERS are REQUESTED TO WRITE FOR 
COMPLETE CATALOG AND DISCOUNTS. 


Tecw nNwvG Ree PH. com » : 


TECHN’ 

















Mr. Dealer: Don't accept a substitute .... When 
Youc can easily DOUBLE your Sales with BLACKBOURN S— 


_ Blackbourn Systems 





America’s most Complete 

















































s* Comp/ere Line of Simpatilred.. and Fastest Growing Line 
“7 SECURITY and INCOME TAX emg 2 one Simplified Bookkeepi 
wa YaRicD BUSINESSES. TRADES AND PROFESSION implified Bookkeeping 
Expressty Designed —— Pee clin ms and Income Tax Records 
. - for GENERAL RENTALS APPOINTMENTS no—) 
« alesmen and ACTORS e eer 
Moneta —— — : Oat , a Awo!| RESTAURANTS , 
on — ° sees SMALLER VARIE vome | ee Tailor-Made 
“ Secial —, | GROCERS AND pusiness || proressiom 
ERvice STATION ot ! MARKETS for for 
ee Oe eis oa counts | Most Every 
' CONTR sort 
aapio AMO | cons Lam Business, Trade, 







and Profession 






t 
of ° Real stat act 
professior™ ener wo wsuRanc 


appeintmen" 









Write Today 


For Broadside on Cabinets—and our New Illustrated 
Catalog of over 60 systems and records with sales helps—and liberal dealer discounts 
—New Display Cabinets Available—Choice of size and style—The Livest Merchandising Plan in the Industry. 


The BLACKBOURN SYSTEMS, INC. 22052. Sedgr Lake Rd. 
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READY / OUR NEW 
A. * CATALOG 


Bigger... Better... 
New lines added ... 
Showing the most com- 

plete line of MARK- 
ING DEVICES and 
SUPPLIES we have 


ever offered. 





Write for Copy 
on your 
letterhead 





MARKING DEVICES 


F EVERY DESCRIPTION 


fia 


/ 


DomESTIC & EXPORT TRADE 
A COMPLETE LINE 
)R EVERY PURPOSE 

















Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated Box 
Dies. Badges, etc. 


CONSOLIDATED STAMP MG. Co., INC. 


MAIN OFFICE AND EXPORT DEPT 


44 WARREN STREET, NEW YORK 7, N. Y. 
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ARRIS APPOINTED BY BURROUGHS IN EUROPE 

W. J. Arris has just been appointed to a newly- 
created post of general manager of the European 
operations of the Burroughs Adding Machine Com 
pany, John S. Coleman, president, announced recently 

“Burroughs is expanding its manufacturing, selling 
and servicing activities in the European area,” Mr. 
Coleman said, “and Mr. Arris’ job will be to co-ordinate 
and direct all of these operations 

‘Burroughs has been doing business in the European 
area since the turn of the century and has sales and 








W. J. ARRIS 


service headquarters in major cities of most European 
countries.’ 

With his headquarters in London, Mr. Arris will 
direct the operations of Burroughs subsidiaries in 
England, Holland, France, Belgium, Denmark and 
Switzerland, as well as Burroughs dealers in other 
European countries 

Mr. Arris joined the Burroughs organization in 
Manchester, England, in 1926, and has held executive 
positions for the company in London, Glasgow, Madrid 
Milan and Zurich 

From 1940 until 1946, Mr. Arris was on leave of 
absence to the British government, serving with the 
Directorate of Office Machinery to the Board of Trade 
In this capacity he was in charge of procurement, con- 
trol and distribution of all office machinery in Great 
Britain 

—- 
H. C. BALDWIN DEVISES TEST SHEET 

Howard C. Baldwin, 5931 S.W. 14th St., Miami, Fla.., 
office manager of Charles S. Meyers, Inc., Royal type- 
writer distributors for the Greater Miami area, has 
devised a novel office supply trade test sheet for the 
purpose of “taking the guesswork out of hiring new 
employees and promoting old employees.” In a series 
of questions, the test sheet provides for a quick, com- 
prehensive rating of workers and applicants to deter- 
mine starting salaries as well as raises. An answer 
sheet is attached to each set for quick grading and 
for filing, this to be compared later when the same 
test is given again 

These tests can be purchased from Mr. Baldwin at 
the 5931 S.W. 14th St., Miami, Fla., address 

Before moving to Florida Mr. Baldwin operated 
Baldwin's Office Equipment Company in Pontiac, Ill 

ti 

WELLS PARTICIPATES IN ANN ARBOR SHOW 

Wells Office Furniture Company, under the direction 
1f Joseph W. Pritchard, participated in the third an- 
nual business machine and supply show held in Ann 
Arbor, Mich., December 9 and 10, under the auspices 
of the School of Business Administration, University of 
Michigan. Wells and eighteen other exhibitors joined 
in the show by invitation. 

Businessmen throughout the Ann Arbor area, includ- 
ing Detroit, as well as the student body interested in 
the subject, attended the two-day meeting 
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LOOK 


The Toledo Metal Furniture Co. 
PRESENTS 


Little Dandy 


Typewriter Stands 











No. 671-LSX 


TWO SIZES 
With or without side leaves 


With or without locking device 
FIVE-PLY WOOD TOPS 


and side leaves 


COLD ROLLED Steet 


bases 


Our name is your guide to 
quality 
IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St ° Toledo 7, Ohio 
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NEW IDEAS 


TO HELP INCREASE 
YOUR SALES 





Here’s an item that will bring you 
many extra sales without effort 


Router 
BLACKBOARDS 


You can sell them 
everywhere! 

Stores 
Offices 
Schools 

Churches 
Garages 
Recreation Centers § 

Factories 


Market Places 





Homes 
Warehouses 
Clubs 
Institutions 
Playgrounds 


Rail and Bus 
Terminals 


You'll be surprised at the big profitable market that's 
waiting for you when you try offering Rowles Portable 
Blackboards. Prospects are everywhere ... in every 
type of business. This business can be yours by simply 
featuring and displaying one sample blackboard. No 
need to carry a big inventory. Take orders and ship 


direct from factory. A style and size to meet every need 


WRITE TODAY FOR BULLETIN 256-F 


AM ele ies cS. 


RALILBRGTO™ 




















WHY accept tess _ 


THAN THE 


BEST 


@ Self-Locking Zipper 

@ Easy-to-Clean Binding 
© Ventilated tor Comfort 
@ Tested and Approved 


x 7W5¢ 










PLASTICS 


CHECK YOUR NEEDS FOR THESE POPULAR 
BELLE-VUE PRODUCTS 


@ TYPEWRITER COVERS ® 
@ ELECTRIC FAN COVERS @ 


Every BELLE-VUE product comes to you in a beautiful 
2-color, sealed ‘Counter Display’ package. 





We fabricate dust covers for any item, to your speci- 
fications. Address requests to our “Special Order’ 
department . . . Write today for trade discounts and 
complete information of the above products. 














MANUFACTURED AND DISTRIBUTED BY 


BUDLEW PRODUCTS C0. chic osii.e3%: 













IAEDIATE DELIVERY 


4 or 2- _Drawer 
STEEL 


LETTER FILES 


The No. 100 Line non-suspension 
type, with reinforced sides. Satin 
finish and lacquered brass hardware. 
Roller bearing drawers open and 
close smoothly. Furnished with fol- 
lower blocks and guide rods. Avail- 
able in green or gray finishes in 
letter size only. 26!/2'' deep, 15" 
wide. 


No. 102—2 Drawer, 3012” 
desk high (wgt. 70 Ibs.) 
$36.50 List Price 


No. 104—4 Drawer, 5232” 
high (wgt. 108 Ibs.) 
$49.50 List Price 











Usual Dealer's Discount 


Terms: 30-1-10 F.O.B. Factory, 
Chicago 


New 1949 Catalog Now ia 


THE MAYFAIR COMPANY 


315 NORTH DESPLAINES STREET, CHICAGO 6, ILL. 











ORIGINATORS OF 


Homogenized Inks 


CANODE TAKES 
ANOTHER STEP 
FORWARD 
. 

NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 
LEADERS IN THE 
MANUFACTURE 
OF DUPLICATING 





Premium 


INKS OUPLICATING . £5 5 


a 
TRY THIS NEWLY 
PROCESSED 
CANODE 
HOMOGENIZED 
DUPLICATING INK 





“The best ink is the cheapest ink” 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 

















QUALITY 


OFFICE TABLES 


in 4 Popular Sizes 





11044—43-3,4,” long, 28” deep, 
high. 1 drawer. 

T1060—60” long, 34” deep, 30” 
high. 2 drawers. 

T1072—-72” long, 36” deep, 30” 
high. 2 drawers. 

*T1096—96” long, 42” deep, 30” 
high. 2 drawers. 

Available in Oak, Walnut or Ma- 

hogany 











, 
legs 


Here are office tables designed to boost your table sales 
and satisfy your customers. Every unit uses Quality Ma- 
terials and reflects Superior Cabinet Work. All interior 
materials are hardwood. 

Standard K.D. construction with heavy corner braces. 
Legs are 2!/2" square at largest point with ample round- 
ing on edge. Bases are finished in sateen sheen, with 
two finish coats after sealing. Tops receive three coats 
lacquer rubbed dull. 


DON’T DELAY — WRITE TODAY 
FOR COMPLETE STORY 


ASPER TABLE CoO., INC. 


JASPER, INDIANA 
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WOODSTOCK ANNOUNCES TWO APPOINTMENTS 

The Woodstock Typewriter Company, Woodstock, I1l., 
n accordance with a new program of sales and ad- 
vertising, recently announced the appointment of 
E. W. (Ed) Ristau to the position of vice-president in 
harge of sales. Delmar (Del) DeWolf has been ap- 


pointed sales promotion manager. 

Both Mr. Ristau and Mr. DeWolf are new to the 
typewriter industry. They are, however, widely ex- 
perienced in working with dealers, having successfully 























E. W. RISTAU DELMAR DeWOLF 


carried out sales and merchandising programs through 
dealers and wholesalers in a highly-competitive indus- 
trial field 

Mr. Ristau will spend considerable time in the field 


to learn firsthand what the dealer’s selling problems 


are. He will work closely with the company’s new 
divisional sales managers in various territories across 
the nation 

Mr. DeWolf will co-ordinate the advertising efforts 


of the company with those of its sales department. He 
will supervise the furnishing of all sales helps to deal- 


ers—window and counter displays, and advertising 
material 
It is also announced that “Web” Webster, a veteran 
in the Woodstock organization, is now located in Dal- 
as, Tex., as the company’s southwestern zone manager. 
—> 


COLUMBIAN ART WORKS ENLARGES SPACE 

A new building program now nearing completion will 
increase actual production space at the Columbian Art 
Works plant in Milwaukee, Wis., about 35 per cent, ac- 
-ording to T. W. Norris, executive vice-president. The 


latest addition is a wing of brick and steel construc- 
tion, 102 x 120 feet in size. It matches the modern, at- 
tractive appearance of the original building, designed 


and constructed by The Austin Company, and occu- 
pied about the middle of 1947. 

Columbian Art Works’ production facilities will be 
further expanded in 1949 through the installation of a 


new high-speed lithography press, Mr. Norris said. It 
will be the latest type unit obtainable, and will sub- 
stantially increase output when it goes into production 
in June 

—>- 


LOUISVILLE FIRM SUPPLIES BANK FURNITURE 
The Office Equipment Company, Inc., with stores 


both Louisville and Lexington, Ky., recently fur- 

nished office furniture for the new modernized bank- 

ing home of the Stockyards Bank, which had its formal 

ypening at Louisville on December 10. A new feature 

was presented for the depositors in the form of 
irive-in teller service.—CG 

—> 
ALLEN PAPER TAKES NEW OFFICES 

The Allen Paper Company recently announced re- 

moval of it ffices to 111 N. Canal St., Chicago 6, III. 

This change became effective last November 22. Tele- 
phone number is Fr 2-2468. 
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AMERICAN 


NUMB@ RING:*MAC RING 








visiBLe 
NUMBERS 


654321 


Facsimile Impression 


For All Special Requirements 


3 MOVEMENT—5 MOVEMENT 
—LEVER NUMBERING MA- 
CHINES—CARBON COPY 
NUMBERING MACHINES— 
HECTOGRAPH RIBBON MA- 
CHINES—DATING MACHINES 
—COMBINED NUMBERING & 
DATING MACHINES — PRICE 
MARKERS—SPEED SET LOT & 
PIECE NUMBERERS—SPEED SET 
YARDAGE MACHINES — SPE- 
CIAL MACHINES ON PLAT- 
FORMS. 


Please give full details and 
mention reference numbers 
shown below on special re- 


quirements, Write for latest folders describing 


all models. 





Ref. 

, 123456 
123456 
‘ 123456 
123456 


© 23456 
123456 
123456 
123456 


o 








» 12345 
" 654321 
ae 654327 

» 1,234,567 
~ 54321 
* 12345 
- 12345 














Ref. 


208 





201 SVM17162A 

22 —6 110-123-456 
= 54321 

24 6 CREDIT 543215 
205 34.56 BRANCH 4 235 
206 654 1234 

207 LAISS 


FIVE SI>< SEVENEIGHT 


eo HAAS 
210 JAN 251945 12345 








AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN 8, N.Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILL. 
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Lumograph 


OTHER FAMOUS 
STAEDTLER PENCILS 


e These famous imported drawing 
pencils are in great demand because 





they give perfect reproductions and 


COMPETITIVE MOON | are nationally advertised in all lead- 
PROSPERITY LUNA | ing Architectural and Engineering 
PRECISION DIANA | Publications 

MOONLIGHT TIMES 

DICTATION TRIBUNE No. 2886 Mars-Lumograph Drawing Pencil 


No. 1018 Mars-Lumograph Artist Pencil 


HALF MOON APPROVED No. 1904 Mars-Lumograph Artist Lead 


GLOBE-TROTTER 








Write today for details. 


J-S.STAEOTLER,INCG. 


3} WORTH sTREeET NEW YORK (3, N.Y. 
STAEDTLER SINCE 1662 
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NEW MACHINES, DEVICES AND SUPPLIES 
Continued from page 64) 
OFFER NEW PROFESSIONAL DRAWING KIT 
An improved professional drawing kit has been an- 
nounced by the Engineering Manufacturing Company, 
625 N. Commerce St., Sheboygan, Wis. The kit features 
the new Adjusto-Liner clip which controls the parallel 
ruling straightedge. By means of this new clip, it is 
claimed that the straightedge can be aligned with 
the lines on the drawing. The adjustment for the 
aligning is made by means of two Knurled knobs which, 





‘es 


NEW PROFESSIONAL DRAWING KIT 


when loosened, permit the controlling studs to be 
shifted up or down in a straight slot 

Another feature of the new clip is a provision for 
using the straightedge with a heavier type drawing 
paper, cardboard or bristol board. The maximum ad- 
justment range is three-sixteenth of an inch. A third 
advantage is said to be that the straightedge can be 
removed entirely when it is not required at all for 
a particular kind of work, or when it is desired to clean 
the blade. 

The professional kit with the new Adjusto-Liner clip 
is available from the smallest kit, size 12x14 inches, 
through the largest size, 30x42 inches 

oe 
ABLE PRODUCTS CO. PRESENTS TWO NEW ITEMS 

Just announced by the Able Products Company, Inc., 

72-35 Alemeda Ave., Arverne, N.Y., are two new items 


ready for immediate delivery—Kant-Leak marking 
pens and Able single- and multiple-tier steel desk 
trays 

Kant-Leak marking pens, available in pocket clip, 
double-end multicolor, and desk stand models, con- 


tain no springs, valves or gadgets and are claimed by 





ABLE PRODUCTS NEW STEEL DESK TRAY 


the manufacturer to be free from leaking, sweating 
or clogging troubles. They are precision machined 
from solid aluminum bars and are polished to a mir- 
ror-like finish 

Able steel desk trays are available in letter and 
legal sizes and may be built up to any desired height 
by the use of matching build-up posts. The trays are 
built of heavy-gauge steel with double hard-baked 
enamel finished in Futura gray or glazed green. The 
letter size, 12% inches long by 2% inches deep, re- 
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A Yew STENOGRAPHER’S | | .__and a PROSPEROUS NEW YEAR 
POSTURE CHAIR . 
EB ge = with PROFIT-PROVEN SMO-KING 





> 





North, south, east, west—dealers are 
proving how profitable it is to carry 
the quality guaranteed SMO-KING line 
made only by Nestler-Fields. Why— 
because these smokers are outstanding 
for expert workmanship and distinctive 
design that give their surroundings 
smartness and dignity. For example, 
here's 


4 SMO-KING No. 25 


Streamlined and durable, this popular 
smoker compliments office or resi 
dence. Safe from tipping, it is smoke 
proof as the quick-acting plunger dis 
poses of butts and ashes into its 
roomy compartment that requires less 
emptying. Smartly finished in triple- 
plated chrome or English bronze plate. 
Tray, 8’: ash compartment in tube /8"' 
long: 8"' base. Height 26". Packed set 
up in individual cartons. Suggested 
retail price $12.95 


An outstand 
ing chair at 
an outstand 


ing price 


New tv pe con 


struction 


Affords extra 
“pring action 


in the back 


Permits back 
rest to hit con 
tour of occu- 
pant’s back 


The "“SMO-KING" label! identifies the 
Nestier-Fields quality line of smokers, 
distinctive for beauty service—and 
profits. 


regardless of 





position 














Built by Murphy Master Craftsmen 
for Permanent Comfort Long Life 


NESTLER-FIELDS © 1948 


MURPHY CHAIR CO. INC. | SCenacenaacam © 


OWENSBORO, KENTUCKY, U.S.A. BROOKLYN II. N.Y 























THREE SIZES OF DIES 
1%" — fae = 2” 











Liberal 
Discount 





THE 
NEW 


“CLIPLESS” 


Does away with 















POCKET SEAL 
@ Fastest selling seal on the 
market! — priced to return 
you a fine profit against any 
competition. Display it and 
you will sell it. A base attach- 


ment converts it to a desk seal. 

For Sale by Leading Stationery 
and Marking Device Dealers 

Everywhere 


x MAKE MONEY USING 


STAPLES* 
CLIPS 
ENVELOPES* 
FASTENERS* 
HIGH POSTAGE* 








reduces all office expenses! 


Agents, Dealers, Exporters wanted all 
the world! Profitable territory is 
en. Clipless will amaze you 


CLIPLESS CORPORATION 


4242', Lockwood Ave 
Los Angeles 27, Calif. 





MEYER « WENTHE tnc 


ESTABLISHED 1854 
30 SOUTH JEFFERSON STREET, CHICAGO 6 


MAKE MONEY SELLING x 
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Did you say 


“Straightedge"’? 6 


A MOBILE straightedge rolls over your drawing, a Nn oth e r DACO 
keeps smudging to a minimum. Especially we 0 n e 7 Ma a ke r 


recommended for use on large drafting tables. 





























Parallel ruling is initiated by a fine metal cable i 
and four friction-free pulleys. 7) 

AN E-Z GRIP straightedge is especially suited to a es, 
the man who demands a full length finger 





grip for moving the straightedge. The 5/16" | + $£+™%Q>J|} “BSS = 
thick finger grip is beveled to give a firm 





one qeateemat py. New! Improved! Comparison will con- 

AN IDEAL straightedge is designed to provide the waor Daco Roll Labels are excep- 
ones tional. Evenly gummed, properly per- 

flexibility of a blade type attachment yet re- forated they are the easiest, cleanest 

tains a minimum thickness. It is made of tearing roll label on the market. Daco 


Roll Labels are used for folders, guides, 
envelopes, mailing lists, packages and 
dozens of other office and household 


laminated plastic material. Transparent edges 
are set into blade .010’ above lower surface. 


A REGAL straightedge is made of the same high fk. “seems They — in eight popular 
: ; : shades: manila, white, buff, blue, cherry, 
grade materials used in other straightedges. green, canary and orange. 


Designed for use with an underboard attach- Priced to sell, Daco Roll Labels are 
attractively boxed and packed. Twelve 


RE EE to a carton. Immediate delivery. Order 
& : today. Dept. O. 


ment the Regal is not equipped with a parallel 





Write for prices and discounts 


ENGINEERING MANUFACTURING CO. oe, © INDEX = 


625 NO. COMMERCE ST. SHEBOYGAN, WIS. + 














POPULARITY 
BASED ON PERFORMANCE! 


“ADJUSTA-LITE” PORTABLE 





oe, 
4 
2 








No. 1222 


¢ 8 7 ALL METAL \ 
> U/ \ \\ \ \\ \\ 
No. 1222 SINGLE TUBE Uf \\ \ Hh), \\\ 
Patented Arm—Offers any Height Adjustment / 
Patented Flexible arm permits easy adjustments to / rte CATALOG coton \\ rLtase see || 

||} YOUR FIRM’S 


any height desired. Finished in Morocco Brown or 
LETTERHEAD 


"Desk Gray." ‘ 
BUY RIGHT—BUY VAN DYKE \ Listing: ake p+ oe 


Ne re ING ano / Ny} SUPPLY 1S 
STAY IONER yi, LV MINTED. 


fe * 4! YW) YI) Wf YY Y} 
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VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 














tails at $1.95; the legal size, 15 inches long by 2% 
inches deep, retails at $2.25. Sets of four matching 
build-up posts list at 45 cents, subject to usual dealer 
discounts 

>. 


ROBOTYPER DESIGNED FOR USE WITH IBM 

New model electric typewriters recently introduced 
by International Business Machines can be used with 
Robotyper equipment, according to announcement is- 
sued by- the Robotyper Corporation, 18050 Ryan Rd., 
Detroit 34, Mich. The standard Robotyper model pro- 
mounts. A few simple changes are 


vides necessary 





ROBOTYPER WITH NEW IMB ELECTRIC TYPEWRITER 


ecessary, but nothing involving parts that cannot be 
readily substituted, states Robert Moore, Robotyper 
president 

This Robotyper equipment activates electric type- 
ple speed, automatically producing “hand- 
The typist can operate as many as four 

1 capacity of up to 600 or more letters 
the announcement 


writers att 
typed” lette1 
machines witl 
per day, say 





NEW NUMBERING MACHINE—This double-die plate number- 
ng machine, a product of Bates Manufacturing Co., Orange, 
N. J.. was described in the December issue on page 70. 


—- 


EICHHORN E. FABER SALES PROMOTION HEAD 
Franklyn H. Eichhorn has recently been appointed 
sales prom manager of Eberhard Faber Pencil 
Company, Brooklyn, N. Y. Mr. Eichhorn is also ad- 
ertising manager of the firm 
1otion department is a new one at 
hich will celebrate its 100th anniver- 


The sales | 
the company 
ry in 1949 
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RIGGER-FAST: 


THE STAPLE GUN 
WITH FIREPOWER 





LIGHT sur RUGGED 
EASY 10 LOAD 


For Window Trimming and Tacking 
up Signs, Stock Tickets Bulletins 
siso for Tagging Shipping Con 


A tainers 
C & The number one tool in Stores 
/ = Public 


Shipping Rooms, Institu- 
tions, Repair Shops. 


ideal for Upholsterers . . . Elec 
tricians . . . Cabinet Makers . 
Display Men 


THE DYNAMIC 
MARKWELL* 


TACKMASTER* 


Please Write for Dealer Discounts 


MARKWELL MFG. CO., INC. 


DEALER DIVISION 
200 HUDSON STREET NEW YORK 13, N. Y. 


* Trademarks 
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COLONIAL CARBON OFFERS NEW LINE 
The Colonial Carbon Company, 5150 Church St 
Skokie, Ill., manufacturers of duplicating supplies, has 
added to its line the Town Crier master unit, for the 
production of sharp, clean copy in unusually long runs 











COLONIAL CARBON’S MASTER UNIT LINE 


Some units are shown in the accompanying illustra- 
tion 

The firm has also announced the addition of equip- 
ment for carbon-back brand imprinting. Dealers are 
invited to send in requests for estimates of plate costs 

—-< 

HIEBERT FURNITURE OFFERED TO INDUSTRY 

The C. Hiebert Cabinet & Fixture Company, 4108 E 
Gage St., Los Angeles, Calif., has drawn on a quarter- 
century of careful planning and expert craftsmanship 
to expand its offerings of beautiful office furniture to 
dealers in this industry 

A complete line of desks, files and other furniture 
pieces is available, these items made of fine walnut 








C. HIEBERT 


woods and finished in natural mist and gray harvest 
wheat colors. They are given a high gloss with Hie- 
bert’s exclusive polish 

At present there are approximately 40 items in the 
Hiebert line, designed for an exacting clientele. From 
a small shop established 25 years ago, the Hiebert 
plant, located adjacent to Forest Lawn Memoria! Park, 
is now one of the largest on the Pacific Coast devoted 
to the manufacture of office furniture 

—-<- 
OFFICE SUPPLY SALESMAN RETIRES AT 80 

H. Miles Nims, senior salesman of H. R. Mann & 
Company, Troy, N. Y., has retired at the age of 80. A 
salesman of paper goods and office appliances for 50 
years, he has spent the past 4} years with the Mann 
firm. In recognition of his loyal service, Mr. Nims was 
honored at a cocktail party at the home of C. E. Wil- 
son, vice-president of the firm, and later at a dinner 
at The Mansion, near Troy, where he was presented 
a purse by George S. Reynolds, president. Mr. Nims 
responded with a talk comparing selling of 50 years 
ago with that of today 
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All sizes, shapes and colors. 
Plain, numbered, lettered 
and special markings. Over 
3.000 different combinations. 
Sturdily made with sharp 
steel points. Firmly anchored Wee Meere Mark- 
heads. Nationally advertised. ing Tacks for price 
Map companies sell the pean ragga 
Moore line EXCLUSIVELY. window displays. 
Makers of famous Moore Push-Pins and Pushless Picture Hangers 








MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST PHILADELPHIA 44, PA 





SERVICE CHAIR MATS 
5 COLORS — 2 SIZES 





This is the original tempered fibre chair mat which outsells 

4 ther t will save its cost many times over in pro 

tecting floor verings and floors. Bevelled edges. 

5 colors available: SILVER GRAY, Brown, Green, Black 

and MA . - 

2 Sizes tandard Size 36''x48"; Executive Size 48''x54". 
3 SHIPPING POINTS 


Long Island, N. Y « Chicago, il! * Laurel, Miss. 


WooDa.Lt [NDUSTRIES [NC. 





2035 So. Calumet Ave. ° Chicago 16, Ill. 
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ale up your correspond- 
ence with CLAR-O-TYPE! It Oxo 
sharpens dull, ink-clogged , \ 

type, gives impressions that \ ‘ 











are clear, crisp and readable. \ / 

Quick — thorough — non- Y= . el 

inflammable. The sturdy | Ri } 

dauber eliminates brush- o ~. 

ing and spattering. —— _—— 

CLAR-O-TYPE evaporates / ——— 

slower, giving more clean- / LSS 

ings perbottle,solastslonger / SS VA 

and is more economical. / SSS J, 

= = Zo 

Ses 





THE CLAROTYPE CO., INC 
261 Broadway, New York 7 





Depend on ee IS 


for outstanding value of 
SERVICE and FULTON 
DATERS AND NUMBERERS 


All of high grade rubbers—deeply moulded 
to give clearer impressions. 





Also: Deluxe and Special Business Outfits 
Sign Makers and Chart Markers 
Fulton Stamp Pads and Ink 
All Weather Wood Block Pads and Ink 
All Types of Marking Inks (submit sample of 


material for faster service) 


Plus: Fulton's Dri-Kwik Pad of Special Merit. 
Carefully constructed of special woven felt 

and muslin on perfectly insulated block— 

| inked with Dri-Kwik, a special ink that is 
odorless and dries instantly after use but 


remains moist in stock 





Prompt Shipment . Write for Catalog 


e * Rin SPECIALTY COMPANY 








Factory and Showroom 


82 Fulton Street Elizabeth 1, N. J. 
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Good Selection of Used 
CALCULATING 
AND ACCOUNTING 
MACHINES 


C. E. C., well known for years as a dependable 
source for used office equipment, offers dealers 
a wide variety of business figuring and account- 
ing machines. 

Calculators — All makes: Burroughs, Comp- 
tometer, Friden, Marchant, Monroe. Both select 


rough and rebuilt. 


Accounting Machines — Burroughs Book- 


- — 


keepers, including bank, utility, and commer- 


cial models. Rough only 


- 


All inquiries welcomed, answered promptly. 


CALCULATOR EQUIPMENT CORP. 


ORANGE, N. J. 





OO Oe ee SSS ——e——ee le 
ee —eeeEeEeEEE E> ——EE~LE EE 











BANK ACCOUNT SAFETY 
ARE SYNONYMOUS 


USE THE SAFEGUARD SYSTEM OF CHECK 

PROTECTION TO GUARD AGAINST FINANCIAL LOSS 
OVERSEAS DISTRIBUTOR 
rd International, 


Safegua 
3312 Lancaster Ave., 
Philadelphia 4, Penna. 


Safesuard Corp: 









LANSI 3 


* PENNSYLVANIA 











HAMMERED 
SILVER.GRAY 
FINISH 





One Large Size (112x6x434“) 4 STYLES 


Beautifully designed, rugged for long service, these sell 
readily on sight! All corners rounded, one piece construc- 
tion, counter-sunk handles, every desirable structural 
refinement! 

All styles are individually boxed, and are packed 12 of 
a style to a shipping carton. Available with or without 6 
compartment interior tray. 


LIST PRICES 
BOXES WITHOUT TRAYS 


No. 928 (Flat Key Lock) $2.80 
No. 928CL (Combination Lock) 3.10 
BOXES WITH 6 COMP. TRAYS 
No. 1928 (Flat Key Lock) 3.70 
No. 1928CL (Combination Lock) 4.60 


(Priced Slightly Higher West of Rockies) 


DEALERS: If your jobber cannot supply you, write us 


DEPT. OA. 149 


for literature 


ENTRAL CAN COMPANY 
2415 West 19th Street CHICAGO 


Export Representatives 


FRAZAR & CO., 50 CHURCH STREET, 





NEW YORK 7. N. Y 








The NEW and IMPROVED 


DOLIN STEEL TRANSFER FILE 
IMMEDIATELY AVAILABLE 


IN ALL POPULAR SIZES 





CAN BE BANKED TO FIT AVAILABLE SPACE 
Sturdily constructed of heavy gauge furniture steel . 
electrically welded throughout ... continuous welded 
corners and reinforced with insert angle corners. Each 
unit is equipped with four rollers, brass handle and card 
holder. Office Green enamel finish. 


WRITE FOR DESCRIPTIVE LITERATURE 


“The Nation's Transfer File Specialists” 


DOLIN METAL PRODUCTS, INC. 
189 VARET STREET BROOKLYN 6, N. Y. 
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THE TERM FOR A WELL- 
HAIRS POISED BODY IS THE WORD 
FOR A FRITZ-CROSS CHAIR 


FRITZ-CROSS 
have earned preference 
because they actually in- 

crease on-the-job effi- 

ency Scientifically de- 
signed, constructed in steel 
with full range of uphol- 


RITZ-CROS: 


OMPANY FI 


300 E. Fourth & 


stery and color stantly 
adjustable they con- 
stitute a Complete Line 
that Competes and 


Repeats! 















Facts about “U. 8.”’— 
BIG ACCOUNTS AND 


YOU 


For more than a half century we have supplied some of 
the manufacturers of typewriters, adding machines, and 
other business machines with ribbons for their new units. 
Big accounts in every sense of the word! 


Serving these large users gives us a definite advantage in 
purchasing all the raw materials that go into the many 
different inked ribbons we make. 


You, then, as a dealer in the industry, can benefit from 
this large-scale purchasing by being able to get inked 
ribbons of proven quality at prices that are lower than 


' 
average: 


4 simple fact about “U. S.”—but a valuable one for you 
to know. For more specific details and prices, write for 
our interesting price list. 


For Domestic & Export Trade 


General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 














/ 
>, IPTIPPER 


PENCIL POINTER 





f — hur You Caw Do ‘Te 





Once you “get the knack” of how to use your 
ZIP-TIPPPER you will find that it gives you a perfect 
point—ALMOST AUTOMATICALLY. 

Makes any kind of point desired—long or stubby; 
round or “chisel point.” 

CLEAN ® FAST @ CONVENIENT 
Sells for 25¢ each 
Packed 3 dozen to a box, each ZIP-TIPPER individually 


enveloped 


IMMEDIATE DELIVERY 


CROFOOT, NIELSEN & CO. 


205 WACKER DRIVE CHICAGO, ILL. 
TELEPHONE—RANdolph 3341 
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p ZIPPER RING BINDERS 
NOW! IN 4 BRILLIANT COLORS 


JUST LOOK 
AT THESE 
SELLING 
FEATURES! 





COLORS: 
Red 
Blue 
Green 
Brown 


LEATHER or 
LEATHERETTE 
3 WAY ZIPPER 
2 or 3 RINGS 3 

No. 1086 Shown Above 
Make Those Profits Yours! grain Taltation feather wits 


as attractive as 





You clinch those big, profitable vol- vo in sed, blue of 
ume sales with this line of ring bind- green. Two flat inside pock 
s priced to melt sales resistance. ets; mate hing bound edges 


thro ughot ut; 2 or 3 ring 
booster meta! 1” capac 
ity: 3 way sipper An ex- 


Students, salesmen, athletes, business 
nd professional men and women 
ist cannot resist their color, price, cellent value at a real low 
tility and looks appeal. Order your price. Size 18” x 103 

eeds today. Write for Free Catalog Suggested retail + ee 
of Complete Line. $2.98. 


MAJOR LEATHER GOODS MFG. CO. Dept. A 
1840 S. MICHIGAN AVE CHICAGO 16, ILLINOIS 
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OPFLIGHT STEEL 


REG. U.S. PAT. OFFICE 


TRANSFER CASES 





IMMEDIATE DELIVERY 


Well “stacked” to the ceiling with interlocking legs . 





@ Equipped with 4 rollers 
Letter-Legal-Check 


@ Bases and followers ; 
Invoices sizes on hand 


available. 


* 
e Heavy Gauge steel con- No. 100. Letter size 
struction 13x12x24 $8.00 ea. 
No. 200, Legal size 


@ Olive Green baked en- 
amel finish 


16x12x24 $9.50 ea. 











Less Dealers’ Regular Discount 


OFFICE INDUSTRIES OF AMERICA 


162 W. MONROE ST., CHICAGO 3. PH. STATE 2-3493 














SILENT, BUT JUST AS EFFECTIVE, 
NU-VIZ SIGNALS CALL 
FOR ACTION ON VISIBLE 

RECORD SYSTEMS. \ 


: SIGNALS 


and MAPTACKS 










GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 
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The 
Ideal Typewriter 
Support 


Lee 









Sharp eyes, nimble fingers and 
clear brains are essential to con- 
stant speed’ and accuracy in _ business 
service. KARLO, the Ideal typewriter 
support, is unique in this service. No 
other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon pay the cost. 


@ MODEL No. 1 
METAL 
WITH woop 
» TOP 
ADJUSTABLE 
FROM 

26 To 38 
INCHES 


Patent 


“D90848” 






DEALERS: Every business furniture display should imclude 
this business producer. Write for information and prices. 


MANUFACTURING 
au COMPANY 
32 lonia Ave SW., GRAND RAPIDS, MICH 





TYPEWRITERS 
ALL MAKES 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


tele) 4.43331, (Cer VNGlaliy | on 41-1-10)) b) 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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Cuts cost of 
costly office help 








1, le 
Ul 


ALUMINUM WASTE BASKET 


WON'T CURL 
SMUDGE, OR WRINKLE 


Stop to consider what your typists are being 
paid per working minute. It costs you money 
while they fumble with inferior carbon papers, 
do spoiled work over, turn out messy copies. 
Nev-R-Kurl, though no thicker than other carbon papers, has 
more body. It's easier to handle, won't curl, tree, smudge or 
wrinkle It turns out up to 50 per cent more clean, sharp 
copies per sheet. 


95 Use Nev-R-Kurl to help hold office costs down, to increase 
List Price the speed and quality of copying. 
Each 














Beautifully finished in hammertone metallic grey, 
brown and standard olive green. Satin aluminum 
trim. Size, 14" high, 13" long by 8%" wide. 
‘ PROCESS CO., INC 
HUNTING-ROBERTS COMPANY oe 
2223 E. 37th St ° Los Angeles 11 “ooon | woos suse rans | 








IMMEDIATE DELIVERY 





FOR 
DISPENSING 
AND 
APPLYING 
CELLOPHANE 

TAPE 





HECTOGRAPHIA Double Service 
GELATIN TRAY DUPLICATORS 


A beautifully lithographed, lacquered tray filled 





with the famous and widely used Hectographia 
HI-TEST composition. Packed complete with 
nk and sponge. Manufactured and stocked in 
LEGAL SIZE... LETTER SIZE. . . NOTE SIZE. we _ 
HECTOGRAPHIA HI-TEST Gelatine Refills HANDY - QUICK + AUTOMATIC 
The famous orange and black Can with the TIME SAVING Pull the trigger and roll it on one motion does 
ame superb grads t gelatine duplicating com- the job. 
n that has won high consumer acceptance PORTABLE Carry it to any job... in your pocket if desired 
Hectographia Hi-Test for the past fifteen . weighs approximately 10 ounces. 
years. Manufactured and stocked in | Ib. 2% NEAT Your hand does not touch the tape no sticking to 
cal 6 th fingers .. . tape is rolled on smooth. 
sa - AUTOMATIC Dispenses and applies 2" tape just click it 
DOMESTIC and EXPORT trade and stick it. One hand always free. 
1 for NEW CATALOGUE "O * Write Today for Discounts and Literature to 
HECTOGRAPHIA CORP. ; y ty 
Manufacturers evil MC. 
110 West 17th Street New York 11, N. Y. 1983 East 59th St. ° CLEVELAND 3, OHIO 
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COLONIA The Newest and 
Best in a Com- 

plete Line of Spirit and Gelatin 
DUPLICATING SUPPLIES 










COLONIAL 
CARBON 
COMPANY 








Pow ACCO 





Trade Mark originated this type of fastener, and as 
Spirit and Liquid and Cream pioneers maintain the highest quality in 
Gelatin Carbons Cleansers ee 
Spirit Master Units Printing Inks material and serviceability. That’s why 
Spirit — bales < Sg eae your customers prefer Acco Fasteners. 
] a nks : 


The most modern in equipment and chemical processes 4V¢ 4 ‘Oo | ROobDt¢ ‘TS Ine 
are combined to give you COLONIAL quality. Centrally > Ce 
located, we promise quick attention to your orders, prompt 


hi ; os 
ee In Canada: Acco Canadian Co., Ltd., Toronto 


Ogdensburg, N. Y. 


Serving the Wholesale and Dealer Trade Only 
Private Brand Imprint Supplied 


Write for samples and prices a t—> 
| S = — I} 





COLONIAL CARBON COMPANY 


Manufacturers of Finer Duplicating Materials C == 


5150 Church St., Skokie, Ill. * Telephone Skokie 4258 


ACCO FASTENER 

















125) The Red 
yp Window 


an ves-eas e- 








+ 

WHERE DO YOU 
DRAW THE 

LINE IN rie ese 


the line in the selec- 


PENCILS [io cectetit'ac AUTOMATIC COIN WRAPPERS 


you satisfied with 











Stationers! It’s your Line. Exclusively! 





second best or do you 


want the very best? Do you look for the finest Gan Gane ot. A “ 7 aly. “We a hs poy ey jm ' 
? Supply eale nly. n retail salesmen t 
straight grained cedar and the smoothest lead? pirate your customers and cash in on your missionary work 
OH-I-NOO cil? ‘ . : 
In short do you look for the K R pen Write for libera! discounts and sales help on: 
Perfect uniform grading in every degree makes Coin W _—T 
. rappers ead Seals 
KOH-I-NOOR the PREFERRED pencil for the ar- Bill Straps Seal Presses 
tist and technician. Coin Bags Teller’'s Moisteners 
sana A ay» ae Coin Counters 
raw String Bags urrency Rack 
Send for Leaflet No. 18 Metal Clasp Bags Gaaseer Cabinets 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Shevage Trays 
Downey Change Trays 











KOH-I-NOOR PENCIL COMPANY, INC. 
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HOTCHKISS APPOINTS J. G. MERSON 
The E. H. Hotchkiss Company, Norwalk, Conn., mak- 
ers of stapling and tacking equipment, has appointed 
J. G. Merson as its direct factory representative in the 
Maryland, Delaware and Virginia area. Mr. Merson 





-_ 
we 


Nd 


= 








az 


J. G. MERSON 





actory representative of the Old Town 
Ribbon & Carbon Company. His new connection with 
Hotchkiss is toot of that organization’s current ex- 
pansion program. 


ormerly was 


oo 


OLD TOWN APPOINTS W. G. HUSTON 


Old Town Ribbon & Carbon Company, Inc., Brook- 
lyn, N. Y., recently announced the appointment of 
W. G. (Bill) Huston of San Mateo, Calif., as special 
factory representative in the Pacific Coast states. He 
is one of the best-known ribbon and carbon men on 


t, having spent more than 25 years in 
He will work out of the company’s head- 
Angeles and San Francisco. Mr. Hus- 
ched to the staff of Carl W. Draper, 
manager for the company who directs 
ales activity from the Pacific Coast sales 


the Pacific ( 
the busines 
quarters in L 
ton will be 
western 
Pacific Coast 


Sait 








office at 843 S. Los Angeles St., Los Angeles, Calif. 

Mr. Huston will assist in the training of the younger 
representative the Old Town Pacific Coast organi- 
zation. These representatives are Robert J. Martell in 

s Angeles, Cameron F. Ashby in San Francisco and 
Richard P. Vaughan in Seattle. 

The company now maintaining a complete ware- 
house stock of indard products in Los Angeles, easily 
accessible | of its dealers and distributors in the 
eleven Pacific Coast States 

—- 
NEW WORLD-WIDE BUSINESS FORMS CATALOG 


tory appears on page 10 
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A VERY GOOD RESOLUTION: 
IN 1949 

I WILL PROMOTE | 

BERKSHIRE | 


TYPEWRITER PAPERS | 





THEY BRING CUSTOMERS 


BECAUSE | 
BACK FOR MORE. | 


WHO COME 


ehtON es 


*rypewriTER® 
* PAPERS | 


Ps 
x 
“ries 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts 





MASO'S 


ALL-PURPOSE 


Ch 
rampton 


UTILITY 
STAND 


LOCKING DEVICE ON 
2 FRONT CASTERS 


THE ELBOW TYPE OF 
DROP LEAF ARM, 


THE NEW GRAINED 
WALNUT FINISH 
TOP ON MASONITE 


ALL THESE STEADY SELLING FEATURES! 


Vo" Masonite Top Contin. Piano 

Black Composition Hinges 
Casters All Steel Tubing 

Baked Enamel, Walnut 15s" Wheels 








improved to Increase Sales 
It is easy to clinch those extra sales 
now that you can offer your custom- 
ers the 1618 Champion with all its 
pre-war quality, plus the new decora- 
tive grained walnut finish top on hard 
tempered masonite. Add to these the 
Champion's snag-proof, clatter-proof 
qualities, the easy portability, the 
curved legs for greater leg room and 
you have a winning sales maker, a 
steady profit producer. 

Order Your Needs Today! 


MASO STEEL PRODUCTS — Dept. O 
ILLINOIS 





Ne. 1418 — MONARCH 
New, improved, with hard- 
wood top. Green baked en- 
ame! finish on metal with 
natural oak top; walnut 
baked enamel for the wal- 
nut finish top A steady year 
round seller 





500-32 S. THROOP ST., CHICAGO 7, 
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ANNOUNCING THE NEW 


UNIVERSAL 
COIN ROLLER 


SIMPLE 
AND FAST 
TO OPERATE 


DESIGNED 

TO PACKAGE 
ALL DENOMI- 
NATIONS 





POTENTIAL USERS: 

Banks——Savings & Loan Ass'ns—Bus & Transportation Systems 

—Bakeries & Stores—_Newspapers—News Stands—Churches— 
Restaurants & Cafeterias—Theaters 


LIST PRICE $5.75 


LIBERAL DISCOUNT TO DEALERS 


COMMERCIAL STATIONERY CO. 


325 W. MADISON STREET, CHICAGO 6, ILL. 














A great time saver 


Vu Seg Demaud 


ALLEN'S “SNAP ERASER" 


Patent Pending 


Eraser is snap-attached to shield . . . Detach to erase . 
Snap on when finished. Always together — Saves time and 
patience. 


NEEDED IN EVERY OFFICE 


BUILD CARBON SALES 
WITH SNAP ERASER 


Write for sample and sales plan 


ALLEN & COMPANY 


Manufacturers of carbon papers and inked ribbons 
11-15 Vandewater Street 
Dept. M New York 7, N.Y. 














BOSTON “L’” PENCIL SHARPENER 





|b LO HO) \ 





PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO., CAMDEN, N. J. 








New Handy—Extra Large 


Non-Spillable 
For use on desk-top or in drawer. Five deep, commodious 
compartments for paper 







clips, rubber bands, petty 
cash, stamps, eyelets, or 
what-have-y 









No. 3301 
Retail Price 
$1.95 
Handsomely modelled glossy black or burl walnut plasti 
with non-tip legs. 1542” long x 3% wide x 2 3/16 over 
all depth 
Also has factory use as a holder and 
sorter for small parts in light assembly work 


IMMEDIATE DELIVERY 


Write for Illustrated Literature 
Liberal Dealers’ Discounts 


Appison Speciarty Mere. Co. 


2812 ADDISON STREET CHICAGO 18, ILLINOIS 
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INCORPORATED - CHICAGO 


REPRESENTATIVES 
Marion V. Follin James H. Davidson 
©. D. Mann Henry L. Guth 
Arthur R. Frey Ralph A. Bender 


330 E. Ohio St. Chicago, Ill. 


MANWN—A Century of Fine Furniture 











New °* Practical « Profitable to Sell 


STENO-CADDY for Increased EFFICIENCY 


Unit easily converted into SORTING RACK 











TABLE 
AND RACK 


$4750 


Casters 
$1.00 List 


F.0.B. 
Factory 


Made entirely of heavy gauge steel. Finished in baked on enamel— 
GRAY or GREEN. The utility table with a thousand uses 


WELHAM METAL PRODUCTS CO. 


MICHIGAN CITY, INDIANA 








| “Hand-Crafted” 
POST BINDERS 


| (LBE) 
(ELBE) Sectional or Solid Post Styles 


* “Hand-Crafted” by skilled 
bookbinders, using top-qual- 
ity materials. This expert 
craftsmanship results in a 


product of outstanding qual- 





ity and durability. 


Choose from 5 grades—105 
stock numbers — Endlock, 
lroplock or Slotted-lock 
mechanisms. All popular 


sizes and capacities. 


| _ 

STORAGE BINDERS 
| Ruggedly constructed from top-qual 
| it nateria with lasting wearing 
| jualities 
Choose fror grades 4 stock 
' bers Sectional Post, Solid Post 
| , =e r er inent-storage . styles 
All popular sises os ies 
| 


PROMPT SHIPMENT ON ALL ITEMS 
WRITE FOR BOOKLET NO. 4 


ELBE FILE & BINDER CO., INC. 


FALL RIVER, MASS. 
N. Y. Office 200 Fifth Ave Boston Office—10 High St 














Remington... 
Sine -a-time 


SPECIAL OFFERING OF 
BRAND NEW 
GOVERNMENT SURPLUS 
LINE-A-TIMES 
ALL 
PACKED IN ORIGINAL 


CARTONS 


Limited Quantity 
Offer Subject to Prior Sale 





Size Model Orig. Price Our List Price 
12" Standard 27.50 14.00 
16" Standard 30.00 19.50 
30" Standard 39.00 25.00 


Generous Dealer Discounts—Quantity Prices 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


29-31 E. 22nd St., New York 10, N. Y., ORegon 4-6400 
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QddoX 


10 KEY 


ADDING MACHINES 


HAND AND ELECTRIC 


FEATURES 


e@ QUIET OPERATION 
@ PRECISION CONSTRUCTION 
e LIGHT WEIGHT 

@ DIRECT SUBTRACTION 

@ MULTIPLICATION KEY 
e@ CREDIT BALANCE 









In 8/8, 9/9, and 
10/11 
COLUMN CAPACITY 


FINISHED IN 
EYE APPEALING 
GREEN WRINKLE 
ENAMEL 


Write for Dealer Proposal 


SOLE DISTRIBUTORS FOR U.S.A. 


ADDO MACHINE CO., INC. 


145 WEST 57 STREET 





NEW YORK 19, N. Y. 











for the Vital 
Records 


of Business 
Never Ends! 


The ever present hazard 
of fire and theft necessi- 
tates adequate protection 
for valuable records, 
documents and cash. Safe- 
guarding these things is 
the function of Schwab 
Safes. Schwab Safes are 
available in a wide range 
of capacities and fire- 
proofed for all emergen- 
cies. Consult us if your 
business friends need mod- 
ern fire and theft protec- 
tion. 


THE SCHWAB SAFE COMPANY 








; _— SECRETARIAL DESK 


Write for illustrated 
brochure of entire line 


MANUFACTURED BY 


Orna Metal Products Co.‘ 


2412 SO. SEVENTH ST., ST. LOUIS 4, MO 











HERE'S WHY YOU SHOULD SELL 
SPEED-MO PADS! 


1. MORE PROFITS—A fast selling line—a key to 
new profits. Sell Speed-Mo for greater sales— 
bigger profits. 

2. PAD NEVER BUCKLES—Speed-Mo’s Sponge 
Rubber Pad always stays flat—never bulges in 
the middle, causing poor uneven impressions. 

3. RE-INKING SIMPLE—Here’s one stamp pad 
that requires no complicated re-inking devices— 
just brush the ink on! 

4. NO INK SEEPAGE—Dirty fingers are unknown 
to users of Speed-Mo. Ink doesn’t flow onto cover, 
edges or onto valuable papers. Cleanest pad ever 
produced. 













There’s a Speed-Mo for every 
purpose—special pads made to 
order. To help you sell, we'll 
send you free display material 
and advertising literature with 
your first order. WRITE 
FOR COMPLETE PROFIT 
DETAILS NOW! 














>I AVA ol ee @ Bz Netl i emeo? 


701 Main Street Orange, Massachusetts 





LAFAYETTE, INDIANA 
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IT’S 


BENTSON 


IN *49 


“The Line of Most Assistance” 








A sound dealer program 
based upon quality of construc- 
tion, efficient service, and an 


ncreasing variety of products. 


.. Write for details 


THE BENTSON MANUFACTURING CO. 


Manufacturers of Steel Office Furniture 


Aurora, Illinois 


JAW ATH 


PE TyrEWRITER rr? 


Are Recognized 





Standard for 


over 30 years 


Consistently high quality 
...Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
the short cut 


Sales Plan 


to bigger and better sales 


WANSCO 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 
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LOOSE-LEAF COVERS 


Ideal for reports, briefs, 
manuals, ete., because 
they’re made of wear- 
resistant, heavy-weight 
leatherette. Letter size 
8% x 11”. Feature prac-’ 
tical built-in prong fast- 
eners. 










Come in red, or- 
ange, brown, tan, 
green, deep green, 
blue, midnight 
blue, grey and 
black. Packed 25 of 


each color to a box. 


No. 525 Covers $9.90 per 100 $91.50 per 1000 


Lower prices on 5 or more boxes. 


READY FOR IMMEDIATE DELIVERY 
Amberg File & Index Co. 


Filing Specialists Since 1868 
1608 Duane Bivd. Kankakee, Ill. 














BEST-A-FILE folder 


REAMLINED 

wit ST METAL TAg / 
iN —— . 
‘ aw 


—_ 
— ee 





457 o5 yyp WANGINE TYPE MOLDepg 


Attached aluminum Hangers that do not slip. 
Slant adjustable metal tabs that do not break. 


EXCLUSIVE DEALER SALES RIGHTS 
in some territories 


Write tor Catalog. 


ADVANCE INDUSTRIES 


Manufacturers of Steel Typewriter Stands 


1900 So. California Ave. Chicago &, Il. 
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STEEL FILING CABINETS 


Immediate Delivery 


Something NEW 
has been 
ADDED! 


@ FULL CRADLE SUSPENSION 
Rustproof Metallic Finish 


@ IMPROVED SPRING FOLLOW 
BLOCK 


@ FULL BALL BEARING ROLLERS 





Heavy gauge steel full sus- 
pension, four and two draw- 
er filing cabinets, in letter 
and legal size, with or with- 
out spring locks. Olive green 
or gray baked enamel fin- 
ish. Also available in walnut 


and mahogany grain 


° 


LEXINGTON METAL PRODUCTS, Inc. 


565 PARK AVE. . BROOKLYN 5, N. Y, 
ULSTER 5-3246 














CROWN TIP 


TRANSPARENT INDEX TABS 








RADE MARE REG 


> 


EIGHT COLORS 
CLEAR GREEN 
ORANGE AMBER 
LEMON PINK 
BLUE RED 





to YOU. 
A Better TAB at a Better Price | ———___ Reply Dept. A- ——— 
CEL-U-DEX CORPORATION AMERICAN MAP COMPANY, INC. 
1 MAIN STREET BROOKLYN 1, N. Y. 16 East 42 St. NY. 17, NY. | 





a 
proFit- = ‘ 
DIXON ENDURO: 


Construction! 
* Cutters —extra length, hardened and 
For sheer good looks, ground for service! 


for longer lasting, finer * Finger-Tip adjustment for blunt or fine 


performance, DIXON pointing. 
ENDURO No. 20 leads *Point-Stop prevents pencil sharpening 
waste. 


the fleld—by a wide 


margin 


*Automatic chuck accommodates all 
size pencils—self aligning’ 
* Fastens to wall or desk horizontally or 
* vertically. 
AVAILABLE IN 3 BEAUTIFUL PLASTI-COLORS 
ATTRACTIVELY PACKAGED—12 TO CARTON 


The AIT E- RITE M0 


DOWNERS GROVE, ILLINOIS 





Subsidiary of JOSEPH DIXON CRUCIBLE CO., Jersey City, N. J. 








‘your CLEARTYPE MAP 











DEPARTMENT iS READY TO MOVE 





recedent with the 
f a dealer file 


We have broken all p 
cture and production © : 
ndle a complete line of 


| manufa 
| and display unit to ha 
CLEARTYPE MAPS. 
Ask for details a 
| ynit, help you to advertise and b 


bout how we install this | : 
ring PROFITS 
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ADJUSTABLE STEEL 


UNIT BINS & SHELVING 


OPEN AND CLOSED TYPES 


Moderately Priced 





Immediate Delivery 


oS  — = J Standard and Special Sizes 
Sturdy, Correct Fabrication 

>= ‘ 4 Available in Olive Green 

: Baked Enamel and other colors 


Shipped knocked down 
Easily assembled 


Parts Bins designed for 
storage in many industries 








SPECIAL ORDER DEPT. to fab- 
ricate customers’ needs that 
are not ordinarily available. 











Write for Dealers’ Prices and Illustrated Circular 


HILCO MFG. COMPANY 


1721 NORTH ELSTON AVE. CHICAGO 22, ILL. 


Perfect” 














FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
Za for hot weather. 
@ Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 
Colors: Brown, Green. Sizes: 
7" x 16°—15" x 17"—14,' 
x 15'/,". 


THE Sofseat STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats 








Elastic grip holds 
on stool firmly. Cush- 
ion Is Instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
plece sponge rub- 
her and covered 
«ith sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters. 





WRITE FOR NEW ILLUSTRATED FOLDER 
GIVING COMPLETE INFORMATION 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


& Leiper St., Bldg. No. 5 Philadelphia 24, Pa. 


Adams Ave 





NEW Lightning 


ADDING MACHINE 





New features! Precision built! XN 


YET IT STILL RETAILS FOR 95 
YOU CAN GROSS BIG! 


Nationally advertised in Saturday Evening Post, Collier's 
and others . . . it's America's fastest selling Adding 
Machine! Speedy, accurate, versatile, and as easy to use 


es DIALING YOUR TELEPHONE. 
IMMEDIATE DELIVERY— DISCOUNT in DOZEN LOTS 


LIGHTNING ADDING MACHINE CO., INC. 








543 So. Spring St., Los Angeles 13, Calif. 








The ‘’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


@ Patented Finger Controlled Paper Guide 
e Finest Steel Blades, Carefully Ground 

e Two White Scales on Black Background 
@ Only Finest Seasoned Hardwood Used 

e Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, etc, The patented, adjustable 
paper guide locks and releases with a finger flick, 2 white 
scales on black background speed accuracy and measuring 





time. Models 5, 6 & 7 have special 

safety “Precise” is 
steady 

nlaved 


spring. The List Prices 
seller 


Biade Sizes 


wherever dis 


7772 








Order your needs today! 


AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. Loomis Street, Chicago 7, Illinois 
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A THE DESK TRAY OF TODAY! ||=: = 
ABLE S =! Et MAKE more MONEY 
= =! MAKE more SALES 
= * . 





Place ACME “first” on 
Your “BEST SELLER’” list 


ACME is one of the largest manufacturers of: 

BUILDING DIRECTORIES FLOOR DIRECTORIES 

DESK NAME SIGNS DIRECTIONAL SIGNS 

MENU BOARDS ELECTRICAL INTERIOR SIGNS: 

For Hallways, Door Entrances, Cashiers, Restrooms, 
Information, Etc. 


ROOMIER — SAFER — EASIER FILING 


More Visibility More Strength 


More Attractiveness 


Jesk tray 


yi lity made of 


Acme's exclusive variety of stock sizes 
for every situation and Acme's complete 
facilities for “TAILOR-MAKING" SIGNS 


to meet every requirement assures you 
satisfied clients every sale. 


enamel finist 


Waal »,REEN 


) LETTER SIZE Length 12%" « 21/2" deep 
$1 95 each list 


12 LEGAL SIZE Length 15 * w 21 » | deep 


$2 25 each hist Write NOW for full particulars on the ACME “line” to Box 0-3 


23 Set of 4 build-up posts in matching color 
45 cents list 


>B FACTORY USUAL DEALER DISCOUNTS 


ABLE PRODUCTS CO. inc. 


MANUFACTURERS OF OFFICE EQUIPMENT 


5 ALMEDA AVENUE ARVERNE NEW YORK — 


37 EAST 12™ STREET 
NEW YORK 3, N. Y. 


x |BULLETIN COMPANY 











“Best 3-HOLE Paper Punch Made!*’ 


CLIX_ 


Chia 





STORAGE 
CABINET 


‘(OR WARDROBE) 


will Sell 
on Sight! 
e 








ox Pe oe ; 2 


— AND at the same low price it sold for 'way 





Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 


Made of heavy gauge steel with four adjustable drawer; weighs less than 16 ounces. Still retails 
shelves and a three-way lock in handle. 


back in ’41! Punches all 3 holes for 3-ring binder 
sheets at a single squeeze. No gauges to set 


no places to mark. Punches sheets instantly, all 





3 holes at one time. Fits brief case or desk 


a. : : ; at the low price of $3.25 each 
Finished in olive green or gray baked enamei. In 


two sizes — Order from your wholesaler 
36” wide, 18” deep and either 72 or 78” high. CLIX MODEL 3... Puncnes 3 holes 
4s" dia spaced 4%," on centers 
Chi: : a4 S spaced 4” from back binding edge >. 
Shipping weight 150 pounds. standard spacing for 11" x 8%," = 
sheets 


Equally serviceable as a Cabinet or wardrobe. 





NEW ENGLAND PAPER PUNCH CO y aPeR PUNCH 
NATICK, MASSACHUSETTS -- 

















MIDWEST METAL MANUFACTURING CO. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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ONLY 


TA] PHO 


PHOTO COPYING MACHINES 
OFFER YOU A PERPETUAL GUARANTEE 


% Saving of 90% copying time 
% Easiest operation 
% Lowest cost per print 


“The Equipment That Can’t Make A Mistake” 


Tru-Copy-Phote makes exact, actual size copies 
of anything printed, written or drawn, as well as 
photographs. No darkroom, no camera required. 
Although equipment is used professionally, its 
simple operation can be handled by a child. 


Copies Surfaces: 
834" x 11” to 24” x 36” 
Prices Only $27.50 to $450.00 


USUAL DEALER DISCOUNTS 
Send for Catalog 









Dept. OA 
15 Summit Ave., Chatham, N. J. 
24 Stone St., New York 4, N.Y. 


FILING SUPPLIES .. 
PRESSBOARD FOLDERS 


SUSPEND-O-FOLDERS . . 
PERSONAL DESK FILES 











MANIFOLD BOOKS AND PRINTED STOCK FORMS 





Write for Illustrated Price Lists 


Our 25th Yeor Selling thrw Dealers Exclusively 


ADVANCO tah: Pubes 


MANUFACTURERS sone 


t8 we aT STREET Whew voee 
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MARKING PENS CAN'T LEAK! 


NO SPRINGS = No Leaking 





















NO VALVES = No Sweating 
NO GADGETS = No Clogging 


NOTE — THE NEW PRINCIPLE! 














Pa A — The smooth writing felt nib — dowble length « 
is internally threaded ond locked. 


8 — The lightning fost drying ink is ebsorbed eng 
is self-contained in the berrel, 


Neo. 403 Single Pocket Clip Model, boxed with 
ink and gloss filler. $1.85 each list. 


Ne. 443 Double End Multi-Color Pen, boxed 
with bottles of red ond black inks 
with gloss fillers. $3.75 each list, 


Ne. 413 Shipping end Desk Stend Medel 
$2.50 each list. 


Precision machined from oa solid ocluminum 
bor, polished to o mirror-like finish. “KANT. 
LEAK” Pens ore gvoronteed leck-proof. The 
inks ore permonent 








F.O8. FACTORY 
USUAL DEALER DISCOUNTS 


ABLE PRODUCTS CO. inc. 


2-35 ALMEDA AVENUE ARVERNE NEW YORK 





Brand New! 


PLASTIC-CORNERED 


DESK BLOTTERS 


Equipped with Edge-Protecting 


Blotter-Kuffs 


PATENT APPLIED FOR 


Sell on Sight 
at Good Profit! 






Available in Wine Red 
or Green 
19x24" Size 12x19” Size 
$2.50 List $2.00 List 







BLOTTER-KUFF plastic edge-shields som and save 50% on blotter 
bills. Wear-proof satiny smooth ded edge and beveled top 
prevents tearing and usual scuffing. ft - affords a handy tuck-away 
holder for memos. 


IMMEDIATE DELIVERY—LIBERAL DEALER DISCOUNTS 
Write for Samples and Literature 


BLOTTER-KUFF CO., 


319 ELMWOOD AVENUE OSHKOSH, WIS 
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ONE OF 
MANY 
HIGH GRADE 


railroads, 


Bas PUNCHES 


For offices, factories, stores 


MADE of best carbon steel with keen, hardened dies. 
Three sizes of reach: I!/,"", |!/.", 2". Can be had 
to punch |/," to '/,"" round holes, slots, squares, all 


Other punches with reaches to 4", 


manner of insignia. 
counters and special equipment. 


some with gages, 
Write for circular. 


THE HOGGSON & PETTIS MFG. CO., 





141T Brewery St., 






New Haven 7, Conn. 








Let Us Quote on Your 
Customer's Inquiries! 





Many Styles Wood or Steel 
Service Quality 











| 


National Chair Co., 


Please 


specify quantit 


delivery 


19 W. 27th St., New York 1, N. Y. 








< 


12 Drawer 


LEGAL BLANK CABINET 
Fo Legal Blanks, In 


Forms, printing cuts, 
Available Olive 
(ray and 
Rubber feet 


dimensions, 


surance 
etc... 


in (,reen, 





Brown. 


Walnut 
Inside 


9 x14 ‘235" 


$26.40 





Drawer 


No. $J12H 

(Also avaliable in 3” Depth 
rawers) 

LIST PRICE 






401 











Genuine Engraved 


WEDDING 


Announcements 
$@.95 


PER 100 
100 Calling Cards $1.65 
{less trade discount) 


DEALERS WANTED 


Social Engraving Sample | Book mailed for deposit of $1 ¥ 
funded after receiving $10.00 net of ena ok 





NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 














of STAPLERS, STAPLES, 
and PAPER PUNCHES 


METAL SPECIALTIES MFG. CO. — 


3200 Carroll Ave. Chicago 24 
















PREFERENCE! 


More and more ‘typists 
prefer NORTA, the mod 
ern plastic type clean 


er. No liquids to spill 


or splatter no mess 
quick, efficient and 
longer lasting. A favor 


ite since 1924 





THE ORIGINAL 


._NORTA 
PLASTIC TYPE CLEANER 


Norta Distributing Co., 1123 Broadway, New York 10, N. Y. 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 
and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke Systems Inc. Bit thas 
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NOW! TWO 
FAST, STURDY, 
LOW-PRICED HANDY CALCULATORS 
OFFICE MACHINES— 
COMPACT & PORTABLE 


@ Weighs 12 Ibs. 

@ New beck transfer device 
®@ Easy te learn 

®@ Nomina! service cost 

@ Saves mon-heovurs 


® Electrically operoted 
® Direct subtraction 

® Multiply key 

® Credit balance 

@ Quiet 








ASK FOR 
BULLETIN 
RO. 1 


Ivan <r all, inc. 


ADDING MACHINES di 210 FIFTH AVENUE, NEW YORK 10.N. Y 








ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi 
nets and Shelving, in Of 

ces, Vaults and Store 
rooms. 


Made of Oak and Birch 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





Send for Folder 
and prices. 








Manufactured by 


i. D. COTTERMAN 4535 ws, Sapsamvens Ave 


SPRING KEYS by 
SPEED KEY 


“Springs instead of Rubber” 











The KEY" to increased speed and 
comfort in typing. All typewriters 
need them; most typists desire 
them. Let them be "YOUR KEY Pd worly 


extra profit and good will. For information on how Master . 4 om 
| wil Fr intermati R RIBBON & CARBON 
* & 


SPEED KEY CORPORATION once MANUFACTURING CO., INC. 


268a Chauncey St Brooklyn 33, N. Y. General Offices ond Factory 701 SPRING ST., ELIZABETH, N. J. 


Have You 


a Friend business acquaint 


like tc keer n touch 































ENTHUSIASTICALLY RECEIVED 
BY DEALERS ...BY USERS 


me Dealers and users, alike, on actual 
inspection of the new Rest-All Alum- 
num Stenographic Posture Chair 
have been unanimous in their whole 
hearted approval! 

Here are the features wh ch are at- 
tracting every day more and more 





. dealers the nation over to place thei: 
a , meant y ra I 
qu f rst a ading sample orders for the Rest-All 
nrec? if na 1. Full, five-point adjustability 
CES! T S ena US the 2. Squatly streamlined pedestal on ball 
' bearing casters with soft rubber 
ana Dd ne ana we wheels 
Amply limensioned seat and back 
| ual nod ‘ r 
camnile ’ with r cus am rub 
ample al ig OUI DEALERS: Write for ber 
complete detalis, mod- 4 Simulated eather pholstering in 
mpiiments erate price, available green, browr aroon or gray 
territories. 6 Gleaming natura aluminum finish 


€ Extra reinforcement at parts JUNC gees 








THE OFFICE APPLIANCE COMPANY ; ture 
| 600 WEST JACKSON BOULEVARD, CHICAGO, U.S.A. OHIO Chair Co., 813 NORTH STATE ST., GIRARD, OHIO 
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A NEW SORTER sxe" ssyerenguze 
LABEL & CARD HOLDERS 


Made of Bright Finished Metal 


In Constant Use for identifying contents 
of boxes, shelves, bins and drawers 
Available in any desired sizes. Low cost 
Also furnishing Pricing Devices, et 


Send for Samples 
immediate Delivery 


Write for ilustrated Price List 


MASTERCO SALES CO. 


Manufacturers 
1721 North Elston Ave 
Chicago 22, Hil. 





No. 303—Retaiis for $12.50. Shipped in individual corrugated cartons 
co! rtments. Especially sturdy construction Inside frame of wood 
with lock-corner joints for added strength Vertical supports guarantee perma 
nent square corners. Teakwood-lined for sr ooth, ensy fling Straight, clean, 
die-cut edges Neat plastic name-plates Felt pada on bottom 
‘ad wide, lite” deep Overall size 











Compartment size: 3” high, 8 9/16 
11” high, 113%” deep, 20” long. Material: Brown Spanish-grained Masonite 
Weighs 18 Ibs. Send Trial Order. Regular Trade Discounts 








WOOD PROCESSORS, INC, 120 N. GREEN STREET, CHICAGO 7, ILL- 





SELLING QUALITY IN 
Office Equipment & Furniture 


Begins with 
ALL-STEEL EQUIPMENT, INC. 
CRAMER POSTURE CHAIR CO. 





WOOD OFFICE TABLES 


POPULAR PRICE RANGE 
PROMPT DELIVERY 


x 32” — 30” 










6000.—60” 


hand-rubbed top-—— 










J 7 T Ty T 7 , rh 1+ é 
THOMAS FURNITURE CO. Scie meanhiandk aa ak ane 
Edges banded and 
Finished natural with 





heav bodied lacquers. 
Phone Cabinets—Typewriter Stands—Desk Trays 
Write for illustrated literature of complete line. 


George 8. Long & Sons 


Manufacturers Agents 
Ohio—W est Virginia 


CINCINNATI 13, OHIO DORO MEG CO 362 West Erie St 
6 e Chicago 10, Ill. 























Line FILING CABINETS 



















BES2-T FEST Presenting our line of quality filing cabinets! 
REG u ey 4 DRAWER 2 DRAWER 
PAPER CEMENT or ee 
A Real Adhesive Check These Features: 
AND ACCESSORIES @ Non-Suspension @ Plunger Type Locks 
Notionally advertised @ Ball Bearing @ Green Finish 
Nationally used for every @ Full Inside Drawer @ Letter and Lega! 
pasting and mounting Shield Widths 
purpose— clecn—speedy— 
will not curl, shrink or atlas cts ea e iio ee -_ ‘ 
wrinkle paper Stocked “ : ‘ es ar he - a ‘ abinets com 
by leading distributors y _ 
everywhere Several distributor territories open. Write 
Write for Dealer's List quantity prices and further informati 











No. 12 








ST MARKS METAL PRODUCTS, INC. 


1709 St. Marks Ave Brookiyn 33, N. Y Telephone HYacinth 68-1188 











AA} Union Russer € AsBestos Co 


TRENTON NEW JERSEY 





JWUWIWW((—J|——@— 000 U™WWMWWWW”Mt_, 
Yy YY 
Y WALZ FIREPROOF 77 
















MANY STYLES—ALSO 
NON-FOLDING CHAIRS 






. 
¥M\ WN 





chests 


TABLET ARMCHAIRS Y 
—FOLDING TABLES Yj Yy 


SELF-RELEASING 
CHEMICAL PROTECTION 
Customer appeal! Special high 
tempercture insulation. Rich 
silver-gray steel cosing — full! 


hinge—tumbler lock. Luxurious- 


ly lined 
DEPT. 15-1 1140 BROADWAY y 


WALZ MANUFACTURING CO. 3 SIZES: 
WRITE FOR FULL DETAILS BDISCouNT $22.50 PRICE 
Near 26th St. MUrrayhill 3-1385 N.Y. 1, Y. YUU ae 


HK 


A 


Immediate Shipment 
from N. Y. Stock or 
Factory 





Don’t Turn Down Chair 
No. M-2 Inquiries! 


All styles—for classrooms, cafeterias 
sales meetings, etc. 


NS 


. $15.50 


LW 
\\ 


\N 





808 SO. HARVEY AV $10.95 
E., OAK PARK, ILL. LIST 


SS 
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SHOPLIFTERS HATE THIS! 
ie Eoopire ‘thewvends of) doltars "yeasty 
lve 









TYPE CLEANER 


THE 
PERFECT FLUID 
AND NEW 
PATENTED 
APPLICATOR 
Request sample and 


full details on your 
letterhead 
* 


keepers t 


Step contributing to the welfare of pett 
thieves and shoplifters. Put a WONDER 
LOCK on each of your showcases. Sim- 





ple to install without tools, screws or 
nails—AND no holes to drili—they offer 
tamper-proof protection. WONDER KS 

slip on or off in a jiffy——(only 8 sec- 
onds)——will not mar woodwork or 
chip glass. AND they're flexible too, 
protect all types of showcases—with 
adjustable ratchet for varying thick- 
nesses. Finished in highly polished 
chrome. Each lock eomplete with 2 


ORDER THIS NEW WONDER LOCK TODAY! Only $2.50 each, postpaid, 
complete with 2 keys. Special discounts on quantities of 12 or more 
Money beck guarantee if not completely satisfied. THERE IS A WONDER 
LOCK FOR EVERY PURPOSE! SEND FOR CIRCULAR! 





THE MARTENS TYPE CLEANER CO. 53 W. Jackson Bivd. 
DIAMOND POINT 2, N. Y. WONDER LOCK COMPANY Chicago 4, liinols 


the ACME 


MIDGET | BINDER CLIPS 


“desk stapler with hilton 
‘ quiet, velvet smooth | / 


Saal 
lever action! * 3 Sizes: %", 1¥2", 2” 

















the original and still the best! 






The ACME Midget ke every other member of the Acme Silverstreak In demand — becouse they ore strongly 
ine, is built to stand more than ordinary abuse—to last many years : 

with minimum service requirement. ACME is favorite with large indus- — long lasting, econemicel te wee. 
trial concerns stapling, ACME does more and does it better. L.£.B. Binder Clips ore precision mode 
ee our Silverstreak folder of rustproof tempered spring steel. 


Nickel-ploted removable hondles. 


A C M t 3 T A Pp L . e O MA PA N y Order now for volume sales and turnover. 


1648 Haddon Ave e Camden, N. J. CUSHMAN & DENISON MFG. CO. 
| ALSO MFR. ACME NO. I—NO. 2—SURESHOT—SIMPLEX 135 West 23rd Street, New York 11, N.Y 














W 


MARKILO 
CELLULOI0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size: menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your perticular need 


- 
Masts Gammon, titre. DAYTON STENCIL 


5685 S. Reeine Ave. Chicage 9, U.S. 4 WO R KS Cc . Epease . 










Make Those Extra Commissions 


44 








c s 


WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS DEPOSIT SLIPS 
WRITE FOR OUR LATEST CATALOG 


Chicaga Cash Register Parts Co. Wiliam LAXLINE Inc. 


1270 Ontarie Street Cleveland 13, Ohie 


2810 W. ADDISON ST fol Lier. \ clea i: yam & & 
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The Gudger Swivel Char 

e who seeks comfort at 
Grain leather with 
nd seat of foam 


yailable for immediate 
leather in 


executiv 


Designed for the 
genuine Top 


his desk. Made of 
padded arm 
rubber and haw 
delivery. Choice of r 
a variety of wood finishes. 


+7800 


s, comer bumpers @ 


filling. A 
ed, brown oF green 


Height 48" 
Width . 24" 
ack from seat 31” 


Height of b 
20 yy," 


Depth of seat 
write FOR OUR COMPLETE CATALOGUE 
OF OFFICE FURNITURE 
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The NEW and | 
and IMPROVED 
MODEL “Cc” 
sph AT THESE FEATURES = 
4 E 
*a E 
: 3 





NO STEN 

THE N oe a OR — OO Seen 
» New Wright Spirit Duplicator doe _ 
everything that 


ven the } 
highest . 
star ga ‘ priced machines d P 
a) lane ir : —_ er t 
hi AE 1 drawing or letteri fect comes fro 
: aster Ci : als as 1! ‘ 
arbon -and up Rs if many as 1H) Irom 
our cole —_ 
opera 


tion Hi 
andles I 
' any size pi: 1 ¢ 
ie eee Miadel ize sheet up to 9 x 14 
paper guid del C Wright Spirit D Improvements 
. ides, a hl ‘ culo , 
duid and in = type moistenin , clude ig 
nsure tte ing unit “Ss 
ie alse a distribution, and en ae 
I landle , !, and ail . 
untew Us tndindied A handsome dust | oy oem 
clude anc : 
with the new Mod 1d moisture proof 
odel ¢ ’ 
and a counting 


le, ice 18 i | 
available s 
at light extra cos ( 
‘ ompa e the W 
til right 


Spirit 
pirit Dupli ators 
work and feat 
et ires 
with any other n 





The Wight Co: 


i MINNEA 
POL 
1S, MINNESOTA 
chine r} , 
i 138 en look at the 

330 Qi he price 
0 Quincy Street N. EF "Min The Wright Com; 
acy Ineapolis 13 M — 

, nn 
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SEE THE MAKERS WHO WERE GREAT IN ‘48 
SEE THE PRODUCTS IN LINE FOR ‘49 


SEE EVERYTHING THAT MEANS SALES AND PROFITS 
FOR THE YEAR COMING UP... BY COMING UP TO THE 


PERSONAL LEATHER GOODS SHOW 


CONGRESS HOTEL + CHICAGO, ILLINOIS 
JANUARY 31 THROUGH FEBRUARY 3, Monday Through Thursday 


ENTIRE THIRD FLOOR 


Managed and sponsored by 


LUGGAGE AND LEATHER GOODS MANUFACTURERS OF AMERICA, INC. 
220 Fifth Avenue, New York 1, N .Y. 


Maurice A Levitan, Executive Vice-President 


Walden Robeits Exanw 


They Correct Mistakes in Any Language 





















No. 399 TRI-PLY — for typists 


CENTER PLY — soft gray 
ink and type eraser 


OUTER PLIES — red rubber, 
for all general erasing 


No. 235 CORAL — Versatile coral pink 
soft ink eraser; bias beveled for erasing 
details; broad flat surfaces for cleaning. 








WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 





WORLD’S QUALITY STANDARD 
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Sentry sells easily, quickly 
to private homes, farms for 


EASY EXTRA PROFITS 


Easy-to-get-at, 24-hour protection of valuables for 





farm and city householders provided by the im 





rs 


Sentry’s new Vermiculite insulation 


proved Sentry Safe—plus its within-reach price 
today makes it a popular item in a Vast, untapped 
market. 


7 ae ae er 
Show prospects in their homes how Sentry: doubles its heat resistance. Precision 


l. provides protection where safe deposit boxes machined parts, meddleproof design and 


aren't available handsome metalescent finish, all con- 


2. eliminates red tape, by-passes legal restric- tribute to make Sentry the best home 
tions and entanglements , : 

safe value on the market. Tell your com- 

3. actually pays for itself in savings from safe : 

munity about it. 


deposit box rentals 


AAA AC ENSIONS: 


"ky 545 West Avenue, Rochester 11, N.Y. Inside 15°x12"x12%4" 








A IRS 















4 
% 


No.850'2 REVOLVING 





Here are two 
of our 


latest numbers... 





and the new 
BRIGHT catalogue 


shows dozens 






of others ...send 






for it today. 







No. 850 ARMCHAIR 


Bright CHAIR COMPANY-INC. 

















127-133 BLEECKER STREET, NEW YORK 12, N. Y. GRAMERCY 7.5661 
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Easy to Set... Easy to Sell 
VARI-LINE RUBBER TYPE 





Users of rubber type like the way Vari-Line type snaps into the 
slots, and the way the slots snap into the holder. They quickly see 
the ady antages of being able to space the lines, remove them, sub- 


stitute others, and file the set-up slots in envelopes for future use. 


Above: Holder show- 
ing rubber-grippered 
ends into which slots 
fit. 


Belou one of the 


four popular kits 
ym plete with type, : 
holders, and ink pad. & 





Write for sample of circular describing 
the entire Vari-Line line 


SUPERIOR MARKING EQUIPMENT (C0. 


1800 LARCHMONT AVENUE . . CHICAGO 13, ILLINOIS 
533 MISSION STREET . SAN FRANCISCO 5, CALIFORNIA 


R. A. STEWART & COMPANY, INC. 


80 DUANE STREET .. . . NEW YORK 7, NEW YORK 























A REAL GRADE "A” Product 
now available in two—three— 
four and five drawer heights. 


Legal or letter width. 








“haftaftafe 





Gj PEERLESS STEEL EQUIPMENT CO. «zy 


UNRUH AND HASBROOK STS., PHILADELPHIA, PA. 
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Sought-out | ‘ for Comfort! 


——Bou ght-out for Style! 


LONG-WEARING, SURE-SELLING 


© ROVALSTEEL 


Trim-tailored lines accent 

tional beauty of the ROYALSTEE! 
EXECUTIVE CHAIR .. . gives man- 
sized comfort with complete working 


freedom. Extra large seat and back 
Built to Royal’s exacting standards 


of quality. 








Precision made 
wheel tension ad 


na 


Swivels at any de 
raises and lower 


TILT-AND-SWIVEL MECHANISM to work as winding 


Extra-spacious || 
adjusts in height t 
Available in any) 
stery fabric. Met 
in any of 32 Plast 


ROYAL METAL MANUFACTURING CO. 


175 NORTH MICHIGAN AVENUE + CHICAGO | 








Broach Offices: HANDY COUPON BRINGS BROCHURES! 
25 W. 26th St., New York City ] 


949 E. 3lst St., Los Angeles 1] 


L MANUFACTURING ( 


i5J N. Michigan Ave., Chicago 1 
MAKERS OF DISTINCTIVE Kigyalehcome ec preg Bee on on” for my e 
Yt 8 @ ¢€ fs een 
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PROTECT O FILM® 


with HEYER quality stencils can you get all the plus-advantages exclusive 

PROTECT*O FILM a clear, ‘enein film covering which is dis- 

i ‘ PROTECTO” FILM makes stencil cutting easier 
PROTECT“O” FILM is a premium quality product, yor 


clean no matter 
t. Protect**O’ 
i filling And it’s 
stencil from 
rections, Protect- 
lifted away from 
corrections 


PROTECTS 7yfewrtter Kollere 
(- ) 
— 


PROTECTS Zuality Results 


O”'' Film sten- 

I work, make 
ind most im- 
evible 


h im consistent 


- 
rI—_Z 
* } 
ly 
/ 


of protection, 
encils. Like all 
cils meet and ex- 
of duplicator 
tested formulae 
experience as- 









Expect an exciting NEW, delightful 
typing experience .. . from the moment 
your De Luxe l nderwood arrives. 
And watch your boss’ eves light up 
when he sees the crisp, clean work 
vou do. Besides, you'll find it easy 
to do more work . . . with Jess fatigue. 
Just LOOK at the new typing 
advantages you'll have over other 
secretaries: 


- 
Ati’ ... full ten inch writing line, 
on standard carriage width 
(one inch more than before). 


Neil’ . machine enclosed for 


quieter operation and protection 
against dust and dirt. 


ANéiw ... the most pleasing touch ever 


developed in a standard typewriter 


New modern stvling ... 


Finger-Form keys. 


D-5959B 


Business Week, January & 


- 
New Drop Line Space Lever for an 


easy, fast, and positive carriage return. 


MAY deeper Paper Table and larger 
Lateral Paper Guide . . . for faster, 
more accurate insertion ol paper. 


Mtl’ improved Variable Line Spacer 
and Cylinder Kiusobs . . . larger and 
deeper threaded . . . permit easier 
and more accurate aligning, both 
vertically and horizontally. 


Nt Removable Platen. (Softer 
platen for normal typing and quiet 
operation, Harder platen lor 
manifolding and heavy duty. 

Gives added versatility to machine. 


Nel non-glare Underwood eravy finish. 


The 


Py UNDERWOOD 


osfit 
Jouch 
DE LUXE! 





| UNDERWOOD | 
We 


~ 
° 





Also. you'll have on hand all the 
helpful Underwood features you \ e 
always enjoyed ... including your old 
friend Rhythm Touch and the handy 
front-controlled Self Locking Margin 
Stops! 

Be sure your hoss orders the new 
Ll nderwood De Luxe. Get a 
demonstration today. 


Underwood Corporation 
. Adding Machines 
Carbon Paper 


Typewriters . . 
Accounting Machines... 
Ribbons and other Supplies 
One Park Avenue New York 16, N. Y 


| nderwood Limited. 
135 Victoria St.. Toronto 1, Canada 


Sales and Service Everywhere 


UNDERWOOD « « « TYPEWRITER LEADER OF THE WORLD 








